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Exec puts DB2 in OS/2 ring 





BY JEAN S. BOZMAN 
CW STAFF 





SAN FRANCISCO — Users 
may soon have a new window on 
IBM’s DB2 relational database 
management system, and its 
name is OS/2 Extended Edition, 
an IBM official said last week. 
“We are getting into a world 
where the only window [on DB2] 
is in OS/2, mainframe or other- 
wise,” said Jnan Dash, manager 
of IBM’s Data Systems Strategy 
in Santa Teresa, Calif., during a 
speech at Database ’89 here. 
Dash also told his audience of 
200 MIS managers that IBM’s 
Systems Application Architec- 
ture will provide a seamless in- 
terface to DB2, no matter what 
the user’s hardware platform. 
When IBM announced trans- 
parency between multiple DB2 
databases on mainframes last 
October, it also announced its in- 
tention of delivering the same 
transparency within other SAA 
environments. Now, another 
IBM manager explained last 


On the march 


DB2 is now the second most popular IB. ig 
in Fortune 1,000 IBM and compatible mainframe sites 


data, 





t product 
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week, OS/2 Extended’s database 
manager will be the vehicle 
through which that transparen- 
cy will be provided to end users. 
The QMF facility in OS/2 now 
allows DB2 queries to be sent up 
to the mainframe, IBM said, but 
the process is carried out by a se- 
ries of deliberate steps. Within 
two years, those steps will be 
“hidden” from end users, and 


queries will be made automati- 
cally to DB2 systems on remote 
mainframes, IBM said. In this 
way, DBMS updates will be man- 
aged at a small number of central 
sites, while access to the updat- 
ed data will be provided through- 
out the network. 
OS/2 development is being 
coordinated through an IBM lab- 
Continued on page 129 





DEC-Apple deal a dud? 





BY JULIE PITTA 
CW STAFF 





CUPERTINO, Calif. — At the 
one-year anniversary of the Ap- 
ple Computer, Inc. and Digital 
Equipment Corp. alliance, both 
firms’ corporate customers are 
finding little reason to celebrate. 
Apple and DEC entered into a 
vague partnership in a glittering 
ceremony presided over by Ap- 
ple Chairman and Chief Execu- 
tive Officer John Sculley and 
DEC President Kenneth Olsen 
at the Macworld Expo in San 
Francisco in January 1988. DEC 
and Apple executives pledged to 
address significant user con- 
cerns, including file sharing be- 
tween the two systems and the 
ability to access VAX databases 
more efficiently from Apple’s 
Macintosh computers. 
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Today, the plans seem like 
nothing more than empty prom- 
ises. 

“IT am very disappointed, es- 
pecially in light of how much 


noise was made in the begin- 
ning,” said David Newman, an 
assistant vice-president of infor- 
mation systems at Citibank N.A. 
in New York. “I had expected 
products from Digital to connect 

the Macs to VAXs. 
“We've been hard on Digi- 
Continued on page 8 
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of AT&T's 
net future 


BY ELISABETH HORWITT 
CW STAFF 








AT&T was the focal point of a 
tangled web of network manage- 
ment links and alliances last 
week that left users closer to — 
but by no means within grasping 
distance of — the multivendor 
system of their dreams. 

AT&T introduced Accumas- 
ter Integrator, the first solid 
product for managing other ven- 
dors’ systems via its Unified 
Network Management Archi- 
tecture. 

The AT&T system is said to 
have unique troubleshooting ca- 
pabilities, as well as sophisticat- 
ed graphics and windowing fea- 
tures that are still conspicuously 
missing from IBM’s Netview. 
However, the initial product will 
only be able to collect alarm and 
alert information from other 
vendors’ systems — a much- 
criticized limitation of IBM’s 
multivendor interface, Net- 
view/PC. 

Integrator is significant be- 
cause it is the first visible piece of 
UNMA for users to evaluate, ac- 
cording to Stan Welland, direc- 
tor of corporate telecommunica- 

Continued on page 6 





Slow start-up for graphics powerhouses 





BY JAMES DALY 
CW STAFF 





The roses weren’t the only 
things in bloom last spring. 
In quick succession, in- 
dustry newcomers Ardent 
Computer Corp. and Stel- 
lar Computer, Inc. hosted 
coming-out parties for the 
graphics supercomputer, a 
powerful graphics-inten- 
sive machine that prom- 
ised to quickly hurdle the 
high-end workstation mar- 
ket and make the personal 
supercomputer a reality. 
At first blush, it seemed 
like they would succeed. 
Eye-popping graphics and pro- 
cessing power that carved 
through the most compute-in- 
tensive applications made the 
single-user machines a natural 


— and welcome — bridge be- 
tween high-end workstations 
and minisupercomputers. 

But almost a year later, the 
seeds planted by the companies 


Ardent’s 64 MFLOPS Titan can pro- 
cess images like this, but do users care? 


have yet to reach fruition, large- 
ly slowed by an industry unable 
to fully exploit the machines’ ex- 
plosive potential. Networking 
bottlenecks, a lack of wide-rang- 


ing software applications and 
premium price tags have bridled 
the market’s growth. The ma- 
chines are getting out, but at 
such low volume and narrow 
profit margins that some 
analysts predict the niche 
will disappear before it has 
achance to survive. 
“They've shown we 
have the horsepower to do 
sophisticated graphical ap- 
plications, but the question 
remains, what do we do 
with these images once we 
have them displayed?” said 
Ajit Kapoor, senior vice- 
president for electronic 
imaging systems at Cap In- 
ternational, Inc., a research firm 
in Norwell, Mass. 
The machines are targeted at 
users who require high-speed 
Continued on page 128 
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FBI ex 


pected to throw 


book at virus suspect 





BY MICHAEL ALEXANDER 
CW STAFF 





The U.S. Justice Department ap- 
pears close to filing felony 
charges against Robert T. Mor- 
ris Jr., the 23-year-old suspected 
hacker accused of creating the 
worm program that caused the 
shutdown of some 6,200 com- 
puters systems on the Internet 
network in November. 

“The truth is, they are going 
to prosecute,’ said Thomas Gui- 
doboni, the Washington, D.C., 
attorney hired by Morris. He 
added that he expects felony 
charges to be filed against his cli- 
ent within a matter of weeks. 

However, according to a re- 
port last week in The New York 
Times, the U.S. Attorney’s of- 
fice in Syracuse, N.Y., which is 
heading the grand jury probe 
into the worm attack, and Justice 

t officials are at odds 
on how to handle the case. 

According to the Times re- 
port, the U.S. Attorney’s office 
reportedly recommended charg- 
ing Morris, who briefly attended 
Cornell University as a comput- 
er science graduate student, 
with a misdemeanor in exchange 
for limited immunity and infor- 
mation about the incident. 

But Federal Bureau of Inves- 
tigation and Justice Department 
Officials are adamantly opposed 
to plea bargaining in this in- 
stance and are pushing for a 
more severe punishment as a de- 
terrent, according to the article. 


Felony frustration 

“I would prefer not to do either 
one [misdemeanor or felony], 
and they haven’t made an offer of 
either one,’’ Guidoboni said. “I 
have already made it clear to[the 
Justice Department] that I am 
not interested in talking about 
felonies.” 

Guidoboni speculated that the 
U.S. Attorney’s office in Syra- 
cuse may be considering the 
lesser charge because it may 
lack sufficient evidence to make 
a felony charge stick. 


“We have no announcement 
to make and no comment on the 
investigation,” said Frederick J. 
Scullin Jr., U.S. Attorney for 
Northern District of New York, 
whe is heading up the grand jury 
investigation in Syracuse into 
the incident. “It has been time 
involved; there has been a lot of 
investigating to do, and it is still 
going on.” 

Calls to the Justice Depart- 
ment were not returned. 

“Tf they allow a plea bargain, 
they are making a serious mis- 
take,” said Robert Campbell, 





LEA bargain- 
ing will water 
down a case 
that is already not the 
strongest.” 
ROBERT CAMPBELL 


ADVANCED INFORMATION 
MANAGEMENT 





president of Advanced Informa- 
tion Management, Inc. in Wood- 
bridge, Va. 

“They will send out the 
wrong message that people can 
get away with this sort of thing. I 
think that it is difficult enough 
with the existing framework of 
laws to exact punishment; plea 
bargaining will water down a 
case that is already not the 
strongest,” he said. 

“Tt is clear to me that the FBI 
is pursuing prosecution to the 
fullest,” said John McAfee, pres- 
ident of the Computer Virus In- 
dustry Association. McAfee said 
that the Santa Clara, Calif.-based 
trade group had been contacted 
by the FBI for assistance in com- 
piling an elaborate cost analysis 
of the incident. 

The trade group calculated 
that the worm infection ulti- 
mately caused $100 million in 
lost computing time and in man- 
power to detect and eradicate 
the worm. 





CORRECTION 


No, there is no word “‘creeze”’ in the dictionary. Above is the letter F, 
which in a production foul-up last week was usurped by the letter C in 
our page 1 story on Visa U.S.A., Inc.’s credit card network opera- 


tions. 
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ter to prompt a solution; and wé’ ve sihée implemented a method that 


should prevent a reoccurrence. 
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Wang wields new high-end mini 





BY ROSEMARY HAMILTON 
CW STAFF 


Wang Laboratories, Inc. official- 
ly set out for the big time last 
week with the introduction of a 
high-end minicomputer and as- 
sociated peripherals and soft- 
ware options designed for core 

data processing operations. 
But observers said Wang 
should stick to its own customer 
base, in which it can turn a nice 
users to the 





“Tlaugh when I think ofthese 


minicomputer companies going 
up against IBM,” said Barry Bo- 
sak, , an analyst at Robert Flem- 


Nonetheless, the company 
has positioned its offering 
against the low-end IBM 3090 
and said it intends to snatch new 
customers with it. 

To show that it is off to a fast 
start, Wang trotted out a num- 
ber of users that have already 
bought the system. But they 
were all previous Wang comput- 
er users. 

The early users were full of 
praise for the new system, which 
they said gives them the big per- 
formance boost they have been 
seeking. One customer has al- 


ready shifted into production 
mode with his VS10000, and 
two others who are testing the 
system said they have encoun- 
tered only minor glitches. 


it’s a winner 

At Scottsdale Insurance Co. in 
Scottsdale, Ariz., the recently in- 
stalled VS10000 has been de- 
clared a winner, according to 
Ronald Pieper, vice-president of 
data processing. Pieper said the 
company runs a nightly batch job 
to update its master file of insur- 
ance policies. It typically re- 
quired seven hours to perform 
on the VS7310. The same batch 
job took two hours on the 
VS10000, Pieper noted. 

“Tt’s almost anticlimactic,” 
said David Briezy, director of 
MIS at Admiral Cruises in Mi- 
ami, where a VS10000 was in- 
stalled at the end of last year. “Tt 
came in and passed all the diag- 
nostics and tests with a few 
burps and hiccups. Now, we’re 
running our accounting, pur- 
chasing and Pace [Wang’s data- 
base management system] and 
[are also — the pro- 


Briezy = other users said 
they are impressed with the raw 
performance of the system. De- 
pending on the application envi- 





Bucking for mainframe business 
Wang's latest supermini line, the VS10000, will be available in 


























* Based on Wang’s results of the U.S. Steel benchmark 





ronment, the VS10000 can offer 
up to four times the performance 
of Wang’s previous high-end sys- 
tem, the VS7000 series, which 
Tuns at an estimated 3 million in- 


user to maintain more than 17G 
bytes of data in a 6-foot enclo- 
sure. 

The software product an- 
nouncements also testified to 
Wang’s hopes of moving into DP 
environments. Instead of offer- 
ing departmental or office tools, 
Wang introduced software op- 
tions to increase the system’s 





Wang's VS10000 environment boosts power 


nuaenani 
$395,000 to $670,000. 

Wang does not provide MIPS 
estimates but instead explained 
the CPU performance differ- 
ences with internal results from 
a benchmark originally done at 
U.S. Steel Corp. (now USX 
Corp.). Based on that bench- 
mark, the low-end VS10000 
Model 50 would be given a rela- 
tive performance rating of 1. On 
that scale, the mid-range Model 
75 is rated at 1.25 and the high- 
end Model 100 is rated at 1.61. 


Caching controller 

Along with the VS10000, Wang 
introduced a storage controller 
that has a caching capability, a 
feature typically found in main- 
frame environments. The con- 
troller will support another prod- 
uct, a 1G-byte disk drive. The 
controller, which can support up 
to four of these drives, sells for 
$19,000. A 1G-byte drive will be 
offered for $25,000. 

Wang released a storage cabi- 
net that will accommodate up to 
16 of the 8-in. 1G-byte storage 
platters. The cabinet will allow a 


availability, upgrade its security 
and monitor its performance. 

Enhanced System Access 
Control, for example, will be of- 
fered as an optional security 
package to beef up the VS oper- 
ating system. This product in- 
cludes new encryption features 
for controlling access and pro- 
tecting data and has a starting 
price of $2,500. 

The VS Extended Data Man- 
agement System (XDMS) is said 
to offer improved ways of setting 
up indexed files for quick access. 

In addition, it reportedly pro- 
vides a roll-forward recovery 
feature that allows a user to 
quickly restore the indexed files 
after a system crash. XDMS’ 
starting price is $2,500. 

The total package should be 
looked at as a positive step for 


is telling the customers the VS is 
alive and well,” McCarthy said. 
“1 think it can be very profitable 
for them.” 





Computer to determine 
amounts in GM bias suit 





BY WILLIAM BRANDEL 
CW STAFF 





General Motors Corp. has set- 
tled a 5-year-old racial discrimi- 
nation lawsuit by having com- 


system. 

Under the conditions of a pre- 
liminary agreement reached 
with the plaintiffs last week, 
GM, without admitting guilt, has 
conceded that its employee-ap- 
praisal system has “hampered 
the equitable awarding of pay in- 
creases and promotions to black 
employees,” a GM spokeswom- 
an said. 


To resolve the dilemma, a 


mine relief resulting from a law- 
suit, said Dennis James, an 
attorney for thousands of GM 


So far, GM has agreed to pay 
$3 million to 3,800 past and cur- 
rent employees affected by al- 
leged racial bias but could be ex- 


pected to pay as much as $50 
million in additional compensa- 
tion, according to James. Much 
of the compensation will be de- 
termined by the computer moni- 
toring system. 

“After months of negotia- 
tions, we had to work out some- 
thing that would assure fairness 
in the future,”’ James said. “With 
this system, it’s not just a payoff 
where you wave good-bye and 
then they go doit again.” 


Monitoring expectations 
GM has more than 100 facilities 
with thousands of different job 
that it must monitor. Bias aside, 
people cannot be expected to 
fairly calculate the huge mathe- 
matical equation that will assess 
what type of promotion or raise 
an employee should receive, 
James said. 

After compiling personnel 
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data, the system will compare 
the promotions and salaries 
white workers are receiving at a 
particular moment and then ap- 
ply those factors to what black 
employees are receiving. 

The system will help deter- 
mine if bias exists by using the 
statistical formula, James said. 
“And if they missed [compensat- 
ing blacks] by a significant 
amount, [odds are] better than 
95% it was not just by chance,” 
he said. 

The results of the computa- 
tions will be monitored by the 
plaintiffs’ attorneys and GM, 
James said. 

A GM spokeswoman would 
not specify details regarding the 
antibias system. 

The preliminary agreement 
will not become final until after a 
fairness hearing is held in about 
two months, the spokeswoman 
said. 
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AT&T 


FROM PAGE 1 


tions for General Electric Co. 
“Tt’s good to see another horse 
in the race, and at least now you 
can see what the horse looks 
like,” he said. 

The fact that Integrator “‘has 
a lot more in the way of visual 
displays and graphic capabilities 
vs. Netview” may convince GE 
to use UNMA to complement, if 
not replace, IBM’s system, Wel- 
land said. GE already has several 
Netview installations in its data 
centers and is considering stan- 
dardization on IBM’s product. 
But the Integrator’s sophisticat- 
ed graphics may be one feature 
that the company could “want 
badly enough to justify getting a 
second network mianagement 
system,” Welland reported. 

AT&T also introduced the 
first UNMA-based application, 
Accunet T1.5 Information Man- 
ager, which is said to present us- 
ers with alarms, performance 


and configuration data about 
AT&T’s T1 service in graphic 
form. Availability is slated for 
April. AT&T plans gradually to 
bring management of its other 
network offerings under the 
UNMA umbrella, said AT&T 
spokesman Donald Keller. 

Another key Integrator fea- 
ture, the Correlator, reportedly 
makes use of an Informix Soft- 
ware, Inc. network configura- 
tion database to pinpoint the 
source of a problem. 

For example, a T1 switch 
malfunction could affect commu- 
nications on a variety of devices 
using that link (see diagram be- 
low). Accumaster Integrator 
would receive alerts from the 
network management system 
responsible for each device, cor- 
relate that information with net- 
work configuration data and ar- 
rive at the most likely source of 
the trouble. The user can then 
invoke the network manage- 
ment system responsible as a 
window on the Integrator’s 
screen to initiate a test or recon- 





Managing net managers 


In a theoretical configuration, a problem on a T1 switch would prompt 
network alert messages from three sources, but AT&T's Accumaster 
Integrator would be able to pinpoint the problem 
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figure traffic around the fault. 
Through Cincom Systems, 
Inc.’s Net/Master UNMA, the 
tor can also correlate 
fault data from both the physical 
and logical side of the network, 
according to Walter Thomas, 
Cincom’s director of manage- 
ment products. Net/Master 
UNMA, also announced last 
week, is said to provide the Inte- 
grator with IBM Systems Net- 
work Architecture network 
alerts and alarms, generated ei- 
ther by Cincom’s Net/Master or 
IBM’s Netview. Because AT&T 
provides no Netview/PC connec- 
tion for its product, users do not 
have the choice of having alerts 
and alarms pass in the other di- 
rection — from AT&T network 
offerings to IBM’s Netview. 
Some 18 vendors, including 
Infotron Systems, Inc., Digital 
Communications Associates, 
Inc., Racal-Milgo and Cincom, 
announced plans to develop links 
between their network manage- 
ment systems and Accumaster 
Integrator by the year’s end. 
With the exception of Cin- 
com’s Net/Master UNMA, how- 
ever, none of these products will 
make use of Network Manage- 
ment Protocol (NMP), which is 
AT&T’s official full-function, 
multivendor connection to 
UNMA. Instead, the products 
use a limited, NMP-compatible 
link, which was designed specifi- 
cally to carry alerts and which 
“does not lend itself to additional 
functions we expect to roll out in 
the future,” Keller said. Such 
functions will include security 
management and analysis of per- 
formance areas such as traffic 
and error statistics, he indicated. 
While AT&T published the 
NMP specifications last year, it 





DCA plays the field 





rival, Northern Telecom, Inc. 


management 
The resulting 


backbone in an 
ee 
Initial development 


Corp.’s Enterprise 





igital Communications 
intends to have its Open Network Management 
System (ONMS) play in everybody’s ballpark. Last 


zs toi ; 
system with Meridian Network Network Controller, from AT&T’s arch- 
DCA and Northern Telecom reportedly are the first ven- 


Standard for data exchange among network 
systems. 


product will “provide the ability to manage 
Northern Telecom's PBX network along with our 9000 T1 
coherent fashion,” said Joe Rosen- 


planning. 
work will focus on fault raanagement 
functions such as transfer of alarms and trouble ticketing, ac- 
i Se gaan Northern Telecom’s director of 


network technology. 

The co-developers also plan a feature, similar to AT&T’s 
Correlator, that “lets the user see where the problem is and its 
severity,” even when several sources report the same prob- 
lem, Sugarbroad said. Future development work will focus on 
other network management areas such as configuration man- 
agement and incorporating more of the two vendors’ product 
lines into the system, he added. 

DCA has already announced a link to IBM’s Netview/PC in- 
terface, as well as intentions to support Digital Equipment 

Management Architecture. 
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does not expect support from 
other vendors until the OSI/Net- 
work Management Forum final- 
izes its network management 
communications standard and 
NMP migrates to that standard. 
That should happen sometime 
next year, Keller said. 

In the meantime, GE still has 


“the same overriding issue [with 
UNMA] as we have with Net- 
view: Who writes the interface 
software for our really mixed 
vendor network?” Welland not- 
ed. The firm is choosing a com- 
panywide network management 
system and cannot wait for OSI 
standards to firm up, he added. 





AT&T's Open Look support vanishing | Unix group 





BY AMY CORTESE 
CW STAFF 





i among 
ware developers, AT&T’s Open 
Look suffered its latest blow last 


briefing here last week, Unix In- 
ternational, Inc. backed off from 
supporting Open Look, while 
AT&T conceded the interface 
would definitely not be bundled 
with the next release of Unix 
System V. 

Many analysts concurred last 
week that Open Look’s days are 
numbered. John McCarthy, di- 
rector of professional systems 
research at Cambridge, Mass.- 
based Forrester Research, Inc., 
predicted that the Open Soft- 
ware Foundation’s (OSF) OSF/ 
Motif will be the standard inter- 
face in the Unix world and that 
“Open Look will become a great 
trivia question.” George Schus- 
sel. president of Digital Consult- 
ing, Inc. in Andover, Mass., 


6 


agreed, saying, “Two or three 
years from now, Open Look will 
have disappeared.” 

Although many software de- 
velopers remain undecided 
about which, if any, Unix-based 
user interfaces they will develop 
applications for, most have al- 
ready begun developing for Pre- 
sentation Manager and IBM and 
Microsoft Corp.’s OS/2. When 
these vendors start developing 
for Unix, the easiest port will be 
OSF/Motif, which shares Pre- 
sentation Manager’s look and 
feel, McCarthy said. 

Defeat in the graphical inter- 
face area does not necessarily 
spell defeat for Unix System V, 
however. McCarthy said al- 
though this setback will put 
more pressure on AT&T to be 
“more market savvy,” it will not 
impact AT&T’s Unix business. 
Harder hit will be Sun Microsys- 
tems, Inc., which will have to 
support “an Open Look that 
looks a lot more like Presenta- 
tion Manager,” he claimed. 

AT&T first began backing off 
from its unconditional support of 


Open Look several weeks ago 
when it began saying that Open 
Look might not be bundled with 
Unix System V Release 4, as 
originally planned. Last week, 
Robert Kavner, president of 
AT&T’s Data Systems Group, 
said that it would not be included 
but would be offered separately. 

Also, Donald Herman, orga- 
nizing chairman of Unix Interna- 
tional, said that the consortium is 
evaluating other interfaces and 
is not necessarily committed to 
Open Look. Herman said that 
Unix International would possi- 
bly announce its preference 
within the next few weeks. 

“Tf Unix International mem- 
bers feel they would like a partic- 
ular tool kit with a choice of look 
and feel, I suggest Larry [Dool- 
ing, president of AT&T’s Unix 
software _ division] listen,” 





shows form, 
not substance 


BY AMY CORTESE 
CW STAFF 








NEW YORK — Unix Interna- 
tional, Inc. last week revealed 
some long-awaited details of its 
operations. The group, which is 
structured by levels of bureau- 
cracy, will advise AT&T on the 


tent to form more than three 
months ago, along with AT&T’s 
statement that it would spin off 
its software operations into a 
separate business dubbed the 
Unix Software Operation. The 
separation of AT&T’s software 


appeasing licensees of AT&T’s 
Unix operating system. 
The recent moves are long in 


coming, analysts said, and will in- 
fluence future releases of Unix 
System V more so than Release 
4.0, which is due in the second 
half of this year. 

The Open Software Founda- 
tion (OSF), in comparison, has 
moved swiftly i in fulfilling its ob- 


said there was a natural market 
need for Unix International, and, 
in a reference to OSF, said it was 
not a “made market require- 
ment.” 

There are three tiers of mem- 
bership, ranging from principal 
members, who pay $500,000 
annually, general members pay- 
ing $100,000, and associate 
members _ Paying 


ship class. Of the 45 members of 
Unix International, principal 
members include Amdahl Corp., 
AT&T, Control Data Corp., Fu- 
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BY ALAN J. RYAN 
CW STAFF 


NEWTON, Mass. — Leading Edge Prod- 
ucts, Inc., one of the first companies to 
capitalize on the wave of Asian clones of 
the IBM Personal Computer, will be 
changing hands soon, and its founder, Mi- 
chael Shane, will pursue other interests. 

Shane, who once sold wigs and blue 
jeans, has publicly claimed that the ex- 
pense and hassles of his ongoing legal bat- 
tles with Mitsubishi Electric Co. have 
spurred the sale of the once bustling clone 
distributor. Mitsubishi supplied the origi- 
nal Leading Edge computers, which are 
now made by Daewoo America Interna- 
tional Corp. 

PC Systems, a Riviera Beach, Fla., mi- 
crocomputer dealership owned by Stew- 
art Fason, will reportedly pay $921,000 
for Leading Edge. A Leading Edge com- 
puter division executive would not con- 
firm the selling price of the company. 

Fason met with Leading Edge dealers 
in Chicago late last week and said he will 
retain the Leading Edge name on the 


Hopes for 
academic 
merger die 


BY GLENN RIFKIN 
CW STAFF 


A proposed merger between the two ma- 
jor professionai associations concerned 
with computing and higher education has 
collapsed. Cause and Educom began iie- 
gotiating a merger of the two organiza- 
tions last April, but spreading discontent 
among Cause members at its annual 
meeting in Nashville in November 
spurred the group’s leaders to rethink the 
coupling. 

Officially, the Cause board of directors 
stated that it “did not do as much work as 
necessary to demonstrate to our mem- 
bership the many advantages of a merg- 
er.” 

At the Nashville meeting, it was clear 
that many Cause members felt their annu- 
al conference would simply get swallowed 
by the Educom group, which traditionally 
has more than twice as many attendees at 
its annual meeting. Cause represents 
those in the administrative side of campus 
computing, while Educom focuses on the 
academic and technical computing envi- 
ronment. 

The two groups have traditionally 
been at odds on many technology issues 
on campus. Kenneth King, head of Edu- 
com, expressed disappointment at the 
merger collapse, saying that his organiza- 
tion was enthusiastic about the proposed 
link. “There are understandable tensions 
between the two factions on campus, and 
my suspicion is that those tensions caused 
the collapse,” King said. 

Jane Ryland, president of Cause, said, 
“It would have been a shotgun wedding 
with reluctant in-laws. It’s better to let 
the families get to know each other 
through more cooperative initiatives.” 
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Leading Edge sells for reported $921K 


computers, saying that the name is a ma- 
jor draw for customers. For instance, the 
Cordata Systems machine also manufac- 
tured by Daewoo “‘is every bit as good as 
this one, but this one sells [at a ratio of] 
20-to-1 over them,” he said. 

Aaron Goldberg, an analyst at Interna- 
tional Data Corp., a market research firm 
in Framingham, Mass., said that the name 
still carries strong positive connotations, 
many of which stem from a favorable re- 
view of the computer in Consumer Re- 
ports magazine several years ago. 

Goldberg said Shane may have chosen 
a good time to leave Leading Edge. 


“Rather than change his margins and the 
way he did business, he rode it as far as it 
would go and has left it now,” he said. 

Under Shane’s guidance, Leading 
Edge became a major player in the clone 
marketplace. “At one point during 1987, 
we estimate they had somewhere around 
3% to 4% of the [PC] market,” Goldberg 
said. Sales rose to $200 million in 1988. 
While the computers were popular with 
users because of their high quality and 
reasonable prices, dealers were not al- 
ways pleased with the company’s tactics, 
which included insisting that dealers pay 
up front before orders were shipped. 


Also, legal trouble with Mitsubishi be- 
gan after a feud over price cuts in the in- 
dustry, and Leading Edge began buying 
its computers from Daewoo, which makes 
the computers in South Korea. 

But the lack of an early entry in the 
marketplace of PCs based on Intel Corp.’s 
80286 chip hurt the firm, Goldberg said, 
as did the costly lawsuit against Mitsubi- 
shi. The company dropped in size through 
attrition and layoffs from roughly 200 a 
year ago to 90 to 100 employees now. 

Fason said Leading Edge workers lo- 
cated in Massachusetts would not be re- 
tained. “All I bought was the trademark. I 
didn’t buy any physical fixtures or liabil- 
ities,” he said. However, Fason said he 
has agreed to “take care of dealers so 
they don’t wind up with nothing.” 
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From the halls of justice 
If you still have it, t could not have been stolen. That wae the 
bottom line of a Finnish municipal court ruling that threw out 





the firm. The court said that since Sampo still had the data, it 


Vendors seeking U.S. government contracts valued at 
$25,000 or more must certify that they will maintain a drug- 
governmentwide 


convicted of a drug crime and impose sanctions. The regula- 
tion pertains to all types of contracts — including those for 
hardware, software 
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Recast Mac II in the works 





BY JULIE PITTA 
CW STAFF 





CUPERTINO, Calif. — Apple 
Computer, Inc. is expected to in- 
troduce a slimmed-down, more 
powerful version of the Macin- 
tosh II in early March at Hanno- 
ver Faire CeBIT ’89, the mas- 
sive annual European tech- 
nology exposition. 

According to sources, the 
new Mac — called the Macin- 
tosh IICX — will be a three-slot 
version of the Mac II, half the 
slots available on other Mac II 
models. As a result, the base of 
the Mac IICX is smaller than 
previous versions of the Mac II, 
sources who have seen the sys- 
tem said. 

Apple officials declined to 
comment on the new system. 
be powered by a Motorola, Inc. 
68030 microprocessor — used 
in the Mac IIX introduced last 


September and the recently in- 
troduced Mac SE/30 — running 
at a clock speed of 15.7 MHz. In 
addition, it will offer 2M bytes of 
random-access memory and a 
choice of a 40M- or 80M-byte 
hard disk drive. 


Mac Il replacement? 

The new system will likely re- 
place the Motorola 68020-based 
Mac II with Apple’s business us- 
ers, said corporate customers 
who asked not to be identified. 
Apple said it would like to stan- 
dardize on the 68030, which of- 
fers a better platform for a multi- 
tasking version of the Mac 
operating system, expected to 
be released later this year. 

It may literally replace the 
Mac I] as the entry-level model 
in that line. Industry watchers 
said they expect the Mac II, in- 
troduced in 1987, to be phased 
out by year’s end. 

The Mac IICX “has got a nice 


footprint,” one corporate cus- 
tomer said. “For the corpora- 
tion, it really is the answer. You 
need the 68030 for rnultitasking, 
and very seldom do you use more 
than three expansion slots.” 

“How exciting this product 
will be will depend on the pric- 
ing,” another corporate custom- 
er said. 

The Mac IICX will also fea- 
ture Apple’s Superdrive, a 
1.4M-byte, high-density floppy 
drive that can read, write and 
format Microsoft Corp. MS- 
DOS and OS/2 disks. If Mac us- 
ers use it with the Apple File Ex- 
change utility, they can access 
and transfer MS-DOS and OS/2 
files. 

Pricing of the system remains 
undisclosed. 

Apple opted to introduce the 
new Mac at the Hannover Faire 
to demonstrate its commitment 
to the European market, sources 
said. 





DEC-Apple 


FROM PAGE 1 

tal,” Newman continued. “We 
wanted one-stop shopping, and 
we aren’t getting it.” 

User ints are myriad. 
Since Apple and DEC’s strategic 
alliance was forged in early 
1988, neither company has in- 
troduced Mac-to-VAX connec- 
tivity products. Longtime DEC 
customers have been left to sort 


So far, DEC and Apple have 
agreed that SQL will be the cor- 
rect interface between Mac ap- 
plications and relational data- 
bases residing on a VAX. Little 
more in the way of tangible 


working to integrate Macs as ef- 
fectively as possible in a VAX en- 
vironment,” a DEC spokesman 
said. “What form that takes is 
still subject to further develop- 
ment.” The spokesman added 
that the companies released a 
list of specifications for develop- 
ers at a meeting last August. 
“We never outlined specific 
yp dp me 


Better development guide- 
lines for third parties are of little 
COMPUTERWORLD 


comfort to users who would pre- 
fer to buy DEC-created prod- 
ucts. “Certain third-party solu- 
tions are OK, but others aren’t,”” 
said Bo Pitzker, associate sys- 
tems analyst for Pacific Bell in 
San Francisco. “Even with those 
that are considered leaders in 
Mac-to-VAX connectivity, it’s 
been a real zoo story. I’m very 
cautious.” 

Also, users say they are tired 
of waiting. They need guidelines 
today for connecting Macs to 
VAXs — solutions that will be as 
— tomorrow as they are to- 

y. 

“I don’t care if the local DEC 
salesman is well-versed and tells 
me this is good software to inte- 
grate my Macs if DEC as a com- 
pany isn’t behind it,” said J. Roy 


products just 
they conform. If I don’t have 
DEC and Apple working third 
parties and each other, I'm going 

to be left holding the bag.” 
Users said they are discour- 
aged by signs that the two com- 
panies have drifted apart and 





Amdahl buys 
firm for Unix, 
scalar skills 


SUNNYVALE, Calif. — In an 
unusual move, Amdahl Corp. is 
acquiring outside technological 
assistance. The company an- 
nounced last week that it will buy 
Key Computer Laboratories, 
Inc. for its Unix and scalar main- 
frame expertise. 

Amdahl, which usually devel- 
ops technology in-house, has 
agreed to trade $30 million of its 
stock for the Fremont, Calif.- 
— company with 60 employ- 


aati Key has an archi- 
tectural approach that bridges 
the interactive Unix system de- 
signed for minicomputers to the 
production job approach of scalar 
mainframes,” said Peter Labe, 
an analyst at New York’s Drexel 
Burnham Lambert, Inc. 

With the prospect of a single 
Unix standard evolving for the 
1990s, Amdahl is assigning “‘a 
ton”’ of its employees to Unix re- 
search, according to Labe. 

Amdahl offers its version of 
AT&T’s Unix System V, UTS, 
on mainframes. 

Personnel from Key will re- 
portedly be merged into Am- 
dahl’s research and development 
area, according to Bonnie Di- 
grius, an analyst at Santa Clara, 


but with a performance penality 
of 20%, according to Labe. 

Officials from Key would not 
comment on the acquisition by 
Amdahl. 
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Options to T1, T3 drive down net costs 





BY PATRICIA KEEFE 
CW STAFF 





WESTBORO, Mass. — A number of us- 
ers have begun to consider using single- 
mode fiber optics as a less costly alterna- 
tive to Tl and T3 services for tying 
together enterprisewide systems. Users 
can either run their own services over the 
cable or opt for a new breed of modems 
said to enable bypass of the local carriers. 

Proteon, Inc. last week introduced a 
single-mode fiber-optic modem said to do 
just that while also providing users with a 
way to integrate multimode and single- 


fiber features an ex- 
tremely high bandwidth and is optimized 
for communications over distances great- 
er than 10 km at speeds up to multiple 


gigahertz. 

Priced at $10,000 each, the P3282 
modem extends the reach of Proteon’s 
Pronet-80 80M bit/sec. multimode fiber- 
optic token-ring network over distances 
as great as 30 km without repeaters. 

The FX8400, a similar product re- 
leased in November by Hyannis, Mass.- 
based Fibronics International, Inc., ex- 
tends distances up to 40 km between 


mode fiber into an enterprise network. 
Single-mode 


nodes on its 100M bit/sec. Fiber Distrib- 
uted Data Interface-based network. It 
costs $38,000. 

These products are targeted for use in 


1.544M bit/sec. T1 or 45M bit/sec. T3 
lines to connect dispersed 
sites. The companies charge 
fees for these services, which involve 
point-to-point connections routed 
through the telephone company’s central 

Users who prefer to maintain their 
own equipment often just want to obtain 





“l wanted fo go 
with a wide area network company 
that had really been around. 
Vitalink’s done it 5,000 times.” 


When you're consolidating your Ethernet 
or token ring LANs into one wide area network, 


it's no fime to fool around. 


Pick the company with the most installations. 





the physical media over which they can 
provide their own services, said Gregory 
Koss, a Fibronics product manager. 

In one version of this scenario, build- 
ings can be connected on one shared sin- 
gle-mode fiber ring vs. having to install a 
series of separate, dedicated lines be- 
tween two points, said Diane Rahe, a Pro- 
teon product manager. 

Users save money because there is no 
need to go through the switching center 
when using these modems, Rahe claimed. 

One obstacle is that the telephone 
companies do not like to supply only the 
physical media; they prefer to charge ona 
per-usage basis or by the bandwidth, Koss 
noted. Yet, it is possible to lease fiber lines 
from local carriers, Rahe said. 

The carriers have circled many major 
cities with single-mode fiber, much of 
which has gone unused, according to Pro- 
teon and Fibronics. In Los Angeles, for 


find that its intended targets — business 
voice systems — do not need the band- 
width, said Hal Spurney, Fibronics’ direc- 
tor of marketing. “Tt turns out that it’s the 
data people who need it for enterprise 


puter Services (BCS) in Seattle are seek- 
ing alternative means of obtaining physi- 
cal links between their sites. Bypassing 
the local carrier, BCS is in the process of 
negotiating right-of-way agreements that 
will enable it to lay its own fiber cable. 


DEC extends its 
Ethernet support 
to IBM Type 1 


LITTLETON, Mass. — Digital Equip- 
ment Corp. last week stretched its IEEE 
802.3 Ethernet support to encompass 
both IBM’s shielded twisted-pair cable 
and the emerging Electronics Industries 
Association (EIA) building-wiring stan- 
dard. 





At the same time, DEC hauled out the 
big blade to hack an average of 27.5% — 
and as much as 45% — off pricing for its 


products. 

In addition, DEC extended its VAX-to- 
Cray Research, Inc. Cray gateway capa- 
bilities to include all VAX 8800, 6200 and 
6300 systems, providing users with 
greater computational power for high- 

environments. Previously, 
only the VAX 8250 could link to the Cray 


The extended wiring support report- 
edly enables users of workstations or per- 
sonal computers linked to shielded twist- 
ed-pair to directly access DEC’s Ethernet 
devices in a wiring closet. 

This access also allows these users to 
take advantage of DEC’s Decnet/Open 
Systems Interconnect, VAX/VMS Ser- 
vices for MS-DOS and IBM 3270 termi- 
nal emulators without having to rewire 
their office or building. 

Pricing varies for the shielded twisted- 


Citing customer demand and lower 
product costs, DEC also announced price 
cuts ranging from 12% to 45% on six 
bridge products. 
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2001 MARCUS AVENUE 
LAKE SUCCESS, N.Y. 11042 
TELEPHONE (516) 328-7000 


Software Engineering of America eer 


& 
ae @ We, at Software Engineering of America, have created this letter at the 
Cal aln Tal e Ser request of a large number of mainframe users. In light of all the turmoil 
ee @ brought about by the current spate of mergers and acquisitions, many 


of you have told us that you are interested in the plans and intentions of the companies with which you do business. Since one of our main goals is keeping in tune 
with the concerns of the user community, we are more than willing to comply. 

SEA was founded in February 1982 by a group of professionals with a long history of involvement in the computer industry. The founders brought with them a broad 
range of expertise in the development and support of high-quality software systems, obtained through experience in industry, government and leading software companies. 
The principles upon which SEA was founded are the following: 

© To produce a diverse line of integrated system software products, developed and enhanced based on user requirements. 

¢ To provide first-rate support for those products -24 hours a day,7 days a week. 

Strict adherence to these very basic principles have propelled SEA from a 1982 startup to our current position of over 6000 licensed users in more than 40 countries. 
With a consistent ranking in Software Magazine’s “Top 50 Independent Software Vendors”, SEA has emerged as a leader in the systems software market. 














SEA PRODUCT GROUPS 
Operations Management 


SEA provides a complete line of operations management solutions covering all critical areas, including job scheduling, master console management, report archival, 
repo .t management and distribution, JCL checking and management, message management, and the complete viewing, archival and retrieval of all types of Sysout and Syslog. 


We are the only company that provides such a complete line of operations management software, backed-up by first-rate technical support. With over 2,500 users choosing 
SEA as their single source for operations management software, SEA has assumed a position of leadership in the field. Many users tell us the reason they have selected 
our products is superior support, as well as our integrated approach to long term product development. 


DASD/Data Management 
SEA’s DASD/Data Management tools have become corporate standards, used in one out of every five MVS data centers worldwide. 


Providing solutions for high-speed storage management, PDS dataset management, sequential dataset management, and VSAM control and optimization, SEA has set 
a new standard for efficiency and high performance in DASD and data management software. 


SUPPORT AND DEVELOPMENT 
SEA’s Technical Support Department is divided into two levels. First-level support fields all initial contacts. While over 85% of all contacts are resolved on the initial 
call, if first-level support is unable to provide a solution, the call is transferred to second-level support. Ali second-level support personnel are members of Product Development 
Teams. While most calls are solved at the first-level, involvement with technical support keeps SEA developers in greater touch with our users. This procedure enables 
our developers to respond more effectively to the needs of the user community. 


SEA’s approach to development is to keep Product Development Teams together, working on specific products for the long term. We have found that this approach generates 
a high level of dedication and expertise. We believe that this methodology is the reason SEA has received such consistently high ratings from our users, for technical 
support and product development. 


COMPANY ORGANIZATION 
SEA is a privately held company, whose growth over the years has been internally funded by product sales. Our users have indicated that they prefer us to remain independent. 
This independence guarantees our ability to continue to provide the highest standard of product support and development currently available. 


Software Engineering of America is proud to supply the mainframe user community with the above information about our company. We would also like to take the opportunity 
to express our appreciation for the support that we receive from over 6000 users worldwide. In return, we shall continue to deliver to our users, the highest level of 
dedication and support available in the industry. 


If you are currently not an SEA user, we invite you to take a free, no-obligation trial of our products. We are certain you will find, as thousands of others have, that 
our products will provide cost-effective solutions to your installation’s needs. 


Thank you, 


Software Engineering of America, Inc. 


AS) E A International [~ NeubruckestraBe 30 ¢ 4400 Munster ¢ West Germany @ Tel. (0251) 54447 © 42569 
Offices 88A Searle Street e Cambridge / Cambs. CB4 3DD England « Telephone: (0223) 312147 / 350910 
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Sears EDI services offered 
for commercial customers 





BY ALAN J. RYAN 
CW STAFF 





ARLINGTON HEIGHTS, Ill. — A Sears, 
Roebuck and Co. subsidiary, which for 
years has been providing proprietary 
electronic data interchange (EDI) ser- 
vices for trading partners of the Sears 
Merchandise Group, is now making those 
services commercially available. 

In an interview last week, Gary Weis, 
president of Sears Communications Co., 


said the EDI services will be marketed to 
any industry segment that has a require- 
ment in the ANSI X.12 EDI standard 
world. 

Kathryn Korostoff, an EDI analyst at 
market research firm International Data 
Corp. in Framingham, Mass., said the 
Sears announcement does not come as a 


surprise. 

“They already have the network in 
place, so the incremental cost of offering 
additional services over the existing net- 


work would be relatively low, especially 
considering the potential to generate rev- 
enue,” she said. 


Lucrative services 

Weis declined comment on any potential 
profits to be gained from the new EDI ser- 
vices, but Korostoff said other companies 
offering EDI services have found it to be 
lucrative. For instance, at GE Information 
Services in Rockville, Md., EDI service 
accounts for approximately 10% of the 
group’s revenue, she said. 

Weis, who is also vice-president of data 
communications and software services 
for the newly formed Sears Technology 
Services, Inc. [CW, Jan. 30], said custom- 
ers of Sears National Data Exchange Net- 
work proprietary EDI services were 





DS-2000 and 3000: 


The Affordable Scanners From Chinon. 


briefed late last month in Orlando, Fla., on 
the new services. 

The new service will begin with an 
800-member base of users of the propri- 
etary EDI services, Weis said. 

The X.12 EDI formats include stan- 
dard formats for purchase orders, for ex- 
ample, Weis said. 

“We had our own proprietary format 
for a number of years, which we used in 
exchanging purchase orders with our 
sources. Now, in addition to supporting 
the proprietary format, which we will 
continue to support over time, we are 
adding support of all the X.12 standard 
formats,” he said. 

Weis said new customers will join the 
service through a team of Sears’ EDI spe- 
cialists in Arlington Heights. The compa- 
ny will soon begin a marketing campaign 
to attract new customers, he added. 

Sears Communications employs more 
than 400 people. Weis said that the firm 
has added new positions and that more 
will likely be added as the business contin- 
ues to grow. 





Chip hoarding 
pares Apple net 


BY JULIE PITTA 
CW STAFF 








CUPERTINO, Calif. — There are some 
mistakes that you just can’t run from. 

That must be how executives at Apple 
Computer, Inc. are feeling this month af- 
ter its widely criticized price hike last 
summer has come back to haunt it. 

Anill-timed decision to stockpile costly 
memory components last summer has 
dealt Apple a significant financial setback. 
Company officials said Apple’s revenue 
for the second quarter ending March 30 is 
projected between 35 cents and 45 cents 
per share, a drop from 61 cents per share 
for the corresponding quarter last year. 
That places revenue between $45.5 mil- 
lion and $58.5 million in the second quar- 
ter, compared with $79.7 million for the 
same quarter in 1988. 

Before this quarter, Apple had experi- 
enced 12 consecutive quarters of explo- 
sive growth. Apple officials said earnings 
will recover to “‘customer levels” in the 
third and fourth quarters. 

It is possible — but not likely — that 
other personal computer vendors will find 
themselves in the same predicament. Ap- 
ple’s price increase came significantly lat- 
er than those of other PC vendors. 

Some vendors, such as Compaq Com- 


Chinon’s affordable new scanners could change for- 
ever the way computers are used. With OCR software you can 
input text without retyping it. With a simple add-in card, 
DS-2000/3000 turns your computer into an full-featured fax. 
And with the ability to scan almost any type of graphic image, 
DS-2000 and 3000 are perfect for desktop 
publishing. 

Our scanner models offer different 
levels of scanning resolution so that you 
can have the scanner that’s right for your 
applications-and your budget. The 
affordable DS-2000 is perfect for use as a 
fax or for scanning line art-applications 
where its 200 dpi resolution is quite 
adequate, and where speed may be 
more important. DS-3000, with its 
300 dpi resolution, is better suited 
to OCR applications, or for scanning” 


images for desktop publishing that require grey scale and higher 


puter Corp., tried to hold the line. Com- 
resolution. 


paq raised the prices of add-in memory 
DS-2000 and 3000 are sold bundled with exciting kits in July but did not increase its PC 
software so that it’s easy for you to get . 
started. Discover how your computer 
can be more useful than ever before— 
discover DS-2000/3000. Call TOLL-FREE 
for the dealer nearest you. 


prices. 

Last summer, Apple stockpiled 1M- 
byte dynamic random-access memory at 
premium prices during the worst of the 
chip shortage. To compensate for the cost 
of memory components, Apple subse- 
quently raised prices on its memory-in- 
tensive Macintosh computers by any- 
where from $400 to $1,100. 

At about the same time, memory 
prices began to drop, leaving Apple with a 
surplus of chips purchased at higher 
prices. Last summer, Apple paid $38 per 
memory chip, the spokesman said. The 
going price for a memory chip now is 
about $23. To alter customer buying pat- 
terns, Apple reduced prices last month. 
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Chinon America, Inc. 
660 Maple Ave. 
Torrance, CA 90503 
Toll-free (800) 441-0222 
In Calif. (213) 533-0274 














ORACLE has led a revolution in PC 
relational database technology. More 
power. More portability. More con- 
FY, ¥nectivity. More reasons 
/ than ever to make 
Meus] ORACLE your corporate 
standard database. 


New tools with even 
more power. 

We're proud to announce our new- 
est release— Professional ORACLE Ver- 
sion 5.1B. Now you can run your appli- 
cations in OS/2 or in protected mode 
above 640K in MS-DOS. So you have 
more room for more powerful applica- 
tions. And those same applications run 
unmodified on almost all workstations, 
minicomputers and mainframes. 

Version 5.1B delivers a new level of 
power to your PC developers includ- 
ing the latest versions of: 

¢SQL*Forms® NEW! Enhanced 
4th-generation application develop- 
ment environment. 

¢SQL*Menu® NEW! Flexible inter- 
face builder for defining complex 
menu systems. 


More power to the people. 


¢SQL*ReportWriter™ NEW! Non- 
procedural development and runtime 


powerhouse for producing any report. 


¢SQL*Plus® Oracle's ANSI-standard 
SQL query and administration tool. 

¢Pro*C™ The C-language pre- 
compiler and subroutine call inter- 
face to ORACLE. 


Learn SOL on us. 

Learn the language of the revolu- 
tion. Order Professional ORACLE 
today for $1299 and we'll include 
ORACLE SQL*Tutor, a nine-module 
PC-based SQL instruction program 
that sells by itself for $199. 


Try ORACLE for $199. 


Our Trial Version is identical to 
Professional ORACLE, but can’t be 
used in networked configurations 
and allows a maximum user database 
size of 1 MB. It’s a powerful tool for 
prototyping your first ORACLE appli- 
cation. And its price can be applied 
to the purchase of a full Professional 
ORACLE license. 


ORACLE 


COMPATIBILITY - PORTABILITY - CONNECTABILITY 





Call 1-800-ORACLE1, ext. 8131 today. 





Copyright © 1989 by Oracle Corporation. ORACLE, SQL*Forms, SQL*Menu, SQL*Plus and SQL*Report are registered trademarks and Pro*C and 
SQL*ReportWriter are trademarks of Oracle. Also trademarks: MS of Microsoft, OS/2 of IBM. TRBA 


Money-back guarantee. 


If you haven't tried ORACLE yet, 
now there’s even more reason to join 
the SQL revolution. More tools. More 
power. If ORACLE 5.1B doesn't 
revolutionize the way you develop 
PC database applications, return it 
within 30 days for a full refund. 


Call 1-800-ORACLE1 ext. 8131, 
or an ORACLE MasterVAR today. 


po eeemmlane 


reer \Gracte 20 Davis Dr. + Belmont, CA 94002 
1-800-ORACLE1, ext. 8131 


Since your 30-day money-back guarantee eliminates any risk 
on my part, please send me the software below. Enclosed is 
my ©) check, or 0 VISA © MasterCard (1) AmEx credit 
card authorization. Offer valid only in the USA 

Please send (] 5.25” High Density or (1) 3.5” disks. 


CO Professional ORACLE for MS-DOS with free 

ORACLE SQL*Tutor for $1299... ee keen 
C Professional ORACLE for MS- DOS Trial 

Version for $199... Seekonk ea eh 
CO Professional ORACLE for Osi2 

for $1299 


Professional ORACLE Requirements: MS-DOS — 80286/80306 
PC with MS-DOS V3.1+, hard disk, 640KB of memory and 896K 
extended memory required. 2: 
mended (required for SQL *Repo 
80386 PC w/ OS/2 V1.0, hard disk, 3MB memory. SOL *Report- 
Writer not available for OS/2 and is replaced by SOL-Report® 


(Just send ORACLE SQL*Tutor for $199 ....... $ 
Minimum Requirements: 256K PC with hard disk. Color 


of extended memory recom- 
rtWriter). O$/2—80286/ 


monitor suggested 


Please add appropriate sales tax , 
Total enclosed/authorized (USA only)......... § 
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Apollo makes graphics entry pee 





to play catch-up quickly through 
wai ~ al ree a cnn orem nn 
reduced instruction set comput- 
CHELMSFORD, Mass.—Apol- ing (RISC) to the machine’s 





The power of the Series 
10000VS stems from Apollo’s 


lo Computer, Inc. trotted out its ries 10000 Visualization Sys- RISC-based Parallel Reduced In- 
long-promised entry into the ili i tem, or 10000VS, basedon both struction Set Multiprocessor 
year-old graphics supercom- Computer Corp., the RISC engine and immediate (PRISM) architecture, which 
puter market last week, vowing Steliar Computer, inc. and Hew- inroads in Apollo’s extensive in- was introduced last year with the 

















Meet us at 
Communication 
Networks 
Washington D.C. 


February 6-8 


Halil D, Booth #2320 














AlRK's LL 733 modem delivers superior lease 
line performance at 19.2 Kbps for less cost 
and still offers: 


e Speeds of 19.2 Kbps To 9.6 Kbps 

e V.33 Compliance At 14.4 Kbps & 12 Kbps 
e Easy Front Panel Controls And LCD 

e The Industry's Smallest 19.2 Kops Modem 
e A Two Year Factory Warranty 


Ann optional two-port multiplexer version is 
also available. 











=—=(@ ARK 
p< A PARADYNE COMPANY 


“Adapting to your needs" 
Manufacturing modems, muxes, 
and interface adaptors. For your 
factory authorized distributor call: 


1 (800) 228-0914 


ARK Electronic Products, Inc. 


MNP is c registered trademark of Microcom Corporation. 














Domain Series 10000 Personal 
Supercomputer [CW, March 7]. 
The 62-bit design yields an en- 
gine that can ¢eliver 15 to 30 
million instructions per second 
(MIPS) with one processor and 
up to 100 MIPS in a four-proces- 

sor configuration. 
Because of the delay in get- 
ting the machine to marke, ana- 
lysts said they feel Apollo has a 
idi Series 


“It’s an important product 
because Apollo has lost momen- 
tum and is not on a lot of people’s 
short lists anymore,” said Vicki 
Brown, an analyst at Framing- 
ham, Mass.-based International 
Data Corp. “If they can sell it, it 
should improve the firm’s profit- 
ability because they should get a 
lot of margins out of this sys- 
tem.” 


Graphics engine “i 
Apollo’s key merchandising 
point for the machine — which is 
slated to ship in March — will be 
amuch-touted RISC drawing en- 


ae pa 

Analysts viewed the machine 
as a welcome addition to Apollo’s 
product family. “Although Apol- 
lo has a troubled product strate- 
gy at its mid-range and low end, 
this machine is an excellent addi- 
tion and is now the strongest 
part of their product line,” said 
Robert G. Herwick, senior tech- 
nology analyst at San Francisco- 
based market research firm 
Hambrecht & Quist, Inc. “Un- 
fortunately, it’s at the top of 
their pyramid, which makes it a 
smaller market.” 

we may also face competi- 
tion from Digital Equipment 
Corp.’s recently introduced Vax- 
station 3520 and 3540 [CW, Jan. 
16], which “is DEC’s first seri- 
ous attempt at graphics and 
should do well in their installed 
base,” Herwick added. 

Graphics § supercomputers 
span the gap between high-end 


neering market to be a prime 
target for the machine and 
brought out several software de- 
velopers that announced support 
in that area. 

An entry-level § Series 
10000VS configuration with 8M 
bytes of memory, a 348M-byte 
disk and a 19-in., 1,280-by- 
1,024-pixel color display is avail- 
able with 40 or 80 planes of col- 
or. A 40-plane single-processor 
system begins at $94,900, while 
an 80-plane single-processor 
system starts at $104,900. 
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Oracle Financials 


1... Jan 24 Apr 25 Jun 22 
...Jan 19 Mar 14 Apr 20 
... Mar 21 


ill 
ill 

lil 

wlll 


HUN, 





*HATIHLIIILIUNEY 
HUT 

jj{\{l! 
HT 

{Hduuneeniittiitt| 


Ii 
IHUUUUUUUILNNIULE 


|HAUUHUUUiHUitl 
{HVHIUATLALUUNLIT 
I" it 
i! 
my 4 
HUI, 
il 
HAALHUALUUUUUNNNT| 
* 


| 
MT 


mL il 


Jacksonville .. 
Miami .. 


poorer ase: 
‘eet 


Apr 18 Jun 
.Jan 31 Mar 22 jun7 
Louisville. Apr 4 
New Orlean: : 7 


Burlington... 
MD Baltimore . 
Columbia . 
ME Portland .. aca 
MI Dearborn . Feb7 Apr 4 
Grand Rapids ...Jan 12 Mar 8 Jun6 
i Feb 14 


jan 11 Mar 14 Jun 13 

seve Jan 26 Jun 27 

Jan 12 Mar 9 Jun6 

Jan 10 

.. Apr6 

Feb 15 Mar 30 Jun 28 
Jan 18 Mar 15 
sss Jan 26 Mar 2 Apr 19 


Jan 12 Mar 9 


Feb 6 Apr 10 Jun 19 
Jan 18 Mar 15 Jun 14 


E J 
Mar7 Apr4 May 4 Jun7 
Jan 12 Feb9 
Mar9 Apr6 May 4 Jun8 
San Antonio . .Jan 20 
UT Salt Lake City 
WA Seattle .. 
Spokane 
WI Madison... 
Milwaukee Jan 26 } 


Att: National Seminar 
Coordinator 

Oracle Corporation 

20 Davis Drive 

Belmont, California 94002 

1-800-345-DBMS, ext. 8110 


(My business card or 
letterhead is attached. 
Please enroll me in the 
FREE Oracle Financials 
seminar to be held 
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Compaq conquers $2B mark, 
while Wyse posts $26.4M loss 


BY NELL MARGOLIS 
CW STAFF 

HOUSTON — Avid acceptance of its re- 
cently announced laptop last week rock- 
eted Compaq Computer Corp. past the $2 
billion mark — the first microcomputer 
company to enter that rarefied territory 
since Apple Computer, Inc. planted the 
flag. 

Revenue of $668 million for the quar- 
ter ended Dec. 31 marked a 55% increase 


Stanford scraps 
racist-labeled 
Unix joke service 


BY J. A. SAVAGE 
CW STAFF 


PALO ALTO, Calif. — A Unix news ser- 
vice offering jokes — some of which had 
racial and sexual overtones — was taken 
away from Stanford University’s academ- 
ic users late last month amid cries of cen- 
sorship. 

“Some jokes were extremely offensive 
and were also extremely funny,”’ said Joel 
Shurkin, a Stanford spokesman. He added 
that the university has been particularly 
sensitive about racial tension on campus 
in recent months. 

Jokes in the file that were potentially 
offensive were labeled as such. The file 
was reportedly developed by a Waterloo, 
Ontario, software consultant; attempts to 
contact the consultant by press time were 
unsuccessful. 







Acall to restore file 
John McCarthy, a Stanford professor of 
computer science, is asking the university 


to restore the file, based on “the tradition | 


of academic freedom.” McCarthy said he 
had 90 signatures on an electronic peti- 
tion as of last week. 

Currently, if a Usenet user attempts to 
access the joke file, the file itself will not 
appear. Instead, there is a message from 
Ralph Gorin, director of academic infor- 
mation resources at Stanford, that reads 
in part, “Jokes based on such stereotypes 


perpetuate racism, sexism and intoler- 


ance.’ 


Gorin refused to comment but said ina | 


university-released statement that he did 
not feel his actions constituted censor- 
ship, that receiving the service was like 
receiving a magazine unsolicited in the 
mail and that he “simply decided not to 
subscribe.” 

Cliff Johnson, manager of capacity 
planning at the Stanford Data Center, 
added that the joke file “wasted re- 

“That’s malarkey,” McCarthy said. 
“There are 500 news groups; they re- 
moved one.” 

The furor was reportedly kicked off 
last year by a student from MIT who 
lodged a protest about an ethnic joke to 
the service’s creator in Waterloo, accord- 
ing to McCarthy. 


16 


over sales in the corresponding 1987 
quarter. Net income for the quarter 
showed an even larger leap, up 88% to 
$92 million. 

For the year, Compaq netted a 69% 
revenue rise to $2.1 billion. Net income 
jumped 87% to $255 million. 

“Tt was an excellent quarter, strong 
across the board,” said Bruce Watts, an 
analyst at Needham & Co. “It exceeded 
our expectations.” However, he added, it 
did not exceed historical precedent. “If 


~~ 


SmMaYr 


you look back through the years,” he said, 
“it’s not unusual to see up to 33% of Com- 
paq’s sales coming in the fourth quarter.” 


Laptop, 386 desktops credited 
Compaq Chief Executive Officer Rod Can- 
ion credited the company’s stellar show- 
ing largely to the warm market reception 
accorded to products that debuted in 
1988: three Intel Corp. 80386-based 
desktop models and the Compaq 
SLT/286, a 14-pound 12-MHz laptop. 
“Extremely high-quality products, a 
reputation for reliability and an excep- 
tionally good relationship with its distri- 
bution channel” have kept Compaq at the 
forefront of the microcomputer market, 
Watts claimed. Perhaps even more signif- 
icant, he said, has been the company’s 


OW 


consistent regard for timeliness. 

“They made a decision early in the 
game: If you make timely announcements 
of new technology and ship the same day, 
you're going to do very well,”’ Watts said. 
“And it’s worked out just that way.” 

Meanwhile, a $26.4 million loss posted 
by San Jose, Calif.-based Wyse Technol- 
ogy served as a sharp reminder that the 
microcomputer sector is not an endless 
sunny side of the street. The company re- 
ported a quarterly revenue of $65.5 mil- 
lion, a 49% drop from revenue for last 
year’s corresponding period. 

Wyse laid the loss at the door of falling 
revenue, steep price reductions an- 
nounced in December, changes in inven- 
tory valuation and the high cost of re- 
structuring operations. 
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BY MITCH BETTS 
CW STAFF 





WASHINGTON, D.C. — Dennis Patrick 
put AT&T on hold last week while the 
Federal Communications Commission 
chairman attempts to make peace with 
Democratic legislators who are skeptical 
of his plan to replace AT&T’s current 
profit ceilings with a “price caps” regula- 
tion. 

Patrick postponed the FCC vote on 
price caps that was scheduled for last 
week to March 16 “‘as an accommodation 
to members of Congress who have re- 


NEWS 


AT&T price caps vote held until March 


quested an additional opportunity to 
study and debate the proposal before it is 
voted,” he said. 

AT&T said it was disappointed as well 
as frustrated by the delay because price 
caps regulation has been under consider- 
ation for more than two years. The plan 
would effectively replace the current 
method of regulating AT&T — a 12.2% 
ceiling on the carrier’s rate of return — 
with a complicated form of price controls 
for “baskets” of related services [CW, 
May 16, 1988]. 

U.S. Rep. Edward J. Markey (D- 
Mass.), chairman of the House Subcom- 


mittee on Telecommunications and Fi- 
nance, called the delay of the vote “a 
constructive step” and said that hearings 
will be held late this month. 


Flimsy case 

Markey and other skeptics have argued 
that the FCC has failed to make a solid 
case for revamping the decades-old sys- 
tem of regulating AT&T. But according 
to George R. Dellinger, telecommunica- 
tions analyst at Washington Analysis 
Corp., “About 95% of this [dispute] is par- 
tisan politics and egos, and 5% is substan- 
tive.” 


Mostly, Patrick needs to patch up his 
strained relations with the Democratic- 
controlled Congress, Dellinger said. Price 
caps is a pet project for the Republican 
FCC chairman, who said it will give 
AT&T an incentive to cut costs and be- 
come more efficient. 

The price caps proposal would freeze 
current rates and then adjust the aggre- 
gate price ceiling annually to reflect the 
inflation rate minus 3%. Individual ser- 
vices would be subject to a price band, al- 
lowing them to rise or fall no more than 
5% a year. 

Business network associations have 
complained that the proposal starts with 
current rates that are inflated and fails to 
provide major price cuts for users [CW, 
Aug. 1, 1988}. 








Private networks. 





What you have: High 
phone bills. Manage- 
ment headaches from 
complexity of networks. 
Control ranging from 
poor to none. Limited 
reliability and uptime. 
Months, and sometimes 
years, needed to com- 
plete application and 
network site additions. 


What you get: Savings 
on telecommunica- 
tions expenses of up to 
$1,000,000 a year. Inte- 
grated voice, data and 
image networks. In- 
creased communications 
capacity. Centralized 
control over all networks 
and applications. New 
standards of reliability. 
The flexibility toadd new 
applications ard sites 


in days. 


Since the break-up of the Bell sys- 
tem, strategic planners have been turn- 
ing to private networks to gain a vital 
edge over their competition. 

AnN.E.T.™ private network is a back- 
bone network for networks. It integrates 
voice, data and image communications, 
a diverse array of equipment, plus all 
applications, on a single network. 

What that means to you is this: 

For starters, you reduce your tele- 
communications costs up to 30 percent. 
You integrate a variety of communica- 
tions, and gain far more control of your 
network. You increase the availability 
of your applications. 

AnN.E.T. private network provides 


*FORTUNE magazine March 28, 1988. © 1989 
NET, Network Equipment Technologies 
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Network Equipment Technologies, Inc. 
and Our clients are winning are trademarks of Network Equipment Technologies, Inc. 


your organization with the flexibility Join an exclusive club of smart plan- 
to expand and adapt to new technolo- __ ners. Make the break-up of the Bell 
gies faster than ever before. But, best of systema breakthrough in your organi- 
all, by being able to initiate new applica- zation’s competitive strategy. 

tions and bring new sites on-line quickl 

and easily, ns introduce your nih E Call for our: 
zation to new strategic advantages. sae wae 
Asa result, your network becomes 
more than a utility: It becomes a com- 
petitive weapon. 

That's why N.E.T. is the choice of 
FORTUNE 500 companies, security- 
conscious federal agencies, and seven 
of America’s top ten banks. And why 
FORTUNE magazine rates N.E.T.’s 


voice and data communications sys- Our clients are winning.” 


ehacataamaied NETWORK 
EQUIPMENT TECHNOLOGIES * 


800 Saginaw Drive, Redwood City, CA 94063. (415) 366-4400, TLX 172325 


Basic i . * 
1-800-952-6300, dept. N45. 
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Airlines pick 
Cincom for 
global net 


BY PATRICIA KEEFE 
CW STAFF 








CINCINNATI —- Galileo, a consortium 
consisting of 10 international airlines, has 
chosen Cincom Systems, Inc.’s Net/Mas- 
ter network management software as 
part of its effort to launch a global net- 
work capable of handling up to 1,000 
transaction/sec. by 1990. 

Net/Master reportedly was chosen 
over three competitors’ products — 
IBM’s Netview, Computer Associates In- 
ternational, Inc.’s Netman and Peregrine 
Systems, Inc.’s PNMS3 — for its ability 
to integrate problem change manage- 
ment with operational control. It will be 
used to manage Galileo’s IBM Systems 
Network Architecture network. 

“We chose Net/Master for its ability to 
deal with . . .a highly distributed and very 
unpredictable environment. We were 
looking for the most flexible tool . . . to 
cope with the network and site manage- 
ment,” said Jerry Krause, vice-president 
of technical services at Galileo and a Covia 
Corp. employee. 


Ten copies 

Galileo is purchasing 10 copies of Net/ 
Master and Info/Master — Cincom’s pro- 
cessing shell for defining applications to 
support network and systems-related 
data — for the network, which is sched- 
uled to go on-line in August. 

Net/Master will be installed at Gali- 
leo’s new switching center Iccated in 
Swindon, England. By August, the center 
will hold six IBM 3090 Model 280 main- 
frames linked to more than 9,000 IBM 
Personal System/2 Model 50s located in 
thousands of travel agencies throughout 
Europe. A central database will manage 
more than 33 million fares and is expected 
to grow by 20% each year. 

All airline inquiries and reservations 
will be switched through the Galileo Data 
Center, with links to each airline’s own 
IBM installation in major cities, Cincom 
said. 

The 10 member airlines are Aer Lin- 
gus, Alitalia Airlines, Austrian Airways, 
British Airways, KLM, Olympic Airways, 
Sabena, Swissair, TAP Air Portugal and 
Covia. 
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American/Delta plan likely 
to get government review 





BY ALAN J. RYAN 
CW STAFF 





DALLAS — While two airlines were in 
the midst of discussions to establish an in- 
dependent computer reservation system 
last week, a U.S. Justice Department 
spokesman said his office would likely 
look into any such combined system to be 
certain it violates no antitrust laws. 
American Airlines, which announced 
that the talks were under way, would not 


comment on details of the negotiations. 
The company did say that the indepen- 
dent reservation system for use by travel 
agents would combine the resources of 
American’s and Delta Air Line’s systems, 
called Sabre and Datas II, respectively. 

American’s Sabre is reportedly the 
largest of any of the reservation systems, 
with a 35% market share in travel agen- 
cies [CW, June 13, 1988]. Delta’s Datas II 
was listed as the fifth largest system by 
Travel Weeklyin 1987. 


If combined, each airline would own 
50% of the system, and the system would 
be operated as an autonomous company. 
Additionally, the parties would possibly 
offer interests in the new system to oth- 
ers, including domestic and international 
air carriers, according to information re- 
leased by American. 

An official at the Department of Justice 
said there was no investigation of the po- 
tential system now but added, “That 
would be the kind of transaction we would 
look into.” 

The U.S. government has been study- 
ing airline computerized reservation sys- 
tems more closely since 1984, when the 
Civil Aeronautics Board required the air- 
lines to create systems that would not dis- 
play bias for any particular airline. 





Introducing CICS RADAR 

















Policing CICS region outages is a 
time-consuming, costly process for 


you, the CICS systems programmer. But 
now with a new product from Compuware, 
experienced leaders in system software solu- 
tions, you have a new weapon to add to your 
arsenal: CICS RADAR. With RADAR you 
can reduce the time it takes to debug system 
dumps by up to 90%! 

CICS RADAR automatically pinpoints 
the exact location of CICS region failures, 
regardless of the number of regions, task 
activity, or stress on the system. Then 
RADAR produces a report that tells you 
what happened. You can review the report 
online, or print it for future reference. 
RADAR even provides fully menu-driven, 
interactive access to a compressed and for- 
matted system dump at the touch of a key. 

CICS RADAR also helps to prevent 
future outages with its exclusive “Snapshot” 


feature. This allows you to perform a com- 
plete analysis of any CICS region, before it 
fails, helping you to guard against unfore- 
seen problems. And CICS RADAR is com- 
patible with the Compuware Command 
Center.™ 

If you need speed and control in your 
fight against CICS region failures, call 
Compuware today about a free 30-day CICS 
RADAR trial. Compuware Corporation, 
31440 Northwestern Highway, Farmington 
Hills, MI 48018. (800) 521-9353. In 
Michigan, call (313) 737-7300. 


Bx, 
¢ } COMPUWARE 
Because experience is everything. 


CICS RADAR is a trademark of Compuware Corporation. 
© 1989, Compuware Corporation. 
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Previous to that decision, the airline 
that provided the reservation system to 
the agent would typically list all of its 
flights above its competitors on the 
screen, which created bias, according to 
the study. 


Financial encouragement 

Still, according to a 1988 study by the 
U.S. Department of Transportation, trav- 
el agents using the airline reservation sys- 
tems may give preferential treatment to 
the airline that provides the system be- 
cause the airline may include financial in- 
ducements for them to do so. 

A spokeswoman at United Airlines, 
whose Apollo reservation system would 
likely feel a negative impact if the Ameri- 
can/Delta talks are fruitful, would not 
comment on the issue. She also declined 
comment on whether United would con- 
template filing a complaint of unfair com- 
petition against the airlines if the system 
is put into place. 

In its statement, American said it had 
previously engaged in discussions with 
others concerning joint reservation sys- 
tem activity but that none of the discus- 
sions resulted in an agreement. There- 
fore, the airline said, there can be no 
assurance that the proposed transaction 
with Delta could be accomplished on mu- 
tually agreeable terms. 

CW Washington, D.C., Bureau Chief 
Mitch Betts contributed to this article. 





Unisys adds Unix 
system; lineup 
now totals five 


Apparently, Unisys Corp. believes a com- 
pany can’t have too many Unix systems. 

Last week, it added a fifth Unix-based 
line to its product array when it an- 
nounced a deal with Sequent Computer 
Systems, Inc. However, a Unisys spokes- 
man said the company was unable to ex- 
plain where the Sequent box -— a Unix- 
based parallel computer — will fit into its 
overall Unix strategy. 

Unisys also sells low-end Unix systems 
from NCR Corp., as well as an assortment 
of mid-range and high-end systems from 
Arix Corp. and Computer Consoles, Inc. 
In addition, Unisys offers its own Unix 
systems, which are actually based on 
those of Convergent Technologies, Inc., 
which it acquired last year. 


Sit in the dark 

A Unisys spokesman said last week’s an- 
nouncement was strictly a release from 
Sequent. The company, he said, was not 
planning to shed light on its Unix products 
at this time. 

Instead, it has scheduled a big Unix an- 
nouncement Feb. 21 and will outline its 
Unix plans and give details on the latest 
addition at that time. 

Sequent, however, had plenty to say. It 
said the deal, which is a three-year con- 
tract that could be expanded to five years, 
could represent more than $250 million in 
revenue. The company said it expects to 
make $10 million in the first year, a siz- 
able chunk for a company that reported 
$76 million in revenue last year. 

Sequent also said that Unisys is ex- 
pected to begin shipping a system based 
on the Sequent computer by mid-1989. 
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Weve knocked 88 chips off the old block. 


We've not only knocked 88 chips off the old block, It was the first emulation board to bring the full through better technology, we won't build it. Whether 
we've chopped the old block in half. Asa result, it’s the power of the System 3X down to your PC. It was it's a terminal, board or chip. 
only 3X emulation board in the world with just four chips. the first to support the original PC, the PS/2 and the And if you think that's an intelligent idea, give usa 
Andit has the name IDEA on it because it has a better AS/400. It’s the only one that lets youdispatchdataat call at 1-800-257-5027. 
idea behind it. the blazing speeds at which today’s CPUs process it. 


In fact, our IDEAcomm 5251 has always had better And it’s the first to fit everything in the world of com- . ® 
sorb eamtnmnage RD ptgkor oa IDEAssociates 
team, surface-mount technology, and custom chip designs. The facts, if we can’t add value to something 


The intelligence to do things better. 


IDEAssociates, Inc. , 29 Dunham Road, Billerica, MA 01821, (508) 663-6878, Telex 4979780; France, Hong Kong, Germany, United Kingdom. 
IDEA, IDEAssociates and IDEA gi d trademarks of IDEAssociates, Inc. PS/2 and AS/400 are trademarks of International Business Machines Corporation. 

















For an educational institution, nothing is 
more important than the smooth exchange of 
information. That's why many colleges are 

making information 


“Our college needed to a 
esiter sale Talcesuanrlere)el Age. challenge is connectivity. 


Colleges and universities, 


But we weren ic NIKen. (ce could like most places, acquire 


: : ma + gai oe computers and — 
ATiCO) KOM 08m DUG ORO) E-(OlNDT Kn) (O)0 Mam <lecommunications 
dware in patchwork 
fashion, ending up with 
little or no compatibility. 

For one northeast college, AT&I Network 
Systems, working with the local telephone 
company, demonstrated that ISDN was the 
solution. Their information services manager 

| explained: “ISDN gave us the best capabilities 
‘for the least cost. And we didn’t have to trash 
our existing systems.” 

With central office-based ISDN, ordinary 
phone lines become the links in a fully 
interactive network. This translates into many 

§ applications and benefits. Voice and data can 
be transmitted simultaneously. For example, 
students and professors can confer with the 
Dean, who has on-line access to student 
records. Electronic mail streamlines internal 
communication, so course enrollment 
changes can be posted immediately. 
PC/terminal access to host computers and 
electronic file transfer extend every user's 

Mae access to sophisticated software and multiple 
. : mae databases. 
‘A m §€© As the college's IS manager puts it: “ISDN 
can revolutionize the education experience. 
It's going to make us a better college. And, 
e bottom line, a more competitive college’ 


~— 


SSSA a fa bs o's 
The Future’s on the Line. 


This college is just beginning to tap ISDN's 
potential. At AT&T, we believe this potential 
goes beyond today’s need for improved 
communications to pave the way to a larger 
vision—Universal Information Services—a 

s world of services on demand. 

For more information, cal! the AT&T 

Futureline, 1-800-638-7978, ext. 0310. 


© 1988 AT&T 


The right choice. 
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EDITORIAL 


Re-Groupeing 


OHN IMLAY, CHAIRMAN of Manage- 

ment Science America and venerable 

toastmaster of the computer industry, 

used to kid audiences by announcing the 
(fictitious) amalgamation of Fairchild Semicon- 
ductor and Honeywell. The new firm? Farewell 
Honeychild, of course. 

Last week, Honeywell did effectively fade 
away from the commercial computer market — 
in name, that is — and was recast as Bull H. N. 
Information Systems, one of two noncontiguous 
parts of the $5 billion, Paris-based Groupe Bull. 

To longtime Honeywell watchers and custom- 
ers, this is about the umpteenth iteration in com- 
pany structure since Honeywell bought General 
Electric’s flagging computer business 19 years 
ago. So, nothing new here; business as usual. 

Orisit? 

In the public unveiling of the company, 
Groupe Bull executives gushed about the bene- 
fits that a truly global company, one fixing its 
product lines to prevailing and emerging stan- 
dards, would provide to customers. 

That kind of claim might not necessarily be all 
bull. The parent company is committing more 
than 10% of revenue to research and develop- 
ment — much of that earmarked for Groupe 
Bull’s U.S. thrust. 

Furthermore, some unique benefits could be 
derived from the joint Franco-Japanese-U.S. tri- 
partite ownership of Bull H. N. The continued, 
simultaneous development of the GCOS operat- 
ing system in disparate countries could yield a 
sort of “Esperanto” to ensure more seamless 
computer communications across international 
borders in the future. 

But just how committed is this global company 
to the U.S. market? Unlike big U.S. players, 
Groupe Bull does not derive a majority of its rev- 
enue from the U.S., and a good portion of what is 
generated here comes from the lucrative federal 
market. 

While Groupe Bull has made strong pro- 
nouncements of its commitment to the U.S. mar- 
ket, privately it speaks of Honeywell as almost a 
bad word, fearing the company’s reputation here 
is something to be put behind it once and for all. 

That’s a little curious, because Honeywell was 
able to make some significant strides in the mid- 
1980s with its installed mainframe base. In fact, 
in the Datapro Research annual survey of user 
satisfaction in 1987, Honeywell — the perennial 
cellar-dweller in the Datapro rankings of the ear- 
ly 1980s — actually came out on top of the main- 
frame heap. 

Also, some questions remain about the appro- 
priateness of some of Groupe Bull’s strategies in 
the U.S. market. Do users in on-line transaction 
processing environments really want Unix as 
badly as Groupe Bull wants to deliver it to them? 

What’s right for Europe may not be right for 
the U.S. market, and Europe is the big market 
for Groupe Bull. This is not to suggest that this 
unique company can’t satisfy customers on three 
continents. It just has to work that much harder 
todoso. 








LETTERS TO THE EDITOR 


Design-first proof 
Regarding Gopal Kapur’s Read- 
er’s Platform [CW, Dec. 5], 
American Management Systems 
has been using the design-first 
strategy for over 12 years to de- 
velop information systems for 
commercial and government cli- 
ents. Our success with this 
method is proof of its capability. 

For example, in developing a 
custom financial management 
system for a large city, we based 
the design on the pattern inher- 
ent in financial transactions — a 
header followed by a set of iden- 
tically formatted detail lines. 
Common functions were imple- 
mented in table-driven founda- 
tion software, and the individual 
transaction programs had a stan- 
dard control structure. 

This design approach has 
been applied to similar systems 
for a variety of firms. Although 
the functional details are unique 
to each application, the pattern 
and the software architecture 
that implements it are invariant. 

AMS has been applying these 
practices on large systems for 
over a decade. Although these 
practices may be well-known to 
some, it is clear that many are 
not aware of them. We wrote our 
article to share our experience, 
stimulate others to learn more 
about it and, ideally, help them 
achieve greater success. 

Fred L. Forman 
Executive Vice-President 
Milton S. Hess 
Vice-President 
American Management 
Systems, Inc. 

Arlington, Va. 


Another gift 


I'd like to add to your holiday gift 
list (CW, Dec. 19]: 
For Computerworld: A copy 


COMPUTERWORLD 


of Edward R. Tufte’s The Visual 
Display of Quantitative Infor- 
mation to help rid you of mis- 
leading graphics and your irritat- 
ing propensity to represent one- 
and two-dimensional data in 
three dimensions. 

Also, I called Apple about the 
20-MHz Macintosh Pluses and 
SEs listed in the BoCoEx index 
on used computers in the back of 
Computerworld. Apparently, 
they don’t make them. I guess 
I'll have to settle for my 8-MHz 
SE with a 20M-byte drive. 

Chuck Lundgren 
Tris Software, Inc. 


Chicago 
Real value 


Douglas Barney defines “pure 
value” in a microcomputer [CW, 
Dec. 19] as solely the cost of the 
hardware, and then continues to 
vent his anger over the cost of an 
Apple Macintosh by berating the 
hardware’s high price. 

The measure of ‘‘pure value” 
is the total value of the package. 
What are the total costs of own- 
ership and operation? 

IBM uses this argument to 
defend higher prices for some of 
its mainframes — and the point 
is valid. Has the productivity of 
PCs advanced to a state where 
hardware price is the valid mea- 
sure of pure value? If so, you had 
better find another job, as the 
rest of us can learn all we need to 
know in the commodity market 
news or the BoCoEx index. 

Jack G. F. Hill 

President 

Applied Software Consulting 
Brentwood, Tenn. 


Learning delay 


Regarding “Staking out systems 
integration” [CW, Dec. 12], 
which features declarations of a 


shortage of “good people,” as a 
DP management professional, I 
must protest that the reported 
shortage is not of “good people” 
but of ready-made highly specific 
skill sets. 

As a 20-year DP veteran who 
has never assumed a new posi- 
tion with an already-complete 
skill set, I wonder how and when 
we arrived at this commodity 
view of our people (and of our- 
selves). 

I suggest that what confronts 
us is not a shortage, but a learn- 
ing-curve delay, which is to be 
expected in a field as dynamic as 
this one. I also suggest that we 
can afford the delay better than 
we can afford the underemploy- 
ment of talent and the high turn- 
over and frantic recruiting that 
results from our current misdi- 
rected hiring practices. 

We will thwart our own pro- 
gress if we refuse to rethink our 
attitudes and if we continue to 
undervalue the “good people” 
whose backgrounds, while not 
fitting our narrowly defined, im- 
mediate-need profile, feature ap- 
titude, adaptability and a good 
set of foundation skills on which 
to build. 

Certainly my personal situa- 
tion would be more comfortable 
if I were not regularly confront- 
ed by well-meaning friends eager 
to show me the latest shortage 
article and clearly puzzled that 
my current job search is not triv- 


ially simple. 
Jean Causey 
Baltimore 





Computerworld welcomes com- 
ments from its readers. Letters 
may be edited for brevity and 
clarity and should be addressed 
to Bill Laberis, Editor, Compu- 
terworld, P.O. Box 9171, 375 Co- 
chituate Road, Framingham, 
Mass. 01701. 
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MIN’ future lies down 
a branching path 





DALE KUTNICK 


One profound 
change that will 
occur in the in- 
formation pro- 
cessing industry 
during the next 
five years will 
be the rapidly evolving roles of 
the MIS department. 

The tumultuous 1980s have 
left the traditional management 
information systems charter far 
behind. The new MIS role in- 
creasingly will be delineated be- 
tween a business-oriented and 
technical/service focus. 

Driving forces in the 1990s 
will include the management of 
highly distributed end-user com- 
puting resources (the cumula- 
tive installed MIPS on desk tops 
will be 1,000 times greater than 
those on minis and mainframes 
early in the next decade); the de- 
sign and management of more 
complex and mission-critical net- 
works; and the increasing neces- 
sity of hiding the complexity of 
systems and architectures from 
users. 

Simultaneously, the informa- 
tion demands of clients and sup- 
pliers will escalate, information 
systems spending as a percent- 
age of capital outlays must be 
managed and IS must be de- 
signed to exploit information re- 
sources as a strategic weapon. 





ClO uprising 

On the business side, the emer- 
gence of the chief information of- 
ficer — in function if not name 
— will set the career path for 
business-school bred, finance- 
experienced or “New Age” MIS 
vice-presidents. This CIO will 
take his place in the corporate 
executive hierarchy, setting 
strategies, architectures, inter- 
faces and asset management pri- 
orities for his company’s infor- 
mation resources. 

On the technical side, there 
will be at least two logical divi- 
sions, both probably but not nec- 
essarily reporting to the CIO. 

The first division, data cen- 
ter/systems administration ser- 
vices, will focus on operations 
and management of physical sys- 
tems and information resources. 
The duties could include admin- 
istering large CPU complexes 
and networks and overseeing 
and coordinating database man- 
agement systems software, data 
distribution, integrity and syn- 
chronization. This job, which can 
be broken further into two or 
three separate functional areas, 
is basically an extension of cur- 
rent MIS responsibilities. 

Kutnick is a data processing and com- 
munications consultant based in Redd- 
ing, Conn. 
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The second division, systems 
integration services (SIS), will 
focus on bringing distributed 
personal computers, local-area 
networks, servers and heteroge- 
neous  (application-optimized) 
systems into the corporate infor- 
mation infrastructure — with all 
the incumbent support require- 
ments. This role is a broad ex- 
pansion of the ‘‘information cen- 
ter” concept popularized in the 
early 1980s. 

This job, too, could be broken 
into two or three functional ar- 
eas, particularly if it includes fa- 
cilitating electronic information 
exchanges — such as electronic 
data interchange — with clients, 
suppliers, customers and the 
like. 


Both of these technical 
groups will enforce and imple- 
ment the architectures and in- 
terfaces established by the more 
business-oriented CIO side as 
they relate to end users. 


Feedback loop 

Ideally, these groups will estab- 
lish a strong feedback loop to set 
standards based on both corpo- 
rate as well as end-user require- 
ments. 

For example, while IBM’s 
Systems Application Architec- 
ture is a good planning blueprint 
for a primarily IBM environ- 
ment, users must develop their 
own strategic interfaces. These 
interfaces will allow consistent 
user and programmer access and 
incorporate other systems users 
work with — such as Digital 
Equipment Corp.’s VAX/ 
VMS and Unix — or would like 
to employ in their future. 

Consistent architectures and 
interfaces are critical to enabling 
the systems administration ser- 
vices group to create appropri- 
ate network management, data 
access and administration ser- 
vice standards in a rapidly decen- 
tralizing, distributed computing 
world. The future data center 
will become the focal point for 
these activities, as application 
development and more applica- 
tion execution move outboard. 


Pocket problems 

Again, data integrity, security, 
synchronization and coordina- 
tion will become significantly 
more difficult as the distributed 
intelligence “revolution” engen- 
ders poorly managed informa- 
tion pockets — such as on PCs 
and LANs — throughout the or- 
ganization. 

Indeed, one of the major focal 
points for the SIS department 
will be the LAN server and 
LANs themselves. Most of these 
systems and their software are 
currently acquired by end users 
or their departments throvgh 

' Continued on page 24 





That which does not kill me . 





WILLIAM D. HARRISON 


Bay One of the most 
=} ineffective MIS 

| managers that I 
ever worked 





Joe had a par- 
ticular talent for hiring and pro- 
moting people with the ability to 
report problems in a pleasant 
way — or not to report them at 
all. 

No matter how late the proj- 
ect or how serious the problem, 
Joe’s staff spared him the bad 
news. If he asked — which he did 
frequently, since he was condi- 
tioned to expect no problems — 
they assured him that all sys- 
tems and projects were running 
smoothly. 

It is not as if Joe’s staff did not 
have problems to talk about. 
There was the time the tape li- 
brarian released an obsolete 
parts information file for use 
with the bill-of-materials parts- 
procurement system. 

Then there was the day that a 
malfunction in the work-in-pro- 
cess data-gathering system 
ground the company’s assembly 
lines to a standstill. 

Joe was not told about these 
systems problems. His staff took 
it upon themselves to find the so- 
lutions. Joe did not understand 
the seriousness of either inci- 
dent until it was explained to him 
— by the vice-president of man- 
ufacturing. 


Harrison is an engineering manager at 
Siemens Information Systems, Inc. in 
Boca Raton, Fla. 


Joe’s problem-solving abili- 
ties were actually very good, but 
he never got a chance to use 
them. According to his staff, 
there were never any problems 
to solve. Thus Joe avoided many 
conflict situations, at least until 
someone outside his department 
brought them to his attention. 
Eventually his success at avoid- 
ing involvement in major prob- 
lems cost him his job. The fiasco 
caused by the new order-entry 
system was the last straw for the 
vice-president of manufacturing. 


Autopsy results 
After Joe had brought the diffi- 
culties under control, the chief of 
manufacturing ordered a post- 
mortem analysis. This manage- 
ment review revealed that the 
disaster could have been averted 
— if Joe had taken action sooner. 
But Joe was avoiding action 


by avoiding seeing the problems. 
He never understood that con- 
frontations and conflict are as 
normal a part of business as they 
are of life. Sometimes even the 
best of people do things incor- 
rectly or do the wrong things, 
and they must be told of their er- 
ror. Sometimes even the best of 
systems fail, and their logic and 
purpose need rethinking. 

Telling a person that he has 
done something incorrectly pro- 
duces a certain amount of stress 
and conflict. But unless an em- 
ployee is informed about his mis- 
takes, he never has the opportu- 
nity to improve and do it right 
the next time. Joe simply avoided 
the messy situations in which 
blame might have had to be as- 
sessed. In so doing, of course, he 
avoided responsibility. 

The positive aspects of dis- 

Continued on page 24 





Languages may be cure 
for the common code 





MICHAEL B. COHN 


™ I think someone 

is missing the 

boat. We spend 

millions of dol- 

lars on new 

computer _lan- 

guages. Code 

ginatttans. Source optimizers. 

Report writers. But even with ail 

these advances and tools, we still 

seem to make the same coding 

mistakes we made 20 years ago 

— except that now we can make 
them a lot faster. 

We need smarter computer 
languages. Languages that don’t 
get hung up on syntax or unbal- 
anced parentheses or upside- 
down diskettes. Commands that 
understand we weren’t really 
trying to divide the monthly 





Cohn is a quality assurance representa- 
tive based in Atlanta. 
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gross revenue by the word “Ne- 
braska” and have brains enough 
to go read another record or at 
least keep it quiet until someone 
shows up in the morning. 

We’re pretty good at simplify- 
ing the names of computer lan- 
guages; I understand some of 
them are down to just one letter. 
So why doesn’t someone invent 
a language that uses simple ab- 
breviations to do the things cod- 
ers do with pages of code? 

I’ve already given somebody 
a head start by listing some of 
the most needed instructions 
and abbreviations below: 
eDWIM-NWIT: Do What I 
Meant, Not What I Typed. 

e WWWTW: Work the Way We 
Think it Works. 

e@ WUMP: Work Until it’s Moved 
into Production. 

e@ PUTM: Perform Until Tomor- 
row Morning. 

e PUIGIT: Ries Until I Get 


In Trouble. 

ePUTFT: Perform Until They 
Find the Tape. 

e MANTWO: Make A Noise To 
Wake Operator. 

e D-JAM: Delete the Jobs Ahead 
of Mine. 

e NT-PAP: Next Time, Please 
Align the Paper. 

e EWIOV: Execute Without Inci- 
dent Or Variation. 

e EWIOV: Explode While I’m On 
Vacation. 

e Abend(IAP): Abend In Anoth- 
er Program. 

eAbend(WNL): Abend When 
Nobody’s Looking. 

e D-Abend(ALTA): Don’t Ab- 
end, And Let’s Try Again. 

e MLK: Mysteriously Lock up 
Keyboard. 

e@ULISSI: Un-Lock It when 
Somebody Shakes It. 

e FAST-W: Find A Subroutine 
That Works. 

eUFWY: Use the File that 
Worked Yesterday. 

e@ MWAT: Make this Work Again 
Tomorrow. 

eSFOC: Someone Figure Out 
this Code. 

e PACOMR: Print A Copy Of My 
Resume. 
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agreements and confrontations can be 
seen in all areas of a data processing de- 
partment, including strategic planning or 
meeting with a user to discuss his system 
requirements. 

Design and code reviews are success- 
ful because people take the time to point 
out errors made by others. If a design re- 
view does not produce an error action list, 
it probably indicates that the right ques- 
tions were not asked. 

The role of the end user in reviewing 
software documentation is not to tell the 
software department that it has done a 
fantastic job. The end user must play the 


VIEWPOINT 





HE CONFLICTS and 

confrontations that 

most of us would like to 
avoid are essential to 
achieving the level of 
excellence in performance we 
desire for departments and 
individuals alike. 





role of inquisitor, or there is a great dan- 
ger that the wrong product will be built. 

If everyone is pleased with the first re- 
view of MIS’ strategic plan, the depart- 
ment may be on very shaky ground. A 


good strategic plan is one that survives a 
review by a management gauntlet deter- 
mined to tear it apart. 

One of the most effective MIS manag- 
ers that I worked with had the ability to 
ask questions that rivaled the Spanish In- 
quisition for effectiveness. Whenever 
anyone challenged his plans, he interro- 
gated the questioner relentlessly to de- 
termine whether he had facts to back up 
his opinions. This manager also always 
thanked the person. 

The conflicts and confrontations that 
most of us would like to avoid are essential 
to achieving the level of excellence in per- 
formance we desire for departments and 
individuals alike. Perhaps Nietzsche was 
right — ‘‘That which does not kill me will 
make me stronger.” 





OFFERS 
RADICAL APPROACH 
SOFTWARE 
SUPPORT: 


When you call with questions on Realia COBOL, RealCICS, RealDL/I, 
or any other Realia PC programming product, you talk to an experienced 
programmer. Our technical support staff knows the mainframe, the PC, and 
the Realia products. If your question stumps them, they have direct access to 
the system designers. So you get the answers you need. Even more startling: 
If you leave a message, we call you back. 

If you report a bug, we do more than record it for the next general release. 
Once we've isolated and fixed it, we can send you an interim version to keep 


you productive. 


Even our upgrade policy is user-oriented. We send each upgrade 
automatically to all first-year users and all others who continue under 
maintenance for an annual fee. So you don't have to fill in forms and send 
money every time we announce a new release. 

You don't have to send money to try a Realia 


product, either. Just call us for a 


30-day free evaluation. 


REALIA 


10 South Riverside Plaza, Chicago, IL 60606, 312/346-0642 
34 North End Road, Hammersmith, London W14 0SH, England, 01/602-8066 
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various retail channels. 

But with the sharply increasing sophis- 
tication at the server level, it is unlikely 
that any of these channels can support the 
future needs of users or their organiza- 
tions without their becoming systems in- 
tegrators, which is not likely. 

The future servers’ communications 
requirements alone are far beyond their 
purview, as is implementation of distrib- 
uted DBMSs with security and data integ- 
rity. 

Most retailers do not have the re- 
sources or expertise to play this game se- 
riously, and it is unlikely that MIS depart- 
ments will trust their data or networks to 
them. 

While there are already some outside 
companies — value-added resellers, 
OEMs, traditional mini and mainframe 
vendors, service bureaus and so on — 
providing these services, the SIS organi- 
zation must coordinate these activities to 
keep consistency. 

Indeed, end users will abdicate opera- 
tional and administrative control of their 
LANs and servers to MIS or SIS in ex- 
change for service, support and transpar- 
ent resource access. In other words, MIS/ 
SIS becomes the systems integrator for 
the organization. 

So, MIS must evolve in two clear direc- 
tions. The first is toward the executive- 
level role, which is more attuned to the 
organization’s business and IS strategy 
and architecture that drive the future 
business. 

The second is toward the more techni- 
cal role — implementing the vision by in- 
tegrating the cornucopia of products and 
systems within budget and other tactical 
constraints. This job will require tremen- 
dous management skills and patience to 
deal with end users because it is basically 
creating a professional service organiza- 
tion. 

The business schools will provide the 
fodder for the first role. It will be the sec- 
ond one that will be more challenging. 
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EDI: The Competitive Edge 
By Phyllis K. Sokol 
This guide to the opportunities of corpor- 
atewide electronic data interchange cov- 
ers implementation, case studies and 
cost/benefit analysis. 

Hardcover, 346 pages, $24.95, ISBN 
0-07-059511-9, by Intertext Publications, 
Inc., New York. 


Who’s Afraid of Big Blue? 

By Regis McKenna 

A look at the new computing world, 

where IBM is being challenged not yet in 

revenue or profit but certainly in innova- 

tion and development of new markets. 
Hardcover, 218 pages, $17.95, ISBN 

0-201-15574-5, by Addison-Wesley Pub- 

lishing Co., Reading, Mass. 


The CD-ROM Handbook 
Edited by Chris Sherman 
The perspectives of more than 20 experts 
on the CD-ROM environment, including 
artificial intelligence, local-area net- 
works, integration and more. 

Hardcover, 510 pages, $59.95, ISBN 
0-07-056578-3, by McGraw-Hill Book 
Co., New York. 
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YOU NEED SOMETHING MORE 





SOPHISTICATED FOR TODAY’S COMPUTER 
RESOURCE MANAGEMENT PROBLEMS. 


YOU NEED PRIME. 


Putting out fires —it’s part of every 
MIS/DP Manager’ job. 

From false alarms in finance to panic in 
personnel, you just get one problem solved 
when another one threatens to rage out of 
“< Fins 

ut how do you contain your resource 
management fires—such as ace: 
ment and access problems, weak commu- 
nications, and limited applications 
development? 

e PRIME EXL™ Series 

of multiuser, multitasking 
supermicrocomputers. 

Based on Intel386™ tech- 
nology, these fully compatible 
systems, running Prime's imple- 
mentation of AI &T's U. 

System V.3, are the most efficient 
tools for managing computer 
resources within your ome : 

But not only does the RIME 
EXL Series support UNIX,° with 
optional software packages 
users can run their existing DOS™ 
and PICK® applications as well. 

You'll also be able to develop cus- 
tom applications for departmen- 
tal computing problems now 


with the security that they'll work just as 
well in the future. 

Plus, you'll have industry-standard 
communications capabilities through 
Ethernet™ over TCP/IP networking soft- 
ware, our PRIME/SNA™ EXL products, and 
PC-Interface™ This provides the ability to 
share peripherals and ensures your access to 
vital information from departments or your 

corporate mainframe afd PCs. 

Designed to grow with your 
company, all PRIME EXL Series 
systems are fully compatible. There 
are a variety of configurations you 
can choose. And, of course, you can 
count on the worldwide service and 
support only a Fortune 500 com- 
pany like Prime can provide. 

To find out more about the 
PRIME EXL Series, simply com- 
plete and mail the coupon to the 
right. Or call 1-800-343-2540. In 
Canada, call 1-800-268-4700. We'll 
also send youa free copy of “Inte- 
grating the Desktop and Multiuser 
— Environments.” It’s a 

straightforward discussion of 
computer resource management 


inthe UNIX/DOS environment. 


SEE US AT UNIFORUM IN SAN FRANCISCO, 
FEBRUARY 28 - MARCH 2, BOOTH 2913 


So call today. Because now more than 
ever, you need the right tools to extinguish 
your computer resource management fires — 
and prevent them in the future. 

You need Prime. 


(_] Putting out fires is a big part of my job, 7 
so!’m asking for Prime. 

Please send me more information about the PRIME 

EXL Series, and don’t forget my free copy of 

“Integrating the Desktop and Multiuser Operating 
Environments.” 


(Please have a Marketing Representative contact me 
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Company 


i 
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Or if you prefer, call 1-800-343-2540, 


Mail to: Prime Computer, Inc. 
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' 
| 
! Name 


AD0270042 


| 

| 

| 

| 

= 

| 

| 

TR Sy, 
CO | 
| 

| 

| 

| 

| 

| 

| 


| 
i —— Prime. | 


PRIME and the Prime logo are registered trademarks, and PRIME EXL and PRIME/SNA are trade- 
marks of Prime Computer, inc, Natick MA. Ethernet is a trademark of the Xerox Corporation. 
PC-Interface is a trademark of Locus Computing Corp. 


icrosoft, Corp. And PICK is a registered trademark 


intel386 is a trademark of Intel Corporation. 
Inc. MS-DOS is a trademark of 
of Pick Systems. 
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To shatter applications development bottlenecks, you need power and flexibility. 
INGRES provides a complete development environment combining the neces- 


sary Tools, Power, and Access. In addition, hundreds of ready-to-use INGRES- 
based business solutions are available. 


Tc |: INGRES offers an unmatched integrated application development 
OO S environment providing CASE, 4GL, SQL and visual program- 
ming methods. These facilitate complex applications prototyping and deploy- 
ment while providing independent end-user query and reporting capabilities. 
Applications are instantly portable across multiple hardware platforms. 

P The INGRES high performance SQL database engine provides 
Ower OLTP power to support production applications in single or 
multi-CPU and distributed environments. A unique Al-based query optimizer 

maximizes processing efficiency. 

A Only INGRES integrates existing data into your applications 
Ccess through flexible access tools. Gateways to access existing data. 

Networks to tie your systems together. The most advanced distributed technology 

to integrate islands of information. Access to your data wherever it resides. 

Find out how your company can break through applications bottlenecks—like 


thousands of companies worldwide—with INGRES Development Tools. Attend 
a free INGRES seminar. 


_Call4800-4NGRES 
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Cincom slips 
IBM tackle 


how a confused football team 
would respond to a double-re- 
verse by the opposition. 

By including SQL in Version 
2, Cincom made it necessary for 
users of Version 1, which does 
not include SQL, to convert their 
software to fully migrate. Al- 
though Cincom said it would 
make it possible for a user to 
move to Version 2 without using 
SQL, users contacted did not 
express interest in this option. 

One user was still in the 
midst of the lengthy process of 
converting from Cincom’s ear- 
lier database management sys- 
tem Total to Supra Version 1. 
The last thing he wanted was yet 
another conversion. With Ver- 
sion 1 not fully implemented, he 
said he thought that bailing out 
and going with IBM’s DB2 might 
be preferable to trying to out- 
guess Cincom’s game plan. 

Few users contacted at ran- 
dom said they would move to im- 
plement SQL in the near future 
because they had no appetite for 
an arduous conversion. 

Continued on page 36 





DEC closer to modular dream 


Demo shows touted single product line, 90-sec. upgrade for 6300 family 


ANALYSIS 


BY JAMES DALY 
CW STAFF 








At Digital Equipment Corp.’s re- 
cent introduction of the mid- 
range VAX 6300 series, Vice- 
President of Mid-Range Sys- 
tems William Demmer motioned 
to his left as the lights dimmed 
and a spotlight lit up the new 
line’s predecessor, a single-pro- 
cessor VAX 6210. 

As Demmer made his closing 
remarks, the spotlight again 
pierced the darkened room. The 
same machine remained, Dem- 
mer announced, but now it was a 
six-processor VAX 6360. 

What happened? In the inter- 


vening minutes, he announced, a 
DEC official had opened the 
6210 and replaced its board with 
six of the updated 6300 boards. 
The upgrade took less than 90 
seconds. 


Happy family 

In that simple and effective dem- 
onstration, DEC came closest to 
completing a plan it has kicked 
around for well over a decade: 
establishing a modular family of 
computers. 

The ultimate purpose of that 
strategy, as stated by DEC Pres- 
ident Ken Olsen, was to enable 
users to implement systems at 
each level of their organization 
— from the desk top to the over- 
all company — that can be tied 


together and expanded effort- 
lessly 


Sometimes the goal seemed 
elusive; other times it appeared 
downright abandoned. In the de- 
velopment of a VAX line three 
years ago, DEC offered the Mi- 
crovax II and VAX 8200, 8300, 
8500, 8600, 8700 and 8800 
with almost no board-swap up- 
grade paths. 

With the introduction of Vax- 
clusters, however, the idea 
seemed to have returned to the 
mills of Maynard, Mass. Vax- 
clusters permitted upgrades 
from stand-alone systems to a 
shared-resource environment, 
yet they implemented a site’s 
current CPUs and peripherals in 

Continued on page 36 
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Deloitte in 
final stage to 
decentralize 


BY ROSEMARY HAMILTON 
CW STAFF 








Deloitte Haskins & Sells recent- 
ly shifted into high gear on a con- 
sulting project in which the 
stakes are higher than perhaps 
ever before. This time the client 
is itself. 

The Big Eight firm is moving 
from a centralized environment 
that connected 100 offices na- 
tionwide to a Bull H. N. Informa- 
tion Systems, Inc. DPS 90/91 
mainframe at the corporate data 
center in New York. The more 
costly decentralized system will 

Continued on page 32 
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Printer plans 
September 1988 surveys of some 500 user sites show serial dot matrix 
printers are still predominant in the IBM 370 environment but that 
line and page printers are gaining ground 








PERCENT OF SITES* 





*Percentages may not total 100% because of rounding 





Plan to acquire in 
next 6 months 
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IBM ponders 
100-MIPS RT 


BY AMY CORTESE 
CWSTAFF 








IBM’s Micro Channel Architec- 
ture and 100 million instructions 
per second are in store for future 
versions of the RT, according to 
Nick Donofrio, president of 
IBM’s Advanced Workstation 
Division. 

In a recent interview, Dono- 
frio also said AIX, IBM’s version 
of AT&T’s Unix System V, 
which the RT runs, will probably 
come with a choice of graphical 
user interface — either Next, 
Inc.’s Nextstep or the Open 


Software Foundation’s OSF/Mo- 
tif. Donofrio said IBM is current- 
ly evaluating Nextstep and will 
look at OSF/Motif when it is 
available. 

Despite its lackluster past, 
the RT is being groomed for a 
role of increasing importance at 
IBM, reflecting the emphasis 
that the company placed on its 
AIX operating system one year 

Continued on page 35 
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PLATINUM DB2 GUIDE” 


Created exclusively for the DB2 user by 
The DB2 Company 


navigate through DB2. 
ONLINE ACCESS 





been so simple! 


Tired of treading the Depths of DB2? 


The PLATINUM DB2 Guide™ is the comprehensive 
and authoritative guidebook for the design, develop- 
ment, and administration of application and database 
systems. It has hundreds of effective standards, practi- 
cal methods, and straightforward guidelines to help 


This invaluable source is brought online to your 
mainframe with the PLATINUM DB2 Guide/Online™ 
(PDG/O), an easy to use software tool. PDG/O dis- 
tributes the Guide to your entire staff quickly and easi- 
ly. It eliminates the need to hunt down the often 
outdated hard copy of the standards manual, and 
facilitates the task of coordinating and distributing up- 
dates to the manual. Customizing the Guide has never 


1-800-442-6861 
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The DB2 Company™ 


555 WatersEdge Drive 
Lombard, IL 60148 
(312) 620-5000 











The full power of the ISPF editor is available 
through PDG/O to help you customize The 
PLATINUM DB2 Guide to your site’s specific 
requirements. All of the ISPF primary and line 
commands can be used to customize the Guide to 
your individual needs or integrate it with the non- 
DB2 standards you already have. 
Call today for more information or a 
FREE PRODUCT EVALUATION: 


PLATINUM technology, inc. 
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—Lee R. Murphy 

Corporate V.P., Medical Systems, 
Science Applications 
International Corporation (SAIC) 


“Digital 
gave SAIC 
the winning edge 
for the Defense 
Departments 
$1 billion 
health-care 


contract.’ 


Miolifoliltlali 


“SAIC is the government's largest 
culated supplier of infor- 
mation systems solutions. But we 
needed Digital’s architecture, global 
support and expertise to win the 
contract to develop and install CHCS, 
a comprehensive health-care infor- 
mation system, in over 750 Depart- 
ment of Defense medical treatment 
facilities worldwide. 

“By using Digital’s VAX™ family, 
we put together a cost-effective system 
that can support every DoD center, 
from the smallest to the largest. Plus 
Digital’s development tools let us 
write software rapidly and maintain 
it efficiently. 

“Working with Digital we are 
assured of reliable system performance 
worldwide and effective service both 
overseas and in the U.S. We proved 
that no other computer company 
— support a program this large 

and expanding this rapidly. 

“Digital's total support was the 
key to winning the largest contract 
in rhe history. We now look — 
to developing opportunities in the 
paremate sab care re marketplace. j 


The rewards of working together. 

Digital's flexible architecture pro- 
vides access to tomorrow’s technology 
while protecting current investments. 

Today, with a consistent systems 
foundation that supports a wide range 
of applications yet lowers develop- 
ment and expansion costs, a 
gives you an elegantly simple way for 
your people to work wei more 
productively, more creatively, more 
efficiently, more competitively. 

To learn more, write Digital 
Equipment Corporation, 200 Baker 
Avenue, Concord, MA 01742-2190. 
Or call your local Digital sales office. 

A way to work together like 


never before. Di git al 
has 


It 
Now. 





UNIX International. 
A new organization 
with something 
youd never expect from 


anew organization. 
Kixperience, 


Anumber of the world’s leading UNIX users 
and suppliers have come together to form UNIX 
International, an organization dedicated to guiding 
the future development of the UNIX® System V 
operating system. 

All of these companies have one thing in 
common — years of experience and considerable 
business success using, developing and marketing 
solutions based on UNIX System V. 

Together they will assure that UNIX System V 


continues as an industry standard, protecting past 
software investments and providing a stable 
migration path in the future. 
UNIX International. Experienced, indepen- 
dent and dedicated to UNIX System 
V and a truly open standard. UNIX 
For more information and to 
find out how you can join UNIX INTERNATIONAL 
International, call 1 800 UI UNIX 5. sis 


UNIX is a registered trademark of AT&T 


UNIX International members: Amdahl « Arix* AT&T * Computer Consoles * Concurrent * Control Data * Convergent * Data General « Ericsson » 
Fuji Xerox * Fujitsu * Gould * HCR «ICL « Informix INTEL ¢ Interactive Systems * Lachman Associates * Microfocus * Modcomp « Motorola « 
NCR Corporation * NEC « Oki Electric Industry « Olivetti Oracle « Prime * Pyramid « Ricoh « Stratus * Suns Texas Instruments « Tolerant « Toshiba « 


UniSoft *« Unisys 
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The company came out with 
a plan that really does address a 
long-standing request from us- 
ers: Make maintenance adminis- 
tration easy. But in helping us- 
ers out, it will likely go a long 
way in helping itself. 

The maintenance-made- 
easy concept, according to IBM, 
means one contract instead of 
25. Users contacted last month 
said this means a big savings in 
the time spent reading and sign- 
ing documents. 

To help users select the 
kinds of service options they 
want, IBM provides a one-page 
document that lists the options 
by category. To make it even 
easier, each category has a cute 
little icon to identify it. Users 
no longer have to wrestle with 
multipage documents for each 
individual option. How easy it is 
for the user to select an option 
— or more than one — from this 
one page. 

Previously, a user might 
have been discouraged from se- 
lecting more options because it 
meant more paperwork and con- 
tracts. But now, it will be as 
easy as putting one’s initials 
alongside the options listed on 
the page. 

This announcement shows 

Continued on page 32 





Retailer cashes in on ESA 


$1B Fingerhut looks to speed file access with IBM system 


, ON SITE 


BY STANLEY GIBSON 
CW STAFF 








ST. CLOUD, Minn. — For mail- 
order retailer Fingerhut Co., the 
huge storage capacity of IBM’s 
MVS/ESA operating system will 
make retrieving thousands of in- 
ventory records faster and easi- 
er. The $1 billion firm is count- 
ing on the speedier access to 
help it keep up with an ever-in- 
creasing volume of orders. 

“We depend tremendously on 
computing,” said Mike Dille, 
managing director of data pro- 
cessing. Fingerhut runs 105 pro- 
duction applications, including 
payroll, accounts payable, order 
fulfillment and shipping on two 
IBM 3090 Model 400S main- 
frames. The firm also maintains 
an extensive mailing list and per- 
forms 350 million mailings per 
year of such items as catalogs 


and promotional materials. 

Fingerhut began life in the 
1950s as a direct-mail firm spe- 
cializing in automobile seat cov- 
ers. The company gradually di- 
versified, however, and now has 
some 50,000 stockkeeping units 
— specific articles of merchan- 
dise. Last year, Fingerhut broke 
the $1 billion mark in sales. 


in the middle 
Because it does not have stores 
spread across a wide geographi- 
cal area, Fingerhut has found it 
natural to keep its data process- 
ing centralized. “In large vol- 
umes, distributed processors 
really don’t hack it,” Dille said. 
As it is for all retailers, the 
holiday shopping season is by far 
the busiest of the year at Finger- 
hut. During late November and 
early December, Fingerhut re- 
ceived as many as 150,000 or- 
ders per day and 200,000 to 
300,000 payments per day, ac- 


cording to Dille. 

Just as the high tide of the 
holiday season was subsiding last 
year, Fingerhut made its move 
to IBM’s Enterprise Systems 
Architecture (ESA). The switch 
went hand in hand with the in- 
stallation of the 3090 S model 
processors. Despite minor 
glitches, Fingerhut has brought 
ESA up without great turmoil. 


Not too hard 

“There was nothing terribly 
complicated about it. It was nota 
bad conversion,’ ’ Dille said. “he 
first, ESA was i 

3090 Model 300E and a 3090 
Model 600E. Each system was 
soon replaced with a 3090 Model 
400S. 

The first S model was moved 
in during the first week of De- 
cember; the second was installed 
about two weeks ago. Dille said it 
is too soon to tell whether or not 
the S models have any particular 


performance advantage running 

ESA than their E model a 
cessors, except for the power 
boost advertised with all S mod- 
els. 

The obstacles to the ESA 
conversion had mainly to do with 
getting utility software towork 
with ESA. “We had to wait a few 
months for the vendors to catch 
up and issue the ESA versions of 
their packages,” Dille said. Even 
then, there were small difficul- 
ties, he added. 

They had three problems 
with non-IBM software — which 
Dille declined to name — that 
was used to monitor the I/O sub- 
systems and CPU utilization. He 
added that even IBM packages 
were not free from minor bugs. 

“But there were no obstacles 
that made it necessary to back 
out of the conversion. The guys 
[Fingerhut systems engineers] 
found ways around the prob- 
lems,” Dille said. 

In all, Dille said the move to 
ESA took one-third of the time it 
took Fingerhut to implement 
MVS/XA. 

The expanded memory of 

Continued on page 33 





AS/400 makes its mark 
in Kuropean market 





BY JANE LAWRENCE 
IDG NEWS SERVICE 





LONDON — La Compagnie 
Generale Calberson, based in Le 
Havre, France, was just another 
transport ry until it dis- 
covered IBM’s Application Sys- 
tem/400. It took delivery of 83 
machines in December and was 
proclaimed the 10,000th 
AS/400 customer in Europe. 
For Calberson, the event was 
probably no more than a passing 
note before a return to business. 
But it was a milestone for IBM. 


Europe and the rest of the 
world outside the U.S. are ex- 
pected to be key markets for the 
AS/400, IBM’s follow-on to its 
System/34, 36 and 38 minicom- 
puters. to IBM, as 
much as 45% of its AS/400 reve- 
nue may come from outside the 
U.S., with up to half of the 
AS/400 sales at sites new to 


IBM. But Dataquest Ltd., a Lon- | | 


don-based market research 
firm, suggested that new users 
will account for only about 20%. 
Whatever the final tally, 

Continued on page 33 
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Elements of an open system 
A standard operating system is the most important part of an open 
computing environment, according to a survey of 199 users 
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CICSORT — For Screen Report 





‘ing At Its Best 


Syllogy Corporation announces the introduction of CICSORT™ — a full function sorting utility 
to do online/real-time sorting for IBM CICS applications. CICSORT is fully compatible with 
your CICS operating environment and is invoked with the standard COBOL SORT verb. 











BENEFITS 


1. SATISFY END USER NEEDS. Provides on-line sorted screens quickly. 
2. IMPROVE PROGRAMMER PRODUCTIVITY. Invoked by the easy-to-use COBOL SORT verb. 
3. EFFICIENCY. Faster than alternate indices, sorted sets, ordered sets and bubble sorts. 
4. STANDARDIZED AND SIMPLIFIED MAINTENANCE. No need to redesign files. 

5. ACCURATE REAL-TIME REPORTS. No waiting for batch output. 








For a free 30 day trial — write or call 1-201-343-8900. 
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IBM helps 


FROM PAGE 31 
that IBM is running maintenance service 
as a separate, strategic business unit, ob- 
served Donald Blumberg, a consultant in 
What it also shows is IBM’s keen un- 
derstanding of the customer base. As IS 
departments become more sophisticat- 
ed and responsible for strategic goals of 
their company, they have less time to 
spend on the mundane business of mainte- 
nance. But maintenance remains a prior- 
ity because the systems have grown more 
complex to match their department’s 
new sophistication. The ideal solution is 
to find someone who has the time and 


the know-how to handle maintenance is- 
sues. Enter IBM. 

As Blumberg noted, IBM’s goal is to 
become a customer’s single provider of a 
complete service package. Take Kendall 
Co. in Boston. Ron Cipolla, the company’s 
MIS director, has been overseeing a 
massive project that will standardize 
nearly all Kendall units on IBM Applica- 
tion System/400s. A project like this 
leaves little time for other issues. So 
IBM, Kendall’s maintenance provider, is 
also working with the company on other 
matters. For instance, Kendall signed on 
to the service option that calls for IBM to 
design Kendall’s computer room. 


egy is going to work and work well. That 


ers have their work cut out for them. 
Most third parties have not yet caught 
up with this kind of customer, he said. In- 
stead, they approach the market by of- 
fering cheaper maintenance charges than 
the standard IBM rate. But customers 
want more than that these days. Until 
they respond to the changes in their cus- 
tomer base, they will likely lose business 
to the shrewdness of IBM. 

“Third parties have to get more so- 
phisticated,”’ Blumberg said. “‘About 90% 
of them still have a marketing approach 
that says, ‘We sell at prices lower than 
IBM.’ Clearly, it’s going to take more 
now.” 





Hamilton is Computerworld’s senior editor, sys- 
tems. 





“If you want me 
to invest in 
computer training, 


you d better be good!” 


Definitive computer training from the 
experts who created the UNIX® System. 


At AT&T, we’re more than 
good. We’re the best. 

We created the UNIX 
System. But UNIX System train- 
ing isn’t all we offer. In fact, we 
have over 135 courses in five 
curriculums: 

@ UNIX System and C Language 

# Data Communications and 
Networking 

= Database Management 

® Business Applications and 
Personal Computers 

# AT&T Computers 

Our AT&T instructors aver- 
age over a decade of experience. 
And classes are small, with only 
one student per terminal. 

AT&T training centers are 


UNIX is a registered trademark of AT&T. 
MS-DOS is a registered trademark of Microsoft 





Corporation. 


located throughout the country. 
Or our instructors will come 
right to you. Plus, there’s the 
AT&T Videotape Library—a series 
of tapes that lets you study at your 
own pace, in your own office. 

At a surprisingly low price. 
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T Registrar, AT&T Training, P.O. Box 45938, Jacksonville, FL 32232-9974 
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0 UNIX System, C Language, and Shell Command Language | 
0 MS-DOS® Software, Word Processing and Database Management | 
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0 UNIX System and C Language O Database Management 
O Data Communications and Networking O AT&T 3B Computers | 
UO Business Applications and Personal Computers 


So come to the people who 
are more than good. Call AT&T 
now for course details. 

AT&T COMPUTER TRAINING. 
Come right to the source. 

1 800 247-1212, ext. 216. 

Or send in the coupon below. 
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be based on a network of 48 Honeywell 
DPS 6 Plus minicomputers. Bull is the 
new name of the former Honeywell Bull, 
Inc. The change will mean fundamental 
changes in the way Deloitte Haskins does 
business. The company began the project 
more than three years ago. Last month, 
the final phase began as the first few minis 
were installed. The next nine months 
should be a frenzy of activity, said Alec 
McLaren, a Deloitte Haskins partner re- 
sponsible for the project. The firm hopes 
to be fully decentralized by September. 

According to McLaren, the primary 
benefit will be an up-to-date system that 
finally gives the firm’s consultants timely 
and accurate data to work with in the 
field. He estimates the total cost of the 
project to be more than $20 million; about 
half was spent on new hardware, software 
and networks, and the balance is being put 
toward planning and training. 


Business change 

A multiyear project was required because 
it involved not just a change in computer 
systems but a change in the firm’s busi- 
ness practices, McLaren said. 

Currently, all transactions such as 
signing on a client or billing are mailed 
from local offices to the corporate data 
center in New York. Clerks in New York 
input the data from the 100 local offices. 
When this project is complete, however, 
all transactions will be performed either 
at the local office or transmitted there 
from a portable personal computer by a 
Deloitte Haskins staffer on the road. The 
local office will transmit its daily and 
weekly information to the corporate 
mainframe. The mainframe will remain 
part of the new setup, but instead of doing 
the daily work, it will compile the subto- 
tals of the other systems. 

When figuring out how to get to that 
point, Deloitte Haskins assembled a proj- 
ect group, numbering 80 people. This 
group was split into teams, each of which 
was responsible for a different aspect of 
the project. Small teams were formed for 
each major application area. 


And now... 

Once the application requirements were 
pinpointed, MIS stepped in. McLaren said 
the applications now rolling out are a mix 
of programs developed in-house and mod- 
ified off-the-shelf software. 

The hardware selection was simple. 
Deloitte Haskins has a long-standing rela- 
tionship with the former Honeywell Bull. 
The company has been selling Deloitte 
Haskins computers since the 1960s, and 
it isa Deloitte Haskins client. 

When all the hardware and software 
pieces were identified, Deloitte Haskins 
faced its biggest hurdle: the users. 

The firm will need to train as many as 
3,000 people on the new system. While 
the training takes place, so does the cam- 
paign to win over users. McLaren said 
this has gone surprisingly well. The proj- 
ect team had management support “up 
and down the line,” he said, and when the 
team tests out a new application, it re- 
quests comments from users and adjusts 
the system based on those requests. 

“That has brought us a lot of good 
will,” McLaren said. “They now under- 
stand that [the systems] will be a little 
rugged the first time out but that they will 
be improved.” 
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ESA will allow Fingerhut’s appli- 
cations to bring files into memo- 
ry easier than can be done now, 
Dille said. Under MVS/XA, Fin- 
gerhut had already built a table 
to allow entire files to reside in 
memory and allow faster access 
to the data in the files than would 
be possible should the files reside 
on disk. 


No intervention required 

ESA will allow a similar capabili- 
ty but will not require program- 
mer intervention. “We won’t 
have to create a table; we can 


European 


FROM PAGE 31 


IBM is dependent on its existing 
System/34, 36 and 38 users up- 
grading to the new mid-range if 
the AS/400 is to be a big success. 

System/38 customers report- 
edly have the easiest path to the 
AS/400. According to IBM, they 
simply transfer their software to 
the new machine. But they are a 
minority of the firm’s mini user 
base — only 40,000 out of a total 
300,000 installations. Sys- 
tem/36 users interviewed said 
they have a trickier conversion 
and must recompile their soft- 
ware torun on the AS/400. 

Construction firm Balfour 
Beatty’s international division, 
headquartered in Croydon, En- 
gland, is transferring its soft- 
ware from two System/36s to an 
AS/400 Model B30. 

George Tutt, the firm’s se- 
nior systems engineer, said he is 
fairly impressed with the 
AS/400, but the machine has not 
been without problems. The 
date function failed, and engi- 
neers have replaced items such 
as the controller and linkage 
card. But Tutt is philosophical: 
“They’re just teething prob- 
lems.” 

Choosing which AS/400 to 
buy was difficult. Tutt said the 
B40 was ‘“‘massive’’ for Balfour’s 
need, but the B30 was too small. 
The company finally opted for a 
B30 with upgrades. 

Tutt said it is difficult to judge 
the performance of the AS/400 
so far but thinks the new ma- 
chine is slightly faster. 

Other System/36 users have, 
however, complained of perfor- 
mance degradation after conver- 
sion. Mike Moore at London- 
based bullion dealer Mocatta and 
Goldsmid is considering upgrad- 
ing his System/36. But, he ex- 
plained, ‘Conversion for 36 us- 
ers is not at all good news. I have 
spoken to a number of people 
and they have had difficulty in 
getting going.” He called for de- 
velopment of tools such as the 
existing IBM System/36 Migra- 
tion Aid, which helps users ana- 
lyze data, libraries, files and pro- 
grams prior to migration. 
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just tell the operating system to 
doit,’’ Dille said. 

With ESA, applications will 
run as though disk access is be- 
ing performed, so the program 
will not know the difference, 
Dille explained. 

Using System Managed Stor- 
age (SMS) as an adjunct to this 
will be even better. SMS will 
automatically help allocate data 
sets, a time-consuming task that 


Fingerhut is now performing 
manually. 

Dille is also eager for the ulti- 
mate promise of SMS: to recog- 
nize how data is being used and 
automatically migrate it across 
I/O subsystems — although he 
likened the advance to Star 
Wars. 

“Tf it’ll do what it’s supposed 
to do, it’ll be great,”’ he said. 

Although Dille said he looked 


closely at PR/SM, the feature 
that partitions a CPU into as 
many as six logical units, he has 
no plans to implement it, prefer- 
ring to use a single-system-im- 
age approach. 

Dille’s operations center is in 
St. Cloud, Minn., 75 miles from 
Fingerhut’s headquarters in 
Minnetonka, a suburb of Minne- 
apolis. Fingerhut is owned by 
Primerica Corp., which was re- 
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. 


cently acquired by Commercial 
Credit Corp. 

Dille says he is aware that 
anytime a company changes 
hands, there is always the 
chance that changes could be 
made to computer operations. 
However, he said, early signs are 
clear that there will be no 
changes to Fingerhut’s opera- 
tions by merging data centers or 
other measures. 
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hn knowledge 


hom systems: 
KBMS. 





Performance. For 
K Bl MS knowledge base 
systems in the 
IBM mainframe 
world, it isn’t a 
technical issue. 
It's a practical one. 

Will your knowledge base 
system be able to perform in the 
real-world environment of your 
business? Will it be able to keep 
up with the demands of high- 
volume applications? Can it 
access your database quickly 
and easily? 

AlCorp, a leader in Al-based 
mainframe applications for more than 10 years, has the only 
real answer to these questions: KBMS, the Knowledge Base 
Management System. 

KBMS is the first knowledge base system with the per- 
formance you need for building production applications in 
your business. Because it’s the first system designed from 
the ground up for high-volume, transaction processing. 


FUNCTIONALITY 


PERFORMANCE 





Effective resource utilization 


KBMS is a true multi-user system that includes multi- 
threaded processing, and backup and recovery features to 
ensure the integrity of your applications. It uses a central 
server architecture for concurrent access from different sub- 
systems, such as CICS, IMS/DC, TSO and batch programs. 
The code, written in C, is reentrant and shareable. 








KBMS is highly efficient at 
database access, including DB2, 
IMS, ADABAS, VSAM and 
SQLIDS. It even auto- 
matically generates the SQL for 
relational DBMSs like DB2. 
And KBMS offers full “above- 
the-line” MVS/XA support to 
allow a large number of users 
to access KBMS applications. 

The result: only KBMS 
delivers strong AI functionality 
with efficient performance in 
| your IBM environment, allow- 
ing you to build true multi-user 
production applications. 








Send for the free Executive Guide. 


We've prepared a free Executive Guide on the concepts 
and applications of knowledge base systems. It provides a 
clear, concise overview of this emerging technology, and 
answers the most frequently asked questions about 
knowledge base systems. 

Shouldn’t you learn the facts about performance in 
knowledge base systems? For your free Executive Guide, 
please call (617) 890-8400. Or write AlCorp, 100 Fifth 
Avenue,Waltham, MA 02254-9156. 


AICORP 


Bringing Al Software to Business 








KBMS. 


The only practical knowledge base management system 
for your IBM mainframe environment. 





KBMS is a registered trademark and INTELLECT is a trademark of AlCorp, Inc. 
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ago. Donofrio’s Advanced Work- 
station Division, spun off from 
and now at a peer level with 
IBM’s Entry Systems Division, 
is charged with the future of both 
the RT and AIX. In addition to 
polishing the RT’s image, the 
group will also implement AIX 
on new platforms. 

The 1,800-employee division 
began its life in December amid 
the shake-up caused by the de- 
parture of IBM Entry Systems 
Division President William 
Lowe. Donofrio was formerly 
vice-president of that division. 

The RT follow-on, which has 
been discussed by IBM officials 
before and is anticipated to be 
released in the 1991 to 1992 
time frame, is expected by many 
to be based on a new chip design 
and 64-bit architecture that will 
boost it over the 100 MIPS 
threshold, or 10 times the RT’s 
current capability. 

Clare Fleig, director of re- 


IBM's Donofrio 


search at International Technol- 
ogy Group in Los Altos, Calif., 
predicted that the machine will 
be a hybrid, including a reduced 
instruction set computing pro- 
cessor and a conventional Intel 
Corp. 80386-based processor. 

Closer at hand, the RT will re- 
ceive boosts in the coming year 
in hardware and software perfor- 
mance, and AIX will make its de- 
but on IBM’s Personal System/2 
and 370 families, according to 
Donofrio. 

However, analysts agree that 
IBM will have to overcome many 
obstacles to succeed in this high- 
ly competitive and rapidly chang- 
ing market. 

From its introduction in 
1986, the RT has been plagued 
with charges of poor perfor- 
mance. Although performance 
has improved, the reputation 
still clings, and analysts say it will 
be hard to shake. In comparison, 
Sun Microsystems, Inc. has been 
steamrolling along, and Digital 
Equipment Corp. has generated 
a lot of interest with product in- 
troductions. 

Donofrio acknowledged that 
the going will be tough, saying 
that IBM has improved the per- 
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formance of the RT but still has a 
long way to go. “We're not suf- 
fering from delusions of gran- 
deur,” he admitted. 

Dave Wilson, president of 
Workstation Laboratories, a 
benchmarking lab in Dallas, said 
that although the RT was under- 
powered when it came out in 
1986, it is competitive today 
with workstations in the 
$20,000 to $30,000 price range. 
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HE RT is being groomed for a role of 
increasing importance at IBM, reflecting 
the emphasis placed on AIX. 


IBM will focus on the family 
concept for its AIX line, provid- 
ing AIX on the RT and PS/2, all 
the way up to the mainframe. 
This strategy will prove success- 


ful for IBM when selling to cor- 
porate accounts that want to tie 
their workstations into the main- 
frame, Fleig predicted. 

A key IBM advantage will be 
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data management capabilities it 
has engineered in AIX, such as 
those provided by the virtual re- 
source manager, she said. How- 
ever, OSF/1, which will be based 
on AIX, could also offer this ad- 
vantage, depending on how OSF 
chooses to implement AIX. 
AT&T could reengineer its Unix 
System V to improve data man- 
agement in the future, she add- 
ed. 
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Gibson 


CONTINUED FROM PAGE 27 
Cincom, however, made lavish profes- 


sions of supporting Supra Version 1 users 


“forever” and promised new releases 
with important enhancements as well. 
Such pronouncements give solace to us- 
ers and are absolutely required to avoid 
alienating them. But with a user base at 
risk, why would Cincom take the chance 
of changing course at all? 

The answer can be given in three let- 
ters — IBM, or specifically, IBM’s DB2, 
which has made Cincom’s life miserable 


compete against IBM,” said Tom 
McLean, vice-president of marketing and 
product planning at Cincom. 

So, although Cincom will support its 
current stable of users, it will not seek 
new sales in those users’ market as ag- 
gressively as before. It will refocus itself 
on somewhat smaller shops, often with 
DEC or Unix-based systems. 


Heat of the competition 
The Cincom change of field parallels the 
moves of others that have felt the intense 
heat of competing with DB2. Cullinet is 
similarly implementing SQL and is target- 
ing the DEC and Unix markets. 

What happens if Cincom succeeds 
with its new strategy? Supra Version 1 us- 
ers would be pleased that their vendor 


would survive, financially sound and able 
to offer them continued support. On the 
other hand, those users would become 
outnumbered as the Cincom user base 
evolved into two camps: SQL-based dis- 
tributed and smaller accounts and non- 
SQL IBM mainframe shops. 

Version 2 customers are the users of 
tomorrow and probably will be getting the 
lion’s share of enhancements. They 
probably will become dominant in the Cin- 
com community. 

Is this a choice Cincom liked to make? 
Probably not, although there is precedent 
for it. The company once offered a tele- 
processing monitor only to see IBM’s 
CICS gain dominance. 

Observing Cincom picking its way 
through an obstacle-strewn field in this 
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PowerHouse PC” 


Mid-Range Power for Personal Computers 


Greater MIS productivity starts with your PCs and PC networks. PowerHouse PC is the key! It lets 
you use 286- and 386-based PC-ATs and compatibles and PC LANs to build, maintain and distribute large, 
sophisticated applications. The kind of applications that, until now, you've always been forced to run at 


greater expense on your mid-range. 


PowerHouse PC Unlocks the Power: 


© The power to build stand-alone PC applications 


© The power to create mid-range applications on the PC 
© The power to offload mid-range production applications for local reporting, query and data entry. 
PowerHouse PC runs on Digital, Hewlett-Packard and Data General micro and mid-range platforms. 


And it supports both DOS and 0S/2. 
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Unlock Your PC Power with 
PowerHouse PC 
1-800-426-4667 100257277 in conte 
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way gives one sobering thoughts on the 
sheer marketing muscle of IBM. 

What we have here is another exam- 
ple of IBM choosing a market and going 
after it. After a struggle, the vendors 
that created that market essentially hand 
it over to the industry giant. 


Gibson is Computerworld’s senior editor, soft- 
ware. 


DEC 
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the process. Similarly, 1986’s introduc- 
tion of Local-Area Vaxclusters, which al- 
lowed Microvaxes to become members of 
a Vaxcluster over an Ethernet, went a 
step further. 

When DEC introduced the Microvax 
3300 and 3400 in October, it also intro- 
duced a disk subsystem based on a high- 
end subsystem design but intended for 
low-end machines. The move was sup- 
posed to be a first step in streamlining 
disk subsystems so that customers could 
work with one interrelated disk subsys- 
tem ily. 

With its recent announcement, DEC 
has taken one more step toward making 
good on its earlier vows. Essential to this 
is the way the firm allows 6200 users to 
upgrade to the Young Turk of its micro- 
processor family: a souped-up chip capa- 
ble of processing 3.8 million instructions 
per second (MIPS). The 6300 shares the 
same I/O structure, interconnects, soft- 
ware and powerful 80M byte/sec. XMI in- 
ternal bus that made the 6200 successful. 
All DEC did was speed up the chip. 

“This is the key,” said John Logan, ex- 
ecutive vice-president at the Aberdeen 
Group, a market research firm based in 
Boston. “As a result, the system can be 
upgraded with faster processors or higher 
density, faster-access disks because the 
bus can take it.”” 


Role model 
The new system, then, is essentially a 
frame on which to build. ““The rest of the 
system was overdesigned to start with, 
and in that way, a user makes one invest- 
ment in the platform and reaps the bene- 
fits over several generation of products,” 
said Stephen Blanchette, DEC’s product 
—ss manager for mid-range sys- 
tems. Additionally, rumors have been 
bandied about that the company plans to 
roll out a Microvax line based on the new 
chip later this year. This, too, is good 
news for users. 

There are many reasons DEC took so 
long to reach a position it voiced so long 
ago, Logan noted. A key stumbling block 
is that DEC, like many large computer 
firms, uses several squads of research 
teams working on a similar product. The 
teams try to beat each other on a number 
of problems and the group that solves its 
ee ete eter ae we 


But if, as Demmer suggested at the 
rollout, DEC has truly inaugurated a 
price/performance booster cycle it ex- 
pects to repeat as often as every nine 
months, a modular growth foundation is 
bedrock to its success. 

Although the new chip will also be re- 
placed (a follow-on able to process 7 
MIPS is reportedly in the final design 
stages), the new mi estab- 
lishes a good and — DEC hopes — long- 
lasting trend of simple upgrades. 
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NEW 


System software 


Language Technology, Inc. 
has announced an automated re- 
engineering tool for IBM CICS 
on-line applications. 

Called the CICS/Recoder, 
the product allows applications 
programmers to decipher and 
untangle CICS/Cobol code, ac- 
cording to the vendor. The soft- 
ware provides a four-part set of 
HANDLE reports, designed to 
complete the documentation 
package necessary for tracing 
and supporting CICS applica- 
tions. 

CICS/Recoder is available by 
license agreement with prices 
ranging from $87,000 to 
$174,000 depending on the 
number of Cobol programmers 
per site. 

Language Technology, 27 
Congress St., Salem, Mass. 
01970. 508-741-1507. 


D & E Software, Inc. has re- 
leased VSAM Control Online 
(VCON), a software designed to 
tune and inspect CICS VSAM 
files and LSR Pools in an on-line 
environment. 

The product reportedly pro- 
vides IBM MVS users with sta- 
tus and analysis information, 
problem determination, LSR 
Pocl performance information 
and on-line file control and entry 
display functions. 

VCON is available for a one- 
time fee of $6,995. 

D &E Software, 8020 Old Al- 
exander Ferry Road, Clinton, 
Md. 20735. 301-868-6866. 


Database 
management 
systems 


Global Software, Inc. in Dux- 
bury, Mass. has released version 
5.0 of its mainframe software 
utility for users of large corpo- 
rate databases with data dictio- 
naries. 

$Name 5.0 is said to work 
in conjunction with the compa- 
ny’s Hugo/Silas/ISPF front end 
and handles multiple languages 
and redundancy searches. As a 
set of callable subroutines, the 
product costs $11,000. It is in- 
cluded in the $25,000 price of 
Hugo-Silas/ISPF, which is an 
IBM DB2 interface to Dataman- 
ager. 

Global Software, P.O. 2087, 
Duxbury, Mass. 02331. 617- 
934-0949. 


Telemap Corp. has introduced 
a software package that auto- 
matically generates, executes 
and saves Cobol programs for 
IDMS databases. 

According to the vendor, its 
Teleview package allows the 
user to generate any selected re- 
port, in any format, from an 
IDMS database simply by defin- 
ing fill-in-the-blank variables on 
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a series of screens. 

Teleview costs $16,500, 
which includes the first year of 
maintenance and support. The 
annual maintenance fee is 15% 
of the current license fee. 

Telemap, Suite 407, 4401 
Rockside Road, Independence, 
Ohio 44131. 216-447-9300. 
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Development tools 


A program design language de- 
veloped to satisfy Department of 
Defense mandates has been in- 
troduced by Software Sys- 
tems Design, Inc. 

The computer-aided software 
engineering tool, called Adadl, 
reportedly combines Ada with 
project management tools to 
provide portability among medi- 


um-, large- and very large-scale 
computer programs. According 
to the vendor, the product is a 
superset and extension of Ada 
and includes a definition dictio- 
nary. 

Adadl is priced from $7,150 
for smaller host computers — 
such as those of Sun Microsys- 
tems, Inc. and Apollo Computer, 
Inc. — to $15,700 for larger 
systems. Delivery is quoted off- 


Systems software for MVS data centers: 


Enter the world of 


the-shelf. 

Software Systems Design, 
3627 Padua Ave., Claremont, 
Calif. 91711. 714-625-6147. 


Boston Systems Office, Inc. 
has announced a language-sensi- 
tive editor for the Digital Equip- 
ment Corp. VAX/VMS comput- 
ing environment. 
Called BSO/LSE Plus, the 
Continued on page 38 
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Continued from page 37 
product will reportedly provide embed- 
ded system programmers with multiwin- 
dow and multilanguage capabilities. The 
software facilitates editing, compiling, as- 
sembling and reviewing within a single 
editing session and is priced from $500, 
the vendor said. 

BSO, 128 Technology Center, Wal- 
tham, Mass. 02254. 800-458-8276. 


The Thoroughbred Division of Con- 
cept Omega Corp. has announced that its 
fourth-generation language development 
package, Idol-IV, is now available to run 
on Digital Equipment Corp. VAXs. 

The product consists of three compo- 
nents: Dictionary-IV, Report-IV and the 
Script-IV 4GL development language. 


Pricing for systems running VMS 4.4 or 
higher ranges from $2,295 for eight users 
to $13,495 for 128 users. 

Thoroughbred, P.O. Box 6712, 19 
Schoolhouse Road, Somerset, NJ. 
08875. 800-524-0430. 





Languages 


Oasys, Inc. has announced the availabil- 
ity of its proprietary implementation of 
AT&T’s object-oriented C Plus Plus lan- 
guage on Digital Equipment Corp.’s re- 
cently announced Decstation 3100 sys- 
tems. 

Called Designer C Plus Plus, the 
product runs on DEC’s entire line of VAX 
and Vaxstation systems under both VMS 
and Ultrix, the vendor said. It is said to en- 


hance the C language by providing exten- 
sive data abstraction, option-strong type- 
checking, operator and function over- 
loading and other object-oriented 
programming facilities. 

Designer C Plus Plus for the Decsta- 
tion 3100 costs $5,000. Maintenance is 
priced at $900 per year. 

Oasys, 230 Second Ave., Waltham, 
Mass. 02154. 617-890-7889. 


A fourth-generation language productivi- 
ty tool for IBM Application System/400 
computers has been announced by Mi- 
chaels, Ross & Cole Ltd. 

The MRC-Productivity Series re- 
portedly allows programmers to modify 
applications and convert them to native 
mode when migrated from other systems 
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to the AS/400. The software generates 
an externalized database and will auto- 
matically document the conversion pro- 
cess. 

The MRC-Productivity Series is 
priced from $5,000 for the AS/400 Model 
B10 to $35,000 for the Model B60. 

Michaelis, Ross & Cole, Suite 203, 450 
E. 22nd St., Lombard, Ill. 60148. 312- 
916-0662. 


Concurrent Computer Corp. has an- 
nounced that a new version of the compa- 
ny’s ANSI/Mil Spec 1815A Ada Program- 
ming Language will be available in the 
first quarter. 

Operating on the Concurrent Model 
3280MPS computer under OS/32, the 
C3Ada language system will reportedly 
offer an enhanced compile time of 600 to 
1,000 line/min. as well as four compiler 
directives for improving runtime efficien- 
cy. 

The C3Ada compiler costs $24,900. 

Concurrent, 106 Apple St., Tinton 
Falls, N.J. 07724. 201-758-7000. 





Applications packages 


Global Software, Inc. has announced 
its Financial Institution Materials 
Management System (FIMMS) for 
IBM minicomputers and mainframes. 

The on-line system was designed spe- 
cifically for multilocation, multifacility or- 
ganizations such as banks, savings and 
loan associations and insurance compa- 
nies, the vendor said. Features include 
real-time requisition processing, tracking 
and consolidating as well as on-line query 
capabilities. 

FIMMS is priced from $125,000 to 
$300,000, depending on hardware con- 
figuration. 

Global Software, 1009 Spring Forest 
Road, Raleigh, N.C. 27615. 800-366- 
7890. 


IMSL, Inc. has announced a series of 
software libraries for Hewlett-Packard 
Co.’s 9000 Series 800 systems. 

The IMSL Libraries reportedly run 
under the HP-UX operating system run- 
ning on the HP 9000/Fortran compiler. 
The products include Math/ Library for 
solving mathematical problems, Stat/- 
Library for statisical data analysis and 
SFun/Library for analyzing special 
functions. 

The annual fee for the complete IMSL 
Libraries group on the HP 9000 ranges 
from $1,800 to $3,500 for the first year 
of implementation. 

IMSL, 2500 Parkwest Tower One, 
2500 Citywest Blvd., Houston, Texas 
77042. 713-782-6060. 


Carolian Systems International, 
Inc. has released Version A.04.00 of 
Sysplan, the company’s performance 
analysis and resource planning tool for 
Hewlett-Packard Co.’s 3000 series com- 
puters. 

An expected highlight of the latest re- 
lease is the ability to modify the value of 
any point or points that are on a line 
graph. There is also a “scattergram” 
function that reports the usage of two re- 
sources on a single machine, according to 
the vendor. 

Sysplan A.04.00 is priced from 
$4,000, depending on the size of the pro- 
cessor. 

Carolian Systems, 3397 American 
Drive, No. 5, Mississauga, Ont., Canada 
LAV 1T8. 800-263-8787. 
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Computer Consoles, Inc. 
(CCI) has upgraded its Unix- 
based office automation soft- 
ware. 

Officepower Version 4.02 
reportedly offers several inte- 
gration tools and user features 
not previously available, includ- 
ing bidirectional document con- 
version capabilities, a tool for 
customizing interfaces to graph- 
ics printers and a set of utilities 
and libraries for C language pro- 
grammers. 

Officepower 4.02 is priced 
from $1,995 to $39,995, de- 
pending on CCI platform and 
number of users. 

CCI, Computer Products Di- 
vision, 9801 Muirlands Blvd., Ir- 
vine, Calif. 92718. 714-472- 
7605. 


A computer-aided design soft- 
ware package that runs on Sun 
Microsystems, Inc. and Apollo 
Computer, Inc. workstations as 
well as on Hewlett-Packard 
Co.’s 9000 Series 300 has been 
announced by Eesof, Inc. 

Academy provides a graphi- 
cal design environment focused 
on the needs of the microwave 
and radio frequency engineer, 
the company said. The program 
utilizes layout-driven simulation 
and produces both production 
and report documentation. 

Pricing ranges from $6,000 
to $14,000, depending on plat- 
form, configuration and options. 

Eesof, 5795 Lindero Canyon 
Road, Westlake Village, Calif. 
91362. 818-991-7530. 


See 
Eesof’s Academy 


Hewlett-Packard Co. has re- 
leased a version of the HP Manu- 
facturing Management II (MM 
II) software for manufacturing 
resource planning (MRP) appli- 
cations. 

The HP Materials Mana- 
gement/Advanced Version 
module includes back-flush for 
recording the consumption of 
raw materials and the manufac- 
ture of products, alternate parts 
to indicate the use of alternate 
recipes or components, by-prod- 
ucts for planning production and 
recording use and selective 
MRP for anticipating the impact 
of changes to orders. HP MM II, 
which includes the HP MM/AV 
module, ranges from $170,000 
to $300,000, depending on con- 
figuration. 

HP, Inquiries, 19310 Pruner- 
idge Ave., Cupertino, Calif. 
95014. 800-752-0900. 
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Utilities 


H & W Computer Systems, 
Inc. has announced SYSD/ 
CPMS Release 6.1. 

The product is said to be an 
IBM CICS-based productivity 
tool that features ISPF/PDP-like 
Edit and Browse, SDSF-like Re- 
port Viewing and Routing, 
CICS/JES2 printer management 


and CICS debug and manage- 
ment utilities. The latest version 
includes automatic requeuing of 
printed reports and 255-char. 
print-line capability, the compa- 
ny said. 

SYSD/CPMS runs under IBM 
MVS and MVS/XA with CICS 
and is priced at $27,000. 

H & W Computer, P.O. Box 
15190, Boise, Idaho 83715. 
208-385-0336. 


Unisys Corp. has announced 
the Easy Access Data Inter- 
change (EADJ) system, a Unix- 
based transaction-handling soft- 
ware package designed to 
implement electronic data inter- 
change (EDI) communications. 
According to the vendor, the 
product provides automatic tai- 
loring of business documents, 
purchase orders and sales and 
accounting documents and gives 


users the ability to meet the for- 
mat requirements of the EDI 
network and their trading part- 
ners. 

The software system oper- 
ates on the Unisys U 6000 series 
minicomputer and is priced at 
$3,500. First shipments were 
scheduled for delivery last 
month. 

Unisys, P.O. Box 500, Blue 
Bell, Pa. 19424. 215-542-2243. 
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Integrated Network Management System 


About the time Neil Armstrong was first walking on the 
moon, General DataComm took the first important step 
toward network management. It was the recognition of a 
need for network control, diagnostic and administrative 
tools. The idea became a concept. Then a strategy. And 
today, it’s real hardware and software. Introducing the 
MEGAVIEW® Integrated Network Management (INM) 
System from General DataComm. The first unified, 
intelligent system for managing global networks. 





Now You Have Effective 
Control Over Both Public And 
Private Networks. 





Our MEGAVIEW INM system provides com- 
plete end-to-end management of both public and private 
networks. From one terminal. From any location. It gives 


you quality control - independent of both the carrier and 
the host computer. For instance, MEGAVIEW supports a 
full array of line impairment measurements and calculates 
network delay within each communications element. This 
gives you the details of circuit performance required for 
maximum control. 

Now, for the first time, you can evaluate the 
quality of a transmission path before making a routing 
decision. What’s more, you establish the quality levels 
appropriate to each specific application. The result is 
both improved quality of service and more efficient use 
of bandwidth. 





We Have A Clear View Of 
The Future. 





Even our MEGAVIEW INM system won’t work 
in a vacuum. That’s why we offer a complete line of net- 


work products. From analog, digital and local area data 
sets to advanced networking multiplexers and packet 
switching products. All compatible. All with intelligence 
of their own. And all operating simultaneously under the 
control of MEGAVIEW. Which means as you build and 
expand your network, it will all work together. Whether 
your network is national or multinational. 

The next step is yours. Why not let us show 
you how our Integrated Network Management system 
can take your network into the 21st century. Just call, 
or write. And we'll give you the complete picture. 

1-800-777-4005, General DataComm, 
Middlebury, CT 06762-1299. Tel.: (203) 574-1118, 
Telex: 643357, Fax: (203) 758-8507. 


In Network Strategies, There's Only One General: 


(3]General DataComm 


SEE US AT COMNET ’89 BOOTH #934 
SEE US AT INTERFACE ‘89 BOOTH #1351 
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NEW PRODUCTS — SYSTEMS 








Processors 


A single-slot Motorola, Inc. 
VMEbus image processor has 
been announced by Datacube, 
Inc. 

According to the company, 
the ICS-220 board provides 
real-time convolution, full ana- 
log and digital I/O and histo- 
gramming functions. The con- 
volver supports several real- 
time data format conversion 
techniques, and the histogram- 
ming facility reportedly com- 
putes a 256-bin pixel count sum- 
mary for every frame of data in 
real time. 

The board is priced at 
$9,500. A Unix driver for the 
Sun Microsystems, Inc. Sun-3 
workstation is also available. 

Datacube, 4 Dearborn Road, 
Peabody, Mass. 01960. 617- 
535-6644. 





Data storage 


Acer Counterpoint, Inc. has 
announced an expansion chas- 
sis for its System 15 multiuser 
computer. 

The Intel Corp. 80386-based 
machine reportedly runs at 20 
MHz and offers connectivity for 
up to 34 ports. It was designed to 
provide up to 700M bytes of ad- 
ditional storage per chassis. Disk 
modules are available in 90M-, 
150M- and 300M-byte configu- 
rations. The chassis and the ma- 
chine can be used with the com- 
pany’s C-XIX AT&T Unix 
System V operating system. 

The System 15 expansion 
chassis is priced from $800 to 
$8,600. 

Acer, 2127 Ringwood Ave., 
San Jose, Calif. 95131. 408-434- 
0190. 


Encore Computer Corp. has 
announced a line of mass storage 
enhancements for its Multimax 
320 parallel computing system. 

The I/O products will be in- 
corporated into product ship- 
ments immediately, the vendor 
said. Modifications are said to in- 
clude a 1.05G-byte formatted 8- 
in. disk drive; integral-buffered 
small computer systems inter- 
face tape controllers; and an op- 
tional mass storage interface 
card. The Multimax cabinetry 
has been redesigned to accom- 
modate up to 64 disks and 16 
nine-track tape drives, the com- 
pany said. 

The list price of the Multimax 
320 with peripherals cabinet is 
$148,500. 

Encore, 257 Cedar Hill St., 
Marlboro, Mass. 01752. 508- 
460-0500. 


Storage Technology Corp. 
has announced support for con- 
nection of up to eight host chan- 
nels on its 4480 cartridge sub- 
system. 

The 18-track tape and car- 
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tridge unit is scheduled to be 
shipped in the third quarter of 
this year and will carry a list 
price of $5,040 for each channel 
interface, according to the ven- 
dor. 

Storage Technology, 2270 S. 
88th St., Louisville, Colo. 
80028. 303-673-4400. 


1/O devices 


CSS Laboratories, Inc. has 
announced a laser printer specif- 
ically designed for departmental 
needs. 

According to the vendor, the 
Indy 223 is packaged with a 
proprietary raster image proces- 
sor and a Minolta Corp. 22 
page/min. print engine. Among 
other options included are a 


2,000-sheet input tray and face- 
down stacker. 
The Indy 223 costs $19,500. 
CSS, 1641 McGaw Ave., Ir- 
vine, Calif. 92714. 714-852- 
8161. 


A self-service financial terminal 
for the banking industry has 
been unveiled by NCR Corp. 
The NCR 5682 Automat- 
ed Platform Machine will al- 


low bank customers to obtain in- 
formation, receive a statement 
and order checks. The color- 
graphics terminal is also capable 
of performing customer car-loan 
approval transactions. 

Scheduled for delivery this 
year, the terminal is priced from 
$17,000 to $20,000. 

NCR, 1700 S. Patterson 
Bivd., Dayton, Ohio 45479. 513- 
445-5000. 
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OS/2 makes the applications 
of the future available today. 


This is the first in a continuing series 
designed to bring you the latest news about 
the Operating System/2™ interface for per- 
sonal computers. 


OS/2 Extended Edition 1.1 
now available. 


OS/2™ Extended Edition includes all the 
features and functions of Standard Edition 11. 
It also includes a Communications Manager 
and a full-function Database Manager (with 
an @asy-l0-use query manager) for people 
who want these functions integrated. 


Presentation Manager establishes new standards for 
performance and ease-of-use. 


OS/2 comes with a powerful 
graphical interface. 


Both OS/2 Standard Edition 1.1 and 
Extended Edition 1.1 feature the Presentation 
Manager™ graphical interface. This easy-to- 
use mouse-driven program supports true 


multitasking and can take advantage of up 
to 16Mb of memory. 


Get a free 0S/2-based 
version of Sidekick” for 
Presentation Manager. 


When you order OS/2, you'll receive Bor- 


land's Sidekick, free. Sidekick for Presentation 


Manager includes an easy-to-use planner, 


phonebook, calculator, and notepad, using 
the graphical interface. It gets you off and 
running with OS/Z today. 


RPG Il business solutions 
available on OS/2 today. 


Over 160 proven RPG Il business applica- 


tions can now run on PS/2s” using the 
multitasking and multiuser capabilities of 
OS/2. These RPG II programs can help solve 


the big problems of small businesses, depart- 


ments and work groups. They also allow 
businesses to start out on a PS/2 and easily 
switch to an AS/400™ without losing data 
OF programs. 


IBM announces Developer 
Assistance Program for 
OS/2 developers. 


Software developers who are working on 
commercial OS/2 products in the U.S. are 
eligible for the IBM Developer Assistance 
Program. They can join developers at over 


2,000 other companies who receive techni- 
cal support, technical education, up-to-date 
product information, plus discounts from 
IBM. Call 1-407-982-6178 for complete 
information. 


IBM announces 
Education Program 
to assist OS/2 users. 


If you are an IBM customer, a support or 
technical coordinator responsible for training 


Technical coordinators receive OS/2 training from IBM. 


end users, or someone involved in program- 
ming for the IBM OS/2 environment, you are 
eligible for the IBM OS/2 Fducation 
Program. For more information call IBM 
Education at 1-404-238-INFO. 


Free O0S/2 Application Guide 
available. 


You can receive a 340-page 0S/2 Appiica- 
tion Guide that lists and describes over 800 
of the applications that are currently avail- 
able under the OS/2 operating system. For a 
free copy of this guide call 1 800 IBM-2468, 
ext. 120. 


Operating System /2,0S/2, Presentation Manages and AS/400 are trademarks and PS/2 is a registered trademark of International Business Machines Corporation. Sidekick is a trademark of Borland Corporation. 
Microsoft and the Microsoft logo are registered trademarks of Microsoft Corporation. © 1989 IBM Corp. 
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MCA vs. EISA: Shedding 
light on heated debate 


BITS 
Michael Alexander 


Promote 
or perish 


End users and 

information cen- 

ter managers 

are uneasy allies 

at best, proba- 
awe ~~ bly because quite 

a few managers 
of this type believe that the ris- 
ing influence of end-user com- 
puting has come at the expense 
of the information center. 

To a large extent, that’s 
true. In companies in which end- 
user computing is well en- 
trenched, employees buy per- 
sonal computers without 
guidance from MIS, set stan- 
dards, train and support each 
other and write applications. 

But does the growth of end- 
user computing signal the de- 
cline of the information center? 
Not necessarily, although infor- 
mation center managers will 
need to find new ways to get 
along with end users. 

End users will not go to an 
information center if they think 
the people there cannot deliver 
the goods. If the center grudg- 
ingly doles out support ser- 
vices, end users may feel they 
are not getting adequate assis- 
tance. Without repeat business, 
no one is in business for long. 

The best product in the 
world is worthless if you can’t 
get anybody to buy it. Promote 

Continued on page 47 

















End users in charge 


Lightening the information center’s burden 





BY MICHAEL ALEXANDER 
CW STAFF 





When information center man- 
agers at UNUM Life Insurance 
Co. in Portland, Maine, were 
looking for ways to save money, 
they asked their end users to 
help themselves. 

“‘We had too many resources 
tied up supporting end users,” 
said Don Caton, UNUM’s man- 
ager of personal computer tech- 
nology. 

By relying on end-user 
groups to take on more of the 
training and support duties, the 
company was able to consolidate 
five decentralized information 
centers into one “PC Technol- 
ogy Area” and simultaneously 
reduce information center sup- 
port personnel from 60 to six 
employees. 


“We took a ‘before’ picture 
for a cost study, but the program 
is not completed, so we don’t 
have the ‘after’ picture yet. But I 
would guess that the savings 
have been one half or better,” 
Caton said. 

The prospect of realizing dra- 
matic cost savings from downsiz- 
ing the information center is cer- 
tainly incentive enough for a 
corporation to establish at least 
one end-user group. However, 
there are several other benefits 
that can be realized by informa- 
tion center management. 

Two end-user groups at 
UNUM, for example, also help 
the information center with the 
often tricky job of implementing 
new technology and provide 
feedback to information center 
management about each depart- 

Continued on page 46 


ANALYSIS 


BY WILLIAM BRANDEL 
and DOUGLAS BARNEY 
CW STAFF 








It is rare that arguments over 
subtle distinctions become viru- 
lent, but that is exactly what has 
happened with the debate be- 
tween IBM and its personal com- 
puter competitors. 

The battleground is the con- 
fusing world of advanced PC bus- 
es. The issues being debated 
delve into the intricacies of bus 
mastering as well as edge-trig- 
gered vs. level-sensitive inter- 
rupts. Dig deeper, and it gets 
even more esoteric. 

The well-documented com- 
batants are IBM ai:d the Extend- 
ed Industry Standard Architec- 


ture (EISA) group, led by 
Compaq Computer Corp. along 
with eight top PC cloners. Fan- 
ning the flames, each group has 
attacked the so-called technical 
shortcomings and market bun- 
gling of the other. 

Reduced to its essentials, the 
EISA group’s claim is that IBM 
has tried to shove an incompati- 
ble and useless bus down the 
throats of unwilling customers 
everywhere. According to IBM, 
the EISA bus mimics Micro 
Channel Architecture (MCA), 
validates the IBM position, but in 
the end fails to match the techni- 
cal prowess of the IBM version. 

With the exception of back- 
wards compatibility to the IBM 
Personal Computer AT, the 
EISA proposal looks remarkably 

Continued on page 49 





Glut means 286 bargains 





BY JULIE PITTA 
CW STAFF 





Corporate buyers are getting 
better deals on Intel Corp. 
80286-based systems as these 
personal computers glut the 
market. 

“Suppliers are much more 
willing to deal,” said Phil Gor- 
don, manager of office systems 
at Charles Schwab & Co. in San 
Francisco. ‘“We’re not having to 
do too much to force prices 
down. The competition between 
retailers and hardware vendors 
for business is doing it for us.” 


Like many MIS departments, 
Charles Schwab is standardizing 
on 286s. “It’s about all we’re 
buying,’ Gordon says. In recent 
months, discounts on 286s have 

Continued on page 49 


Head-to-head 


IBM and its competitors agree on most technical aspects of the bus 
architecture but differ on the merits of AT bus compatibility 





Micro Channel 
Architecture 


Extended 
Industry Standard 
Architecture 





32-bit address 


Yes Yes 





Supports burst-mode 
direct memory access 


Yes Yes 











Supports multiple 
processors 


Yes Yes 





Multidevice arbitration 


Yes Yes 





Eliminates need for 
DIP switches 


Yes Yes 





Supports AT bus boards 


No Yes 











Availability 


April 1987 





Late 1989 
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If You Like the new IBM Mainframe COBOL Release. 
Check Out These Features in Micro Focus COBOL/2! 


IBM® is now shipping VS COBOL II 
Release 3 to its customers. Many new 
features are supported in Release 3, in- 
cluding High Level ANSI’85 and FIPS 
syntax. 


There is only one PC COBOL that 
puts all of these IBM VS COBOL II 
Release 3 features on your desktop. 


Micro Focus COBOL/2™ 


Micro Focus COBOL/2 includes the 
compiler and ANIMATOR™, the most 
powerful COBOL source code debugger 
available on the mainframe or PC. Run- 
ning under DOS or OS/2, COBOL/2 
provides mainirame compatibility and 
PC productivity. And of course OS/VS 
COBOL and VS COBOL II Release 2 
syntaxes are still supported. 
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High Level ANSI’85 and FIPS 
Full SAA COBOL Conformance 
Hexadecimal Literals 

Seven Level Tables 

Both ’85 and ’74 Standard File 
Status Codes 

Both ’85 or ’74 Report-Writer 
Syntax 

Source Code With Mixed Upper 
and Lower Case Letters 

Nested Programs 

EXTERNAL and GLOBAL Data 


CALL ...USING BY CON- 
TENT for a Data-name or Literal 


Mixed Subscripts and Indexes 


INITIALIZE and EVALUATE 


NOT AT END, NOT ON SIZE, 
and NOT INVALID KEY 


Access to a Variable Length 
File’s Length Information 


Reference Modification to Ob- 
tain a Substring of a Data-item 


INSPECT CONVERTING as an 
ANSI Replacement for TRANS- 
FORM 


VALUE Clauses for Data-items 
in a Table 


>= and <= Relational Operators 
De-Editing of Numeric Edited 
Data-items 

Relative Subscripting 


The COBOL/2 development environ- 
ment can be the comerstone of your 
successful mainframe development 
Strategy. Ask about Micro Focus 
COBOL/2 Workbench™ with CICS, 
CICS DL/I, IMS DB/DC, DB2 or IDMS 
development tools. 


If you’re not getting the power of 
VS COBOL II Release 3 on your PC, 
call us now! 


1-800-872-6265 
MICRO FOCUS’ 





COMPUTERWORLD 


A Better Way of Programming™ 





Prototyping & Specification Refinement 


Use it as a complete set. Or choose individual 


Advanced Development Languages 


components. THE CASE ENVIRONMENT 
is your superior all-purpose CASE tool kit: 
because it's the flexible way to make application 
design, development, and maintenance faster. 
Easier. And more cost-effective: whether you use 
PCs, minis, or mainframes. On IBMS Digital” or 
other platforms. With IMS, DB2, another DBMS 
—or no DBMS at all. 

Using advanced software engineering principles, 
THE CASE ENVIRONMENT combines MANTIS? our 
proven development system, with a complete set 
of the best CASE technology tools. Together, they 
create a development environment for the entire 
application life cycle: from requirements planning 
through implementation and maintenance- 
including documentation and project management. 
Individually, their flexible modularity lets you 


Interactive Documentation Management 


build your own environment over time, using only 
the tools you need. 

And because of its open architecture, THE CASE 
ENVIRONMENT integrates with tools you already 
have-like CASE workstations, word processors, 
and desktop publishers. Plus, every application you 
develop is portable, without change, across a wide 
range of platforms. 

The best CASE tools: integrated. Modular Flexible. 
For application development in a variety of environ- 
ments, welcome to THE CASE ENVIRONMENT. 
Calustodss 100-543-3010 


In Ohio, 5B-6616000- In Canada, 1-800-387-5914 


ea. CINCOM 


The Better The Solution, The Better The Value”” 


Digital isa trademark of Digital Equipment Corporation; IBM is a registered trademark of International Business Machines. © 1988 Cincom Systems, Inc. 
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SMALL 


TAL K 
Douglas Barney 


Sales: Practice 
your pitches 


But talk to enough computer 
customers and you’ll hear the 
horror stories: ‘They sold me 
the wrong machine, recom- 
mended the wrong software, 
didn’t tell me I’d need a special 
space on the store’s repair bench 
to fix the same nagging prob- 
lem and didn’t let on that the 
store was a day away from 
Chapter 11.” 

Again, many stores are 
staffed by decent, God-fearing 
people who give good advice 
and excellent service. These 
folks are no fun to write about, 
so henceforth, this column will 
ignore them. Instead, we will 
focus on the rats. 

For instance, the people 
who sold a new computer with a 
laser printer to a public rela- 
tions department of a popular 
Massachusetts hospital were 
obviously boobs. These folks ne- 
glected to mention that an addi- 
tional drive was needed to load 
the fonts. Then, during a ser- 
vice call, they condescendingly 
referred to a couple of mature 
women as “girls.” It was these 
“girls” that pinpointed the 
problem in the first place. The 
result was an extra $300 to get 
the system working right. 

And there are the yahoos 
who tried again and again to fix 
my friend’s Tandy 3000. Each 
time, the system came back 
worse. Go back to used cars, 
guys. 

This is not news to MIS. 

Continued on page 49 





IBM division exposes software 


Sarrat details visibility-boosting intentions of Desktop Software Group 


IN PERSON 


IBM has never been a name- 
brand vendor of personal com- 
puter software. In fact, the $54 
billion computer firm has been 
overshadowed not only by PC 
biggies such as Lotus Develop- 
ment Corp. and Microsoft Corp. 
but by bold upstarts such as Bor- 
land International. 

This image is not likely to 
change with the recent creation 
of the Desktop Software Group. 
Instead, IBM will work to boost 
the visibility of packages from 
small, organiza- 
tions. The company will also de- 
velop relationships with medi- 
um-size companies that seek 
marketing and technical assis- 
tance. 

At the same time, IBM ap- 
pears to be deemphasizing its 
own applications software ef- 
forts in favor of marketing deals 
with smaller, and perhaps more 
creative, companies. 

Computerworld Senior Edi- 
tor Douglas Barney recently 
spoke with Fernand Sarrat, gen- 
eral manager of IBM’s Desktop 
Software Group, to discuss plans 
for IBM’s embryonic software 
efforts. 


Why was the Desktop 
Software Group formed? 
The genesis came when the Ap- 
plication Software Division was 
presenting its strategy to John 
Akers and our management 
committee, and the question 
came up about revenue from PC 
software. 

John asked that we look at it, a 
task force was put together, and 
the recommendation was this 
unit. I came on board with no 
desk, no pencils. 


How is this effort different 
from previous ones? 

The arrangements with people 
like Software Publishing [IBM 
remarketed this firm’s PFS se- 
ries] were heavily oriented to- 


ward launching our PC offerings 
at the time. 

The differences are, first, the 
focus on software as a business in 
and of itself. The second is that, 
from a marketing standpoint, 
our prior efforts were focused on 
the development side and not as 
much on the marketing side. 
This time, we are going to put in 
place a dedicated sales force and 
allocate the dollars to do the 
marketing launch. 


Who will you be pitching 
the product to? 


The sales force’s primary objec- 
tive is to work with the retail 
channels. When they go into 
large accounts, it would be to 
support efforts that retailers 
have going. 


How many products will 
be from IBM? 


I would say, on the front end, 
products like Displaywrite’s rev- 
enue stream will be very signifi- 
cant compared with the new en- 
tries into the portfolio. 

But as time goes by, the mix 
will change. The objective is to 
really take products from the 
outside rather than develop 
them. Our objective is not to 
write a set of specs and develop 
but to act as facilitators for de- 
velopers to bring products to 
market. 


Will IBM be marketing 
products that are currently 
in development? 

It can vary across the spectrum. 
We are working right now with 
small developers that do not 
have any marketing capability on 
products that are not on the mar- 
ket today. 

We are also working with 
small developers that have prod- 
ucts on the market, and we are 
working with medium-size PC 
software companies that have 
both products on the market and 
a marketing capability them- 
selves. 





IBM's Sarrat 


Are you looking for partic- 
ular operating system 
platforms? 

Now the focus is on DOS and 
OS/2, but we are open-minded. 
At some point, we will take a 
look at [IBM’s] AIX as part of the 
charter, and we are not closed- 
minded about taking a look at the 
Apple environment sometime 
down the road. 


Will IBM help these prod- 
ucts become more Sys- 
tems Application Architec- 
ture-oriented? 

For products that we have in the 


portfolio that come from IBM 
labs, we are very committed to 
the SAA strategy, and we will 
aim to shape the products in that 
image. If we are going to be in 
the publishing business, that will 
be slightly different. We obvious- 
ly will be very interested in shap- 
ing our offering to work with 
that strategy, but it is not a de- 


How are you going to get 
this thing rolling? 

We have met with a fairly good 
number of developers, and basi- 
cally we have said, “Look. What 
we can bring to the table is tech- 
nical support from a develop- 
ment — either how 
to work with OS/2 or product 
plans. We can also provide our 
view of product trends, develop- 
ment tools like loaner machines, 
early software tool kits or fund- 
ing.” 


Will you provide guide- 
lines to expand the porta- 
bility of these products to 
other operating systems? 
In some cases, it goes as far as 
sharing of technology. Some 
company may have an excellent 
set of skills in one area but will 
want to add to their product’s 
communications capability or 
natural language stuff. Here you 
can do joint development. 
Continued on page 47 
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Hypercard clone undergoes beta tests 





BY JULIE PITTA 
CW STAFF 





SAN DIEGO — Beta-test ver- 
sions of a clone of Apple Comput- 
er, Inc.’s Hypercard database for 
the Macintosh reportedly were 
shipped to third-party develop- 
ers and corporate end users last 
week. 

Supercard, Silicon Beach 
Software, Inc.’s Hypercard 
clone, is being positioned as a 
second-generation product com- 
patible with Hypercard, accord- 
ing to a Silicon Beach spokes- 


man. 
Like Hypercard, Supercard 
FEBRUARY 6, 1989 


- allows users to incorporate text, 
graphics, sound and animation to 
create personalized databases. 
Users store information on 
screen images of “cards” as they 
would with an index card. The 
software allows users to orga- 
nize information by linking cards 
that are then organized into 
“stacks.” 


New wrinkles 

However, Supercard adds fea- 
tures that are currently not 
available in the original package, 
according to Silicon Beach offi- 
cials. It supports color, adds a de- 
bugger and extends Hypercard’s 


scripting language Hypertalk. 
The extension adds new com- 
mands for managing windows 
and menus. 

Both products require 1M 
byte of random-access memory. 
The color version of Supercard 
requires 2M bytes of RAM and 
can only be used in a Mac II, Ap- 
ple’s top-of-the-line system. 

Hypercard is bundled with ev- 
ery new Macintosh sold. Users 
who purchased a Macintosh be- 
fore Hypercard’s introduction in 
August 1987 may purchase it for 
$49. Supercard is priced at 
$199. 

Industry watchers say it re- 
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mains to be seen whether Super- 
card finds a following. Compared 
with Hypercard, it is expensive, 
and Silicon Beach lacks the name 
recognition of Apple. 


Mixed success 
Also, Supercard’s predecessor, 
Hypercard, has met with mixed 
success, they said. Average us- 
ers have found Hypercard diffi- 
cult to use, and Apple has failed 
to lure many third parties into 
developing “‘stackware” to fa- 
cilitate the use of Hypercard. 
The product adds a number of 
beneficial features to Hypercard, 
said Fred Thorlin, director of 
software industry services at 
Dataquest, Inc., a San Jose, 
Calif., market research firm. 


However, it may be subject to 
the same factors that hampered 
the success of Hypercard, Thor- 
lin noted. 

While the Mac community 
has been excited about Hyper- 
card, few third parties have de- 
veloped successful stackware, 
he said. “Apple made a mistake 
in that it promised Hypercard 
would be everything to every- 


John Wordley, an industry an- 
alyst at International Data Corp. 
in Framingham, Mass., said Hy- 
percard has been a tough sell. “A 
big problem with Hypercard is 
that it’s difficult trying to explain 
it,” said. 

“It’s difficult for users to re- 
late toit.” 
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End users 


FROM PAGE 43 
ment’s unique needs. This feed- 
back allows UNUM to better tai- 
lor support programs. 
UNUM’s PC Users Group is 
made up of equal portions of 20 
to 40 “zealots” and systems per- 
sonnel, Caton said. The company 
has a second group, called the 
Key Operator Network, made up 


preview new technology roll- 
outs,” Caton said. 

End-user groups at UNUM 
and elsewhere also help informa- 
tion center management to se- 
lect and test new technology, set 
standards and establish ground 
rules for applications develop- 
ment by end users. 


Market 

One additional benefit is that the 
regularly held meetings give the 
information center an opportuni- 
ty to market its services to end 
users, Caton said. ““We use these 
meetings to present what we 
think the industry will do in the 
year ahead and to give them our 
position on such things as OS/2 
and Presentation Manager,” he 
explained. “It keeps us from get- 
ting requests for things we do 
not plan to move on.” 

There are several end-user 
groups at Merrill Lynch & Co. in 
New York, according to David 
Hasiba, manager of microcom- 
puter acquisition and mainte- 
nance support. “They are a 
great forum for exchanging 
ideas, training and enforcing 
standards,” Hasiba said. 

Merrill Lynch’s Network Ad- 


successful i 
moting a self-driven culture that 
keeps users motivated and will- 
ing to regularly participate in us- 
ers group activities. 

“We tried it for a while, but 
we couldn’t keep it up because 
there was very little participa- 
tion,” said Warren Harkness, di- 
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rector of corporate information 
systems at Bose Corp. in Fra- 
mingham, Mass. “There is a ten- 
dency here for people to seek out 
the self-professed computer ex- 
perts whenever they have a 
problem; they don’t want to wait 
for a meeting that’s going to be 
held a month from now to get 
what they need.” 

cng arty gg so 
agement is also vital. When 


UNUM’s information center 
management team decided to es- 
tablish an end-user group to pro- 
vide departmental-level support 
to end users on the company’s 
networks, it went to the compa- 
ny’s chief executive officer to 
ask that each department man- 
ager be required to volunteer an 
employee for the group. “We 
cause of the rapidity of having to 


Chicago. “It needs to have mid- 
dle management’s involvement 
— for them to say to their em- 
ployees, “This meeting is impor- 
tant and you should attend.’ ” 
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Compaq targets techies with 
graphics board for CAD/CAE 





BY JULIE PITTA 
CW STAFF 





HOUSTON — Compaq Computer Corp. 
has introduced a graphics board and color 
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Complete COBOL Solution 
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COBOL Development 
Environment. 


« Animator source level debugger. 
Trace execution, backtracking, break- 
point DO statements, and periodic 
breakpoints. 

« Microsoft Editor, the programmer's 
editor for both MS OS/2 and MS-DOS. 
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modules are relinked. 
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monitor targeted at technical personal 
computer users such as those involved in 
computer-aided engineering and design. 

The $1,499 device, called the Compaq 
Advanced Graphics 1024 board, provides 
1,024- by 768-pixel resolution and the 
ability to display 16 colors from a palette 
of 16.7 million. It supports Autodesk, 
Inc.’s Autocad Releases 9 and 10 and 
drivers for Autoshade and Autosketch as 
well as Microsoft Corp.’s Windows/286 
and 386. It can be plugged into either 8- 
or 16-bit slots. It is not compatible with 
IBM’s 8514/A graphics adapter. 

A companion board — the Advanced 
Graphics Memory Board — allows the 
display of 256 colors and a resolution of 
1,024 by 768 pixels for shaded three-di- 
mensional images. It costs $599. 

Comag also introduced a monitor for 
use with the advanced graphics board. 

The Advanced Color Monitor, priced 
at $1,999, offers resolution of 1,024 by 
768 pixels and IBM Video Graphics Array 
resolution of 640 by 480 pixels. It sup- 
ports up to 256 colors ona 16-in. screen. 

Compaq claims that a quarter of its 
Deskpro 386/20 users are running com- 
puter-aided design software. The Desk- 
pro 386/20 is positioned near the high end 
of Compaq’s PC line. 

Compaq Vice-President of Sales and 
Marketing Michael Swaveley declined to 
offer projections on how the new products 
will allow Compag to increase its penetra- 
tion in technical markets. 


IBM 
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Will you focus on so-called hori- 
zontal applications? 

On the front end, yes, but verticals will be 
very interesting to use later in the year as 
asecond step. 





When will we see the first of 
these products backed by IBM? 

We have several negotiations under way, 
but I don’t want to put time pressure on 
myself. 


Would you care to be vague? 
Sometime this year, that is for sure. 


What applications areas are you 
primarily interested in? 

Front ends to databases are very impor- 
tant to us, and that is an emerging area, 
particularly in an OS/2 environment. The 
Personal Information Manager category 
and graphics are very appealing, and of 
course we have a good entry into word 
processing 


Here, we are interested in products 
that work around word processing like 
desktop publishing or page recognition. 
We are not much interested in spread- 
sheets. We have some arrangements with 
Lotus there anyway. 


What are your goals? To become 
“The IBM of software?” 

The objective is to build a healthy revenue 
stream. I would also like to put a set of ap- 
plications out there that is breaking new 
ground. 


Alexander 
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the center’s services and objectives 
through newsletters, Help desks, hot 
lines, walk-in services and every other 
tool at your disposal. 

Solving problems is more important 
than selling services; avoid pushing ser- 
vices that end users don’t want. Many 
information center managers are not em- 
barrassed to refer an end user to a PC 
power user for assistance that the center 
is unable to provide. 

“We have guys here that know more 
about Lotus’ 1-2-3 than we’ll ever know,” 
a manager of micro support said to me 
recently. ““They’re closer to their jobs 
than we are, and they know how the 
tools can be used in their work.” 

With end users doing more to help 
themselves, the information center can 
focus on the truly critical tasks. For ex- 
ample, an information center staffer at a 
large corporation told me he spends in- 
creasing amounts of his time conducting 
needs analysis for end users. He added 
that bringing end users into the decision- 
making process earlier for selecting 
hardware and software has sped up the 
cycle and increased their willingness to 
begin using new technology. 

“End users began pushing us for 
desktop publishing systems, but we 
weren’t ready to do it,” he explained. 
“So, we finally ordered some sample pro- 
grams and asked a couple of the most vo- 
cal end users to evaluate the software and 


make recommendations.” As a result, 
end users got what they wanted sooner 
and, in return, shouldered much of the 
— and support responsibilities, he 


ca than making policies too 
strict, give end users some option for buy- 
ing nonstandard products; however, lim- 
it support and training to those packages 
on the approved list. 

There is probably little that informa- 
tion center managers can do to stop end 
users from developing their own applica- 
tions, despite the potential risks involved. 
And like it or not, the center will proba- 
bly have to support those activities. Take 
control of the conditions under which 
end users are allowed to develop applica- 
tions to ward off some of the potential 
problems. That means setting guidelines 
for the review, documentation, testing 
and support of end-user developed appli- 
cations. 

The vice-president of computers and 
communications at a large railroad com- 
pany offered this last bit of advice: 
“‘When it comes time for budget-cutting, 
the IC goes first unless you can show end 
users what you have done for them. When 
end users ask for services, ask them to 
tell:you what the job would have cost if 
they had done it on their own. The day 
will come when you will need that infor- 
mation, and there is a good possibility 
that in times of cutbacks, you may be in- 
creasing your staff.” 





Alexander is a Computerworld senior editor, 
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Announces 
A Historic 


Trans-Atlantic 
Crossing. 


The completion of TAT-8. 
The first underwater fiber optic cable 


system between the US.and Europe. 

AT&T and its European “partners” have 
just completed a fantastic voyage. The laying of 4,186 
miles of underwater fiber optic cable. It's called 
TAT-8. And its an accomplishment we're very proud 
of. Because what it will do for the clarity and 
quality of your business communications is nothing 
short of extraordinary. 

TAT-8 means high-performance digital service 
for voice, data, fax and video, to and from Europe. 
And now its in operation. We'll soon be opening 
another link, making the same excellence available 
between here and the Pacific Rim. 

For more information, call your account exec- 
utive or the International Response Center at 
1 800 448-8600. 

The Worldwide Intelligent Network of AT&T. 
Now, being part of it is even more intelligent. 


The right choice. 
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similar to MCA. “The distinctions are 
pretty subtle,” said Rich Bader, general 


support 32-bit data transfer. In addition, 
each camp supports multiple processors, 
a technique called bus mastering. This al- 
lows separate processors to take over the 
bus and simultaneously access memory 
and disk. So at this fundamental level, the 
two adversaries agree. 

When arguments over technical minu- 
tia are put aside, it all boils down to posi- 
tioning. 

IBM says it introduced the Personal 
System/2 with its MCA to set the stage 
for a new style of computing in which us- 
ers will do several things at once and com- 
municate with a wide variety of devices 
while micro-based servers proliferate. 

But first, a new bus was needed, IBM 
said. And the bus it introduced, MCA, was 
viewed as closed and proprietary to IBM. 
This drew howls from its competitors, 
who used IBM’s more open AT bus to 
steal gobs of market share away from 
IBM. In fact, the EISA coalition has cho- 
sen to rename the AT bus it has cloned to 
Industry Standard Architecture, or ISA. 

IBM’s competitors have complained 
that MCA is unnecessary for single-user 
machines and that IBM’s pro-MCA argu- 
ment is a nonissue. IBM disagrees and 
points to an approach called “‘level-sensi- 
tive interrupts” as a potential boon for us- 
ers. Level-sensitive interrupts replace 
the so-called edge-triggered interrupts 
used in the PC AT bus. Simply put, with 
edge-triggered interrupts, the system es- 
sentially handles requests from software 
and hardware as they occur. 


LAN pitching 

Because Compaq believes that advanced 
buses such as MCA and EISA are “use- 
less” for single-user computing, the firm 
is pitching EISA for $10,000-to-$15,000 
departmental and local-area network 
server systems. It is in these applications 


alone that advanced buses are required, 
Compag said. 

There is one outstanding technical dif- 
ference between EISA and MCA upon 


rate user’s investment in AT bus-compat- 
ible add-in hardware. Naturally, IBM has 
a completely different view of the EISA 
bus. Chet Heath, senior engineer in the 
Entry Systems Division and the man 
widely viewed as the father of MCA, says 
that EISA simply will not work. 

Compaq confidently contends that us- 
ers can mix yesterday’s old modem, 
graphics cards and networking with to- 
morrow’s coprocessing and bus-master- 
ing cards specifically designed for EISA. 

Perhaps, counters IBM’s Heath, if you 
want to roast hot dogs with it. The impli- 
cations of interrupt-sharing between 
edge-triggered (AT-compatible) and lev- 
el-sensitive (32-bit address) devices will 
eventually lead to disaster, Heath said. 

In other words, users who mix old PC 
AT cards with ones developed specifically 
for EISA are following a recipe for disas- 
ter. “‘What the user would see is the two 
devices getting very hot,” Heath said. 
“Eventually, one would burn out. And 
that’s what we calla silicon barbecue.” 

Compaq’s Stimac concedes that Heath 
is theoretically correct but argues that 
EISA has taken pains to ensure that the 
bus cookout never ignites. New EISA 
boards tell the system how it will gener- 
ate interrupts and how it will work with 
other products. Also, existing boards, 
when installed, go through a configura- 
tion utility that provides the same protec- 
tion, Stimac said. 

The bottom line for Heath is that IBM 
has a massive head start. ““We’ve had for 
21 months what the other guys will have 
21 months from now,” he said. 

That doesn’t faze Compaq, which 
points to EISA’s support of today’s cards 
and its claims that board makers are 
working on advanced boards [CW, Jan. 
30, 1988]. This combination will let EISA 
catch up with MCA, Compag claims. 

It is likely that these opposing forces 
will continue to squabble over petty dif- 
ferences between buses. But like any 
marketplace wars, customers will ulti- 
mately choose the winner. 
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Many avoid these tribulations by dealing 
directly with competent vendors. Others 
seek out and hang onto top-notch deal- 
ers. But in just about every case, corpora- 
tions set up their own dealer-type opera- 
tions to help end users select and set up 
products, troubleshoot installed systems 
and answer technical questions that range 
from dull to sublime. That is a lot easier 
than explaining to a dealer what a graph- 
ics card is and why it doesn’t work. 

This problem is going to get a lot 
worse. There are these things called net- 
works and workstations and OS/2 to 
worry about. Most dealers will be dumb- 
founded by this stuff, and MIS will say 
what it usually says: “Just give me 30 
points off and hand me the box.” 


Hope for EISA. EISA, which is short 
for Extended Industry Standard Architec- 
ture and long on promises, has a saving 
grace. Compagq, the ringleader of the 
group, is one of three companies that 
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have access to OS/2 source code. The 
other two, as you may have guessed, are 
co-developers IBM and Microsoft. 

We’re not sure how IBM or the other 
EISA members feel about this, but we 
know Compaq is happy. Compaq can 
work at a very detailed level to ensure 
that OS/2 embraces the EISA bus’ way 
of supporting multiple processors. 


New Mac semiclone. Nobody has fully 
cloned the Macintosh yet. Several compa- 
nies such as Phoenix Technologies could 
do it if someone gave them the proper mil- 
lions; so far, none has stepped forward. 

Atari, however, already has a Mac se- 
miclone that requires users to buy Apple 
read-only memory. But the 68000 pro- 
cessor in the Atari box doesn’t give Mac 
software much ooomph. On the way, 
however, is an Atari 68030 box with Mac 
ROMs in plentiful supply from a third 
party. This speedy, cheap compatible may 
be just what Mac users have been wait- 
ing for. 





Barney is a Computerworld senior editor, 
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increased to 35% from a usual 30%, he 
noted. 

Tom Egan, a vice-president at Wells 
Fargo Bank, said his organization has 
made the decision to purchase more fully 
featured 286-based systems. Like Char- 
les Schwab, Wells Fargo is standardizing 
on 286 technology. 

“We’re getting more for less,” he ex- 
plained. ‘“We’re forcing better deals,” a 
phenomenon he said he took note of only a 
couple of months ago. 


Make your deal now 

Bill Lempesis, a PC industry analyst at 
Dataquest, Inc. in San Jose, Calif., said the 
first half of this year will be a prime time 
for users looking for good deals on 286s. 
An average 286 system is currently sell- 
ing for about $2,000. Lempesis said he 
expects prices to drop between $1,000 
and $1,500 in the next few months. 

About 5.7 million 286-based systems 
were shipped worldwide last year, Data- 
quest reported. That figure is expected to 
climb to 6.5 million this year, according to 
Dataquest’s projections. 

Better prices are the result of oversup- 
ply. In the beginning, the 286 market at- 
tracted clone makers because it offered 
better margins. As more vendors jumped 
into the 286 market, users have been the 
big winners. They have a choice among 
suppliers who are willing to deal to get 
their business. 
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An ease in the scarcity of memory 
components has also contributed to price 
reductions, according to Lempesis. 
“DRAM prices are going down to a cer- 
tain extent,” he said. “But they’re not 
back to where they were before the short- 
age.” 

However, the oversupply of 286s has 
forced vendors to drop prices to compete, 
despite the higher price of memory. Clone 
makers such as Wyse Technology are 
feeling the pressure. Wyse recently re- 
ported its first operating loss and blamed 
its stumble on a failure to drop prices 
quickly enough to fuel demand in an in- 
creasingly competitive market. 

Wyse conceded that it has a significant 
inventory of 286 systems. 


Marginal returns 

“‘We’re going to continue to see down- 
ward pressure on pricing,” Lempesis 
said. “‘There’s an awful lot of competition 
in the marketplace. Margins will be under 
pressure.” 

Vendors are expected to place a great- 
er emphasis on Intel 80386 technology by 
year’s end in a search for better margins. 
They may find many users unreceptive 
unless prices for 386 systems drop signifi- 
cantly. 


Gordon said Charles Schwab will stick 
with 286 technology until prices for 386- 
based systems begin to fall. “It doesn’t 
make sense economically for us to mi- 
grate up,” Gordon explained. ‘The price 
differential between what we’re able to 
get a 286 for right now and a 386 is too 
great.” 
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Tandy Computers: The broadest line of PCs in America. 





The Tandy 5000 MC Professional 
System is pure performance, from the 
Intel® 80386 processor operating at 
20 MHz to the fast memory with 
cache controller that provides rapid 
access to your data. 


With the 5000 MC, you have the 
high-performance platform needed to 
take full advantage of industry- 
standard MS-DOS® applications, 
powerful new MS® OS/2 programs or 
multiuser SCO™ XENIX® software. 


Operating at 20 MHz, the 
5000 MC cuts through the big jobs 
like database management, large 


Thinage Bathen denies 
en en Ld 


spreadsheets and sophisticated 
graphics. And with its IBM® Micro- 
Channel compatible architecture, the 
Tandy 5000 MC is the ideal high-end 
PC workstation. 


The system architecture also pro- 
vides an increase in data-transfer 
rates when the 5000 MC is confi- 
gured within a 3Com® workgroup 
or multiuser environment. 


There’s nothing else like it. 
Compare the 5000 MC to any other 
386-based system. The 5000 MC’s 
technology, performance and price all 
add up to an unsurpassed value. 


The Tandy 5000 MC is the new 
alternative in personal computing. 
From the best-selling family of PC 
Compatibles in America. 


Send me a 1989 RSC-20 computer catalog. 


Mail to: Radio Shack, Dept. 89-A-770 
300 One Tandy Center, Fort Worth, TX 76102 


Name 
Company 
Address __ 
City 

zip 
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PRODUCTS 








Training 


Rapid Syster:s, Inc. has introduced a 
library of personal computer-based lab 
courses that were designed to provide 
comprehensive coverage of digital instru- 
mentation and digital signal processing 
techniques. 

The lab programs run on IBM Personal 





Rapid’s /ab course software 


Computers and PC XTs and ATs. The 
courses consist of both hardware and soft- 


ware to convert a PC into a turnkey digital . 


oscilloscope, spectrum analyzer, data log- 
ger or data acquisition model. 

Pricing for the products ranges from 
$995 to $3,995. 

Rapid Systems, 433 N. 34th St., Seat- 
tle, Wash. 98103. 206-547-8311. 


Nostradamus, Inc. has released Quat- 
tro-Assist 1.0, a tutorial for Borland In- 
ternational’s Quattro spreadsheet pack- 
age. 

According to the company, Quattro- 
Assist 1.0 covers several topics, including 
data entry, spreadsheet functions, graph- 
ing and macros. The tutorial has a price 
tag of $79.95. 

Nostradamus, Suite 252, 3191 S. Val- 
ley St., Salt Lake City, Utah 84109. 801- 
487-9662. 


Microvideo Learning Systems has de- 
veloped a training program for users of 
Ashton-Tate Corp.’s Dbase IV software 
program. 

The package reportedly consists of 
two modules: the Using Dbase IV 
Learning System and the Advanced 
Dbase IV Learning System. Both 
units utilize a videotape, a data diskette 
and an in-depth workbook, the vendor 
said. 

The modules may be purchased to- 
gether for $895 or separately for $495 
each. Videotapes are available in either 
VHS or Beta formats, according to the 
company. 

Microvideo, 119 W. 22nd St., New 
York, N.Y. 10011. 800-231-4021. 





Data storage 


Practical Computer Technologies, 
Inc. has announced a series of add-on, 
floppy drive subsystems for users of IBM 
Personal Computers, PC XTs and ATs 
and compatible machines. 

The Practidisk product line includes 
a proprietary controller that is reportedly 
capable of coexisting with the computer’s 
currently installed controller and drives. 
Available in both external and internal 
versions and in configurations for 32-in. 
and 5%-in. disks, the series is priced from 
$179 to $489. 

Practical Computer Technologies, 
3971 Walnut St., Fairfax, Va. 22030. 
703-385-3332. 
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Priam Corp. has integrated its Inner- 
space family of high-capacity Winchester 
disk drives with the small computer sys- 
tems interface (SCSI) for IBM Personal 
Computers, PC ATs, Personal System/2s 
and compatible systems. 

The company has added 160M-, 
250M- and 330M-byte SCSI drives to its 
line of internal disk add-in kits. The 
ID160, ID250 and ID330 kits report- 
edly include a disk drive, mounting hard- 
ware, cables, installation manual and par- 
titioning software on a floppy diskette. 
They are priced from $2,195 to $3,255. 

Priam, 20 W. Montague Expwy., San 
Jose, Calif. 95134. 408-434-9300. 


Grid Systems Corp. has announced a 
100M-byte Winchester disk drive option 
for the company’s line of Intel Corp. 
80286- and 80386-based laptop comput- 
ers. 
The 3'%-in. Model 325 drive report- 
edly uses four disks and eight heads and 
has a 28-msec access time. It has 104M 
bytes of formatted capacity, according to 
the company, and can store approximate- 
ly 50,000 pages of typed material. 

The Model 325 has a price tag of 
$2,895. 

Grid, 47211 Lakeview Blvd., Fre- 
mont, Calif. 94538. 415-656-4700. 





Peripherals 


Toshiba Corp.’s Information Sys- 
tems Division has introduced the Ex- 
presswriter301, a portable printer that 
provides 24-dot letter-quality printing, 
the company said. 

The four-pound printer includes 2K 
bytes of memory and prints at 60 char./ 
sec. in high-speed mode and 42 char./sec. 
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Toshiba's Expresswriter301 printer 


in normal mode, according to the compa- 
ny. 
The Expresswriter301 is priced at 
$489. 

Toshiba, 9740 Irvine Blvd., Irvine, 
Calif. 92718. 714-583-3000. 


NEC Information Systems, Inc. has 
introduced the Silentwriter LC 890XL 
page printer, developed for graphics pro- 
duction in multiuser, local-area net- 
worked environments. 

The device features Adobe Systems, 
Inc. Postscript support as well as a Motor- 
ola, Inc. 68020-based Atlas controller, 
also from Adobe. The printer offers 4M 
bytes of random-access memory, which is 
expandable to 8M bytes, according to the 
company. A 20M-byte external hard disk 
drive may purchased as an option. 

The LC 890XL has a price tag of 
$6,995. Shipments are scheduled for 
March. 

NEC, 1414 Massachusetts Ave., Box- 
boro, Mass. 01719. 508-264-8000. 


Mitsubishi International Corp. has 
introduced the Intelligent Graphics 
Controller. 

The controller comes standard with 
the company’s CHC 336 thermal color 
printer and reportedly allows the printer 
to interface with almost any computer’s 
graphics system. The product does not 
require custom-written software drivers 
and is especially suitable for the personal 
computer and desktop publishing market- 
place, according to the company. 

The CHC 336 costs $6,300. 

Mitsubishi, Computer Graphics De- 
partment, 701 Westchester Ave., White 
Plains, N.Y. 10604. 914-997-4999. 


A series of image scanners has been intro- 
duced by Complete PC, Inc. 

The Complete Page Scanner re- 
portedly offers sheet-fed scanning of full 
8'-in. wide pages up to 14 in. long. Users 
may select either 200 or 300 dot/in. reso- 
lution, and the product includes an inter- 
face card for Microsoft Corp. MS-DOS 
personal computers. The scanner costs 
$899. 

According to the vendor, the Com- 
plete Hand Scanner/400 scans at res- 
olutions of 200, 300 or 400 dot/in. Espe- 
cially suited for use with desktop 
publishing and word processing packages, 
the unit costs $249. 

The Complete Half-Page Scanner 
can cover a page in two scanning passes, 
the company said, and scans images up to 
4 by 14 in. at 200 dot/in. It costs $299. 

Complete PC, 521 Cottonwood Drive, 
Milpitas, Calif. 95035. 408-434-0145. 
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Sharp Electronics Corp. has reported- 
ly expanded the capabilities of the Wiz- 
ard, the company’s handheld electronic 
organizer. 

The product is said to provide a data- 
base facility especially suited to traveling 
executives. According to the vendor, the 
unit can transfer data to desktop personal 
computers as well as hard-copy devices. 














Sharp’s Wizard electronic organizer 


The organizer also offers optional peri- 
pherals, including a PC link, software dis- 
kette and printer and dubbing cable. Inte- 
grated circuit software cards are 
available. 

The Wizard costs $299. Options are 
priced separately. 

Sharp, Sharp Plaza, Mahwah, NJ. 
07430. 201-529-8874. 
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More Choices, for More Applications, 
than Any Other Software. 


The SAS System is the software you'll 

never outgrow. No other software offers so 
many choices for data management, analysis, 
and presentation. For any user— new 
computer user to seasoned pro. For any 
environment—PC to technical workstation to 
minicomputer to mainframe. 


Choices te Build On. — Start with a power- 
ful English-like language and essential data 
management tools. Then take your pick of 
ready-to-use applications: statistical and math- 
ematical analysis...report writing and color 
= \ graphics. ..project management and quality 
\ control... forecasting and decision support. 
Or build your own menu-driven 
applications— quickly and easily— with the 
SAS System’s interactive applications devel- 
opment tool. Even first-time users can 
command the power of the SAS System... 
just by filling in the blanks. 


(Zenith Savings 
\ s © 


Choices to Count On. = More thana 
intial Control Chart million users throughout the world— in busi- 
ness, industry, government, science, and 
education— have made the SAS System their 
#1 choice for data analysis and color graphics. 
And every SAS System application is backed 
by expert technical support, documentation, 
and training. 
We'll tell you more in a free 12-page 
executive summary. Just give us a Call at 
(919) 467-8000. In Canada, call (416) 443-9811. 


ad ab £-1er-1 mC 1ge)uadamat-lalel— 
Boys. ages 2 to 12 years SAS Institute Inc. 
Software Sales Department 
SAS Circle 0 Box 8000 
Cary, NC 27512-8000 
Fax (919) 469-3737 


The SAS System runs under IBM Corp’s MVS, CMS, and VSE; Digital 
Equipment Corp's VMS®; Data General Corp's AOS/VS; Prime Computer, 
Inc.’s PRIMOS®; Sun Microsystems, Inc.'s SunOS™; Hewlett-Packard’s 
HP-UX; Microsoft Corp's MS-DOS®; and IBM Corp's PC DOS. 


Copyright © 1988 by SAS Institute Inc. Printed in the USA. 














Systems 


An IBM Personal Computer XT-compati- 
ble system developed specifically for nov- 
ice users has been introduced by Vendex 
Technologies, Inc. 

The Headstart Plus reportedly op- 
erates at a rate of 9.54 MHz and comes 
standard with 640K bytes of random-ac- 
cess memory, two 360K-byte 5%-in. flop- 
py disk drives and Microsoft Corp. MS- 
DOS 3.3. 

The unit will accept an optional hard 
disk drive, and the customer has the 
choice of either a color or monochrome 
monitor. 

Headstart Plus is priced at $995, ex- 
cluding the monitor. 

Vendex, Suite 438, 40 Cutter Mill 
Road, Great Neck, N.Y. 11021. 516-482- 
4255. 


A family of Intel Corp. 80386-based sys- 
tems has been introduced by Micro Ex- 
press. 

The ME 386-20 and the ME 386- 
25, with speeds of 20 MHz and 25 MHz, 
respectively, are said to be IBM Personal 
Computer AT-compatible and especially 
suited for networking or multiuser appli- 
cations. Standard configurations include 
1M byte of random-access memory, a 


Micro Express’ ME 386-20 and 25 


40M-byte fast-access hard disk drive, se- 
rial and parallel ports and a battery back- 
up. 
The ME 386-20 is priced from $2,650, 
while the ME 386-25 is priced from 
$3,995. 

Micro Express, 2114 S. Grand Ave., 
Santa Ana, Calif. 92705. 714-662-1973. 





Software applications 
packages 


Database Applications, Inc. has an- 
nounced a business and scientific graphics 
product for IBM Personal Computers and 
compatibles. 

Called DR&G, the package is driven 
entirely by fourth-generation language 
statements and combines graphics with 
tabular reporting, mail merge and SQL- 
like queries of relational databases, the 
vendor said. There are several chart for- 
mats to choose from, and up to six data 
sets can be plotted at once. Other fea- 
tures include automatic scaling, 33 hatch 
and line patterns and up to 128 colors. 

DR&G costs $179. 

Database Applications, 400 Wall St., 
Princeton, N.J. 08540. 609-924-2900. 


An analytical software package for mar- 
ket research suppliers and buyers has 
been announced by Market Action Re- 
search Software, Inc. 
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Called Mapwise, the package report- 
edly analyzes research tables for presen- 
tation in boardroom-quality graphic for- 
mats. 

The product will transform any type of 
tabular data into a perceptual map, the 
vendor said, and can summarize up to 100 
rows and 100 columns of data. 

Mapwise costs $495 and requires an 
IBM Personal Computer, PC XT or AT or 
compatible system with 256K bytes of 
random-access memory. 

Market Action, Business Technology 
Center, Bradley University, Peoria, Ill. 
61625. 309-677-3299. 


A presentation design program that in- 
corporates tools for project prototyping 
and interactive tutorials has been an- 
nounced by Genesis Data Systems. 

Running on IBM Personal Computers, 
Personal System/2s and compatible com- 
puters, the Rapid Prototyping System 
(RPS) reportedly allows users to manipu- 
late text and graphics through the use of 
animation, transition, branch, subroutine 
and numeric/text variable commands. 

RPS costs $249.95 and requires 256K 
bytes of memory. 

Genesis Data Systems, Suite A, 8415 
Washington Place N.E., Albuquerque, 
N.M. 87113. 505-821-9425. 


Macola, Inc. has released three soft- 
ware packages that were specifically de- 
veloped to integrate with Autodesk, Inc.’s 
Autocad design systems, according to the 
vendor. 

The software is part of the company’s 
Rapid Modeling Platform (Ramp) product 
line and reportedly allows users to con- 
vert a simple center-line drawing to a 
three-dimensional model via a personal 
computer. 

The packages consist of Ramp Pip- 
ing Design, Ramp HVAC Design and 
the Ramp Equipment Builder. They 
are priced at $2,095 each. 

Macola, P.O. Box 485, Marion, Ohio 
43302. 614-382-5999. 


Accel Technologies, Inc. has intro- 
duced the Series II versions of Tango- 
PCB, the company’s IBM Personal Com- 
puter-based electronic design software, 
and Tango-Route, its companion auto- 
router program. 

Series II enhancements reportedly in- 
clude an improved menu-driven user in- 
terface, an on-screen Prompt line and 
user-definable macros. 

The software packages are priced at 
$595 each, which includes one year of 
free updates, according to the firm. 

Accel, 7358 Trade St., San Diego, 
Calif. 92121. 619-695-2000. 


A maintenance management software 
package for plant engineering and ma- 
chinery maintenance functions has been 
announced by DP Solutions, Inc. 

Preventative Maintenance Con- 
trol (PMC) Version 2.5 reportedly pro- 
vides scheduled maintenance by either 
time frequency or equipment run hours. 

Other features include printed work 
orders, labor and spare-parts forecasting 
and purchase order and requisition track- 
ing. The program runs on IBM Personal 
Computers and compatibles and the IBM 
System/36 mid-range system. 

PMC 2.5 is priced from $2,000 to 
$10,000, depending on configuration. 

DP Solutions, Suite M, 207 S. West- 
gate Drive, Greensboro, N.C. 27407. 
919-854-7700. 
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Pagebuilder, a graphics-based desktop 
publishing package for IBM Personal 
Computer XTs, PC ATs and compatibles, 
is now available exclusively from CSI 
Publishing, Inc. 

The program reportedly includes im- 
age-scanning capabilities for logos and 
photographs and incorporates 16 Compu- 
graphic Corp. fonts. The software runs on 





CSI Publishing’s Pagebuilder 


four disks and comes with documentation, 
according to the company. 

Pagebuilder costs $300. 

CSI Publishing, 2960 S. Daimler, San- 
ta Ana, Calif. 92705. 714-955-2232. 


Isicad, Inc. has released an enhanced 
version of its IBM Personal Computer- 
based computer-aided design package. 
Cadvance 3.0 includes an on-screen 
three-dimensional Visual Guidance Sys- 
tem (VGS) that provides a visual refer- 
ence as the user draws, the vendor said. 
The package also incorporates a three-di- 
mensional database for design and pre- 
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sentation applications. All dimensioning 
techniques reportedly follow ANSI and 
International Standards Organization 
standards. : 

Cadvance 3.0 is priced at $2,995. 

Isicad, P.O. Box 61022, 1920 W. Cor- 
porate Way, Anaheim, Calif. 92803. 714- 
533-8910. 


A business forms processing software 
program is now available from Delrina 
Technology, Inc. 

Per:Form reportedly allows users to 
design, create and maintain business 
forms in a Microsoft Corp. MS-DOS envi- 
ronment. 

Offered in both 342- and 5%-in. disk 
formats, the program costs $259.95, the 
company said. 

Delrina, Suite 210, 10 Brentcliffe 
Road, Ont., Canada M4G 3Y2. 416-423- 
0456. 


Digi-Fonts, Inc. has introduced a li- 
brary of fonts for Hewlett-Packard Co.’s 
Laserjet printer family. 

Fontmaker includes up to 272 scal- 
able typefaces and will create any font in 
portrait or landscape orientation with 
complete or partial character sets, ac- 
cording to the company. 

The basic set, including eight scalable 
typefaces and a converter program, costs 
$69.95. The complete library offers an 
additional 264 typefaces and is priced at 
$349.95. 

Digi-Fonts, Suite 285, 3000 Young- 
field St., Lakewood, Colo. 90215. 800- 
242-5665. 
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a S 
Pe Ly Houdini had one 


ages theory anyone could appre- 
~ 3s — ee ciate: If you want to stay out 


Qty W | ofa bind, you've got to be 
flexible. 


* 3 

- a We agree. In fact, that 

Fg 4 theory is exactly what's 

e behind EXTRA! Connectivity 
Software" 

° For instance, if you're 
g¢ currently linked via coax 
or modem but you plan 
to switch toa LAN, EXTRA! 

' gives you the freedom to 
connect all three ways. And 
that includes LANs using 
IBM's Token-Ring Interface 
Coupler (TIC). 

It's flexibility like this that 
prompted PC Magazine to 
name EXTRA! as its Editor’s 
Choice for PC-to-host software 
running on LANs. 

There's something else 
we don't want you to forget 
about EXTRA! It’s your mem- 
ory. EXTRA! uses so little of it, 
you'll have plenty of RAM left 
on your PC. 

Plus, Attachmate’s devo- 
tion to total IBM® compatibil- 
ity assures you that you'll 
never get dead-ended by 
proprietary protocols. 

Which reminds us of 
something else Houdini 
used to say, “Don't get Uk 
into anything ‘you can't jitter 


get out of later” Bae 


EXTRA! 
3270 CONNECTIVITY 
SOFT WARE 


Attachmate 


1-800-426-6283 


In Washington state: 206-644-4010 


Artachmate Corporation, Bellevue, Washington, has trademarked EXTRA! Connectivity Software. IBM isa registered trademark of International Business Machines Corporation 


Presenting The Houdini Theory 
Of Micro-To- Mainframe Connectivity. 
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Software utilities 


Tools and Techniques, Inc. 
has upgraded its data conversion 
and data entry software tool for 
IBM Personal Computers, Per- 
sonal System/2s and compati- 
bles. 

Data Junction 2.1 was de- 
signed to translate incompatible 
data from one format to another 
and has been enhanced to include 
Help, Prompt and contextual 
data information for the user. 
The program is priced at $195 
and requires Microsoft Corp. 
MS-DOS or IBM PC-DOS 2.0 or 
higher. 

Tools and Techniques, 1620 
W. 12th St., Austin, Texas 
78703. 512-482-0824. 


A terminate-and-stay resident 
program for Ashton-Tate 
Corp.’s Dbase III, Dbase III Plus 
and Dbase IV users has been in- 
troduced by Isogon Corp. 

Called Dboost, the package 
uses between 16K and 64K 
bytes of expanded memory and 
is available for $69.95. 

The company is also shipping 
4-Sure, an add-in product for 
Lotus Development Corp.’s 1-2- 
3 spreadsheet package. Accord- 
ing to the vendor, 4-Sure pre- 
vents accidental loss of the 
current spreadsheet and fea- 
tures user command monitoring 
and Autosave functions. The 
package is priced at $39.95. 

Isogon, 330 Seventh Ave., 
New York, N.Y. 10001. 212- 
967-2424. 





Macintosh 
products 


Digital Vision, Inc. has begun 
shipping an Apple Computer, 
Inc. Macintosh version of its 
gray-scale video digitizer. 

Computereyes for the 
Macintosh is reported to be a 
combination hardware and soft- 
ware package that connects be- 
tween the computer and any 
standard video source, including 
video cameras, videocassette re- 
corders and disk players. The 
system offers 256 shades of gray 
and is especially suited for desk- 
top publishing and presentation 
and animation applications, ac- 
cording to the vendor. 

The unit is priced at $249.95. 

Digital Vision, 66 Eastern 
Ave., Dedham, Mass. 02026. 
617-329-5400. 


A computer slide imaging 
service for Apple Computer, 
Inc. Macintosh users is now 
available from Jack Ward Col- 
or Service, Inc. 

According to the vendor, the 
imaging center promises to de- 
liver boardroom-quality slides 
and transparencies and is open 
24 hours a day. Files may be 
transmitted by modem, and 


E. 23rd St., New York, N.Y. 
10010. 800-342-5420. 
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_ Avalon Development Corp. 


has begun shipping Photomac, 
its full-color photodesign soft- 
ware for Apple Computer, Inc. 
Macintosh II machines. 

Targeted at graphic design 
and corporate electronic pub- 
lishing professionals, the prod- 
uct provides low-cost methods of 
photo retouching and process 
color separations, according to 
the company. 


The package includes pro- 
gram and image disks, documen- 
tation and a tutorial videotape. It 
is priced at $695. 

A40M-byte hard disk and 2M 
bytes of random-access memory 
are required for operation, the 
vendor said. 

The product is distributed 
through Data Translation, Inc., 
100 Locke Drive, Marlboro, 
Mass. 01752. 508-481-3700. 





Board-level 
devices 


A printed-circuit board that mea- 
sures computer usage is now 
available from Benta. 

The Utilog II reportedly 
provides monitoring and ac- 
counting information for IBM 
Personal Computers and com- 
patible systems and is offered in 


two versions. 

The Model 1 provides a real- 
time clock and monitoring of to- 
tal usage time and is priced at 
$195. The Model 2 contains all 
Model 1 capabilities as well as 
monitoring facilities for printer, 
disk and keyboard functions. It 
costs $295. 

Benta, 12708 E. 62 Court, 
Kansas City, Mo. 64133. 816- 
353-3765. 











Why didnt we 
owith HP in 
e first place? 





Unlike Bob, some DP/MIS 
managers make it easy on 
themselves. 


They set up their accountants 


printer, the industry standard and support to match the 
for years. They show Saleshow quality of the products. 


quickly bulk mailings can 


go 
with the advanced LaserJet IID If only Bob had known. 





with HP's 24-wire Rugged- 
Writer printer, the one with 
a 20000-hour MTBF rating. 
And things are going well. 
They give Marketing the 
elegance of a LaserJet 
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printer. And things are going 
well. 


They give everybody his own 
personal DeskJet printer— 


the one that also has a 20,000- 


hour MTBF rating. And, 
of course, they get HP service 


For your nearest authorized 
Hewlett-Packard dealer, call 
1-800-752-0900, Ext. 282H. 
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Computerworld had only one column. 


Now you know why you need Micro Channel from IBM. 


What if you were forced to deal with a heavy 
volume of information, every business day, 
exactly one item at a time? 

Not an attractive prospect. And, fortunately, 
not a problem for Computerworld. But it’s 
becoming one for many personal computers, 
because their design is limited. 

That's why IBM developed the Personal 
System/2° computers with Micro Channel.™ 
Micro Channel gives the PS/2® more “columns” in 
which to handle the flow of information. Within 
your system. And between systems. Not piece by 
piece, but si . With a combination of 
speed and reliability that’s truly newsworthy. 

But there’s more. With Micro Channel, you’re 
always prepared to take advantage of late- 
breaking technology. For example, you can put 
multiple processors on your system, running 


independently, yet still able to share important things 
like memory, disk storage and communications. 
So you're ready to upgrade what you 
already have without shopping 
for a new system. 
The IBM PS/2 computers 
with Micro Channel. Ask your 
IBM Authorized Dealer or IBM 
Marketing Representative about 
them. For a dealer near you, call 
1-800-IBM-2468, ext. 115. 
It may turn out to be the best 
business news you'll get all day. 





**,.. We know Computerworld 
reaches more decision makers 
in more of our target markets. 

And we know it’s working.” 








Relational Technology, based in Al- 
ameda, California, was one of the 
first companies to be devoted solely 
to the relational database market. 
And with its INGRES family of proc- 
ucts—the most advanced distributed 
data management and applica- 
tion development system portable to 
all major computers—installed in 
over 8,000 systems worldwide, Mar- 
keting Vice President Bob Healy 
likes what he sees. 


He also likes the fact that last year 
the company enjoyed a 90 percent 
jump in sales over 1986. Bob says 
this success comes from positioning a 
quality product in the right place at 
the right time in a dynamic market- 
place. And the right place for ad- 


— Bob Healy 
Vice President/Marketing 
Relational Technology 








vertising, he explains, is Computer- 
world. 


“We advertise to build brand rec- 
ognition — and to position our prod- 
ucts clearly in a buying market- 
Place. With the types of products we 
market, we're not going for imme- 
diate responses to every ad. We just 
want potential customers to think of 
us when they need relational data- 
base tools. 


“To accomplish this, we’‘ve made 
Computerworld our flagship adver- 
tising vehicle. We chose it because 
we know Computerworld reaches 
more decision makers in more of 
our target markets. From MIS/DP 
management to general manage- 
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ment — and at all levels — it’s read 
by the people who are doing the 
buying. 


“And we know it’s working. Studies 
have proven that our Computer- 
world advertising is creating high- 
er reader recall — and that's exactly 
what we want. So for the future, 
Computerworld will continue to be 
our principal vehicle for geiting our 
advertising message across.” 


Computerworld. Every week we 
help more suppliers reach more 
buyers in the computer market. 
We're working for Relational Tech- 
nology, and we can work for you. 
For all the facts, call your Computer- 
world sales representative today. 
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Tony Friscia 


Enablers 
will bloom on 
plant floor 


The next step 
in the evolution 


applications that can be fine- 
tuned to meet plant managers’ 
needs. 

The tool/enabler concept is 
becoming the foundation of the 
plant-floor software market. 
Plant managers do not want 
canned applications that cannot 
be modified, configured or tuned 
— for example, a manufactur- 
ing resource planning package 
that limits parts identification 
to eight numbers and does not 
permit the use of letters. In- 
stead, managers want to be able 
to customize applications that 
control and coordinate cells — 
groups of plant-floor devices 
that work together on a given 
component or process. 

This demand is being ad- 
dressed from two market direc- 
tions. Leading cell controller 
vendors are coming out with 
platforms designed to make it 
easier for manufacturing and 
process people to create their 
own applications. Also, existing 
enablers such as Lotus’ 1-2-3 
are being modified to address the 
mani environment. 

IBM’s Distributed Automa- 
tion Edition and DEC’s Digital 
Systems Architecture are two 
good examples of cell controller 

Continued on page 60 
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Novell to polish SNA gateway 





BY PATRICIA KEEFE 
CW STAFF 





Early users of Novell, Inc.’s 
Netware SNA Gateway product 
line are a diverse but generally 
satisfied group on the verge of 
seeing their few caveats elimi- 
nated by forthcoming upgrades. 

Following beta tests at 40 
sites, the Provo, Utah-based 
vendor began shipping gateways 
last month for IBM’s Systems 
Network Architecture. 

Host channel attachment, re- 
liability and the ability to handle 
up to 40 sessions were purchas- 
ing reasons for beta testers such 
as Steven Stoneman at Unisys 


ency, and Don Broughton, a 
technology consultant at Tech- 
nical Services Plan, a division of 
Dun & Bradstreet Corp. 

Novell’s gateways talk to 
IBM’s Token-Ring Interface 
Coupler, or TIC — a directly ad- 
dressable node on IBM’s Token- 














Ring and several controllers that 
provides a high-speed link to the 
host, eliminating the need for a 
coaxial or Synchronous Data 
Link Control (SDLC) line. 

As a result, instead of having 
56K or 9.6K bit/sec. SDLC lines, 
the EPA has attained “‘almost”’ 
channel-attach speed, said 
Stoneman, a local-area network 
systems manager for Unisys. 
Also, his gateways have been 
running 24 hours a day with “‘su- 
per reliability,” he said. 

“We wanted a gateway that 
provided channel-attach-type 
speed, and we chose the 40-ses- 
sion gateway,” Broughton said. 
He could have gone the Token- 
Ring attachment route, but “we 
didn’t want to make the invest- 
ment in IBM software and hard- 
ware,” he said. 

Instead, the 40-session gate- 
way has saved the cost of 40 sep- 
arate connections while also pro- 
viding the flexibility to configure 
those sessions any way he wants. 
configure the sessions rather 








Data View 





Why buy a PC LAN? 
The major reason is to share data, according to a survey of purchase 
decision makers at 150 organizations 





PERCENT OF WEIGHTED RESPONSES* 





Share data 


Share storage 


Share printers 


Communication 
to mainframes 
and minis 











* Respondents rated their reasons for buying PC LANs on a scale of 1 to 3 (3 = a primary 
i ee ee stan i scores were totaled, and the percent of total 
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than having to ask MIS to make 
the changes,” Broughton said. 
Future versions of the gate- 
way software will correct two 
problems: file transfer speed and 
memory overhead on the work- 
station, confirmed Darrell Mil- 
ler, general manager of Novell’s 
Communications Division. 
Ironically, Novell’s release 
last month of source-routing 
drivers jointly developed with 
Ungermann-Bass, Inc. [CW, Jan. 
30] may push some Netware us- 
ers toward IBM’s Token-Ring 


gateway, said to be the faster of 
the two. 

Stoneman looked at the IBM 
gateway a year ago. But the EPA 
was already linking a large num- 
ber of LANs together with No- 
vell’s software, which at the time 
did not support IBM’s source 
routing. This forced the EPA to 
stick with Novell, he explained. 
“The IBM gateway’s file trans- 
fer is so much faster than No- 
vell’s gateway,” Stoneman said. 

Despite the source-routing 
drivers, he said he will wait for 
Phase II of the Netware SNA 
gateway — said to be four times 
faster than the current product 

Continued on page 63 





Users fear EDI union 


U.S.-Europe hybrid poses migration quandary 





BY ELISABETH HORWITT 
CWSTAFF 





A transatlantic movement to 
merge European and U.S. elec- 
tronic data interchange (EDI) 
standards is generating conflict 
and anxiety among various user 
and industry standards 
bodies that are imple- 
menting older versions 
of the standard. 

The idea behind EDI 
is to standardize the 


However, on both sides of the 
Atlantic, user organizations — 
particularly U.S. companies that 
have recently begun migrating 
to X.12 — are reluctant to mi- 
grate to EDIFACT, according to 
Victor Wheatman, manager of 
EDI Planning Services at Moun- 








formatting of common- 
ly used business documents such 
as invoices and shipping notices 
so that they can be sent directly 
from one business computer to 
another system. 

The International Standards 
Organization has released the 
first few pieces of a proposed 
worldwide EDI standard called 
EDI for Administration, Com- 
merce and Transport (EDI- 
FACT). The standard is de- 
signed to supersede both ANSI 
X.12, which has emerged as the 
U.S. EDI standard, and the Arti- 
cle Numbering Association’s 
Tradacoms, which is widely used 
in Europe. 


company Input. 

“Tt would be nice to have one 
EDI standard, but it would also 
be nice to have the whole world 

Continued on page 64 
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ous software tools for tailoring applica- 

tions to a given manufacturing environ- 

ment, including enablers for process 

application development, a common ap- 
ing tools. 


programming 

Platform vendors also may provide 
device enablers, which allow integrators 
to easily link foreign devices to write 
custom interfaces for each. For example, 
Hewlett-Packard’s Device Interface 
System (DIS) can be used to develop pro- 
tocols, drivers or interfaces for any RS- 
232-supported device to an HP 9000 Se- 
ries 800 computer. With DIS, the user 
can replace one brand of programmable 
controller with another without rewrit- 
ing the application. 

One advantage of existing enablers is 
that they provide a familiar environment 
in which users can develop their applica- 
tions. General Motors is working with Lo- 
tus to develop a version of 1-2-3 for 
Manufacturing Automation Protocol 
(MAP) networks called 1-2-3MAP. Ini- 
tially, 1-2-3MAP users will be able to 
“read” variables from any MAP node — 
programmable controllers, robots or data 
collection devices, for example — into a 
spreadsheet. Likely enhancements in- 
clude a file transfer capability for upload- 
ing and downloading programs. Note that 
1-2-3MAP will provide real-time analy- 
sis, not control, of programmable devices. 


A step toward applications 

MAP’s primary drawback has been the 
lack of applications. So the Lotus products 
mark an important step for MAP from a 
technology to an application focus. 

Regardless of the chosen network, 
however, we are also at the beginning of a 
wave of enabler offerings. The plant- 
floor market has great potential not only 
for Lotus but also for its general-purpose 
PC software competitors. There are sev- 
eral advanced-user companies that have 
courses for hourly plant employees on 
“thow to write your own applications” 
using 1-2-3 or Ashton-Tate’s Dbase. 

As one user said, “It would be great if 
I could obtain all my plant-floor data com- 
ing over the network in a spreadsheet 
form. Every variable would be listed in a 
row and every node on the network in a 
column.” 

The network enabler is another exist- 
ing software tool that should soon make it 
easier for users to mix and match com- 
puters on the factory floor. For example, 
Microsoft’s OS/2 LAN Manager can 
support a host of PCs, workstations and 

ini running different operat- 


reach to the factory floor by adding sup- 
port for real-time database management 
systems as well as of the MAP protocol, 
Manufacturing Message Service. 

The enabler revolution on the factory 
floor has only just begun. But users can 
expect to see plant-floor software com- 
panies such as Intellution and Indelec and 
cell-control vendors such as Allen Brad- 
ley and Motorola Computer X team with 
Lotus, Ashton-Tate and Microsoft to 
further address this market. 





Friscia is president of Advanced Manufacturing 
Research, a Salem, Mass.-based research and con- 
sulting firm. 
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Taking the sting out of the byte 


Connectivity vendors reducing memory glut of LANs for DOS users 





BY PATRICIA KEEFE 
CWSTAFF 





The 640K-byte barrier —- that proverbial 
thorn in the side of many DOS users — is 
rearing its ugly head on the local-area net- 
work. In response, a number of connectiv- 
ity vendors have begun bowing to user 
pressure to shrink their memory over- 
head. 


The memory issue — or rather, the 
lack of sufficient memory — remains an 
inherent weakness of DOS. Stand-alone 
power users hoping to reap the benefits of 


windowing while utilizing a number of 
packages have long lamented DOS’ 
640K-byte limitation. 

These same users linked together in a 
LAN may find their memory constraints 
stretched to the maximum. This is be- 
cause the network applications have to re- 
side in the DOS shell, noted Mark Freund, 
a network consultant at Interconnect 
Consulting Group in Pasadena, Calif. 

Consequently, “by the time you get 
the network operating system and the 
workstation software loaded, you're lim- 
ited in the amount of memory that’s left 


for the application,” complained Robin 
Melrose, a senior system programmer at 
the systems resource management de- 
partment at Wells Fargo Bank in San 
Francisco. 


This creates problems for sites such as 
Wells Fargo that prefer to have emulation 
capability resident on each workstation. 
With so many packages “gone wild with 
memory,” he noted, users may be forced 
to unload some programs where this was 
previously not necessary. 

“They ve gotten used to that. So when 
you give them a new application, and they 
can’t toggle back and forth, they get rath- 
er upset,” Melrose said. 

As a result, memory requirements are 
becoming a purchasing consideration. 
“The LAN operating systems have got to 








‘Towers of babble. ' 


3 


What we have here, communicators, is a failure to 


communicate. 


An electronic cacophony of disparate subnetworks—PBX%, 
LANS, T1’s. All working. Each with its own language and agenda. 


To handle this information m. 


ement nightmare, 


scientists at our NYNEX Science & Techno ogy Center are developing 
the software system of the future. 


Manager of Managers. 
From one powerful workstation, the system provides global 


management, using artificial intelligence to isolate failures and reduce 
subnetwork downtime. 


This is only one of our insights into emerging seppmnetee 


technologies. Whether it’s wide area broadband, spee 


recognition, or 


exciting new probes into expert system computer logic, NYNEX 


scientists are bringing technology to fruition. 
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be cut down in size,” Melrose said, adding 
that both 3Com Corp. and Novell, Inc. are 
doing just that. 

A separate but related issue involves 
sufficient storage and the trade-off be- 
tween slapping in another disk and system 
throughput. This is a particular problem 
for users who build a lot of databases, said 
Clare Fleig, director of research at Inter- 
— Technology Group in Los Altos, 


Cutting back on memory-hogging 
Reducing overhead can be done. “This is 
what leads to RISC, or using fewer in- 
structions to do the same job, on the hard- 
ware side,” Fleig said. Among the strate- 
gies being employed to cut back on the 
memory-hogging are the following: 


@ Utilize optimal compilers. “You can usu- 
ally get at least a 25% to 30% reduction 
by using one of these,” said Darrell 
Miller, general manager of Novell’s Com- 
munications Division. 

e Optimize memory management rou- 
tines. Instead of statically allocating or 
preassigning memory, some workstation 
emulators can dynamically allocate space 
“so you reuse areas of memory as you 
need them,” Miller said. 

Build intelligent cards. Vendors can sit- 
uate diagnostics and the lower level 
networking protocols in hardware rather 
than in memory. This results in having 
the intelligence on the hardware instead 
of having the handshake of protocols oc- 
cur in the software on the computer, said 
Gail James, president of Lanquest Group 


in Santa Clara, Calif. 

The icing on the cake for vendors exe- 
cuting these methods for preserving 
memory is that they should also be able to 
improve performance and throughput in 
terms of the number of packets and mes- 
sages handled across the LAN, James 
said. 


As for users, one coping mechanism is 
to purchase extended memory boards, 
such as those based on the Lotus/Intel/ 
Microsoft (LIM) Expanded Memory 
Specification. “What people are really 
working toward is how to take advantage 
of LIM to let applications, terminal emula- 
tion or portions of the network operating 
system reside up in the non-DOS-accessi- 
ble area above 640K bytes,” James ex- 








plained. 


The NYNEX family of companies and the Science & Technol- 
ogy Center are working together to provide leading edge answers to our 


customers in the areas of advanced computer networks, software, mobile 

communications, local area networks and telecommunication networks. 
To find out why the answer is NYNEX, and how our scientists 
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Users doubt 
BOCs’ intent 


BY ELISABETH HORWITT 
CW STAFF 








Despite regulatory measures such as 
Open Network Architecture (ONA), us- 
ers continue to harbor strong reserva- 
tions about whether the former Bell oper- 
ating companies (BOC) are moving to 
meet their networking needs more effec- 
tively. 

Postdivestiture times have brought “‘a 
great deal more flexibility in terms of so- 
lutions to corporate communications 
problems,” admitted Kenneth Phillips, 
chairman of the Committee of Corporate 
Telecommunications Users and a vice- 
president at Citicorp. The Federal Com- 
munications Commission’s ONA ruling 
has not met its stated goal of ensuring uni- 
formity among the different BOCs’ re- 
gional offerings, Phillips said. 

“‘What’s good for the goose in Nynex 
territory is not necessarily good for the 
gander in US West territory,” he said. 
Various regional carriers are “{unction- 
ing on different marketing plans and prod- 
uct development tracks,” which is a major 
concern to large users who want to en- 
sure that a given service is provided ubiq- 
uitously to all their sites, he added. 


Package deal 

Another objection Phillips voiced focused 
on regional carriers’ tendency to make 
certain crucial services available only as 
portions of a larger service package. “In 
order to buy a pair of tires you have to buy 
the whole car,” he said. 

Phillips also said he perceives a danger 
in the operating companies’ recent strate- 
gy of positioning themselves as gateways 
to a variety of value-added services such 
as electronic mail and database services. 
“This is problematical for large users,” 
particularly those in rural sites who may 
end up paying exorbitant rates for the 
right to use the regional carrier’s local 
connection, he said. 

Edward Hodgson, computing and com- 
munications manager at Westi 
Electric Corp., agreed with Phillips that 
each operating company “‘is going its own 
way in terms of what services to supply 
and how.” ISDN will hopefully bring some 
standardization of the companies’ offer- 
ings — but “with AT&T no longer a 
strong arm to guide things, services like 
ISDN are slow to come,” Hodgson said, 
because rapid conversion to the new tech- 
nology would not be profitable to the 
firms 


On the other hand, AT&T and the op- 
erating companies have emerged from a 
chaotic period right after divestiture and 
are beginning to work together effective- 
ly to provide communications services, 
Hodgson said. 

Dennis Murphy, director of telecom- 
munications at Warner Communications, 
Inc., said he would like to see the compa- 
nies offer more services than they do cur- 
rently — but in areas such as voice mail, 
which are logical product offerings for the 
companies. 

“T also think they have to keep in mind 
that service quality is a key criterion; it 
could be a problem as some try to move 
off into some areas at the expense of dial- 
tone service,” Murphy said. 
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Show focus: Better LAN control 


BY ELISABETH HORWITT 
CW STAFF 


WASHINGTON, D.C. — Prod- 
uct introductions at this week’s 
Communication Networks 89 
conference aim to satisfy users’ 
increasing demand for more reli- 
able and controllable local-area 
networks. 

“The network diagnostics 
market is growing very, very 
quickly,”’ said Doug Gold, man- 
ager of the communications in- 
dustry research program at In- 
ternational Data Corp. in 
Framingham, Mass. “We are 
seeing interest in almost every 
sector of the user community in 
the ability to manage LANs as 
they grow faster and become 
more prolific in business.” All 
major network vendors will 
shortly offer network diagnostic 
tools with ease-of-use features 
for the nontechnica! user, Gold 
predicted. 

Protocol analyzers capture 
and analyze network packets to 
pinpoint the source of network 
bottlenecks, collisions and er- 
rors and to determine whether 
messages sent by a given node 
comply with a particular net- 
work protocol. Comnet ’89 an- 


nouncements in this category in- 
clude the following: 

e Hewlett-Packard Co. will be 
announcing the 4974S MAP 3.0 
Protocol Analyzer, which re- 
portedly addresses all seven lay- 
ers of the MAP Open Systems 
Interconnect protocol stack and 
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over bridges or gateways, the 
HP spokeswoman said. 

e The KAT1000 Protocol Ana- 
lyzer/Emulator from Kampu- 
tech, Inc. is also said to diagnose 
ISDN protocols. The KAT1000 
can grab and display network 
traffic to pinpoint network trou- 
ble spots and traffic 
jams, according to the 
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decodes format bits and bytes 
into higher level messages for 
easier understanding. It will be 
available on an HP Vectra or on a 
card to be installed on an IBM 
Personal Computer AT or com- 
patible. 

HP will also announce plans 
for an Integrated Services Digi- 
tal Network (ISDN) protocol an- 
alyzer that will initially support 
the ISDN Basic Rate Interface 
and, eventually, the Primary 
Rate Interface, an HP spokes- 
woman said. 

HP will also be demonstrating 
protocol analyzers from its re- 
cent acquisition, Eon Systems, 
Inc. Eon’s analyzers enable us- 
ers to monitor different LAN 
segments on a system of net- 
works that are interconnected 
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vice-presi- 
dent, Abroo Shah. It 
can also emulate a network node 
or the network itself, sending or 
receiving protocols to check 
whether a system is sending 
packets correctly, Shah said. 
The system supports LAPB 
of the ANSI X.25 specification as 
well as Q.931, which specifies 
how to set up routing and com- 
munications sessions over an 
ISDN link. The system is also 
said to support bisynchronous, 
Synchronous Data Link Control 
and High-Level Data Link Con- 
trol protocols and will support 
IBM’s Systems Network Archi- 
tecture as well as Signaling Sys- 
tem 7 by the second quarter, 
Shah said. Also in the second 
quarter, Kamputech plans to in- 
troduce a LAN version of the 
product, which will support 
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Transmission Control Protocol/ 
Internet Protocol (TCP/IP). Pri- 
ces range from $3,800 to 
$10,000. 
e Network General Corp. in 
Mountain View, Calif., will be 
showing a new Secure Sniffer se- 
ries, a line of network diagnostic 
models with the ability to send 
output to a removable hard disk. 
This function makes it possible 
to store the disk in a secured fa- 
cility and destroy it once its con- 
tents are obsolete. 

The Series 500RD Sniffer has 
a 40M-byte hard disk on a card 
based on Plus Hardcard from 
Plus Development Corp. The 
PA-500RD includes a Compaq 
Computer Corp. Portable 386 
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ment Corp.’s Local-Area Vax- 
cluster and Local-Area System 
Transport protocols. The result 
will be a Sniffer that will support 
those DEC protocols, different 
versions of which will be offered 
by both companies. Until now, 
the only DEC protocol supported 
by Sniffer was DEC’s Local-Area 
Transport protocol, said Net- 
work General spokeswoman 
Carol D’Esopo. “We have strug- 
gled to reverse-engineer the 
DEC protocols without a lot of 
help from DEC,” she added. 
Micro Technology, a Placen- 
tia, Calif., firm, will incorporate 
Sniffer into its Lanager, an Eth- 
ernet-based protocol analyzer 
that will support DEC’s Decnet, 


E ARE seeing interest in almost every 

sector of the user community in the 

ability to manage LANs as they grow 
faster and become more prolific in business.” 


with a Sniffer add-on interface 
module and analysis software. It 
costs $29,000. 

Last week, Network General 
announced an agreement with 
Micro Technology, Inc. to re- 
verse-engineer Digital Equip- 
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Sun Microsystems, Inc.’s Net- 
work File System, TCP/IP and 
Apple Computer, Inc.’s Apple- 
talk protocols, the company said. 
Available this month, Lanager 
will be priced from $21,000 to 
$25,000. 


Some people claim you 
can't see the future, but 
they're not spending $600 
million a year on R&D. 

We see computers you 
converse with, computers 
capable of independent 
idalelere4a)enere)anlel0ic=1ecmanr-le(one)| 
organic material. 

And we're seeing them 
more clearly every day. 


Get your order in now. 
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Vendors back OSI net management 
protocol, but users pose questions 


BY ELISABETH HORWITT 
CW STAFF 


BERNARDSVILLE, NJ. 
The OSI/Network Management 
Forum has officially adopted a 
protocol that allows different 
network management systems 
to exchange data, and several 
member companies have an- 
nounced plans to support it. 

However, at least one user 
expressed skepticism about ven- 
dors providing standardized inte- 
gration at the functionality level 
that network managers are look- 
ing for. 

Last week, Digital Communi- 
cations Associates, Inc. (DCA) 
and Northern Telecom, Inc. an- 
nounced an agreement to inte- 
grate their respective network 
management systems using the 
forum’s specification, which in- 
cludes CCITT’s Common Man- 
agement Information Services/ 
Protocol (CMIS/P). 

AT&T, which filled in some 
crucial elements of its Unified 
Network Management Archi- 
tecture (UNMA) last week [CW, 
Jan. 30], intends to make its Net- 
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work Management Protocol 
(NMP) fully compliant with the 
forum’s specifications by 1990, 
according to company spokes- 
woman Ruthlynn Newell. 

Such announcements begin to 
address the needs of companies 
that install ‘a T1 network, mo- 
dems, PBXs, stat muxes and 
IBM systems, then buy [a differ- 
ent] network management sys- 
tem for all those,” said David 
Langholff, telecommunications 
planning manager for Mervyn’s 
department stores. “You can 
imagine their quandary.” 


Tying together 

At Langholff’s former job at Pa- 
cific Gas & Electric Co., he 
wrote a specification to inte- 
grate 22 stand-alone systems. “I 
think there are 10 to 12 systems 
here,” he added. 

But the ability to send alerts 
and alarms between systems via 
CMIS/P addresses only one as- 
pect of users’ needs, Langholff 
indicated. “‘Right now, each ven- 
dor has its own host platform. 
What I would really like is for 
only one mini to run all [network 


management] applications,”’ in- 
cluding monitoring, configuring 
and analyzing all networking de- 
vices, he said. 

While some vendors such as 
AT&T are beginning to promise 
such capabilities, Langholff said 
he worries about the lack of in- 
dustry standards to define how 
such functions will be delivered. 

Langholff said that with any 
multivendor network manage- 
ment product, he would ask the 
supplier three seis of questions: 
“First, is it in conformance with 
standards committees address- 
ing that very issue, or are you 
coming out with a standard be- 
fore CCITT? And once a stan- 
dard is there, how will I be able 
to migrate to it? Second, what 
are the differences between 
what I can get through Netview 
and other open architectures 
and yours? Is your philosophy 
similar? And third, what’s the 
cost? Can I buy standard, off-the- 
shelf software that will continue 
to be supported over time? What 
happens if I want to switch my 
AT&T Dataphone II modems for 
Codex modems?” 
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While DCA and Northern Te- 
lecom announced their intention 
to support the forum’s specifica- 
tions, such protocols do not yet 
constitute a full-function system, 
according to Ian Sugarbroad, di- 
rector of Network Technology 
at Northern Telecom. The fo- 
rum’s recently released specifi- 
cation includes the upper appli- 
cation layer of CMIS, CMIP and 
some of the lower layers con- 
tained in Open Systems Inter- 
connect (OSD), he said. 


Ready to travel 
Northern Telecom and DCA will 
be migrating their network man- 
agement systems to the forum 
specification, but company offi- 
cials indicated that the two ven- 
dors will also be working on man- 
agement functions for which 
there are no CCITT standards or 
forum-approved specifications. 
AT&T is in a similar position 
with its NMP, which specifies 
how other vendors can interface 
their network management sys- 
tems with AT&T’s UNMA. 
NMP is “OSI-based in that it 
is a compilation of all standards 
work that’s been done to date in 
terms of network manage- 
ment,” AT&T’s Newell said. 
But AT&T has also announced 
multivendor management capa- 
bilities for which no finalized 
standard exists. 
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— before deciding whether to 
give IBM asecond look. 

The turbo gateway, which 
Stoneman expects to address 
the current lack of certain statis- 
tics, is slated to be delivered to 
users late this month or early 
March. “Novell has really lis- 
tened to us all,”” Stoneman said. 

Novell also plans to deliver a 
less memory-intensive version 
of its terminal emulation soft- 
ware, according to Robin Mel- 
rose, a senior systems program- 
mer at Wells Fargo Bank in San 
Francisco, which helps support 
about 32 3Com Corp. Ethernet 
LANs with 1,000 nodes: ‘“We’ve 
had good luck with Novell’s gate- 
ways.” But the current version 
takes up 175K bytes. “They 
need to get it down to about 
110K,” Melrose said. 

Melrose’s wish for network 
management facilities will be an- 
swered in Phase III, which is 
slated to ship in June. “We'll 
have full IBM Netview interac- 
tion,” Miller said. This is not a 
matter of writing to Net- 
view/PC; Novell will use its own 
LU6.2 PU2.1 code, which Miller 
said will enable its networks to 
become full members of the Net- 
view system. 


Why do we make our 
computers expandable? 

Because you're going to 
keep growing until you need 
that extra capacity. 

With computers like: 


ours behind; 


you miss? 
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speak Esperanto,” he said, 
drawing an analogy to the centu- 
ry-old attempt to encourage use 
of an international language. 

It has been hard enough for 
various industry groups to mi- 
grate to X.12 from their own 
EDI protocols, which were de- 
signed specifically for their par- 
ticular type of business and often 
preceded the ANSI standard, 
Wheatman said. 

However, most industries 
have accepted the need for X.12 
to provide links with other types 
of business — between manufac- 
turers and shipping companies, 
for example. Each industry also 
retains its own EDI subset of in- 
dustry-specific formats, Wheat- 
man said. 


Command 

But now, such companies are un- 
der siege to perform yet another 
migration to an international 
EDI standard, and they may be 
reluctant to do so, Wheatman 
said. Companies with foreign 
trading partners may use X.12 
domestically and EDIFACT with 
their overseas partners, or they 
may rely on third-party services 
to translate between the two 
protocols, he added. 


EDIFACT was formally en- 
dorsed by the U.S. Customs Ser- 
vice, both for the agency’s own 
internal use and in the interests 
of foreign trade, Wheatman said. 

Unfortunately, the agency’s 
endorsement angered ANSI, 
which feels that the Customs 
Service should endorse the ex- 
isting X.12 rather than the unfin- 
ished EDIFACT, he added. 

Currently, EDIFACT “only 
has a few transactions approved 
4 ready for use,” Wheatman 


whe EDIFACT movement is 


also encountering 

Europe. The Tradacoms stan- 
dard is said to be solidly en- 
trenched among the UK’s EDI 
users, who make up 70% of the 
total European EDI installations, 
according to The Yankee Group, 
a Boston-based research firm. 

A catalyst for change in the 
UK may, however, be the Euro- 
pean Community’s (EC) plan to 
abolish economic borders in Eu- 
rope in 1992. 

Currently, UK EDI users deal 
primarily with firms within UK 
boundaries, but the EC plan is fo- 
cusing their attention on inter- 
national trade, both across Eu- 
rope and beyond. 

The EC commission said it be- 
lieves the creation of a single Eu- 
ropean market could be worth 
$250 billion a year, boosting Eu- 
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rope’s gross domestic product 
by 5%. European organizations 
are therefore beginning to view 
EDI as an important tool to help 
them become more effective 
players. 


Noncommittal overseas 
But while they accept EDI as a 
way forward, many are unwilling 
to take standards responsibility 
upon themselves. The majority 
use third-party network suppli- 
ers for transmission of EDI mes- 
sages, and many think the prob- 
lem of standards is one for the 
suppliers to solve. 

One such vendor may be 
IBM, which offers EDI services 
in the U.S., UK, France, Den- 
mark and Italy. IBM’s European 
EDI services support both the 
EDIFACT and Tradacoms stan- 
dards. 

Keith Blacker, systems man- 
ufacturing manager at UK elec- 
tronics firm Lucas Industries 
PLC, says users must take con- 
trol of the standards debate be- 
cause of the commercial imnlica- 
tions of using EDI. Lucas is using 
EDIFACT in a limited way while 
it waits for the standard to be- 
come more widely accepted, 
Blacker said. 

IDG News Service staffers 
Jane Lawrence and Kevan 
Pearson contributed to this re- 
port. 
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Internet committee to reveal 
security standard for E-mail 


BY MITCH BETTS 
CW STAFF 


WASHINGTON, D.C. — The 
Internet Activities Board, which 
runs one of the largest electronic 
mail networks in the world, will 
shortly unveil a security stan- 
dard designed to enhance the 
privacy of Internet E-mail mes- 
sages. 

In essence, Internet users 
will be able to encrypt E-mail 
messages and verify the identity 
of the sender and receiver. 

Developed by the board’s Pri- 
vacy Task Force, the security 
standard combines the Data En- 
cryption Standard for encrypting 
the message; an authentication 
system from RSA Data Security, 
Inc. in Redwood City, Calif.; and 
the CCITT X.509 format for au- 
thentication and security of E- 
mail messages. 

The proposed security stan- 
dard includes an endorsement of 
RSA’s Public Key Cryptosys- 
tem, said Stephen T. Kent, task 
force chairman and chief scien- 
tist at BBN Communications 
Corp. in Cambridge, Mass. 
RSA’s technology will be used 


for key management and authen- 
tication of the public keys used to 
unlock the encrypted E-mail. 

RSA President Jim Bidzos 
said the key authentication ser- 
vice will be available to the Inter- 
net community in the second 
quarter of 1989. Internet users 
will be able to use and test the 
standard within the next six to 
nine months, he said. Other or- 

ganizations using Transmission 
Control Protocol/Internet Pro- 
tocol (TCP/IP) could also adopt 
the Internet security standard, 
Kent added. 

Internet is a group of inter- 
connected TCP/IP data net- 
works serving some 500,000 us- 
ers, including Arpanet and the 
National Science Foundation’s 
NSF net. 

The network received some 
notoriety last November when it 
was invaded by a hacker’s com- 
puter virus [CW, Nov. 7]. How- 
ever, Kent said the forthcoming 
encryption standard is not relat- 
ed to that episode, which ex- 
posed flaws in the Unix operat- 
ing system and the password 
controls for host systems con- 
nected to Internet. 
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EDI council 
launches 
users group 


BY PATRICIA KEEFE 
CW STAFF 


ALEXANDRIA, Va. — TDCC: 
The Electronic Data Inter- 
change Association (EDIA) has 
launched the EDI Council of the 
USA, or EDICUSA, as an open 
forum for EDI users to share in- 
formation and actively address 
mutual concerns. 

EDICUSA is open only to us- 
ers, including people from the 
user side of a vendor organiza- 
tion. A two-tiered dues structure 
has been instituted: EDIA dues 
will automatically include mem- 
bership in EDICUSA. A separate 
fee will be implemented for non- 
EDIA members. 

TDCC:EDIA serves as the 
secretariat of the users group, 
providing administrative sup- 
port and a resource base for 
EDICUSA members. Other- 
wise, the users group will inde- 
pendently pursue the following 
objectives: 

e Promote EDI within the busi- 
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ness environment. 

e Provide education and sources 
for EDI training. 

e Encourage ongoing dialogue 
between users and vendors. 

e Create synergy between and 
among the various standard-set- 
ting groups within the user com- 
munity. 

e Monitor the impact of relevant 
legislation on users, as well as fu- 
ture developments within the in- 
ternational EDI community. 

The group met in December 
and elected the following to its 
board of directors: Vincent J. Ca- 
landra, Union Carbide Corp. 
(chairman); Ed Null, Giant Food 
Stores, Inc. (vice-chairman, 
technical); Lydle P. Simpson, 
Federal Express Corp. (vice- 
chairman, business); and Jerome 
L. Dreyer, EDIA (president and 
chief executive officer). 

Other members include Rob- 
ert T. Crowley, Trans Freight 
Lines; Rachel Foerster, Baxter 
Healthcare Corp.; Kent Jamison, 
Yellow Freight System, Inc.; 
Gene A. Nelson, Dry Storage 
Corp.; and Marvin K. Segar, 
Southern Pacific Transportation 
Co. 


EDICUSA’s board meets 
again in March; the next general 
users group meeting is slated for 
April 11 in New Orleans in tan- 
dem with the ANSI ASC X.12 
EDI Conference and Exposition. 
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NCD fires early-warning shot 


Takes on low-end scientific workstation with its network graphics terminal 


BY PATRICIA KEEFE 
CW STAFF 


MOUNTAIN VIEW, Calif. — 
Network Computing Devices, 
Inc. (NCD) fired an early-warn- 
ing shot at the low-end of the sci- 
entific workstation market with 
last week’s release of a network 
display terminal. 

Industry observers said they 
expect entrants in the network 
display arena to begin peppering 
workstation competitors during 
the next six months toa year. 

NCD’s desktop box is said to 
feature high-resolution graphics, 
an X Window System-based in- 
terface and communications ca- 
pability for $2,500 — about half 
the entry-level price of a typical 
technical workstation. 


In the middle 
Judith Estrin, NCD’s executive 
vice-president, said the NCD16 
is positioned between an ASCII 
terminal and a full-blown Unix or 
Digital Equipment Corp. VMS- 
based workstation. 

The differentiating factor is 
an orientation toward display 
and communications functions at 
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the expense of applications pro- 
cessing, which is handled by the 
host or server such as a DEC 
VAX or Sun Microsystems, Inc. 
workstation. 

Functioning as a graphics 
front end, the NCD16 lets users 
protect and leverage installed 
bases of minicomputers without 
having to make more costly in- 
vestments in workstations and 
personal computers, according 
to Estrin. 

Developed at MIT, X Window 
Version 11 is a de facto window- 
ing standard for networks. The 
technology is in the public do- 
main and is supported by 35 ma- 
jor computer vendors. 


Price-sensitive arena 
Analysts expect what has been 
dubbed the X-terminal market to 
become an extremely price-sen- 
sitive area; early comments from 
users indicate that NCD may 
have to lower its $2,500 sticker 
price. 

In addition to support for the 
X Server, key features of the 
NCD16 include extremely shzrp 
resolution — 1,024 by 1,024 
pixels and 105 dot/in. — and 


concurrent access to multiple 
network resources residing in 
different environments, dis- 
played in separate windows. 

The enabling integrators are 
Unix, Ethernet and Transmis- 
sion Control Protocol/Internet 
Protocol (TCP/IP) support. 

The NCD16 display station 
features a built-in X Window 
server, a graphics coprocessor, a 
bit-mapped graphical interface, 
1M to 4.5M bytes of dynamic 
random-access memory, multi- 
ple sessions to various hosts that 
reportedly can be viewed 
through different windows si- 
multaneously and a large moni- 
tor — in this case, a full 16-in. di- 
agonal monochrome screen. 

The Motorola, Inc. 68000- 
based NCD product also features 
a flicker-free screen and modular 
communications interfaces that 
are said to accommodate differ- 
ent network technologies such 
as thick and thin Ethernet and 
TCP/IP. In addition, it possesses 
the ability to offload communica- 
tions and display processing 
from any host to the display sta- 
tion. Client applications run on 
the host. 
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Who do you want standing beside you when 
something gets wrapped around the axle? 

.~ Acompany that merely sells computers? 
Or one that knows how to use them? 

Bull has guided customers on five continents 
through some of the biggest, most complex 
projects ever undertaken. 

Our people are problem-solvers, not salesmen. 

Our technology is real-world, field-proven, 
and practical. 
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NEW 


PRODUCTS 








Local-area networking 
hardware 


Viteq Corp.’s Benchmark 386/LAN 
and 15A/LAN uninterruptible power 
supply network interface capabilities are 
now available for file servers in both No- 
vell, Inc.’s SFT Level II and Banyan Sys- 
tems Inc.’s Virtual Networking Software 
environments. 

Viteq’s Benchmark UPS reportedly in- 
terfaces with the file server to notify the 
operating system when utility power has 
been interrupted. The operating system 
subsequently initiates an automatic, 


timed shutdown routine and informs re- 
mote stations of the impending shutdown. 
The Benchmark 386/LAN and 15A/LAN 
UPS are priced at $1,945 and $3,445, re- 
spectively. Interface cabling is included. 

Viteq, 10000 Aerospace Road, Lan- 
ham, Md. 20706. 301-731-0400. 


Digital Storage Systems, Inc. has ex- 
panded its line of local- area network back- 
up subsystems for IBM Personal Comput- 
ers and compatibles. 

The 10/ARC (Automated Recovery 
and Control) subsystem can reportedly 
write data to streaming tape without op- 
erator intervention. The product consists 


of a software module that continually re- 
sides in the processor, a buffered control- 
ler add-in board, and tape catalog man- 
agement software that resides on a hard 
disk. 

Pricing ranges from $595 to $2,395, 
depending on configuration. 

Digital Storage Systems, 1234 Sher- 
man Drive, Longmont, Colo. 80501. 800- 
225-3953. 


Network General Corp. has an- 
nounced a protocol analyzer designed for 
next-generation token-ring local-area 
networks, according to the company. 

The Sniffer was developed for 16- 
megabit IEEE 802.5 token-ring LANs 
and is reportedly built around Texas In- 
struments Inc.’s token-ring chip set. The 
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host modules into an existing premises or 
department concentrator. The new host 
modules and transceivers will provide 
10BASE-T unshielded twisted pair compat- 
ibility and the AUI compatibility we offer 
today — while working right alongside the 
current LattisNet host modules in your net- 
works. SynOptics’ upward migration path 
to 1OBASE-T has been built into the 
LattisNet architecture, starting with the 
very first concentrator we ever shipped. 
Don't rely on luck. Rely on LattisNet. 
For more information on 
S' ics’ igration 
path, call toll-free 
(800) USA-8023, Dept. 100. 
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product is targeted as a diagnostic tool for 
developers and will be available in multi- 
ple configurations across the vendor’s 
three product lines. 

Pricing ranges from $12,500 for mod- 
ule versions and $15,750 to $24,000 for 
laptop and portable configurations. 

Network General, 1945A Charleston 
Road, Mountain View, Calif. 94043. 415- 
965-1800. 





Local-area networking 
software 


Micom Communications Corp. has 
announced the Pexchange Network- 
ing Software package, designed to opti- 
mize personal computer usage on the 
company’s Instanet networking systems. 

The product reportedly allows IBM 
Personal Computer and compatible users 
connected to the Instanet systems to 
transfer files and shared printers as well 
as communicate with host computers on 
the network. The menu-driven software 
is priced at $75 per copy and is scheduled 
for delivery this month. 

Quantity discounts and site licenses 
are available. 

Micom, 4100 Los Angeles Ave., Simi 
Valley, Calif. 93063. 805-583-8600. 


Baler Software Corp. has added 
networking capabilities to Version 4.0 
of the Baler Spreadsheet Compiler. 

The latest release will reportedly allow 
developers to install applications on a lo- 
cal-area network as well as lock out rele- 
vant data files and protect them from 
overwriting by other users. The product 
works with any spreadsheet program that 
writes WKS or WK1 files and is priced at 
$495. 

Baler, 2300 N. Barrington Road, Hoff- 
man Estates, Ill. 60195. 800-327-6108. 


Links 


Metaphor Computer Systems, Inc. 
has announced two gateway products de- 
signed to permit Metaphor Data Inter- 
pretation System users to directly access 
databases on Teradata Corp. DBC/1012 
computers and Oracle Corp. databases on 
Digital Equipment Corp. VAX machines. 

According to the vendor, the Tera- 
data Gateway is said to be a combina- 
tion hardware and software product that 
includes a gateway processor, Metaphor 
Communications Software and Host 
Communications Software. It is priced 
from $65,000 to $205,000, depending on 
the number of users. 

The Oracle VAX/VMS Gateway in- 
cludes the same hardware and software 
components, which are tailored for the 
VAX/VMS operating environment. The 
DEC VAX computer is connected directly 
to the Metaphor network via a standard 
Ethernet controller board and drop cable. 
Pricing ranges from $35,000 to $75,000. 

Metaphor Computer, 1965 Charleston 
Road, Mountain View, Calif. 94043. 415- 
961-3600. 





Plexcom, Inc. has announced the avail- 
ability of the 8011 Ethernet fiber-optic 
hub. 

According to the vendor, the 8011 isa 
four-port modular card that connects re- 
mote Ethernet segments and forms a cen- 
tral fiber-optic hub for connection of Eth- 
ernet segments or Plexnet concentra- 
tors. It is priced at $1,695. 

Plexcom, 65 Moreland Road, Simi Val- 
ley, Calif. 93065. 805-522-3333. 
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For the 

new generation, 
a new choice in 
VM systems 
management. 


For a company the size of PepsiCo, 
it takes a lot to keep the sparkle 
in your data processing operations. 
From Pepsi-Cola to Taco Bell, 
growing user demands have made 
strong central systems manage- 
ment essential. 

Fortunately, as the challenge 
has grown, so has PepsiCo’s 
ability to meet it— thanks to 
VM Software and the capabilities 
of VMCENTER 11. 

The results: a new performance 
standard for VM operations. A 
new level of convenience for 
data center staff. And a new ability 
to manage for the long term — 
knowing the short term is under 
control. 


LEARNING THE VALUE 

OF RELIABILITY. 

At one time, the company relied 
extensively on in-house software 
for data center management. 
Saving some money up front. But 
quickly paying the price in flexi- 
bility, reliability, and peace 

of mind. 

Today, more and more opera- 
tions are under VMCENTER 
control. And the results are 
© 1987 VM Software, Inc. 

1-CWX-890206 


VMCENTER II 
Smart Economics. 


apparent in everything from 
backup and tape management to 
system scheduling and accounting. 
Performance and reliability are 
up. Operator errors and adminis- 
trative headaches are down. While 
problem resolution is faster, 
easier, and more accurate than 
ever before. 


VMCENTER II. THE VM 
SYSTEMS MANAGEMENT TOOL 
FOR THE FUTURE. 
This performance is impressive. 
But it’s only the beginning of 
what VMCENTER II can do. From 
comprehensive management 
reports to the automated handling 
of a broad range of everyday 
operations, VMCENTER II does 
more for VM systems management 
than any other product on the 
market. Which is why it’s the one 
essential complement to ail your 
VM systems — from 9370 to 3090 
to whateyer the future may bring. 
VMCENTER II. Standard-bearer 
for Pepsi's new generation. 
Smart solution for today. For more 
information, write or call: 


800-562-7100 
703-264-8000 


VM Software, Inc. 
1800 Alexander Bell Drive 
Reston, Virginia 22091 


The VM Experts 
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No man should have to 
master two servers. 


In fact, no man should 
have to master even one server. 
And with Banyan, you won't 
have to. 

Because Banyan lets 
users communicate directly 
from PC to PC. So you'll never 
encounter a screen like this one. 

Our StreetTalk™ 
naming service 
allows users to 
reach any other per- 
son or resource on 
the network simply 
by knowing its StreetTalk name. 
Not what server it’s attached to. 
Not where it’s located. 

And our VINES™ oper- 
ating system makes every net- 
work transaction utterly 
transparent. Whether it travels 


into the next hemisphere, or 


simply into the next office. 

To find out more, call 
1-800-828-2404 or write Banyan 
Systems, 115 Flanders Road, 1 
Westboro, MA 01581. We'll show 
you how to master your network 





without becoming enslaved to 
aserver. 


Networks for those who thinkbig. ofetinetanociates 
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“Digital helped 
DuPont Fibers 
maintain its 
#1 position in 
a decade of 

rapid change? 





BBO 


“The challenge to keep pace with 
change is a constant. Because technol- 
ogy accelerates change, we must work 
with a technological leader. Our work 
with Digital has proved to be extreme- 
ly rewarding. 

“Faced with global competition, we 
saw the need to rethink our approach 
to market leadership. We wanted total 
integration—from the factory floor to 
the marketplace to financial and admin- 
istrative offices. Digital worked with 
us every step of the way. Together we 
planned, designed, implemented and 
tested. 

“More and more, we have infor- 
mation when and where we need it. 
Our customers tell us they see a great 
improvement in our responsiveness to 
their needs. 

“Working with Digital, sharing 
our goals and visions, gives us an edge. 
We’re staying on the leading edge of 
change, where we want to be.” 

The rewards of working together. 

Digital’s approach to networking 
is the most flexible, cost-effective 
means toward the total integration 
of your workplace. 

Today, with demonstrably supe- 
rior networking, Digital gives you an 
elegantly simple way for your people 
to work together more productively, 
more creatively, more efficiently, more 
competitively. 

To learn more, write to Digital 
Equipment Corporation, 200 Baker 
Avenue, Concord, MA 01742-2190. 
Or call your local Digital sales office. 

A way to work together like 


never before. Digital 
has 
it 


now 
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WHEN THEIR CUSTOMERS DEMANDED 
UNIX SYSTEM V SOLUTIONS, THESE 
INDUSTRY LEADERS CAME TO SCO 


tandards are made, not born. 
The leading UNIX® System on three generations of PCs, SCO™ 
XENIX® System V has revolutionized the way people look at both 
the UNIX System and PCs by revealing the amazing hidden potential 
of these standard hardware platforms. 
In the process, SCO XENIX has become a true standard in UNIX 
System V software. 
And like a true standard, SCO XENIX has opened up entire new 
markets of opportunity that have never before existed for micro- 
processor-based computers. 

eamed with the latest generation of 80386-based 

machines, SCO XENIX 386 allows systems created 
from the widest range of hardware choices to surpass 
the multiuser, multitasking performance of minis 
or even mainframes—at a fraction of the cost. 
SCO XENIX can be found running thousands of 
XENIX- and UNIX System-based vertical applications- 
on powerful business systems supporting 16, 32, 
or even more users. And on graphics workstations 
running advanced engineering and scientific 
applications. 


THE SANTA CRUZ OPERATION 


The UNIX System Software Leader Worldwide 
(800) 626-UNIX (626-8649) - (408) 425-7222 « FAX: (408) 458-4227 + TWX: 910-598-4510 sco sacz + E-MAIL: ...!uunet!sco!info info@sco.COM 


‘The Santa Cruz Operation, inc XENIX 





And, of course, on personal computers, running multiple DOS 
applications concurrently, or networking XENIX and DOS systems 
together. 
loday, more and more end users are demanding the power 
that only UNIX System V software can bring to their standard 
hardware platforms. 
And when leading developers, resellers, and computer manufacturers 
who serve these users want to make sure they're working with 
a partner who's the UNIX System software leader—for now, and 
long into the future of UNIX System standards—they 
come to SCO. 


hey know that SCO will provide them with the 
most comprehensive environment for UNIX System 
applications, technical and marketing support, 
training, and documentation in existence. 
And they know they can trust SCO UNIX System 
software to be the most complete and reliable 
anywhere in the world, because it comes from the 
most complete and reliable UNIX System software 
company in the world. 
The UNIX System software leader —SCO 


See us at UniForum ’89 
Moscone Center, San Francisco, 
Booth #2100 
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The powers that be on the future power in business software. 











may not always see eye to eye, but 

they do have one thing in common: 
the power to spot business trends first. 

And when they talk trends, we listen. 

On customer satisfaction: “Strategic 
products are the key. In software, these are 
products that meet customers’ current and 
future design and development needs. 
According to a recent IDC survey, one com- 
pany is doing a remarkable job in customer 
satisfaction in this area—Cullinet? 
—Tom Willmott 

On potential pitfalls: “Distributed 
processing in a multi-vendor environment 
can result in huge potential problems in 
areas such as user interfaces, design com- 
plexities and the portability of applications. 
Cullinet’s current products address these 
pitfalls, while raising the bar on sophisti- 
cation and integrated functionality across 
platforms” 
—Judith Hamilton 

On the opportunities of tomorrow: 
“Opportunities in the software industry are 
expanding because of a glut of new tech- 
nologies and the inability of old systems 
to work with them. Companies like Cullinet, 
that have invested heavily in products that 
run across multiple platforms, are the 
ones that will grow. 
—Charlotte Walker 

As the demand for integration across 
platforms grows, you can't afford to settle 
for less than the most comprehensive line 
of integrated software products available. 
Cullinet Software. Powerful relational data- 
base management systems, application 
development tools and key applications. 
Integrated across functions and platforms 
without compromising efficiency or flexi- 
bility. Giving you products today you can 
build on. And on. And on. 

Just ask the most powerful people 


in the business. - ® 
Or call, toll-free, 1-800-551-4555. Cullinet 


Cullinet Software, Inc., Marketing Services, 


400 Blue Hill Drive, Westwood, MA 02090-2198. The power to build on. 


Giver analysts and consultants 


Charlotte Walker, VP, County NatWest 
Securities, US.A. 


Judith Hamilton, Partner, Arthur Young 
Thomas Willmoti, Senior VP, 
Technology Services, 


International Data Corporation 
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_ The choice is 

‘Chipcoris complete line of connectivity 
devices will make your Ethernet LAN 

“perform. With full 10 Mbps throughput and 

~ 100% CSMA collision detection. 

Until now, the real world high perform- 
anee, reliability and superior diagnostics of 
Chipcom’s Ethermodem™ family of connec- 

_ tivity products has been available only to 
broadband users. 

Now we bring Chipcom’s commitment 
to Ethernet excellence to the fiber optic user 
as well, with our new ORnet™ active star 
fiber optic system. ORnet is the only family 
of fiber optic couplers and transceivers that 
give you true 10 Mbps performance, standard 
redundancy features, long distance links and 
extensive diagnostic capabilities to let you 
spot faults at a glance. And like all Chipcom 
products, ORnet is fully IEEE compatible. 

At Chipcom, were fully committed to 
total Ethernet connectivity and performance. 

No matter what medium it's running on. 


mar COM 


products. For reliable networks. 


d Waltham, MA02154 
928338 Fax:617-890-6857 


of the Chipcom Corporation. 
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Integration: A mandate 
and a magazine 


elcome to Computerworld 


Focus 


Integration! 


We’re excited about our 
new publication and want you to be, too. 
The editorial information we provide is 
unique in our industry. Each issue will of- 
fer strategic analysis and direction in in- 
tegrating the entire corporate computing 


resource. 


It comes to you in a 
magazine-size format with 
a lively design created by 
national award-winning de- 
signer Ronn Campisi. And 
we think he’s created an- 
other award winner! 

We’ve changed because 
you and the industry are 
changing, with integration 
fast becoming the mandate 
of the ’90s. It is you, the IS 
executive, who is spear- 
heading these changes. In 
fact, our IS respondents in 
Cross Section (page 74) 
unanimously said that inte- 
gration will be “extremely 
important” or “critical” to 
them and their organiza- 
tions during the next few 
years, 

Furthermore, the mass 
of PC users has changed 
into a voracious group of 
corporate consumers who 
are demanding connectiv- 
ity, interoperability and 
open software platforms. 

The IS professional who 
can achieve this technologi- 
cal and organizational feat 


P. CHARLES LADOUCEUR 





°/ntegration’s 
intrepid writers: 
Helen Pike 
(seated), Mark 
Breibart 

(left) and 

Stan Kolodziej 
(right) 


— to cut through the con- 
fusing blur of technologies 
and merge them into an in- 
tegrated, strategic informa- 
tion system — will be a su- 
perstar in the eyes of top 
management. 

Our cover story is about 
just that — the smart inte- 
gration manager (page 18). 
Writers Stan Kolodziej and 
Mark Breibart examine 
how you can move integra- 
tion organizationally, tech- 
nologically and _ politically 
through a company while 
keeping your sanity — and 
your job. 

Writer Helen Pike ap- 
proaches integration from a 
different angle. She covers 
what happens to integrated 
information systems when 
divisions or companies dis- 
integrate through mergers 
or spin-offs (page 42). 

And the above is just a 
sample of what’s packed 
into our premier issue. 

We want to hear what 
you think — your war sto- 
ries, your ideas and your 
thoughts on integration 
(and on Integration, our 
magazine). Write me, Ann 
Dooley, Editor, Computer- 
world Focus on Integration, 
375 Cochituate Road, Box 
9171, Framingham, Mass. 
01701. Or contact me 
through our bulletin board 
number — 508-626-0165. 
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Now you can re-create the main- 
frame editing environment on your own 
IBM PC with SPF/PC, the only PC editor 
functionally equivalent to editing on the 
IBM mainframe with ISPF/PDF, Version 
2, Release 2. 


Files of virtually any size may be 
edited with SPF/PC because it uses all 
extended or expanded memory, or disk 
drive work space. 


Mainframe users will especially ap- ! mtv wan 
preciate SPF/PC’s familiar commands,  gpr/pc’s main menu provides access to the EDIT and BROWSE 
fast PC processing, and micro-to- facilities; utilities for file MOVE, COPY, RENAME, etc.; facilities to 
mainframe file portability. esseun etter pongemns; cov fine IEELP end eanee. 
A few other SPF/PC enhancements: 
* true split screen 
* directory/member lists 
* binary file editing 
* picture strings 
¢ hexadecimal editing 
* 43-line EGA/S0-line VGA support 


SPF/PC runs under DOS on the IBM 
PC, XT, AT, PS/2 and all true compati- 
bles; and in DOS emulation under OS/2. 
Real work in progress on a COBOL file. Native OS/2 support is in development. 


Want proof? Ask us for a free interactive, demonstration diskette. 
SPF/PC™ — so much like the real thing, you’ ll forget you’re editing on a PC. 


Corporation 
1900 Mouniain Boulevard, Oakland, California 94611 Telephone: (415) 339-3530 FAX:(415)339-3883 
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FILL OUR CUPS, 
APPLE 


or Apple Computer, 

Inc., 1988 was going 

to be the year of con- 

necting the Mac to 
corporate networks. But wheth- 
er Or not it got there seems to 
be like the glass that’s half emp- 
ty or half full — a case can be 
made either way. 

The Cupertino, Calif., com- 
pany claims it is “pleased with 
our progress in the business 
market,” pointing to network- 
ing products from it and third- 
party vendors. 

But, adds Peter Friedman, a 
manager in Apple’s Business 
Systems Marketing group, the 
challenge now is to help cus- 
tomers implement these offer- 
ings effectively. 

During the past few years, 
Apple has indeed succeeded in 
redirecting its emphasis from 
schools and government offices 
to corporate America. In 1986, 
just under half of all Macs were 
bought by businesses; by 1988, 
70% were, estimates John 
Wardley, a research analyst 
with International Data Corp. 
in Framingham, Mass. 

Still, compared with the 
number of IBM Personal Com- 
puters and compatibles in large 
companies, Apple has a tiny 
presence. According to Tom 
Young, industry analyst at 
Computer Intelligence, Inc. in 
La Jolla, Calif., the Apple logo 
adorned only 5% of the micros 
in Fortune 1,000 companies. 

Apple’s ability co connect to 
other computers has the same 
“maybe yes, maybe no” flavor. 
In fact, more than half of them, 
53%, were connected to a host 
mainframe or departmental 
mini, Young says. 

But such connectivity “re- 


issues & trends 


ROB SCHUSTER 











quires a little bit of a push,” says 
Robert Soudant, director of 
strategic planning at Nynex 
Materiel Enterprises in New 
York. Though he sees pockets 
of Macs throughout Nynex that 


are often tied into IBM main- 
frames, Soudant says they lack a 
standard connector, so Nynex 
has had to rely on a variety of 
other techniques. He thinks Ap- 
ple needs to provide both a 
packaged technical solution and 
a larger support staff to help 
Fortune 100 companies work 
out their network designs. 

The lack of well-defined, 
available solutions also bedevils 
users who want to connect their 
Macs to local-area networks. 

Whatever the problems, us- 
ers and analysts agree that most 
corporate users are now at least 
willing to consider putting Ap- 
ple machines on their desks. 
Thanks to its ease of use and 
the availability of applications 
software, Apple can claim that 
in some ways, its glass of water 
is clearly filling up. — By Mark 
BREIBART, INTEGRATION STAFF 


THE ANATOMY OF A RUMOR 


Chalk this up to the “Dashed 
Rumors” department. 

Since the Open Software 
Foundation (OSF) announced 
last fall it was licensing IBM’s 
AIX, the company’s Unix-based 
operating systern, rumors have 
been circulating that IBM man- 
aged to pull the wool over the 
eyes of the likes of Digital 
Equipment Corp., Hewlett- 
Packard Co. and other OSF 
members by selling them a bill 
of goods in the form of AIX Re- 
lease 2, an older version of AIX. 

Rumor had it that IBM was 
making a tidy bundle from li- 
censing a moribund version of 
its operating system while it 
continued to work on its newer 
Release 3 of AIX, which report- 
edly contains a much richer set 
of operating features and would 


As with 
most ru- 
mors, they 
aren’t com- 
pletely 
wrong, 
they’re just 
not com- 
pletely 


true. 


run across a variety of its sys- 
tems, including mainframes. In 
other words, Release 3 of AIX 
is where IBM is putting its 
Unix heart and money. 

As with most rumors, they 
aren’t completely wrong, 
they’re just not completely true. 
IBM has indeed shipped AIX 
Release 2 to OSF, according to 
Rusty Carpenter, an IBM press 
liaison. But IBM will also soon 
ship AIX Release 3 to OSF. 

Alex Morrow, OSF’s direc- 
tor of strategic relations, was 
terse: “We will be building 
with AIX Release 3, which is a 
complete reworking of the AIX 
kernel,” he said. ““The OSF op- 
erating system will be based on 
Release 3.” 

Case closed. — By STAN 
KOLODZIEJ, INTEGRATION STAFF 
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CASE HAS NOT DELIVERED 


ON ITS PROMISES 


PRO: Even though CASE 
tools are commercially avail- 
able, hyped in the media and 
heavily marketed, why is it that 
the technology has been imple- 
mented by less than 10% of 
mainframe users in North 
America? (CASE usage is dras- 
tically less among non- 
mainframe users.) Of the few 
shops that are using CASE 
tools, why are more than 80% 
using CASE only on an experi- 
mental basis? We at CASE Re- 
search Corp. discovered these 
Statistics in a research study 
called The Annual CASE Survey: 
1988. 

CASE hasn’t caught on for 
several reasons. A major factor 
is business’ limited ability to 
manage organizational change. 
When a pilot team is selected to 
experiment with a glamorous 
new technology, time sched- 
ules, deadlines and expectations 
generally go out the window. 

Another factor concerns 
what CASE is capable of doing 
vs. market expectations. The 
market is pursuing a goal of im- 
proved productivity, yet CASE, 
for the most part, increases the 
amount of effort expended in 
building a system. In the short 
term, productivity is actually 
decreased. What CASE does is 
increase the quality of the re- 
sulting system. Until the U.S. 
market learns that productivity 
is a by-product of improved 
quality, CASE is bound to bring 
disappointing results. There are 
far too many 
shops _aban- 
doning the use 
of CASE be- 
cause they 
were unaccus- 
tomed to the 
higher level of 
effort required 
during the ear- AGEMENT. 
ly stages of the 
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NOTED 
INTEGRATION OF DP, OA 
AND TELECOM IS THE 
NO. 1 ISSUE FACING MIS 
PROFESSIONALS TODAY, 
ACCORDING TO A SUR- to 
VEY BY THE ASSOCIA- 
TION FOR SYSTEMS MAN- 


application dev elopment life cy- 
cle. They were left waiting for 
code. Quickly, they reverted to 
the old, familiar ways of build- 
ing systems, leaving the CASE 
tool to become another victim 
of the shelfware syndrome. 


CASE tools alleviate the 
drudgery of drawing the graphi- 
cal representations of system 
specs, which is the primary at- 
traction of 
CASE _ tech- 
nology today. 

But there 
are still signif- 
icant hurdles 
overcome 
for CASE to 
become a suc- 
cess. — By 
GREG BOONE 


*Greg Boone 
(top) is president 
of CASE Re- 
search Corp., an 
industry re- 
search concern in 
Bellevue, 

Wash. 

Richard A. 
Carpenter (bot- 
tom) is presi- 
dent and CEO of 
Index Technol- 
ogy Corp., a 
CASE software 
firm in Cam- 
bridge, Mass. 


CON: The promise of CASE 
cannot be oversold. No other 
technology answers today’s 
critical need for a better way to 
develop computer systems. 

Successful users of comput- 
er-aided software engineering 
are not only cutting down on 
bugs and backlogs, but they are 
also building strategic informa- 
tion systems that give them a 
competitive edge in developing 
engineering applications too 
complex to tackle any other 
way. 

True, CASE technology’s 
payback is not immediate, and 
some vendors neither prepare 
customers for the necessary 
CASE implementation period 
nor support them through it. 
Reaping the benefits of CASE 
requires education, training, or- 
ganizational commitment and 
adoption of standards — and 
vendors that can provide com- 
prehensive support. 

The proper implementation 
of CASE is an undertaking that 
in itself delivers far-reaching 
organizational benefits: intro- 
ducing discipline and engineer- 
ing methods to the systems de- 
velopment process; enabling 
integration of CASE offerings 
with existing software tools, 
hardware platforms and devel- 
opment methods; promoting an 
evolutionary adoption of new 
technology; and accommodat- 
ing long-term systems develop- 
ment planning. 

Once the implementation is- 
sues are addressed, computer- 
aided software engineering can 
begin to deliver on its full po- 
tential. 

CASE is a permanent part of 
the solution to the systems de- 
velopment crisis. As CASE ma- 
tures, the industry will be lead 
by vendors that can provide 
flexible technology and imple- 
mentation support. 

Organizations adopting 
CASE must select a vendor 
with a track record in providing 
both. — By RICHARD 
CARPENTER 








CONNECTING FILENET 
IMAGE PROCESSING TO YOUR PCs CAN MAKE 
THEM UP TO 95% MORE PRODUCTIVE. 


The thousands of documents 
arriving daily in your organization 
represent up to 95% of your workload. 
But your PCs can’t handle such 
massive amounts of paper. So the 
paper processing is done manually— 
a highly inefficient and mistake- 
prone system—while your PCs sit 
helplessly by. 

Now FileNet puts the incredible 
power and efficiency of image pro- 
cessing into your PC network for on- 
line paper processing. 


Seamless integration with PCs 
FileNet image processors 
integrate seamlessly into your net- 
work, transforming your PCs into 
image workstations. So now, in 
addition to data and text, your PCs 


can process the other 95% of work 
that has resisted automation. Which 
makes your PCs—and their operators 
—more productive. 


i-aaging your work flow 
FileNet’s rich, open software 
architecture offers benefits far beyond 
mere storage and retrieval. Its 
WorkFlo® family of application soft- 
ware enables you to conveniently 
manage the movement and use of 


information throughout your organiza- 


tion, integrating images with existing 
mainframe and PC applications. 
And as your system grows, File- 
Net can link PCs from various 
departments into networks with 
hundreds of users. 
No wonder organizations like 
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Citicorp, John Hancock and the U.S. 
House of Representatives have 
enabled FileNet to build the largest 
installed base of image processing 
systems in the world. 


Get the facts today 
To find out 
how FileNet can 
make your PCs a ne 
95% more efficient, 
get your free copy of A Strategic 
Perspective on Integrated Image Pro- 
cessing by calling: 
1-800-888-4668, ext. 461. 


Still a generation ahead. 
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STEVE 
LEVINE 
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teve Levine, a 48-year- 
old computer graphics 
designer at Wang Lab- 
oratories, Inc. in Lowell, 
Mass., was walking through his 
company’s R&D facility two 
years ago when he saw col- 
leagues working on an imaging 
system that could convert paper 
documents into electronic files. 
“They were talking about 
digitizing pa- 
per, and I 
thought, exec- 
utives will still 
have to sign 
off on the doc- 
uments,” Le- 
vine remem- 
bers. But how? 

He proposed a software pro- 
gram that would use a light pen 
and a writing tablet instead of a 
keyboard for inputting data. 
And Levine, who has done 
voice research, added a tele- 
phone-like handset for synchro- 
nizing spoken comments. 

Called Freestyle, the package 
is aimed at high-level managers 
who have a fear of PCs, he says. 

“This is for executives 
forced to use a PC,” he ex- 
plains. “They spend a lot of 
their time signing things. It al- 
lows them to use their personal- 
ity to clarify issues.” 

The basic components of the 
Freestyle system are its PC 
software, a tablet and an elec- 
tronic pencil. It runs on the 
Wang PC 200/300 series and 
on IBM PC AT compatibles. 

Could this be the end of In 
and Out boxes, paper clips and 
yellow stick ’em notes? — By 
HELEN PIKE, INTEGRATION STAFF 
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@ CORPORATE ACCOMPLISHMENTS 


INNOVATION PUTS DATAPOINT 
ON THE COMEBACK TRAIL 


Datapoint Corp., the company 
that in 1977 launched the first 
minicomputer network that was 
an early form of distributed 
computing, is angling for a 
comeback by going into pic- 
tures. And by adding a network 
management system. And to- 
ken-ring or Ethernet connec- 
tions. And a separate PC net- 
work. And a push for standards. 
That’s a lot of activity for a 
company that nearly closed its 
doors in San Antonio because of 
an insular, proprietary attitude 
that eventually caused four 
years of red ink. But with eight 
profitable quarters putting meat 
on its bones again, the origina- 
tor of the Attached Resource 
Computer Network, or Arcnet, 
says it is poised for a second 
stab at popularity — and in- 
creased market share — with 
products it calls innovative, in- 
tegrated and inexpensive. 
“Datapoint still has some real 
technical wizards,” observes 
Paul Nelson, a communications 
and networking analyst at Ven- 
ture Development Corp., a re- 
search firm in Natick, Mass. 
“Tt has technology that is not 
so tied to Arcnet,” Nelson adds, 
although leveraging off an in- 
stalled base of more than 1 mil- 
lion Arcnet 
nodes__world- 
wide would not 
be such a bad 
strategy. 
In a recent 
study charting 
the reseller 
market poten- 
tial for the net- 
work, he esti- 
mates _ global 
installations 
will total $275 
million this 
year, up from 
$200 million in 
1988 and $100 


Robert J. Pot- 
ter (below) was 
brought in to 

Datapoint by ar- 
bitrageur Ash- 
er Edelman, who 
bought the firm 
in 1985, to help 
give the com- 

pany’s products 
star quality. 


million in 1987. 

“Datapoint is coming back 
with products that use Arcnet,” 
he says. But it is also coming 
back with innovation that may 
put it “too far ahead of itself.” 

Nelson is referring to the 
Multimedia Information Net- 
work Exchange (MINX). 
MINX uses a network control- 
ler to integrate and transmit 
video, voice and data over the 
same wires. At $5,000, the full- 
motion color video offering is 
considered by Nelson to have 
no competitor in its class. 

Datapoint’s 55-year-old 
President and Chief Executive 
Officer is Robert J. Potter, who 
was brought in by arbitrageur 
Asher Edelman after he bought 
the beleaguered firm in 1985. 
Potter may be the Samuel Gold- 
wyn Datapoint sorely needs to 
put its products back up in 
lights. Most recently group 
vice-president of Northern Te- 
lecom, Inc.’s Integrated Office 
Systems, Potter also has had 
roles at IBM and Xerox Corp. 

“Everybody’s trying to be 
more profitable, more effi- 
cient,” Potter says. “Integration 
leads you, in general, to be more 
profitable.” — By HELEN Pike, 
INTEGRATION STAFF 














Managing your company’s data communications network is no easy task. In fact, 
you've probably spent many late nights figuring out how best to balance your 
equipment needs and your budget. Needs change. Departments expand. 
Technology advances. 


Where do you turn? ERI. We're the leading source of data communications equip- 
ment and have been for over 27 years. And we provide the fastest, most reliable 


delivery in the business. So no matter 
YO what type of equipment you need, we 
; stock it and can deliver it. No waiting. 
me : No doubt. 
# TH Sa ” Our extensive inventory includes top 
: names such as AT&T, and ERI also offers 
5 competitive prices. As a major Value 
Added Reseller, our prices are competi- 
tive on any size order. In addition, we can 
provide flexible leasing plans, rental 
options and maintenance programs. And as always, our highly trained sales and 
technical staffs will personally assist you with anything you order. 
All this makes doing business with ERI quick, easy and worry-free. And that 
means far fewer late nights for you. 





ELECTROREP 


The Equipment You Need, When You Need It. To find out how ERI can save you and your company time and money, call us today. 


CORPORATE HEADQUARTERS ¢ 380 SMITH STREET, FARMINGDALE, NY 11735 @ 516/752-0585 e FAX 516/752-0086 
FIELD OFFICES « CONNECTICUT # NEW JERSEY # MASSACHUSETTS 


= An Authorized Value Added Reseller of AT&T 
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The scrapheap doesn't have to 
be the end of the line for all 
those expensive IBM and ASCII 
terminals. Because Gandalf 
has a way to transform their 
apparent obsolescence into 
new-found productivity. 

It’s called StarPort, an 
option of Gandalf's unique 
STARMASTER"™ Hybrid 
Networking System. StarPort 
turns any desktop terminal into 
a powerful PC, providing access 
to MS-DOS software from 


UNITED STATES CANADA 


UNITED KINGDOM EUROPE 
800-GANDALF 613/723-6500 0925/818484 


anywhere in your network. 
StarPort can connect desktops 
to virtually every computing 
resource in your network, 
centralize control of produc- 
tivity application software and 
permit access to data only as 
needed. And because StarPort 
is menu-driven, it’s extremely 
easy-to-use. But best of all, 
you'll discover StarPort to be 
very cost effective, in both 
short-term applications and 
future system expansion. 





AUSTRALIA FRANCE 


Find out more about 
Gandalf’s StarPort and 
STARMASTER systems by 
calling the office nearest 
you. And keep your current 
equipment headed in a produc- 
tive direction, rather than to 
the scrapheap. 


ganaalr 
Productivity 


Through 
Connectivity 


3120867611 02-4375977 33147600032 
© 1988, Gandalf Technologies, Inc. STARMASTER is a trademark of Gandalf Technologies, Inc 
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CAN THE OPEN TOKEN FOUNDATION 
POPULARIZE NET COMPATIBILITY? 


ry riding a railroad 

that stops at borders 

because the track on 

the other side is of a 
different gauge. That’s what it’s 
like for token-ring users who 
desire to plug non-IBM cards 
into their IBM networks. 

These users saw a glimmer 
of hope last December when a 
consortium of eight token-ring 
manufacturers — led by Madge 
Networks, Ltd., with headquar- 
ters in England, and Santa 
Clara, Calif.-based 3Com Corp. 
— created the Open Token 
Foundation (OTF) to promote 
compatibility and interoperabi- 
lity among their products. 

“T think it’s great,” says 
Cheryl Currid, the manager of 
Coca-Cola Foods Departmental 
Computing Services in Hous- 
ton. “We need standards.” She 
has tried four or five clone to- 
ken-ring cards on her otherwise 
all-IBM network, but none 
worked just right, forcing her 
to stay with Big Blue’s higher 
priced products. 

Despite the need to bring 
clarity into this particular slice 
of multivendor confusion, us- 
ers, analysts and even founda- 
tion members are cautious, or 
downright skeptical, about 
OTF’s chances. Senior analyst 
Nina Burns at Infonetics, Inc., 
in Santa Clara, Calif., for exam- 
ple, says her general take on 
standards groups is that they 
aim mainly to raise the visibility 
of third-party vendors. 

The doubters have econom- 
ics and history on their side. 


IBM dominates the market with 
70% of the installed base of per- 
sonal computer token-ring lo- 
cal-area networks, according to 
Dataquest, Inc. in San Jose, 
Calif. Yet it had not joined the 
foundation at press time, saying 
only that it is considering the 
opportunity. 

Bill Swift, product line man- 
ager of token-ring products at 
3Com and OTF treasurer, ad- 
mits that without IBM’s sup- 
port, “our group will lose some 
of its impact.” Whatever IBM 
does, however, Swift thinks the 
foundation can clear the air for 
multivendor computing envi- 
ronments in which users might 
be looking at competing setups 
like Ethernet. 

But even if IBM signs up, 
some remain cautious. Both 
Currid and Frantz Sainte, man- 
ager of office integration for 
The Chase Manhattan Bank 
N.A. in New York, hope the 

is | company will 
eventually play 
along, but they 
refer to the dis- 
appointing tale 
of how IBM has 
tried to use its 
proprietary Mi- 
cro Channel Ar- 


*Coca-Cola 
Foods’ Currid 
(standing) and 
Craig Gillett, the 
company’s 
manager of 
sales systems, 
planning and in- 
formation 


chitecture to make it difficult to 
clone its Personal System/2. 

Others suspect IBM would 
join simply for good public rela- 
tions. 

One user, who asked not to 
be named, believes that IBM 
wants to appear openly compli- 
ant with token-ring standards. 
But when tying PCs into main- 
frames, he thinks the company’s 
goal is to build systems so com- 
plex, so tightly knit and with so 
many optional and nonstandard 
features that users will be fool- 
ish to buy a third party’s equip- 
ment, which would lack those 
add-ons. 

While claiming that OTF 
isn’t trying to “stifle innova- 
tion” or proprietary features, he 
still hopes the foundation can 
“focus publicity on options that 
work against standards.” For 
users, that is only a slim reed to 
hold on to, but it may be the 
best they’ve got. — By Mark 
BREIBART, INTEGRATION STAFF 


It's a living 
1988 information processing 
salary survey 





INFORMATION CULLED FROM THE ASSO- 
CIATION OF INFORMATION SYSTEMS PRO- 
FESSIONAL'S SURVEY OF 400 COMPANIES 
AND 4,942 EMPLOYEES 
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* Cover story 


smart 


INTEGRATION 
MANAGER 


he executive in charge of an integra- 

tion plan is going to have to play it 

smart. He knows that integration in 

itself is not a panacea. He knows that 
integration must be framed within some 
concept of corporate information flow, a 
flow that will have a direct impact on the 
bottom line of the corporation. 

What does the smart integration manager 
think is the best way to get integration to 
succeed? 

One MIS strategist told Computerworld 
Focus on Integration that the time has come 
to move integration technologies to where 
they matter most: customer service and sup- 
port, away from the traditional accounting 
areas. 





KOLODZIE) is senior editor for Computerworld 
Focus on Integration. 
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Is it Safe? 


North Africa...U.S. paratroopers on the way to their next mission. (Credit: International News Photos) 


Would You Like to 
Know a Way to Make 
Risk-free Decisions 
About Buying 
Mainframe Software? 


IBM is a registered trademark of International Business Machines. 


Buy from On-Line Software—the 

safe buy in mainframe software. 
On-Line Software is ‘‘the 

safe buy”’ because it’s the first and 

only company to offer you a lifetime 

guarantee that the money you spend 

with us today will still be available to 

meet your changing needs tomorrow. 
No more waiting on vendors’ 

promises for the ultimate solution— 

take advantage of today’s technology 

today! IBM’ and others may be address- 

ing the “‘big picture” of tomorrow, but 








The Guarantee. 


Any time your technical or 
business needs change and you 
can no longer use one of our 
products—or even if you just 
decide you don’t want it any- 
more—you can simply send it 
back. We will give you full 
credit for every dollar of your 
original license fee toward any 
other OnLine Software pro- 
duct. All products licensed and 
maintained under our standard 
contracts come with this 
trade-in guarantee. 











our software solves your problems today. 
It’s simple. If tomorrow’s solutions 
make today’s problems obsolete, send 
us back our software and trade it in for 
any other product we offer. And while 
other vendors develop their solutions, 
you will be benefiting from the use 

of ours. 

Let’s say you migrate from IMS 
to DB2. Simply trade in our IMS tools 
for our new DB2 tools. It’s as if you 
could suddenly trade in all your records 
for compact discs! And, of course, you’ll 


have our broad array of software 
products to choose from. 

In fact, only two companies— 
IBM and Computer Associates—offer 
a wider range of IBM mainframe 
software than we do; but neither one 
has our products, nor offers a similar 
guarantee. 

It’s like a lifetime trial. Think 
about it! Any reputable software vendor 
will offer you a 30-day free trial and a 
guarantee that the software will perform 
as expected. But what we are offering 
you is more. Our guarantee is our 
promise to you that our software will 
always be state-of-the-art, and that 
we'll work so hard to please you that 
you'll never have a reason to return an 
On-Line Software product. 

So the next time you are 
evaluating software for your company, 
ask yourself the question, “‘Is it safe?”’ 
We can’t guarantee that technology 
won’t change, but we can guarantee 
you the purchasing power to change 
with technology. And we feel safe in 
making that statement, simply because 
our software is that good! Just think. If 
we didn’t have complete confidence in 
our products, would we make this kind 
of guarantee? 

For “‘the safe buy”’ in software, 
call 1-800-642-0177. In Canada, call 
201-592-0009. 








LA On-Line Software 
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The Safe Buy in Software. 
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Another said an integration plan 
has to be carried forward by a vision- 
ary who can articulate and sell his vi- 
sion. If not, it will die on the vine. 

When asked, one IS executive 
maintained that for integration to 
succeed, user input is essential. 

Still another IS manager said inte- 
gration should mold to the corporate 
form; another said that a heavy hand 
might be needed to bring depart- 
ments in line with organizational 
changes brought on by integration. 

The smart integration manager 
knows that all of them are right. Just 
as there are no two corporations ex- 
actly alike, there is no single way of 
handling an integration plan. 

The smart integration manager 
will look for barriers to integration. 
And barriers may not only be techni- 
cal. One manager at a Connecticut- 
based defense contractor, for exam- 
ple, said he was taken aback by 
resistance toward his plan from his 
colleagues, the same people with 
whom he had worked for years. Inad- 
equate communication of his plan 
had bred resentment and distrust. 


Tell me about it 

Communicating the plan is para- 
mount. And smart integration manag- 
ers must sharpen their sales skills to 
get their plans across. Integration 
means a vision, a concept, and smart 
integration managers are those who 
can communicate their visions. 

They better be ready to communi- 
cate, because their bosses are going 
to be ready to listen, closely. 

Communicating the integration 
plan is a high priority for Carol Mac- 
intosh. The manager of strategic 
mechanization planning at AT&T re- 
gional holding company U.S. West, 
Macintosh is faced with the daunting 
task of integrating the islands of large 
computer systems and applications 
software that have taken root within 
U.S. West operating units North- 
western Bell, Mountain Bell and Pa- 
cific Northwest Bell. And Macintosh 
is the first to admit it won’t be easy. 

The good news is that the three 
operating units have many similar 
software applications developed by 
AT&T; the bad news is the programs 
run on a variety of operating systems 
that can make even the most routine 
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WANTED: BUSINESS-SAVVY STAFF 


DAN COLLINS 
“WE CAN'T BE focused on just Cea 
bits and bytes. We need pronie 
terns vo grow into consultants, 
deal with our clients.” 


nel concern for the next decade is 

that their staffs acquire a stronger business orientation, reports survey 
author Robert Zawacki, of management and organizational 
behavior at the University of Colorado in Colorado Springs. 

Key IS concerns, such as the growth of end-user computing, 
networking across and the increased focus of IS operations 
on the strategic goals of organizations, demand not only technical prow- 
eee ae 
the need for a new skill set for IS 


totypical computer science major for the new breed of IS professional. 
Some seek hires with engineering, finance or 

that imply a broader view of the world than having knowledge of I/O 
buffers may suggest. Others, like 3M’s Hass, have developed internal 
seminars on topics like project leadership and how to make presenta- 
tions. Still others look to MBA 

As for already on staff, some observers like Jim Wetherbe, 
director of the MIS Research Center at the Uni of Minnesota, 
think their days may be numbered if they don’t spend at least 25% of 
their time learning new skills. 

But most IS executives admit they need both analysts with people- 
oriented skills and technicians to manage the architectures and do the 
Sp 1 NO ig oR 2 

The experience of Dunhill Personnel System, Inc., a recruiting firm 
in Carle Place, Long Island, reflects this dual need. While getting re- 
quests for systems ; with the business skill to cost-justify 


dee eiaenes 


And according to Christine Bullen, assistant director of the Center 
for Information Systems Research at MIT’s Sloan School of Manage- 
ment in Cambridge, Mass., trying to find all these qualities in one per- 
son may not be the answer. One solution, she suggests, is to have two 
career ladders, one for IS technicians and one for IS managers, with 
equal rewards and advancement possibilities for both. — By Mark 











TO MOST PROGRAMMERS 
TEST IS A FOUR-LETTER WORD. 


Everyone knows that software testing 
isn't a job that inspires kind words. In fact, 
even the most patient programmers and 
users have been known to spout strings of 
expletives when facing endless testing 


But now you can clean up your act 
(and your testing) with TRAPS? The 
revolutionary PC-based Testing/Recording 
And Playback System that increases testing 
productivity by up to 800%. 

TRAPS automatically detects and 
captures mismatches in data, cursor 
positioning and attribute bytes — without the 
need for coding test scripts. With TRAPS, even 
the smallest discrepancies are identified 
and isolated — before they cause problems 
in production systems. 


TRAPS is a registered trademark of TRAVTECH, Inc. 


TRAPS breaks through the acceptance 
and regression testing barrier. As a 
development and maintenance tool TRAPS 
offers you a host of benefits in terms of 
time savings, quality assurance and 
productivity. 

TRAPS. The Testing/Recording And 
Playback System you can swear by. Not at. 

For more information or a demonstra- 
tion of our completely automated acceptance 
and regression testing tool, call us at 
1-203-277-9595. 


One of The Travelers Companies, 
One Tower Square, 
Hartford, Connecticut 06183 


Circle Reader Service Number 11 








Getting today’s diverse computer systems to communicate with each other 
is one of the toughest operational tasks you may face. 

While others have been talking about the problem, Mitek Systems has developed a range 
of OpenConnect'’ solutions for system connectivity. The Mitek OpenConnect approach 
means your IBM* host can talk back and forth to your VAX, AT&T 3B, HP, IBM PC, 
Apollo, Sun, Tektronix workstations, and just about any other system, including those 
you may need in the future. 

Mitek OpenConnect solutiofs are now in many of the Fortune 500 companies and 
in some of the w@prid’s largest data centers. Let Mitek’s OpenConnect approach help solve 

: your connectivity problems. Call today: 





- (214) 490-4090 
at 
[ae | IN Gs 
Mea SYST! 
Lie YSTEMS 
Ad Corporate Headquarters : 
hee 2033, Chennault Drive * Carrollton, Texas 75006 


214) 490-4090 * FAX: (214) 490-5052 








MR. SMITH GOES TO COLLEGE 


P. CHARLES LADOUCEUR 
MARTY SMITH has had to de- 
fend his project more times than he 
cares to remember. You can hear 
the fatigue in his voice as he talks 
about how he pushed through a $30 
million communications project at 
the University of Massachusetts. 
After spending 2% years build- 
ing an on-campus consensus for the 
digital phone system, his selling job 
had just begun. As chairman of the 
committees for design and imple- 
mentation, Smith was the key figure 
in dealing with the keepers of the 
purse strings — Massachusetts’ 
politicians and its Board of Regents 
of Higher Education. For nine ad- 


ditional months he had to explain to yjmass ALUMNUS Smith ar a politi- 


them what the university wanted to ¢4/ education without taking a class. 
do and why it chose Ericsson Infor- 


mation Systems, Inc. of Richardson, Texas, as the vendor. 

The final system, expected to last 10 to 25 years with upgrades, will 
have a 36,000-line capacity, handle all phone traffic, provide univer- 
sitywide access to all computer systems from any phone jack and in- 
clude the cabling for video transmissions. 

Smith was not surprised at the politics involved. As a UMass alumnus 
who began programming for his alma mater in 1970 and who worked 
his way up to assistant vice-president for information management and 
director of DP, he knew how state universities worked. 

The project also had its internal detractors. UMass has three main 
campuses, each with different needs and each accustomed to controiling 
its own phone systems. When the project started, “People said we had 
two hopes of getting cooperation from everyone: slim and none,” Smith 
recalls. The individual campuses wanted a new system, but not a shared 
system. When the university president mandated a single phone system, 
however, committee members had no choice but to play along. 

_ Getting agreement on all the details, however, was no mean feat. 

“There were meetings where you were ready to pull your hair out, 
meetings where people were ready to walk out,” he remembers. Part of 
the solution was that committee members understood both the needs of 
their particular campus and those of the university as a whole, Smith 
says. 

E-ually important was the decision to keep system features decen- 
tralized, working the needs of each campus into the overall plan. On the 
Worcester, Mass., campus, for example, the UMass Medical Center re- 
quired special backup power arrangements for its emergency room; 
Smith’s group added that requirement to the request for proposal. 

‘The main phone switch and management system will be 
centralized, however, a decision that the individual initially 
resisted because it took control out of their hands. But, Smith says, 
when everyone looked at the technical benefits and the financial savings 
that came with economies of scale, was relatively easy. 

But when all is said and done, the success of the system wili depend 
on acceptance by university employees and students. “In the long run, 
how we educate the users will make or break the system,” Smith says. 
— By Mark BretBarT, INTEGRATION STAFF 











data transfers an arduous task. 

Macintosh strives to get as much 
as possible out of the companies’ ex- 
isting equipment and technology. 
Her long-range plan is to use the 
available tools of Unix and some pro- 
gram interface tools from IBM to 
provide what she calls “a single 
view” of data across all systems. 

The integration plan, Macintosh 
says, has taught her about selling the 
concept to users and management. 
To get her integration point across to 
operating division vice-presidents, 
Macintosh helps design new applica- 
tion prototypes and lets the VPs get 
hands-on experience. 

One hit was Driver, a program 
that gives an audit trail of billing data 
by pulling information across net- 
works and systems, something that 
Macintosh claims was once a logisti- 
cal nightmare. The fact that the VPs 
knew all too well the problems with 
billing made the successful run of the 
Driver prototype crucial. 

Macintosh articulated an integra- 
tion plan and used sales skills to get 
the idea across. She says she was also 
lucky in that she had the go-ahead to 
integrate from her superiors at U.S. 
West before she started the plan. 

“A clear mandate [for integration] 
is needed from above,” agrees Trav 
Waltrip, vice-president of telecom- 
munications at the Travelers Cos. in 
Hartford, Conn. “We got ours from 
our chairman, who told us to deploy 
technology to impact the bottom line. 
From there we gave our lines of busi- 
ness a vision of where we are going 
with integration. Through regular 
presentations, senior management 
knows where we’re going with the 
technology, and there are no sur- 
prises.” The result has been a sophis- 
ticated networking scheme at Travel- 
ers linking over 10,000 workstations, 
many remote, with numerous corpo- 
rate sales and administrative data 
bases. Much of the network has Wal- 
trip’s stamp on it. 

Even that might not be enough in 
itself, though, Waltrip says. Many 
factors can be at play when bringing 
user groups and departments in line 
with integration goals. An organiza- 
tion built along decentralized IS 
lines, for example, can run into de- 
partmental business units that covet 


Computerworld Focus on Integration 25 





control of their data and applications. 

“If information is so scattered 
throughout a company that too many 
people have to buy into integration, 
then you’re going to have to bring 
the departments in line,” Waltrip 
says bluntly. 

Waltrip and Macintosh agree on 
the need for an IS visionary to carry 
integration forward. In fact, a lack of 
leadership can leave an IS department 
rudderless. 

At Browning-Ferris Industries, a 
waste management firm in Houston, 
a proposal for linking PCs and main- 
frames to handle more application 
development on PCs and untie main- 
frame resources has languished due 
to a lack of leadership within IS, says 
Ben Coonfield, senior data base soft- 
ware analyst at the company. 

“The problem is that our visionar- 
ies tend to be in the lower ranks of 
IS,” Coonfield says. “As a result, in- 
tegration plans are moving slowly.” 

One axiom for the smart integra- 
tion manager is to get users involved. 
Waltrip and Macintosh say they fo- 


U.S. 
West's 


)/ Carol 





Macintosh 
says her 
long-range plan is 
to provide ‘‘a sin- 
gle view'' of data 


across all systems. 


cus on key users and make them 
aware of what stages an integration 
project is entering, what it will mean 
for users and how they can help. 
Getting key users to support IS 
plans, in fact, can be invaluable to the 


plans’ success and can act as a mea- 
sure of their day-to-day results. 
Easing some tension between the 
user and IS departments was one of 
Roger Bailey’s first priorities. Bailey, 
a self-described PC power user at 
Nevada Bell in Reno, where he has 
the formal title of PC User Applica- 
tions Analyst, has played a key role 
with IS in moving users over to an 
integrated report-generation system 
built for the company’s human re- 
sources and finance divisions. “Users 
felt MIS was moving too slowly on 
the project,” Bailey says. “I helped 
nudge [MIS] in the right direction.” 
But even the most savvy integra- 
tion manager may find it difficult to 
communicate his integration plan. 
Communicating has taken up a lot 
of Dennis Lockard’s time lately. The 
manager of information resources at 
start-up Corning Asahi Video Prod- 
ucts, Inc. in Corning, N.Y., has a rare 
opportunity. Corning Asahi, a joint 
venture between Corning Glass 
Works and Asahi, a Japanese elec- 
tronics outfit, offers Lockard a clean 
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Complete connectivity. With high- RabbitSTATION DFT provide coaxial 


performance products that connect 
single workstations and LANs into 
today’s networks. And by helping 
companies evolve into SAA enter- 
prise-wide networks. 
PC/Mainframe i 
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RabbitSTATION Coax and 
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access to mainframe data from your 
PC or PS/2 via 3270 emulation. 
RabbitSTATION Remote provides 
remote mainframe access for PCs 
without using costly IBM controllers. 
All use less PC memory and provide 
file transfers up to 50% faster than 


the competition. 

gateway solutions: RabbitGATE II 
gateways enable your NETBIOS 
and Novell IPX LAN workstations to 
simultaneously share mainframe re- 
sources using multiple protocols and 
options at transfer rates up to 64 Kbs 
including SNA, BSC, DFT, and X.25. 








slate: a new office building, new | There is plan yet on how he will sell his big 
communications equipment and wir- integration scheme to upper level 
ing, new computer systems and the | much to management. He has had long discus- 
chance to imprint his IS design on a sions with Corning engineers, whom 
company. say for he classifies as the power base at the 
In a way, that’s the easy part. company. He has attended strategic 
Lockard has more ambitious plans to | , having a CIM seminars sponsored by the So- 
integrate manufacturing data with da- ciety of Manufacturing Engineers, 
tabases residing in the information visionary and he has toyed with simulation 
systems area. A veteran with Corning programs that try and show how 
Glass Works, Lockard says he saw within 1S to car ry plant physical processes can be bro- 
the typical development over the ken down into data flow and inte- 
years of separate computerization grated with the data center. Nothing, 
and data bases within the engineering however, has fallen into place yet as a 
and information systems areas, with . possible presentation that will un- 
little crossover. Two predominantly P® licies, according equivocally show Lockard’ - 
pre antly q y ard’s manag 
different computer environments — ers what he truly wants. 
Digital Equipment Corp. in manufac- to Trav Waltrip of “It’s funny, I can show manage- 
turing, IBM in the data center. Two ment that it’s a trap to build without 
islands of automation. the Travelers Cos. an integration plan,” he explains. “I 
Lockard wants to change that at can tell them, I can show them on pa- 
Corning Asahi. He wants to build in- per and I can show them with simula- 
tegrated databases from the start, a says, toward true computer-integrat- tion programs. But demonstrating the 
scheme that would provide the data ed manufacturing (CIM). true benefits of my integration plan 
center with up-to-date information It will also be a cultural bombshell, — that’s the tough part.” 
straight from engineering and _ he believes, for those at Corning And the most rewarding part, es- 
straight from the shop floor. It will used to doing things the old way. pecially when the benefits of integra- 
be the essential first step, Lockard Lockard admits he doesn’t have a __ tion start rolling in. 
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Existing 3270 device solutions: PLUS 386 products let 386 PCs solutions, talk to the people who have 
RabbitCLUSTER gives your PCs the access IBM mainframe resources them all talking. Call 1-800-RABBITC 
capabilities of an IBM 3274 controller while maintaining your 386 PC’s (outside U.S. 215-647-0440). Or write: 
plus ASCII device connectivity processing power. No matter what Rabbit Software Corporation, 

in one device. At a fraction of the SNA or BSC connectivity application Seven Great Valley e 
cost. And without impacting your host you need—including 3270, RJE, Parkway East, It 
PC’s performance. APPC, SNADS and DIA. Malvern, PA 19355. SOFTWARE 
386 UNIX/XENIX solutions: Rabbit- So if you’re looking for connectivity We've got them all talking” 
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SYSTEMS 


integration 


SURGE 


BY MARK BREIBART 


HEN JOE ARO looks out of his office 

window, he sees more than just a busy 

thoroughfare nestled in the suburban 

greenery of Torrance, Calif. He sees 
business opportunities. 

In a radius of about half a mile, Aro can pick out a 
handful of hospitals and medical clinics that have doc- 
tors and patients in common. In his mind’s eye, this 
marketing director of TRW, Inc.’s Network Division 
pictures streets being dug up, cables laid and the clinics 
and hospitals connected in one large, integrated system. 

Aro’s vision hasn’t yet been fulfilled. Among the ob- 
stacles he faces are legal problems over air rights for 
getting cable from one building to another. But Aro, 
who managed to present his systems integration plan to 
Torrance hospital administrators while a patient for 





BREIBART is a staff writer for Computerworld 
Focus on Integration. 
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WEIGHING STRENGTHS AND WEAKNESSES 


SYSTEMS INTEGRATORS are not all created 
equal. Though most claim to be able to do ev- 
erything, each has its own strengths and liabil- 

ities, depending on its heritage. The well-es- 
tablished systems integrators like EDS and Computer 
Sciences Corp., for example, have long track records 
of managing very large and complex projects in their 
federal government work. 

Integrators’ association with government projects, 
however, may be their Achilles’ heel when dealing 
with IS executives in other industries. Corporations 
want vendors that know about their particular busi- 
ness, and public sector experience is not always trans- 
ferrable to private business. 

Hardware and software vendors with systems inte- 
gration divisions present a different set of issues for IS 
managers: How can they be sure the designed solution 
is best for them and not a way for the vendox to sell 
more of its products? After all, reports Clare Fleig, di- 
rector of research for International Technology 
Group in Los Altos, Calif., IBM’s rule of thumb is that 
“50% of the project should be off-the-shelf IBM hard- 
ware or software; 25% IBM custom-designed prod- 
ucts; and 25% third party.” 

While acknowledging the concern, vendors point 
to alliances with other companies to show their will- 
ingness to provide the best solution, regardless of 
product. 

Still, such assurances are no substitute for an IS 


manager’s setting clear performance criteria that 
the installed system must meet. 

What one IS executive sees as bias, however, 

might be viewed as strength by another. An 

organization already tied to a particular vendor’s 

equipment and software might, in fact, be looking for a 

solution that requires as little revamping of the current 

setup as possible. Furthermore, that vendor might al- 

ready know the ins and outs of the IS executive’s busi- 
ness. 

The weak point of some systems integration ven- 
dors from the hardware and software fields — little 
experience in management consulting — is the ace in 
the hole for the Big Eight accounting firms. These 
companies emphasize their vertical industry knowl- 
edge gained through their auditing and consulting ser- 
vices. They can also claim vendor independence. 

On the other hand, the Big Eight is working to 
overcome the criticism of being weak in implementa- 
tion. 

Arthur Andersen Consulting, for example, has 
beefed up its staff to 15,000 worldwide professionals 
by adding almost 9,000 in the past four years, reports 
John Oltman, the managing partner in the company’s 
Chicago office. It also pours about 20% of its revenue 
back into technical research and development and into 
its Center for Professional Education, which trains 
about 2,000 of Andersen’s executive-level consultants 
2 year. — By Mark BreIBART, INTEGRATION STAFF 











arthroscopic surgery, is undaunted. 
His division, a $30 million affair af- 
ter less than four years of operation, 
is shooting for $250 million in reve- 
nue by the early 1990s. 

TRW’s approach typifies the hus- 
tle and bustle going on in the systems 
integration industry. Old-line ven- 
dors are trying to apply their govern- 
ment experience to commercial cus- 
tomers; hardware, software and 
communications vendors are starting 
up new divisions or reorganizing old 
ones; and Big Eight accounting firms 
and management consulting groups 
are expanding or adding hardware 
and software services and implemen- 
tation to their bag of tricks (see side- 
bars, above and page 33). 

They’re all hungering for a pie 
that analysts say is growing at more 
than 20% a year. According to Inter- 
national Data Corp. (IDC), a market 
research firm in Framingham, Mass., 
revenues for systems integrators are 
expected to increase from $8 billion 
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in 1987 to $22 billion by 1993. 
Systems integration has almost as 
many definitions as practitioners. But 
above all, it means that one company 
is responsible both technically and fi- 
nancially for an entire systems inte- 
gration project, including the work 
of subcontractors. A project, which 
typically costs from $1 million to $10 
million in the commercial sector, 
usually involves tying together multi- 
ple hardware and software systems. 


Large or small? 

For some information system manag- 
ers, talk of systems integration con- 
jures up images of large-scale proj- 
ects such as Electronic Data Systems 
Corp.’s 10-year contract to take over 
and run the DP operations of Hous- 
ton-based Enron Corp., a natural gas 
pipeline operator. 

In reality, while most vendors can 
take a system from the initial plan- 
ning and design stages all the way 
through implementation, final testing 


and even facilities management, most 
customers require only part of those 
services. 

The Cleveland Clinic, for exam- 
ple, hired TRW to put together a 
broadband local-area network to pro- 
vide data and video circuits linking 
the medical facility’s 20 buildings. 
With more than 3,000 workstations 
and terminals and 1,500 TV outlets, 
the network connects patient-related 
computing systems and provides TV 
channels for internal education and 
the clinic’s security system. Original- 
ly hiring TRW only to help design 
and then install the system, the clinic 
has since enlisted the company to 
manage and maintain it as well. 

The current start-up mentality of 
systems integration vendors belies 
that the field is, in many ways, a ma- 
ture industry. Since the early 1950s, 
the federal government, particularly 
the Department of Defense, has been 
hiring prime contractors to manage 
large information systems projects. 
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In the 1980s, that practice has spread 
to other federal agencies and to state 
and local governments. 

In Pennsylvania, for instance, the 
state’s Department of Environmental 
Resources late last year signed a $5.6 
million contract with McDonnell 
Douglas Information Systems Co. in 
St. Louis to computerize its system 
of tracking hazardous waste. The de- 
partment had been looking “by hand 
through boxes of manifests on the 
roof,” says Gregg Robertson, the de- 
partment’s deputy secretary for ad- 
ministration. 

Some industries, too, have long 
looked outside for specialized sys- 
tems. Since 1962, for instance, Con- 
trol Data Corp. in Minneapolis has 
provided electric utilities systems 
that contro! the transmission of elec- 
tricity from a power plant to its sub- 
stations, manage generating capacity 
and take care of outages. 

But while there is nothing revolu- 
tionary about systems integration, 
the increasing acceptance of these 
services by private corporations is 
new. As recently as 1985, these orga- 
nizations spent only $850 million on 
the services of systems integrators, 
according to IDC. Two years later, 
that amount almost doubled to $1.6 
billion; it is expected to grow at a clip 
of 23% per year, hitting $5.4 billion 
by 1993, IDC estimates. 

Both technology and economics 
are behind corporations’ growing in- 
terest in what systems integrators 
have to offer. Organizations have a 
daunting variety of hardware, data- 
bases and software, most of which 
are incompatible. MIS departments 
often don’t have the time, personnel 
skills or resources to integrate these 
systems themselves. 

The same is true for companies 
“putting their information system at 
the forefront of what they are as an 
organization,” points out Karen Ku- 
gel, IDC’s director of systems inte- 
gration services. But, Kugel says, 
“companies aren’t going to all of a 
sudden spend huge amounts” on 
these vendors. She estimates that cor- 
porations allocate about 30 cents of 
each dollar in their information sys- 
tem budgets to major systems inte- 
gration projects. Only about two of 
those pennies go to outside vendors. 
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For the IS executive who wants or 
needs to go outside his company for 
such help, the variety of vendors of- 
fering systems integration services 
makes it difficult to know which 
ones can do the job he requires. In 
his search for the right vendor to 
help build an administrative comput- 
ing system, Paul Steed, director of 
computer services for Los Rios 
Community College District in Sac- 
ramento, Calif., mailed his request 
for proposal (RFP) to 40 systems in- 
tegration organizations. 

Steed also spent 18 months learn- 
ing about their capabilities by visiting 
them and their customer sites before 
writing his RFP and while evaluating 
the bids. In the end, his thorough 
planning paid off. CDC, which sur- 
prised Reed with the best bid, had 
not even been on his initial list. 


Dreams and reality 

Whatever the dream of finding a 
vendor that can bring a systems inte- 
gration project in on time and as 
promised, the reality is often differ- 
ent. Some projects are not only flops, 
they are what Peat, Marwick, Main 
& Co. terms “runaways” — ventures 
that are seriously over budget and be- 
hind schedule. 

In a survey of more than 600 of its 
accounting customers, the Big Eight 
company found that 30% to 35% had 
experienced a runaway project, and 
some had had more than one such fi- 
asco, reports James Willbern, nation- 


al director of the Runaway System 
Management group for the Mont- 
vale, N.J., organization. He cited a 
water utility company that tried to 
combine its separate water and elec- 
tricity billing systems. Expected to 
take 18 months, the project is now 
four years old and still a year away 
from completion. 

Although Peat Marwick’s run- 
aways include projects attempted by 
both in-house and outside vendors, 
the same warning applies — large 
projects run into problems. At 
Wright-Patterson Air Force Base, 
for instance, a key communications 
link proved unreliable as part of a 
CDC-run undertaking to build a 
consistent user interface and front 
end to applications and processors, 
says Raymond Reinhard, division 
chief for the Aeronautics Systems 
Division’s (ASD) scientific systems 
group. To get the problem resolved, 
he says, he “had to apply pressure up 
the chain of command at CDC to a 
vice-president.” 

During his eight years at ASD, 
however, Reinhard has learned a few 
tricks to help contain problems. On 
this CDC venture, he broke down 
his desired system into a series of 
separate items. If CDC didn’t deliver 
an item, “it was clear they were not 
meeting the requirements of the con- 
tract.” 

While the vendor has to keep the 
customer updated, the client has to be 
prepared to devote a similar amount 
of time and resources. McDonnell 
Douglas has pulled out of projects in 
which the customer didn’t have the 
right people involved, says Joe Davis, 
director of commercial custom con- 
tracts at McDonnell Douglas. ““We 
needed more user involvement — 
not just MIS but end users — so we 
got to a mutually agreed stopping 
point and turned it over” to the cus- 
tomer. 

Systems integrator projects, like 
most others, come down to getting 
the right people on the job. When 
Giorgio Sorani wanted help building 
a major order-processing system for 
Lubrizol Corp., an Ohio-based metal 
finishing company, he went to Ar- 
thur Andersen Consulting, a division 
of Arthur Andersen & Co. in Chica- 
go. The IS division head specified 








Wye ba Teme) 


THE FOLLOWING COMPANIES are a rep- 
resentative sample of major systems integration 
players gathered by International Technology 

Group (ITG), a market research firm in Los 

Altos, Calif. They are listed in alphabetical order and 
do not represent any “top 10” in terms of major mar- 
ket presence, revenue or any other criteria. 


Arthur Andersen Consulting 

Chicago 

This company estimates that at least 80% of its sys- 
tems consulting revenue involves some degree of sys- 
tems integration. Its services cover all segments of the 
systems integration market and include computer, 
communications and office systems applications. 
AT&T 

Morristown, N.J. 

AT&T is an active player in both the federal and com- 
mercial systems integration markets. AT&T’s com- 
mercial systems integration, handled on an ad hoc basis 
since 1984, is now coordinated by a new Systems Inte- 
gration Division formed in 1988. In addition, AT&T 
has formed a long-term alliance with EDS for systems 
integration activities. 

Bellsouth Corp. 

Atlanta 

Of all the regional Bell holding companies, Bellsouth 
has been the most aggressive participant in the systems 
integration marketplace, not only in its traditional tele- 
communications niche but also as a strong contender 
in the computer and office sector. 

Boeing Computer Services Co. 

Bellevue, Wash. 

Boeing has around 12,000 employees and an installed 
base of computer equipment worth more than $500 
million. About 40% to 60% of its principal businesses, 
which includes remote processing and value-added 
network services, facilities management, professional 
and customer programming services, sale of turnkey 
systems interfaced to its network systems and soft- 
ware sales, involves systems integration activities. 
Computer Sciences Corp. 

El Segundo, Calif. 

Computer Sciences is one of the largest providers of 
systems integration services to government and com- 
mercial customers. By 1985, it was the 65th largest 
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Department of Defense contractor, with major 
business also reported from NASA, other fed- 
eral and civilian government agencies and 
state and local governments. 
Computer Task Group, Inc. 
Buffalo, N.Y. 
Computer Task Group is one of the industry’s pre- 
mier suppliers of contract programming services. The 
company has over 2,000 systems specialists at 45 
branches and continues to expand both through re- 
cruitment into existing operations and by acquisitions 
of specialist software and systems houses. 
Electronic Data Systems Corp. 
Dallas 
EDS, a wholly-owned subsidiary of General Motors 
Corp. since 1984, is one of the world’s largest systems 
integrators. EDS specializes in systems integration and 
facilities management for customers in federal, state 
and local governments, automotive industry, health 
care field, insurance industry, education and industrial 
electronic publishing. Systems integration and facili- 
ties management activities are handled by a staff of 
44,000. 
IBM 
Armonk, N.Y. 
IBM systems integration operations are in the process 
of a major reorganization. In particular, IBM intends 
to focus on larger dollar volume, higher value-added 
projects. 
Martin Marietta Corp. 
Greenbelt, Md. 
Martin Marietta offers a wide range of systems inte- 
gration services in both specialized and standard sys- 
tems areas to government customers. 
TRW, Inc. Information Networks Division 
Torrance, Calif. 
TRW Information Networks provides intrafacility 
data communications products, installation, support, 
maintenance and integration and consulting services in 
both the commercial and government systems integra- 
tion market segments. Its systems integration services 
are based around the Concept 2000 broadband local- 
area network connecting PCs, minicomputer and 
mainframe processors as well as baseband, broadband 
and hybrid networks.— By Care FLEIG, DiRECTOR OF 
RESEARCH, ITG 








people from the consulting firm with 
whom he had worked on previous 
projects. He had seen cases in which 
“younger people were pushed into 
lead roles,” and he didn’t want to pay 
for their training time. 

Not all projects run into big prob- 
lems, of course, and some don’t even 
need the detailed RFP process that 


many cite as the key to success. Over 
a 10-year period, for example, Mc- 
Donnell Douglas built a system for 
Wisconsin Bell that, among other 
things, computerized the process of 
identifying all the wires needed to 
connect a person’s home phone with 
the central switching facility at the 
phone office. Done in stages, people 


from the two companies just sat 
down together and figured out solu- 
tions as they went along, claims Jim 
Welsh, Wisconsin Bell’s district 
staff manager. 

As long as there are success stories 
like that, the systems integration 
business is likely to continue flour- 
ishing. 
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TEXTRON LYCOMING’S TRIO of integration strategists: Michael Surh (top), Steve Masie (center) and Thomas Gmitter (bottom) 
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tactical 


MANEUVERS 


BY STAN KOLODZIEJ 


be 


t was a commando raid, a guer- 

rilla movement; we had to go 

underground to get what we 
wanted.” 

Fitting words for the director of 
information systems at Textron Ly- 
coming, a manufacturer trailing a 
long pedigree of defense contracts 
and small gas turbine engines be- 
hind it. 

The guerrilla movement Michael 
T. Surh talks about has little to do 
with actual warfare but everything 
to do with strategy. 

Two years ago, Surh attended a 
seminar at the Strategic Computing 
and Communications Institute in 
Cambridge, Mass., and clicked with 
its philosophy of “surround tech- 
nology,” a set of strategies and tools 
enabling companies to construct 





KOLODZIE) is senior editor for Computerworld 
Focus on Integration. 
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When you’re working in an environ- 
ment with a diversity of computers, you 
need to rely on an Ada company that 
can be all things to all platforms. 

That’s why at Alsys, we have a 
validated Ada compiler for every impor- 
tant platform in use today, From the _ 
IBM PC ATand a range of its compati- 





t pla 


bles, to Sun, Apollo, and Hewlett- 
Packard workstations, to the IBM 370 
mainframe. Plus an impressive range of 
= uality cross-compilers for Inte’ 


i80x86 microprocessors and the 680x0 
chip family. 

Alsys Ada compilers are unique 
because of their common user interface 


In the US: Alsys, 1432 Main St., Waltham, MA 02154 Tel: (617) 890-0030. In the UK: Alsys, Partridge House, Newtown Road, Henley-on-Thames, Oxon RG9 1EN Tel: 





sti, “° 
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youstan 


and common tools which allow 6 ora to and superb speed for the most popular platforms, 


be portable across platforms without retraining. _ there's really no debate: validated Ada compilers 
Plus, all Alsys compilers have consistent quality from Alsys are your best choice. 

due to constant update and enhancement which 
ensures you the most advanced, production qual- 


ity compilers available. enh Ky 
when you need Ada compilers that are 
proven leaders in providing reliable performance 


44(491)579090. Elsewhere: Alsys,20 Avenue de Versailles,78170 LaCelle St.Cloud, France Tel: 33(1)3918.12.44. All product names are trademarks of their manufacturers. 
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“we were 


making people 
aware, turn- 
ing them into 


believers.” 


Steve Masie, Tex- 
tron accounting man- 
ager of strategic 
planning andcom- 
puting 


software shells around disparate data- 
bases. Surh also liked the institute’s 
premium on speed and a minimum of 
turmoil for clients. 

Surh felt the time had come for 
such a move at Textron Lycoming. 
Over the years, the Stratford, Conn., 
company had sprouted several data- 
bases residing on different machines 
at different locations and on different 
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operating systems. If Textron was to 
move its information systems into 
the 21st century, the first step was to 
get its data in line, Surh believed. 

Integrating databases was merely a 
preliminary stage; the real benefit 
would come in the creation of critical 
applications that would take advan- 
tage of integration and make Textron 
Lycoming more competitive in a very 
competitive defense industry. 

The test-case application Surh 
slotted was the quality control divi- 
sion’s Engine Log Book set of proce- 
dures, a critical application that was 
giving Textron nothing but trouble. 

Produced manually, the Engine 
Log Book consisted of hard-copy 
data sent to customers that bought a 
Textron engine. Because the engine 
data was collected and passed around 
manually, errors were far from rare. 

“Customers discovered the mis- 
takes using their own computer sys- 
tems. That hurt,” Surh explains. 

When Surh had his application, 
the institute convinced him that a 
working prototype could be ham- 
mered out by Textron staff within 
one work week at an institute work- 
shop. Then came the selling job. 


Collecting favors 

Surh made the rounds to corporate 
vice-presidents and key quality con- 
trol users, including some former 
programmers who over the years had 
been seeded by IS through various 
user departments and who could pro- 
vide important support for the proj- 
ect. The users were keen, seeing the 
potential benefits; it was manage- 
ment, which had to pay for the ex- 
pensive prototyping workshop, that 
was the harder sell. 

A seven-year veteran at Textron, 
Surh cashed in some favors, 
smoothed ruffled feathers and pushed 
the prototype idea through. He even 
brought in a dramatic flourish: At the 
end of the five-day workshop, a num- 
ber of the senior VPs would arrive in 
Cambridge and see a working demo 
of the prototype, Surh promised. 

Eight people — four key users 
from the quality control division and 
four IS employees — locked them- 
selves into an institute room in Cam- 
bridge for five days. For 16 hours a 
day they worked on the prototype. 


“vou can't 
bury [strate- 
gic comput- 
ing applica- 
tions] in the 
inertia of tra- 
ditional com- 
puter service 


groups.” 


Michael Surh, Tex- 
tron's IS director 





When the VPs arrived, the Textron 
people were exhausted but elated: 
They were ready with the prototype 
they had named Telos. 

Telos was the pivot around which 
things at Textron began spinning 
into place. Surh, Steve Masie, ac- 
counting manager of strategic plan- 
ning and computing at Textron, and 
another colleague, Thomas J. Gmit- 
ter, the manager of systems architec- 
ture planning and strategic comput- 
ing, had sold management on the 
concept of a Strategic Computing 
Laboratory. The lab would be the 
place where Textron applications 
could be conceptualized and brought 
to light in relative peace and quiet. 

But where would it be located? 
According to Gmitter, that was not 
an easy question to answer. As it 
turned out, the best fit seemed to be 
the systems architecture area. 

Surh, a student of military strate- 
gy, is blunt about the reason. “Strate- 
gic computing applications are like a 
special branch of services,” he de- 
clares. ““You’re dealing with special 
weapons and tactics. You can’t bury 
that in the inertia of traditional com- 
puter service groups.” 

As plans for the laboratory pro- 
gressed, Surh, Masie and Gmitter 
were pitching the project. 

“We made sure that most of Tex- 
tron’s major directors and VPs got a 
private demo of Telos,” Masie says. 
“We were making people aware, 
turning them into believers. That 
awareness base quickly became a sup- 
port base.” 

Not all were supportive, and not 
all were aware, however. As Masie 
and Gmitter went about laying the 
budget groundwork for the lab, it be- 
came clear to them that some of their 
colleagues in information systems 
were suspicious. 

“Though the three of us were sell- 
ing the prototype concept vigorously 
across the company, we had been too 
secretive with IS,” Gmitter admits. 
“Our colleagues had been briefed 
about what we were doing, but we 
were unaware of the extent of their 
true feelings. They felt threatened 
and grew hostile. There was almost a 
mood of sabotage.” 

Things came to a head at the sys- 
tem review process, a standard three- 


phase battery of tests that the com- 
puter operations group uses to assess 
new computer applications. It wasn’t 
a major technical problem; with some 
tweaking the review could handle 
Telos. The real problem was politi- 
cal: The reviewers, unwilling to ac- 
cept something they did not under- 
stand, balked. 

In hindsight, Gmitter says it was a 
good lesson. He and Masie immedi- 
ately embarked on an aggressive pub- 
lic relations campaign, mending 
fences with IS and making sure their 
co-workers knew more about the aim 
of the project. Their approach was 
one of humility and tact — the sys- 
tem was safe, and they were not go- 
ing to change the world, they as- 
sured. Suspicions were defused. 


Other plans 

The Telos system will finally go into 
full production in April, delayed by 
budget cuts tied to flattened defense 
spending. 

The lab has completed another 
prototype, a system that enables sales 
reps to scan numerous databases for 
inventory and parts data. A third pro- 
totype, nicknamed Trace, is under 
way and is slated initially for Textron 
Lycoming’s tank sales reps in West 
Germany. There are also plans to be- 
gin a prototype application that will 
help reduce excess and obsolete parts 
inventory. 

Meanwhile, Surh, Masie and 
Gmitter field questions from the 
likes of British Airways and Wes- 
tinghouse Electric Corp., big insti- 
tute customers that are planning sim- 
ilar database strategies. 

The lab is only part of Textron 
Lycoming’s IS picture, however. 
Gmitter and Masie are busy with a 
long-range scheme that will tie most 
Textron Lycoming systems architec- 
tures together into a single, coordi- 
nated operation. The Strategic Com- 
puting Lab will provide the tools to 
help do that. 

If there’s one thing that Surh is 
certain of, it’s that the selling will 
never stop. Each application, each 
prototype, has to be sold on its own 
merits and sold hard, he says. That’s 
a fact of life in a company that has a 
full chargeback program; managers 
and users can be tough when they 


“we had 


been too se- 
cretive with 
IS. They felt 
threatened 
and grew hos- 


tile.” 


Thomas Gmitter, 
Textron's manager of 
systems architec- 
ture planning and 
strategic computing 


have to pay for something. 

“Just because we say the magic 
word ‘strategic,’ we don’t get carte 
blanche,” Surh says. “On the other 
hand, we are getting very good at 
selling.” 
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d the worlds 
le PC System. 


It’s so simple: a building 
block approach that makes 
upgrading our new com- 
puters a snap. Literally. It’s 
the PC design for the 80s. 
And the ’90’s. Because it 
protects your PC investment 
against obsolescence. Wyse 
calls it Modular Systems 
Architecture” 

We’ve incorporated all computing 
functions— including the heart of the 
computer, the CPU and its microproces- 
sor—on plug-in boards. So as your 
computing needs grow, you can upgrade 
our general purpose 8 megahertz model 
toa high performance 12.5 megahertz 
286 machine— or even a 16 megahertz 
386. When more powerful microproces- 
sors are available, you'll even be able to 
boost the performance of our top-of-the- 
line WYSEpc 386. 

Introducing SystemWyse™ Our new 
PCs are themselves building blocks. Of 
SystemWyse— a comprehensive system 
for creating solutions. They link effort- 
lessly with our terminals, monitors, and 
expansion boards in applications from 
desktop publishing and engi- 
neering workstations, to ) 
16-station multi-user 


systems. SystemWyse 
uses industry standard 


ll mae tered trademark of Wires Rechoclogy. SystemWyse, W YSEpc 386, and oceer 
are Other 
enix/ Microsoft; IBM, ey erent Business Machines. Screen: Boeing Graph. 


It’s this easy to upgrade the CPU—and boost 
the power —of a SystemWyse PC. 


operating systems, such 
as MS-DOS, OS/2, and 
Xenix. And it’s backed by 
the company that produces 
more terminals than any- 
one but IBM, with over one 
million sold. 
The big idea behind 
SystemWyse, above all, is 
to adapt more readily than 
any other PC system to change. Because 
when survival belongs to the fittest, 
the only true survivors are those who 
remain fittest, longest. Please call 


i formation, 1-800-GET:WYSE 


The WYSEpc eau 


We make it better, or we just don't make it. 


Circle Reader Service Number 16 





OH, 
NO! 
WE’VE 
BEEN 


sold! 


BY HELEN PIKE 


T’S A NIGHTMARE come true: decentralizing data processing 
because of financial divestiture. It took months, no, years, to inte- 
grate different departmental and divisional systems — and with 
the shake of a hand, the signing of a contract, the trading of 
stock, the technical achievements seem null and void. 
Only after debt is accrued and redundancy found in the new par- 
ent’s operations is IS called in to make the King Solomon decision on 
how to carve up DP hardware, software, networks and personnel. 


In New York, a financial dream came true 
for the leveraged buyout (LBO) firm Kohlberg, 
Kravis, Roberts & Co. when it bought RJR Na- 
bisco, Inc. for $24.8 billion, the biggest acquisi- 
tion in U.S. history. But breaking up and selling 
off the sprawling food and tobacco conglomer- 
ate is a nightmare in the making for IS profes- 
sionals in divisions scattered around the coun- 
try. 
Will their DP operations be independent of 
their new parent’s? What kind of networking 





PIKE is a@ senior writer for Computerworld 
Focus on Integration. 
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will there be? Can they hang on to their techni- 
cal staffs? While there are certain to be sleep- 
less nights for some, at least one executive will- 
ing to talk for the record says the task of 
disengaging one IS operation and merging it 
into another might not have to be a nightmare. 
But “it is a complex issue,” admits Dave 
MacPherson, MIS vice-president for Del Mon- 
te Foods, itself a merger of the fruit and vegeta- 
ble operations of Del Monte and Nabisco 
Brands, both separate RJ Reynolds Industries, 
Inc. acquisitions. “How do you transport appli- 
cations? How do you separate data and licenses 
you need? How do you move to an independent 





data center that supports the primary 
business? How much capacity are 
you going to need?” 

MacPherson is an 18-year veteran 
of Nabisco, having worked at four 
different divisions and having 
merged the data operations of Plant- 
ers Peanuts and Life Savers to form 
Planters Life Savers Co.’s informa- 
tion systems. With the likelihood of 
Del Monte being unhooked from 
RJR and merged into other food 
companies controlled by Kohlberg 
Kravis, MacPherson sizes up the 
probability of “dis-integration” from 
a personnel, technical and financial 
standpoint. 

The most complex facet is people, 
he says. Migration of the core techni- 
cal staffs to new data centers should 
be gradual to anticipate the volumes 
of information that will follow to the 
new data sites, he explains. He em- 
phasizes that systems personnel 
should get there ahead of any hard- 
ware. 


There 


are three 


things to 


do when 
faced 
with 
divesti- 
ture: 
plan, 
plan, 


The second complex facet is tech- 
nical. For example, Del Monte has 
used the T1 backbone that is RJR’s 
telecom network for running Del 
Monte data centers and applications 
in Winston-Salem, N.C., Wilkes- 
Barre, Pz., and San Francisco. As Del 
Monte’s business is disengaged from 
RJR’s, “establishing our own net- 
work would be a priority,” Mac- 
Pherson says. 

No less a consideration is the new 
corporate parent’s computing philos- 
ophy. Del Monte is an IBM shop, 
and according to MacPherson, if its 
new owner is not, the San Francisco- 
based company may have to set up an 
independent operation. All of this 
takes money and time, neither of 
which may be there in sufficient sup- 

ly. 
‘ So critical is the time factor that 
MacPherson is planning to ask the 
new owners for enough time to make 
the dis-integration and reintegration 
go as smoothly as possible, although 
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Why give them 
mainframe “power” 
WialslaMcele mers la 

give thema 

real mainframe? 


Presenting Unisys Micro A. 
The mainframe small enough 
to make a big difference. 











Chances are, some of the 
users in your organization 
could use the kind of power, 


versatility and global access 


a mainframe would offer. 

But simulating that kind 
of capability with typical 
department& systems can 
give you a spaghettiware 
solution that creates real 
problems. 

So we created Micro A. 
The first, smallest, least 
expensive mainframe in the 
world that runs the same 
architecture as a broad, 
proven mainframe family. 


This is not a PC: It isa complete mainframe. 
SPECIFICATIONS: |Memory: 12 MB RAM 


Users: up to 16 [Disk Storage: 280 MB-1.4 GB | 


ISY 


Micro A is simply the 
smallest of 16 systems in 
the A Series ranging in size 
up through the A 17 (144 
times more powerful, and 
one of the largest main- 
frames made anywhere). 

With the same 48-bit 
architecture as the rest of 
the family, you'll never 
have to worry about the 
costs and productivity loss 
of software conversion. 

You can easily extend 
your main computing 
system into department 
levels (without asking 





anyone to give up their PC) 
and maintain a centrally 
controlled computing strat- 
egy. You'll simplify network- 
ing and have a single main- 
frame interface to manage. 
See.far-yourself how 
this micro mainframe can 
make a big difference in 
your organization. Call us 
for a free demonstration 
diskette, more information 
or a live demonstration at 
1-800-547-8362. 
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Simple Test 


If you've discovered 
your network should 
contribute more, cost 
less, and be less time con- 
suming, the ComDesign 
Group of N.E.T." has 
some great news for you: 
The SPX" family of prod- 
ucts can help your pres- 
ent data network. Or, 
once you see what the 
SPX can do, you may 
even want to trade up 
your entire network.* 

Wedesigned the SPX 
especially to accommo- 
date different applica- 
tions, speeds, protocols 
or local and remote sites 
intoa single, efficient net- 
work. The SPX comes 
out of the crate ready to 
pass the toughest test of 
all: reality. 

Best of all, our ENA 
Network Manager gives 
you the power, visibility 
and controi to fine-tune 
your network and to 
handle unplanned 
events comfortably. 


1. Does your network 
provide for both wide 
area and local users? 


2. Does your 
network support 
point-to-point, multi- 
point and Ethernet® 
configurations? 


3. Is your network 
able to talk synchro- 
nous when necessary? 


4. Can you easily add 
users, nodes and new 
applications? 


5. Can your network 
recover from a disaster 
on its own? 


6. Does your network 
management maxi- 
mize performance 
and control? 


What your score means: 
If you answered “no” to 


Yes__ 


No__ 


There's an easy way 

~ to find out what our 
| uniqueapproach could 
’ do for your application. 
_ Takea test drive in the 
' kind ofnetwork you 

could build with our 
* SPX/ENA family and 
> see howit handles. 
_ Simply call our hot- 
_ lineandask 


Yes__No__ — foryourcopy|, 


Yes 


Yes__ 
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No__ 


Yes__ No__ 
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CéanDesign Group of NIE-T. right sway and ask for yout Test 
solution. 


Drive Demo of our 
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he adds that “six 
months is a rea- 
sonable prepara- 
tion time for a 
crash basis.” 

Planning is the 
only way to lessen 
the uncertainty 
involved in Del 
Monte’s IS fu- 
ture, he adds. 

It took a hos- 
tile takeover at- 
tempt to show 
Gencorp, Inc. just 
how uncertain the 
future can be. Fi- 
nancial officers of 


RJR Nabisco. 





a ee 


Fred Tillman founds the Oakland Preserving 
Co. and names the company’s products after his 
most prestigious client, the Hotel Del Monte 


on the Monterey peninsula. 


1899. Oakland Preserving becomes part of the 
California Fruit Canners Association, which, by 1916, becomes the 
California Packing Co. 
1967. California Packing changes its name to Del Monte Corp. 

1979. RJ Reynolds Industries, Inc. acquires Del Monte. 

1985. RJ Reynolds buys Nabisco Brands Co. and eventually becomes 


1986. Del Monte and Nabisco Brand’s food operations merge. 
1988. Del Monte Foods becomes a separate subsidiary of RJR Nabisco. 
The New York buy-out firm of Kohlberg Kravis buys RJR Nabisco. 


Linda George, IS 
director, came on 
board to develop 
the DP relation- 
ship between 
Gencorp and its 
newly defined 
subsidiaries. 
“Our philoso- 
phy is to allow the 
[units] to be suffi- 
ciently indepen- 
dent,” George ex- 
plains, which is 
probably = what 
made them such 
an attractive take- 








the publicly trad- 
ed company never dreamed restruc- 
turing its diversified holdings — ra- 
dio and TV stations, a soft-drink 
bottling operation, a plastics plant, an 
aviation business, a rubber and tire 
operation — would spark a hostile 
takeover attempt that would require 
$1.6 billion to remain independent. 
The bid came from General Ac- 


quisition, Inc. in March 1987, two 
years after the restructuring of what 
was originally known as General 
Rubber & Tire Co. had taken place. 

In the reorganization, General 
Rubber, the original parent, became a 
subsidiary of the renamed Gencorp, 
headquartered just outside Akron, 
Ohio, in Fairlawn. It was then that 


over target. 

Of Gencorp’s 
$1.6 billion defense measure, $1.3 
billion represented new debt. With 
the directors’ goal to reduce the latter 
amount to a more manageable $500 
million, Gencorp began selling its 
business units. And therein began the 
dis-integrating of the mainframe- 
based DP operations. 

As the onetime parent, General 








IT LIVES ON DATA. 


WHEN OUR BOX LIVES, YOUR BUSINESS THRIVES. 

The more data the better. While some machines can only handle data bytes ours can handle 
data mouthfuls. What a glutton for information. If it’s facts, numbers or letters, it’s food and it’s 
hungry. It’s open, modular and changes so you don’t have to. 

Introducing ‘The Box”’ from Computer Communications, Inc. You can feed it at Interface 
Plus ’89, Booth #932 and #936, March 13-l6th, N. Y.’s Jacob Javits Center. Technology and service 
is our dessert. Call Toll Free 800-421-1178 outside CA. Inside CA call 213-320-9101. 
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Rubber & Tire 
still had the cor- 
porate data cen- 
ter, which was 
running off an 
IBM 3090. When 
General Rubber 
became the first 
subsidiary to be 
sold to reduce 
Gencorp’s debt, 
the 3090 was in- 
cluded in the sale. 

George uncov- 
ered the fact that 
the 3090 was be- 
ing used only 30% 
of the time to per- 
form corporate 


products. 





William F. O’Neil and Winfred E. Fouse es- 
‘4 tablish General Tire and Rubber Co., an out- 
growth of Western Tire and Rubber Co., 
which is a Kansas City concern operated by the 


partners in Akron, Ohio. 


1942. General Tire diversifies, buying General Teleradio, the Yankee 
Network of New England. 
1943. Diversifies into the aerospace business, buying an interest in the 
Aerojet Engineering Corp. In 1945 it bought a controlling interest. 

1955. General Tire buys RKO Pictures. Still later, it buys a soft-drink- 
ing bottling operation. 
1960. The company expands its tire and rubber business with a subsid- 
iary called Diversitech General, which makes automotive and polymer 


1985. General Tire rearranges its lines of reporting into Gencorp, Inc. 


hardware for the 
subsidiaries, 
George says. 

The reality of 
divestiture and 
dis-integrating an 
integrated system 
doesn’t have to be 
a nightmare. Suc- 
cessful dis-inte- 
gration stories 
usually come 
from IS execu- 
tives who were 
included in finan- 
cial negotiations 
from the start. 

Ron Cipolla, 
corporate MIS di- 








DP functions. She 
concluded that a mainframe replace- 
ment wasn’t practical. 

Good-bye mainframe. Hello mini- 
computer. 

Gencorp went out and bought VS 
minis from Wang Laboratories, Inc., 
as well as IBM Personal Computer 
AT compatibles and some Compaq 


Computer Corp. Compaq 386s. 
Used in Fairlawn, the Wang VS sys- 
tem does some DP, some decision 
support and some office functions. 
In keeping with Gencorp’s re- 
structuring policy, corporate IS 
maintains control of R&D and stan- 
dards and does the bulk buying of 


rector for The 
Kendall Co., a diversified hospital 
supply company in Boston, down- 
plays his pragmatism, choosing to de- 
scribe himself as a dreamer. But the 
success he has had decentralizing 
Kendall’s DP operations from one- 
time corporate parent Colgate Palm- 
olive Co. was not created in the 
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Laserjet 
Power 


Nw you can create great looking Laserjet 
documents directly from your mainframe 
with the NEWPORT/Coax printer adapter. 
Merge on-line text, graphics, fonts and letter- 
head to give your reports and printouts the 
professional appearance they deserve. 

NEWPORT fits right into the optional I/O 
slot in the LaserJet II or IID printer. Simply 
attach a standard 3270 Type A coax and press 
the “Optional I/O” button. You're ready to 
print directly from your mainframe. The serial 
and parallel ports of the printer are left avail- 
able for connection to personal computers 
and other devices. 


NEWPORT was co-developed with Hewlett- 
Packard to ensure maximum compatibility. 
In addition to 3287 emulation, the NEWPORT- 
LaserJet combination gives you features you 
can't get from a 3287 printer. 


NEWPORT is completely host configurable 
and compatible with your IBM supplied host 
software. Graphics are available through 
GDDM, user-developed programs, and a 
variety of third party host application soft- 
ware including TELLAGRAF, MD-LASER, 
MD-GRAFTEXT and SAS/Graph. 


For Your Evaluation Unit 


Call 1-800-633-9299 


During Business Hours, 8-5 CST 


Andrew will provide a NEWPORT to quali- 
fied buyers for a 30 day evaluation. At the 
end of the evaluation period, you may pur- 
chase the for $895, or return the 
unit at no charge. 


4 





NEWPORT was designed and manufactured 
by Local Data. With more than a decade of 
experience with IBM interfaces and proto- 
cols, Local Data is now an Andrew Company 
dedicated to providing leading edge commu- 
hications technology. 


oo ANDREW 


Network Products 
Midwest Operations Center, CWF-NEWPORT 
4650 N. Port Washington Rd., Milwaukee, WI 53212 
© 1989 Andrew Corporation 0191-8906 
LaserJet is a registered trademark of Hewlett-Packard Co. 
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For more data 
call the AT&T FutureLine: 
L800-638-7978 


Yes, I want to know more about AT&T's plans to 
evolve the public switched network. 


Name Telephone 





Title Company 
Address 
City. State 











Please send me more information on: 
—— Universal Information Services 


—— ISDN applications highlights 
AT&T Network Systems’ products that can accommodate ISDN 
today and help me evolve my network to Universal Information 
Services: 
—— SESS® digital switch 
—— Universal Operations Systems for network management 
—— Flexible transmission systems: 
—— Digital Access and Cross Connect System II 
—— SLC® Series 5 Digital Loop Carrier 
—— FT Series G Lightwave System 
Mail to: 
AT&T Network Systems 
P.O. Box 1278, Room 226 
Morristown, N J. 07960-1278 


© 1988 AT&T 





clouds. It was grounded in the reality 
of an LBO by Kendall’s management. 
The deal was completed in Novem- 
ber 1988 for $960 million. 


The classic confrontation 
Decentralizing Kendall’s DP opera- 
tions from Colgate and into six oper- 
ating units took the help of Jeff 
Witzburg, technical planning direc- 
tor, as well as MIS staff and users 
from each division. In the decentral- 
ization, Cipolla saw the opportunity 
to get away from the classic confron- 
tation that exists between users and 
IS. 

After all, “Why should MIS stand 
between the information and the us- 
ers?” asks Cipolla, who has been in 
IS for 22 years. 

Cipolla told managers and users 
who attended planning sessions for 
setting up Kendall’s IS operation in- 
dependent from Colgate: “You can 
do anything that’s good for your [in- 
dividual] business, but here are 
guidelines to protect the company.” 

Cipolla regarded the LBO as the 
golden opportunity to get rid of 
“vintage” IBM systems, such as 
3084s and 4381s, and acquire as close 
to state-of-the-art equipment as pos- 
sible — in this case, IBM AS/400s. 
He decided to go the route of distrib- 
uted processing afforded by the 
AS/400 “because decentralization 
and distribution make things simpler. 

“Tt isn’t true with every business, 
but at Kendall it became evident that 
to break up complex problems and 
solve them on a smaller scale was eas- 
ier than trying to get your arms 
around a mega problem,” Cipolla 
says. 


Ties that bind 

When it came time to unhook from 
Colgate Palmolive’s local-area net- 
work, Kendall went the route of a hi- 
erarchical network of leased lines 
from AT&T for connecting its 20 
domestic locations. The network is 
controlled by an AS/400 in Boston 
headquarters. But already Cipolla and 
IBM are at work on a LAN manage- 
ment service that will alleviate Ken- 
dall from having to maintain its own 
network. He sums up his application 
and LAN approach as “leave it to the 
experts.” 


P. CHARLES LADOUCEUR 





KENDALL’S RON CIPOLLA wants to get away from IS-user confrontations. ‘Why 
should MIS stand between information and users? he asks. 





other health-care related products. 


agement LBO. 





The Kendall Co. was founded by Henry P. 

Kendall, who bought a small cotton mill in 

= Walpole, Mass. Over time he acquired more 

cotton mills, which, for the most part, were lo- 

cated in southern states. By World War I, the 

company was making surgical dressings and, thereafter, diversified into 


1972. Colgate-Palmolive buys Kendall. 
1988. Kendall again becomes an independent company through a man- 








Buying state-of-the-art equipment 
to do distributed processing served a 
second, equally important purpose. It 
helped keep and motivate bright, 
technical people — the program- 
mers, analysts and systems program- 
mers the company needed to make 


decentralization _ possible, 
says. 

“In a buyout or a divestiture, the 
best people are the most marketable,” 
he says, referring to the shopping 
around of resumes that sometimes 
starts as soon Wall Street rumors get 
a head of steam. 

“People always worry about the 
bloodletting that will occur after- 
wards, but they don’t realize that it’s 
actually taking place before the ac- 
quisition,” he adds. 

To help keep his best people, Ci- 
polla says he took his cue from Ken- 
dall President Dale Sherratt, who Ci- 


Cipolla 


polla says instilled company 
employees with an entrepreneurial 
spirit. “He hit the magic button, tell- 
ing employees, ‘We want you to be 
entrepreneurs and run your own 
businesses and control your own in- 
formation technology resources,’” 
Cipolla says. 

The strategy paid off with a mini- 
mum of drain from Kendall’s techni- 
cal talent pool, he adds. 

Given that mega acquisitions and 
spin-offs will continue, technical di- 
vestiture is more of a probability that 
a possibility for many companies. 
Without a contingency plan that 
takes into account key technical per- 
sonnel, equipment and finances, de- 
centralizing DP operations could 
turn into a nightmare. With a well- 
thought-out plan, however, IS execu- 
tive can dream of success instead of 
living through a nightmare. 
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McDonald's faced a challenge. They were spending 
too much time and resources maintaining 21 different 
communications networks, rather than on what they 
do best: selling hamburgers. 

And McDonald’ is growing at the rate of one new 
restaurant every 17 hours. 

As Bonnie Kos, McDonald's VP for facilities and sys- 
{ tems, put it, “We had to adapt a single approach to all 

: our communications that not only got rid of all our 
network spaghetti, but allowed us easy connectivity 


ot a and communications between computers that use 
s Sits different protocols” 
. . 23. 24 


5 Sra The approach they chose was ISDN. 
" a4 Ameritech’s Illinois Bell, in conjunction with AT&T 
‘Ss Network Systems, and using a 5ESS® switch, used 
oe aoe See) ae ISDN to allow McDonald's to migrate to a single, 
* 1 integrated, all-digital network. 
Hf So now, McDonald’ sends integrated voice and data 
el iy over an ordinary telephone line. Turning every work 
«i? station into an information center, while minimizing 
bits costs and gaining greater network control. 












But, the advantages of ISDN go beyond simplifying 
and connecting McDonald's com- 


“ISDN willalow usto nee 
el > any to access more current market 
get rid of our network a niesten oemae 


mG ‘ tions, streamline inventory control 
=) 9) yaghe a 1 and ‘ee see nt Ve and reduce administration work- 
loads. All this means more time to 
On Se | li nn = yh: Tableyel C Se tS. spend one-on-one with the most 
important part of McDonald’ busi- 
ness—the customer. 3 
Even now, McDonalds is using such advanced ISDN 
features as calling number identification, electronic 
directory, and high-speed, high-quality facsimile trans- 
mission without dedicated lines. 
As Bonnie Kos summed it up, “ISDN is letting us do 
a lot more with a lot less.” 


The Future's on the Line. 


At AT&T, we believe that's where the future lies for 
every company—doing more with less. ISDN helps 
accomplish that today and helps pave the path to a 
larger vision: Universal Information Services—a world 
of services available on demand. 
© 1988 AT&T 
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The right choice. 


ON 


BY ANN DOOLEY 


ONG THE object of 

jokes, Unix has strug- 

gled for years to gain 

respectability as well 

as market share. It may be on its 
way to achieving both. 

Two or three years ago, the 


word Unix would have elicited a 
universal yawn — or a laugh. But say the word 
Unix today, and you'll set a lot of people seri- 
ously thinking. 

The Unix battle is being waged with tech- 
nology, standards and politics. Some maintain 
that the three major operating systems of the 
future will be DOS, OS/2 and Unix. Others 
say Unix isn’t even in the running. In any case, 
for an operating system that’s been around for a 
while, Unix is generating a lot of excitement 
and activity in the marketplace. 

But where do corporate users fit in to all this 
activity? Is the growth of Unix real or merely 
marketing hype? 

Computerworld Focus on Integration went 
directly to the source. Last December, we sur- 
veyed 211 top MIS executives in large compa- 
nies who already had Unix, Digital Equipment 





DOooLey is the editor of Computerworld Focus 
on Integration. 
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Corp.’s Ultrix or Microsoft Corp.’s Xenix in 
their shops. We wanted to find out how com- 
mitted they were to Unix by looking at their 
future purchasing plans and what the barriers 
were to increased usage. We also asked them 
about their networked Unix systems, what 
communications links they were using and and 
for what applications they chose Unix. 

Almost two-thirds of the executives sur- 
veyed said they “completely agree” or “agree” 
that Unix will play an increasingly important 
role in their future computing strategies. Near- 
ly 70% said they plan to add more Unix or 
Unix-based systems; 67% of that group report- 
ed they are planning to make such purchases 
within the next six months; and another 16% 
said they will add Unix within a year. 

This buying trend among the survey respon- 
dents tallies with predictions that the market- 
place for Unix products is expected to grow at 
a compound annual rate of 25% to become a 
$21 billion market by 1992, according to Inter- 
national Data Corp. (IDC). These numbers can 
be compared with an expected 10% annual 
growth rate for the computer industry overall 
during the same period, the Framingham, 
Mass.-based research firm projects. 

On the other hand, don’t expect Unix to 
take over the world of computing. Although 
predicted to represent nearly 20% of all world- 
wide systems revenue by 1992, Unix-based 
hardware will account for only 5% of all com- 
puters shipped worldwide by that year. 





But survey respondents in follow-up tele- 
phone interviews agreed that Unix is increas- 
ing in popularity among users. For example, 
while end users have traditionally not had much 
contact with Unix, our respondents indicated 
that in their companies, 30% of the end users 
were on Unix-based systems. 

They said the reasons for Unix’s growing 
popularity range from its portability and cost- 
effectiveness to the proven success of the sys- 
tem in other organizations. 

Gregory Seibert, director of computer re- 
sources at Kent State University in Ohio, main- 
tained that Unix has been slow to catch on be- 
cause users are just now exploring the benefits 
of multiuser systems. “Technology has 
marched on so that the time is right for mul- 
tiuser systems. Unix is the operating system 
that can exploit that; it has so much to offer,” 
he explains. “Multiuser systems are certainly 
more cost-effective than having PCs strung all 
over and networked together,” he adds. 

Interestingly, many of those interviewed 
said they had little choice in selecting Unix as 
their operating system. Several noted that the 
software best suited for their specific needs 
was Unix-based and that was how they ended 
up with the system. Sydney Johnson, vice-pres- 
ident of systems at Louis Harris & Associates 
in New York, explained that the application 
software his organization wanted was only 
available on Unix, and so he “had no choice in 
the matter.” The company, which offers survey 


HAL MAYFORTH 


services, is currently using Unix for a wide 
range of applications, including the telephone 
interviewing process, analysis and statistical re- 
ports, mail and graphics. Referring to Unix as 
“a very old beastie,” Johnson nonetheless said 
it was doing the job the firm needs. 

It was not a specific software choice that 
brought Unix into William Kuss’ shop at the 
Nashville District of the Internal Revenue Ser- 
vice. Kuss, the chief of the Information Sys- 
tems Division at the organization, was told 
what to implement by headquarters, which had 
awarded a systems contract to the lowest bidder 
— a Unix vendor. Generally satisfied with 
Unix, Kuss notes that “the system is living up 
to what was advertised.” However, although 
performance is not a problem, Kuss has had dif- 
ficulty with upgrades and maintenance, areas 
that he said were also awarded to the lowest 
bidder. 

IS executives considered Unix’s advantages 
and disadvantages carefully in deciding which 
operating environment to implement. 

On the positive side, Fran Healey, DP direc- 
tor for the town of Arlington, Mass., said he 
particularly liked Unix for its portability, com- 
menting that “it doesn’t lock us into any one 
vendor, and I think that’s of key importance.” 
The benefit, according to Healey, is that his 
operation doesn’t have to throw any software 
away as they upgrade or make changes. 

IDC research also lists among Unix’s good 
points its promise of applications portability as 
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' a 7 For Georgia-Pacific’s corrugated box plants 
4 around the country, a Data General computer 
network is the communications lifeline. 


Nothing contributes more to the success of a 
geographically dispersed operation than good communi- 
cations and networking. 

For Georgia-Pacific’s Packaging Division, the key role 
is played by a network of Data General systems spread 
out over 30 plants and corporate headquarters in Atlanta. 
In addition to handling the constant flow of initial entry, 
cost estimates and scheduling for the plants’ orders, the 
network enables any of the more than 1000 employees on 
it to instantly and directly communicate. Whether they’re 
—_ in the same plant, one across the country, or in corporate 

— headquarters in Atlanta. And employees who travel exten- 
ee eS : sively can access their own systems from any location. 
& Ee “Data General takes care of all our computing and 









ore networking needs? says Packaging Division Vice Presi- 
DYeipe. erates] ey dent Douglas A. Thom. “Their CEO® office automation is 
ae excellent. Their products are based on communications 
e », :peieanas standards like SNA and X.400, so our Data General net- 
of Maia slate st “ih ef 1 gle ie work also ties into our various IBM® systems, and to a 
& a 2 Digital VAX® network in another division. And our 
wee ; Data General network is easily maintained by a small 


oe 3 group at headquarters; we've found we don't really need 
elite ete “ee ae support people in the field” 


4 e To find _ how - Data corr difference in 
communications — eee serene neater, weds Ge 
<a bot . 7 call 416-823-7830. 
pability. 
qd» Data General 


Douglas:A. Thom, Vice President 4 3400 Computer Drive, Dept. ADV/GP Westboro, MA 01580 
Packaging Division, Georgia-Pacific 
Name ee a a 
Company —__ —Phone 
Address 


CALL 1-800-DATAGEN _ 


Circle Reader Service Number 21 


well as its strengths in software de- 
velopment. 

Peter Demisay, MIS director at 
Clove Lakes Nursing Home in Staten 
Island, N.Y., agrees with IDC’s as- 
sessment. He espouses Unix’s flexi- 
bility, calling the system the “ideal 
development platform.” Demisay is 
developing nursing home accounting 
packages on his system. 

The IS executives answering the 
survey noted that the biggest barrier 
to increasing Unix usage is the lack 
of trained technical expertise (33%). 
They also cited lack of compatibility 
(27%) and lack of appplication soft- 
ware (25%). Nearly 18% cited its dif- 
ficulty of use. More than 27%, how- 
ever, felt there were no barriers. 

IDC cites the the lack of proven 
commercial and application software 
performance and the standards con- 
fusion as working against Unix. 

A number of those interviewed 
also were concerned about the battle 
over standards between the Open 
Software Foundation and the Archer 
Group. Demisay said the many Unix 


variations and the lack of standards 
are “glaring deficiencies” of Unix. 
Arlington’s Healey, like others, 
bought his Unix version before the 
controversy over the different ver- 
sions began; he is 


pect their top five applications to be 
DBMS, graphics, communications, 
software development and fourth- 
generation languages. Although few- 
er speculated as far as 1994, graphics, 





hoping the out- 
come of the de- 


liberations won’t 
adversely affect 
his organization. 
Although the 
survey respon- 
dents use a num- 
ber of different 
Unix = applica- 
tions, they favor 
some over oth- 
ers. The top five 
currently being 
run on  Unix- 
based systems in- 
cluded: software 
development, 
text processing, 
database 


management 


Exclusive Unix survey 


Who are the users of Unix at your site? 





TOTAL RESPONDENTS: 186 INCLUDES MULTIPLE RESPONSES 


Programmers: 66.7% 


Office . 
professionals: 46.8% ? 
2S = Ren, Clerical: 40.3% 








Managers: 39.2% 
Other: 30.6% 


Engineers: 38.2% 





Line workers: 24.2% 











systems, communications, DBMS, software 


spreadsheets and math/statistics. 
In two years, the respondents ex- 


development and text processing 
were expected to be favorites. 





THE FORMS MONSTER HAS MET ITS MATCH! 


Finally, a way to reduce data entry 
cost, make data available as soon as it is 
written on a form and increase data 
accuracy. 


With your standard forms, Scriptwriter 
and a ball point pen you immediately 
reduce your forms processing cost! 


Hand keying of forms is eliminated. 
Since you capture data at the source, 
accuracy is increased. Scriptwriter — The 
Electronic Clipboard reads your hand 
entries (including drawings and signatures) 
and stores the data in its memory, to be 
electronically transferred to any mainframe, 
mini or PC. 

Scriptwriter will go where the data needs 
to be captured! You do not need special 
training! 

Call 1-800-336-9979 to get more 








ScriptWriter” 


information and to place 
an order today! 





299 Herndon Parkway 
Suite 206 
Herndon, VA 22070 


Technolo 
Siete 
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APPLICATION 
INTEGRATION 


Windowing is one way to integrate your applications with TPX. 


End users can also benefit from interacting with multiple applications on a single. 
customized screen. 











YES! | Want to Integrate 
my Applications 


CJ Please send me more information 
on TPX 


(_] I'm interested in a FREE 30-day trial 
of TPX. Please have an account 
representative contact me. 


C]I'm interested in additional products 
to improve the productivity of my 
network. Please send me more 
information on the following: 

CJ STX (SNAto-X.25) 
CL} NetSpy™ (for MVS or VM, 
circle one) 


Name. 
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Company. 

Address. 
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VTAM Release_ 
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Duquesne Systems Inc. 
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ONLY TPX 
MAKES IT THIS 
EASY 


Session managers allow users to switch among 
applications, but what do users do when they 
need information from two or more applications 
at the same time? TPX, the world’s leading 
session manager, now sets a new standard for 
session management by providing Application 
Integration—easily. 


Many times every day your users need to access 
and update information from multiple applica- 
tions concurrently. For instance, a service repre- 
sentative using a Customer Information 
application under IMS sees a customer's name, 
address and a summary of accounts. While 
viewing this data, the service representative 
needs to access detailed information from the 
Account History application running under CICS. 
Think of the increased efficiency and improve- 
ment in customer service if information from 
two or more related applications could be com- 
bined on a single, interactive screen. 

TPX gives you two ways to integrate applica- 
tions: windows and customized multi-application 
screens for end users. With windows, you can 
divide the terminal screen any way you want 
and easily interact with any session, as well as 
jump, scroll, zoom and do cut and paste be- 
tween sessions. If that’s not enough, you can 


customize your own screens by combining data 
from any number of applications and give your 
users a unified, standard view no matter what 
the existing application screens look like. 

Either way, TPX integrates concurrent applica- 
tions easily, increasing your users’ productivity 
and your business’ competitive advantage. 


Return the attached reply card today for more 
information on how TPX 2.0 can help you inte- 
grate your applications in an MVS or VM envi- 
ronment. If someone else already returned the 
card, feel free to call (800) 323-2600 ext 444 or 
(412) 323-2600 ext 444 in PA. 


al DUQUESNE 
SYSTEMS 


Two Allegheny Center 
Pittsburgh, PA 15212 


See us at COMMNET-Booth #228 











Integration with other systems 
and open communications have be- 
come essential in our respondents’ 
organizations. Nearly two-thirds 
stated that communications capabili- 


How does that translate into us- 
age? More than two-thirds said they 
were using communications links be- 
tween Unix and non-Unix systems. 

The most common communica- 
tions links used 





Exclusive Unix survey 


To what OS are you currently linking Unix? 


among those sur- 
veyed were file 
transfer (72%), 
terminal emula- 





TOTAL RESPONDENTS: 138 


IBM 
PC-DOS: 52.2% 


Other: 29.7% 
IBM 





INCLUDES MULTIPLE RESPONSES 


tion (56%), 
Transmission 
Control Proto- 
col/Internet 
Protocol (41%) 
and electronic 
mail (38%). 

The least 
commonly used 
links were those 
using the Open 
Systems _Inter- 
connect model 
(1.4%). More 


DEC VMS: 35.5% 


Microsoft 
MS-DOS: 23.2% 


IBM VM: 15.9% 








ties were extremely important. An- 
other 27% said they were very im- 
portant in their companies. 


than half the re- 
spondents have already networked 
their Unix-based systems to one an- 
other. 


The money to be won or lost over 
the Unix system is reaching high- 
stakes proportions. Almost all the 
major vendors, even IBM, are not 
only offering a Unix version to cus- 
tomers but are also viewing the sys- 
tem as an essential part of their future 
computing strategies. 

As vendors have been forced away 
from proprietary operating systems 
into open platforms, Unix could be- 
come the lucky wild card. Users in- 
terviewed see the widespread move 
to Unix by vendors as a blanket en- 
dorsement of the operating system. 

“I’m even more confident I made 
the right choice [with Unix] since 
IBM made the decision to embrace 
it,” Clove Lakes’ Demisay noted. 

It is clear from our survey that 
Unix users are happy with their 
choice of system and plan to increase 
usage by different groups of users 
and for less traditional applications. 
For Unix to become a clear success, 
however, it must win current non- 
Unix users over to its side. And the 
fight for those users is fierce. 











AIRFLOW 


COMPANY 


MEANS COMPUTER ROOM 
AIR CONDITIONING. 


From small, ceiling-mounted units to 30-ton 
mainframe chillers, and everything in between, Airflow 
Company has the ideal precision environmental control 
solution for you. 


Airflow Company 
295 Bailes Lane 

Frederick MD 21701-3136 
Tel: 301/695-6500 

Telex: 160998 AIRFLOW UT 
Facsimile: 301/695-4057 





58 Computerworld Focus on Integration 


Circle Reader Service Number 24 








Horonce,amicro4o- 
mainframe link that wi 
Cureyour fearof mice 


Its called MacMainFrame™. 


Macintosht-toIBM” 
mainframe con- 

# nection that gives 
each one of your 


corporate data They 
excel in their job. While 
giving you the flexi- 
bility you need to 
excel in yours. 

For one thing, 
MacMainFrame 
is as easy to learn afd as easy to use 
as the Macintosh itself. So there's 
no training for you to worry about. 

With extensive security. 
features, MacMain- 
Frame lets you 
decide precisely 
who can and who 
can't get into 
your data. 
Which # information 


S accessible 
and # whichisn'. So you don't have to worry 
about your mainframe being — if you'll 
pardon the expression — overrun with mice. 


A totally transparent supports every Mac- 


Plus, MacMainFrame 


OF 


Its even available with an optional Applica- 
tion Programming Interface. 

Andits all @ backed up by 
the Avatar” / = 
service and 
support 
network. 

One which 
our competition, "= 
with all due modesty, 
would be hard pressed to duplicate. 


intosh from 
the 512Ke 
to the 


. \ Ifyou'd like the name of the authorized 


MacMainFrame dealer nearest you, call 
1-800-289-2526, extension 28. Or write 
Avatar Corporation, 65 South Street, 
Hopkinton, MA 01748. Admittedly, you could 
give your Macintosh users something less 
than MacMainFrame. 
But wouldn't that be a\el Alb 
just alittle bit scary? 





rk of Apple Computer Inc. IBM i . a ae 
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We see network 
from a different 


Yours. 


See for yourself how NetView can help keep 
your network up, and your costs down. 


At IBM, we've helped more companies set up and manage computer 
networks than anybody else. 

We've learned that no two companies have the same needs. And we know how 
cost efficient and productive your network can be when you manage it yourself. 


And that’s exactly what IBM NetView lets you do. 
NetView solves your missing links. 


NetView is IBM's innovative, advanced family of software 
that lets you control your network. 
If there’s a weak link or problem in your network, NetView 
finds it, and enables you to fix it. Sometimes 
automatically, so no one’s even aware there 
was a problem. 
And NetView helps you manage 
IBM and non-IBM systems, so F 
whether you're designing a new network or improving your present one, your 
investment is protected. 
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management 
point of view. 


NetView makes your computer the perfect host. 
Like any good host, your computer shouldn't keep people waiting. 


NetView works to provide more reliable, consistent 
ai service to everyone on your network. It automatically 
/¥, handles routine computer and network messages, so 
PS \ your control center operators can concentrate on the 
* 
Ez really important ones. As a result, your network runs 
better with fewer processing delays. 


NetView works nights and weekends, too. 


NetView can run unattended to keep your network and systems working 
around the clock. 
And since NetView never sleeps, you can do 
business at any time, anywhere in the world. 
If youre setting up a network, or trying to 
make the one you have more productive, wed 
like to show you how NetView can help you now. 





DAVE CUTLER 


62 Computerworld Focus on Integration 











WITH 
THE 
SERVICE 


BY HELEN PIKE 


nyone needing service for integrated sys- 
tems may be tempted to ask that famous 
Ghostbusters movie question: Who ya 
gonna call? 

But really, now, who are you going to 
call for service? Your major hardware vendor? A third 
party? The network supplier? A consultant? Bill Mur- 
ray? Bill Murray?! 

Murray would certainly provide comic relief. But it’s 
no laughing matter when there’s something strange hap- 
pening in your system. The law of averages says more 
systems will go down as more data processing operations 
get upgraded into integrated, multivendor computing 
environments with some telecommunications thrown in. 
Hardly a script for a blockbuster comedy. 

But definitely the script of a booming market. 

Half the cast is vendors of every stripe and solution, 
knocking on doors, waving service contracts. Competi- 
tion is escalating for what market research firm Interna- 
tional Data Corp. (IDC) estimates to be a $19.2 billion 
market by next year for hardware service alone. This 
gives the other half of the cast — information executives 





PIKE is a senior writer for Computerworld 
Focus on Integration. 
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— areason to smile, because they are 
in a buyer’s market, positioned to ne- 
gotiate better services for lower 
prices. 


Knock, knock 

Jim Ferris, responsible for equipment 
management at Sun Exploration & 
Production Co., says his office door 
has been knocked on by so many 
vendors, he’s lost count. 

“Tt’s definitely a competitive mar- 
ket,” Ferris dryly observes. “A cer- 
tain number of major [computer] 
vendors would like a shot at it.” 

“Tt” is the service contract for all 
the scientific systems used by the ex- 
ploration staff at the $5 billion per 
year Dallas firm. The systems make 
up an extensive list that at one time 
included Control Data Corp. Cybers, 
along with Digital Equipment Corp. 
VAXs, dozens of Versatec plotters 
and Dataproducts Corp. printers as 
well as controllers, disk drives and 
terminals. And Ferris wanted one 
service vendor for them all. 

His staffs time was being con- 
sumed by maintaining a current con- 
tact list for every individual device, 
establishing relationships for in- 
voices and proper billing procedures 


and making follow-up calls on every 
complaint to make sure contracted 
maintenance crews had responded. 

What Ferris essentially did was 
borrow a solution from Sun E&P’s 
front office, an IBM shop in which 
all the peripherals are under one ser- 
vice contract. It made sense to Ferris 
to put all the scientific equipment un- 
der a similar, singular contract. 

Sun E&P’s materials management 
group handled the third-party bid- 
ding process for Ferris, putting out a 
request for proposals (RFP). Among 
the criteria for the contract were 
price, service arrangement, response 
time and a list of account references 
in multivendor computing environ- 
ments. 

The RFP was put out to bid in the 
spring of 1987. A panel of Sun E&P 
employees from national sites came 
to Dallas for the final review process, 
which took place in the summer; in 
September, the contract was awarded 
to CDC. 

Ferris, who’s been in the IS field 
for 25 years — the last 11 at Sun 
E&P — is an old hand at negotiation 
and knew what specifics to get writ- 
ten into the service contract. 

Among the clauses in the nearly 


‘SLD 
TMB! 


25-page document were these: 

¢ Coverage 11 hours a day, five days 
a week instead of eight hours a day 
for seven days, Ferris says, “because 
we don’t work nights or weekends.” 
e A commitment to stay on the job 
until the problem is corrected. 

¢ Two CDC service employees on- 
site at all times in return for which 
Sun E&P staffs a trouble desk to 
screen nuisance calls. CDC responds 
only to real and well-defined prob- 
lems, which gives Sun E&P “virtual- 
ly instantaneous response time,” ac- 
cording to Ferris. 

e A stipulation that CDC use Sun 
E&P’s computerized trouble-report- 
ing system. “It’s a means of tracking 
their performance,” he says, even 
though the CDC employees must 
also maintain a separate record for 
their employer. 

e A price freeze for a two-year peri- 
od. 

¢ Sun E&P’s right to cancel the con- 
tract within 30 days. 

The monthly service charge aver- 
ages $75,000, depending on equip- 
ment configuration, according to 
Ferris, who doesn’t consider the fee a 
low one. “You have to be careful not 


to bring in a vendor at any cost. It’s a 
STEVE SAXTON 





‘YOU CAN'T GO with just one vendor [to do computing]. It’s desirable but impossible,’ Hadson’s Thomas says. 
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‘IT’S DEFINITELY a competitive market. A certain number of major vendors would like a shot at it,’ Sun E&*P’s Ferris says. 


qualitative, not a quantitative, process 
evaluating contracts. 

“The competition is really heating 
up out there, and you have to ask 
yourself if [vendors] are submitting 
low bids just to gain market share,” 
he adds. 

As Ferris plans for the future, he 
expects local-area network mainte- 
nance to become an increasingly 
large consideration. Already included 
in the CDC contract is network 
maintenance for Sun E&P’s Ethernet 
LAN and Network Systems Corp. 
Hyper Channel connections between 
its VAXs and IBM machines. 

“We're seeing a pattern of use to 
rely on application software that uses 
networks. We’re downloading larger 
databases to workstations,” he says, 
adding, “maintenance in the future is 
going to be more complicated.” 

While Ferris has begun planning 
service for a more fully LAN-based 
future, Sandra Carpenter, MIS vice- 
president for Hilton Hotels Corp. in 
Beverly Hills, Calif., is in the throes 
of implementing one. 

“If anything, our vendors were 
driving us to come up with a plan on 
how we were going to handle prob- 
lems,” Carpenter admits. 


The most important part of her 
multivendor environment is custom- 
bought software. A Novell, Inc. net- 
work distributes the applications to 
48 hotels throughout the U.S. that 
are owned and managed by the cor- 
porate parent. Users access data from 
the hotel’s IBM hardware standard of 
Personal Computer XTs, ATs and 
Personal System/2 Models 50, 60 
and 70, some of which are config- 
ured as servers. 

The first two applications already 
on the system deal with sales and 
function rooms; a third to be brought 
on-line later this year will handle 
food and beverages. 


Out of the forest 

After two two-day planning sessions 
with all her vendors last summer, 
Carpenter emerged with a plan to 
which they all agreed. 

“We decided the primary vendor 
of a service would be the first point 
of contact and would conduct diag- 
nostics and solve the problem if ap- 
propriate,” she explains. Notification 
of problems would be centralized at 
corporate headquarters and would be 
made at each hotel site by a designat- 
ed power user who had been trained 


as the network administrator, Car- 
penter says. In addition, she and her 
staff drew up a list of potential prob- 
lems and their descriptions so they 
can be more readily identified. 

According to Rebecca Segal, a ser- 
vice market analyst at IDC, software 
maintenance will take on greater sig- 
nificance as time goes on and compe- 
tition heats up. For the moment, 
though, software service is still limit- 
ed to the support of whoever writes 
the program. “The only time a third 
party might come in is by offering a 
current revision level,” she adds. 

Segal’s analysis isn’t restricted to 
researching software services. Dur- 
ing her two years at the Framingham, 
Mass.-based research concern, she 
has detected subtle market shifts that 
she says will require information ex- 
ecutives to be more savvy. 

Executives also will find more 
manufacturers promising free instal- 
lation, the opportunity to get leading- 
edge technology in exchange for be- 
ing a beta-test site and software 
testing as incentives to sign a service 
contract, she says. Segal counsels 
MIS to get the promises in writing, 
with outlines and details of exactly 
what vendors will provide. 
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Why Treat The Sy 
Of Network And 
When You Can Have The Cure! 


NET/MASTER gives you easy and secure network access for 
automated management of your network. Authorized users 
can utilize as many applications as they 
Tired of the bandage approach like—eliminating multiple terminals 
to Network Management? Fabric and long log-on procedures. 
The NET/MASTER Advanced Network 
Management component lets you 
take control of your network by automat. 
ing the resolution of c 
you're faced with daily. No matter what 
multi-vendor strategy or what architecture 
you choose, NET/MASTER is the place 
to start. 


Transfer commercial volumes 


P . faster and more reliably than 
Looking for relief from Help Desk headaches? she oma dom 
Give your Help Desk the serious tools they need to automate problem, courier services. Automate the 
_ complete process of transferring 
and using data with the - 
Sree NET/MASTER File Transfer 
4 manual tasks a thing component. 
=. Of the past. 


Get MASTER. Its Serious Medici 
. cine. 
Only NET/MASTER from Cincom? providesserious, unmatched, single-solution products just can't provide. 
permanent solutions with a comprehensive, fully inte- Join over 700 organizations who have found permanent 
grated system of components: with easy installation relief with NET/MASTER. Tb find out more, call us today, 
and fast-acting implementation that gets right to the toll-free, at: 
source ofall your problems. I 5010 
NET/MASTER lets you automate and manage your In Ohio, 513-661-6000 In Canada, 1-800-387-5914 
networkand systems with greater control, efficiency and 
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But Segal warns that IS profes- 
sionals may also find themselves 
threatened by vendors that say they 
will take away other offerings if the 
client doesn’t sign up for the service 
contract as well. 

“The key is account control,” she 
says about vendor motives in a hard- 
ware services market with an annual 
growth rate of 9%. A vendor will do 
anything, even if it’s IBM trying to 
keep an account by subcontracting 
maintenance to DEC, she says. 


A subtle shift 

In the eight years Earl Meyers has 
worked for Hewlett-Packard Co. in 
Texas, his title has changed from dis- 
trict manager to district service man- 
ager. It is a subtle shift that reflects 
Meyers’ “let us take on that headache 
for you” approach. 

Working from the computer com- 
pany’s Dallas office, Meyers has seen 
IS executives he calls on “become 
educated consumers. They ask more 
questions. 

“But if it’s about a multivendor 
environment, they don’t really know 
what to ask,” he adds. 

HP designed the topology for a 
multivendor computing environment 
and included a generic public data 
network (PDN) feature for another 
Dallas company, Hadson Gas Sys- 
tems, Inc. HP didn’t get the PDN 
portion of the design, but it did get 
the contract to service Hadson’s net- 
work on what Meyers calls “support 
issues.” The contract includes the 
authority to deal with Tymnet/Mc- 
Donnell Douglas Network Systems 
Co., the X.25 PDN supplier, if any- 
thing goes wrong. “We'll be there if 
the other vendor needs us,” Meyers 
says. 


Service first 
The contract evolved as a one-page 
extension of HP’s Net Assure prod- 
uct, he explains. The 2-year-old Net 
Assure has a fault-isolation feature 
for discovering the problem in a di- 
verse computer environment and a 
multivendor problem management 
feature. “Service is first, middle and 
last. I don’t sell iron,” Meyers says. 
“I’m brought in at the front end. 
There are no surprises that way.” 

If something surprising did start 
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‘OUR VENDORS WERE DRIVING US to come up with a pla 


happening in his system, Ray Thom- 
as at Hadson Gas knows exactly 
whom to call to streamline servicing 
of the company’s systems. “A multi- 
vendor environment is a difficult sit- 
uation,” says the office automation 
manager who has been at Hadson 
Gas for two years. “You can’t go 
with just one vendor [to do comput- 
ing]. It’s desirable but impossible.” 

The Dallas office of Hadson Gas 
is networked through Tymnet’s X.25 
to seven offices throughout the coun- 
try, including Oklahoma City, head- 
quarters of the $900 million corpo- 
rate parent. 

“Money is not as much an issue as 
level of service,” he says, referring to 
his company’s business as a gas bro- 


m on how we were going to 
handle problems,’ Hilton Hotel’s Carpenter explains. 


ker as well as to the service field. 
“You have to make deals all the time. 
You can’t afford to be down.” 

For service, “reliability was key. 
... Our whole drift was to rely more 
on service and not on expensive tele- 
com expertise,” he says, explaining 
why he didn’t want to hire extra, spe- 
cialized staff members with high sala- 
ries. ‘““We want to be able to maintain 
the network with one technical per- 
son.” 

By signing with HP, Thomas 
knows he’s got a major ally to go 
against the phone company if there’s 
a telecom failure. ““What you’re deal- 
ing with here is leverage.” 

Adds Thomas, “All you want is 
when it goes down, it gets fixed.” 
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How Networks Talk 


They don't. Confused, interrupted, unpro- But this situation is changing, with help 
ductive communications are the usual resultwhen —_ from the pioneer in high-performance networking 
you try linking large networks together. So far, —Network Systems. Our HYPERchannel’ network 
creating an environment where users have brings together Cray, IBM, DEC, Control Data, 
access to every computing resource has beena — Hewlett-Packard, and dozens of other processors 
frustrating, elusive goal. and peripherals on a single network; a network 


© 1988 Network Systems Corporation. Control Data is a trademark of Control Data Corporation. DEC is a registered trademark of Digital Equipment Corporation. IBM is a registered trademark of International Busines: 
Machines Corporation. Cray is a registered trademark of Cray Research, Ine. 
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en Were Not Around. 


that moves information at channel speeds. 

And now, our HYPERchannel-DX and IP 
Router products network the networks by inte- 
grating a variety of protocols and media standards. 
That means all your isolated networks can now 
work together, giving you greater connectivity, 


seamless operations, and higher performance 
throughout your organization. For a free on-site 
consultation about your networking needs, call 


Hal Lundberg 
Wy Network Systems. 


at 612- 
7600 Boone Avenue North, Minne: aK lis, MN 55428 


424-4888. 
Sales and service offices worldwide 
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share his Copy of Computerwovld 


with his colleagues 


And we don’t blame him. With news and 
information so vital to his work, he wants to 
hang on to his copy. 


That’s why you need your own 
subscription to COMPUTERWORLD. 


In fact, with COMPUTERWORLD on top of 
your desk, you’ll be on top of your job. Why? 
Because only COMPUTERWORLD gives you 
complete, weekly coverage of every part of the 
information system — the latest, up-to-the 
minute news on everything from mainframes 
to minis, PC’s, peripherals, software, commu- 
nications, networking, and more! It’s the 
newspaper of record for information systems 
management. 


And there’s more ... 


With your subscription you'll also receive 
special bonus issues of COMPUTERWORLD 
Focus on Integration. Designed to provide 
strategic direction on integrating equipment 
and systems with in-depth coverage on topics 
such as Connectivity and Standards, Systems 
Integration, and more, absolutely FREE. Not 
available on newsstands, these issues are sent to 
COMPUTERWORLD subscribers only. 
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issue .. . because not having your own 
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your career. Do it today! 
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MARKET WISE 


IBM turns to 
dealers for 
marketing help 


By Stan Kolodziej 


“Frankly,” con- 


$$ 


eVe 


McCracken, 
“IBM can’t give 
these users all they 
want anymore. 
We need help.” 


It’s the kind of 


comment you don’t hear often from 
IBM, a company not given much to 
hyperbole, nor to humility, for that 
matter. 


But McCracken, vice-president of | 


Channel Management in IBM’s Na- 
tional Distribution Division, admits 
that IBM has fallen short in supply- 


personal computers required by a 
changing user base, and it is looking 
to its dealers for help. 

For the past 
year, IBM, like 
other vendors 
such as Zenith 
Electronics, Inc. 
and Apple Com- 
puter, Inc., has 

' been steadily up- 
ping the percent- 
age of PCs and 

| mid-range _sys- 
| tems it has been 
pushing through 
its dealer chan- 

' nels — at the ex- 

| pense of its di- 
rect sales forces. 

| Since 1985, 

| according to 

' McCracken, 

/IBM has _—in- 

| creased its dealer 


fesses William E. } 


McCRAKEN on IBM marketing changes 


managing 


sales percentage from 55% to 81% in 
1988 (the industry average is about 
73%). IBM’s dealer percentage, 
McCracken makes clear, is going to 
climb even higher. 

Why the big marketing change? 
Customers want their systems inte- 
grated, he says. Users want special 
hardware and software solutions on 
top of their base PC and mid-range 


| computers. Above all, users now 


want these machines connected 
through networking. 


McCracken wants to meld user 


| savvy and the added value provided 


by dealers and third-party vendors 


| with the marketing strength of its di- 
| rect sales forces. 


IBM salesmen will be joining IBM 
dealers at customer sites, McCracken 


| says. They’re going to be talking a lot 
| more about integration, about corpo- 
| rate strategy and about the bigger 


computer picture. 
“Users tell us that they need two 


| of our guys to work with them on 
| strategy,” McCracken says. “That’s 
| what they'll get.” 

ing the type of strategic packaging of | 


Joanne Tamer, president of SOS, 


| Inc., a Boston market consulting 
| company says the industry is under- 


taking a complete reassessment of 
how vendors 
deal with their 
dealers. 

Dealers have 
an inside track 
on what users 
want, and more 
users want sys- 
tems packaged 
with a connec- 
tivity wrapping, 
according to 
Tamer. 

Vendors like 
IBM are making 
changes; _ users 
should take note. 


KOLODZIE) is senior 
editor for Computer- 
world Focus on Inte- 
gration. 





CORNER OFFICE 
Moving to 

a flatter 
organization 
By Leslie D. Ball 


Companies attempting to tie the vari- | 
ous corners of their organizations to- | 
gether through information technol- } 
ogy could learn a lot from the airline | 


business. Its effectiveness in the face 


of the huge increase in passengers | 
and aircraft is amazing. Compared | 


with Europe, the American air traffic 
control system is the model of effi- 
ciency and information integration. 

Computer technology is a great 
factor in the suc- 
cess of U.S. airline 
systems. Among 
the benefits is that 
it efficiently hands 
off flight tracking 
from control tow- 
er to control tower 
as planes make 
their way across the country. In Eu- 
rope, however, there is no such com- 
puter coordination; fierce national- 
ism has precluded the integration of 
each country’s air traffic control sys- 
tems. Manual flight coordination 
contributes largely to the long delays 
in European flights during heavy 
travel months and bad weather. 

Like Europe’s independent-mind- 
ed countries, corporations will al- 
most inevitably encounter their own 
brand of nationalism when they at- 
tempt to link their organizations 
through information technology. 
The major obstacles to using tech- 
nology to create the flat organization 
are political and organizational. 
There are strong personalities and 
cultures in a company’s various divi- 
sions, subsidiaries and functions. 

Continued on page 77 
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“Computerworld Response Card 
Decks really opened doors to 
the ‘heavy-hitter’ accounts...” 


Spectrum Concepts, Inc. is a 10-year-old software developer 
based in New York City. The company, which provides 
software and services to large corporations and financial 
institutions, recently developed XCOM 6.2, an LU 6.2- 
based software product that dramatically improves file 
transfer between different computing environments. 


XCOM 6.2 eliminates the need for extensive custom 
programming when transferring data from one computer to 
another, including PCs, mainframes and minis. And it 
significantly lessens the amount of time necessary to com- 
plete connectivity projects. 


Company president Alec Gindis 
was impressed with industry reac- 
tion after a news story announcing 
XCOM 6.2 appeared in Computer- 
world. So when Spectrum began 
implementing its marketing strate- 
gy for the new product, he consid- 
ered Computerworld a key re- 
source. 


“Our goal was to generate sales 

leads from major organizations — 
Fortune 500 and Fortune 1000-type 
companies — that need to transfer 
files. We decided to use response 
card decks, and, based on the reac- 
tion we got to that product an- 
nouncement, Computerworld’s 

was the card deck we thought of first. 


“And it’s paid off; the results have been terrific. We’ve 
received hundreds of high-quality leads so far, and they’re 
still coming in. In fact, Computerworld Response Card 
Decks really opened doors to the ‘heavy-hitter’ accounts — 
— organizations that learned about us through the 
cards. 


“Now we've gotten to where we are recruiting additional 
account executives co follow up on the volume of these 
leads. Computerworld Response Card Decks give us the 
best cost per lead of any medium. They also let us refine 
our marketing strategies through scientific ‘split testing’ — 
something other card decks don’t always offer. We consider 
that a valuable bonus.” 


Computerworld Response Card Decks give you a cost- 
effective way to reach a powerful buying audience of over 
127,000 computer rrofessionals. They’re working for Spec- 
trum Concepts, Inc. — and they can work for you. Call 
Norma Tamburrino, Account Manager, Computerworld 
Response Card Decks, at (201) 967-1350 to reserve your 
space today. 


RESPONSE CARD DECKS 


Computerworld is an IDG Communications Newspaper 


\ 
be 


— Alec Gindis 
President 
Spectrum Concepts, Inc. 
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ACHIEVERS 


‘Distilling 
success out 


of failure 
By Helen Pike 


| THE ISSUE 
| An information systems bid for a 
| Strategic Defense Initiative contract 
| to set up a distributed network that 
simulates sensors, weapons and battle 
| management options. The govern- 
| ment contract was awarded to a low- 
| er bidder. 


| THE SOLUTION 

| The IS manager used the knowledge 
that he had gained from the two-year 
bidding effort to his advantage when 
he was back in the home office. The 
experience taught him more about 
| his company’s overall business, gov- 
| ernment contracts and leading-edge 
| technology. 


FIFTEEN MILES SOUTH of the 
sprawling port of Los Angeles, Abra- 
ham Levine runs a data center for 





KEVIN BURKE PHOTOS 


DOER’S PROFILE: ABRAHAM LEVINE 
First computer: 4 GE 4/5 he used while get- 
ting a bachelor’s in business at Cal State Universi- 
ty. If he could change his profession? He 


together an information sys- 
tem that includes supercom- 
puters from Cray Research, 
Inc. and mainframes from 
Control Data Corp. In addi- 
tion, his users can dial into 
59 T1 lines that web the 
building, which also houses 
Rockwell’s Western Com- 
puting Center, an IBM shop 
for business and engineering 
applications. 

But for the onetime pro- 
grammer/analyst who has 
worked for Israel Aircraft 
Industries, engineering firm 
Fluor Corp. and CDC, two 
years of his Rockwell tenure 
changed how he now does 
his job. It’s true that he is 
older and wiser, but he is 


wouldn’t.in his spare time: Plays classical and also a whole lot more savvy 


rock piano and reads sci-fi novels. 


about Rockwell’s overall 





3,000 remote users who design aero- 
space, automotive and electronic 
products for Rockwell International 
Corp. 

The 40-year-old manager has 
headed the Software Systems opera- 
tion of the Scientific Computer Cen- 
ter at Rockwell’s Seal Beach, Calif., 
facility for 11 years. 

From a single box, Levine has put 





Aide-de-camp converts wishes to services 


Crucial to most managers’ success is an 
aide-de-camp. For Abe Levine, that person 
is service manager Greg Pritchard. 
A 20-year Rockwell veteran, Pritchard 
f succinctly articulates the corporate philos- 
ophy about the design work of the compa- 
ny’s engineers and scientists: “A DP shop 
is only valuable to the extent [it] can con- 
vert wish list into services.” 
The 41-year-old Pritchard moves with 
ease throughout Rockwell’s facilities “to 
find out whata lot of computing is doing.” 

Between Pritchard’s daily contact and Levine’s newfound user 
empathy from his SDI experience, the pair are currently drafting a 
purchase request for a Cray machine that will handle memory re- 
quirements an order of magnitude larger than what’s available at 


Rockwell now. 


It’s a task Pritchard describes as “matching technical require- 
ments with the right types of computing.” Of his relationship with 
Levine, Pritchard jokingly says they are “partners in crime. . .. We 
decided the best way to survive was to make the customer happy.” 








$12 billion annual business, 
about its contracts with Uncle Sam 
and about leading-edge computing 
technology. 

By his own admission, Levine “is 
not a 9-to-5 person, pushing paper. I 
like pushing things forward.” 

His opportunity to do just that 
came in early 1986 with a project 
that evolved into “nine-day work- 
weeks.” 

Levine helped Rockwell Interna- 
tional bid on the U.S. Air Force’s Na- 
tional Test Bed contract. Part of the 
Strategic Defense Initiative pro- 
gram, the government contract called 
for a distributed network that could 
graphically simulate sensors and 
weapons and offer battle manage- 
ment options. 


A contender 

For this and other SDI endeavors, 
Levine helped draft and usher 
through three elimination rounds a 
Fortran-based program distributed 
across a Gould, Inc. minicomputer, a 
Digital Equipment Corp. VAX, a 
Cray Research XMP and a CDC 
Cyber 176. 

According to Levine, Rockwell 
designed distributed network soft- 
ware for real-time messaging be- 
tween the different computers. The 
software was independent of the pro- 
posed physical media — Ether- 

Continued on page 74 
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im CROSS SECTION 


What does integration mean to you? 


| We asked the question above of IS professionals in three vertical markets — utilities, manufacturing and 
| insurance. The answers were striking in their similarity. Take a moment to compare their responses with 


| your own view on integration. 


“Functionality 
that is available 
on different me- 
dia with shared 
data. It should be | data, applica- 
available to any tions and technol- 
userno matter _} ogy.” 

what hardware | RON THOMPSON, 
they're using.” | DIRECTOR, IS 

WAYNE OLSEN, | PACIFIC POWER & 
MANAGER, IS 


LIGHT CO. 
PUBLIC UTILITY PORTLAND, ORE. 
DISTRICT NO. 1 i 


EVERETT, WASH. 


“Tt is the uniting 
and blending into 
a compatible and 
harmonious whole 








“I define it as co- 
} operative process- 
| ing between var- 

| ious kinds of 

| processors.” 

| KENNETH PLATT, 

| MANAGER, 

| CUSTOMER SERVICES 

BETHLEHEM STEEL 

| CORP. 

| BETHLEHEM, PA. 


“Being able to 
exchange data, ap- 
| plications, etc., 

| without worrying 
| about what hard- 
ware or operating 
system it’s run- 
ning on.” 

THOMAS 
FITZGERALD, 
MANAGER, 
MANUFACTURING 
AND PURCHASING IS 
KEEBLER CO. 
ELMHURST, N.Y. 








| the mainframe. 











| 
| 
| 


“Our thrust is to 


“Anything, any- 
integrate PCs into 


where, anytime. 
Integration al- 


‘ 
| 
; 
i 
a 


| If there’s a strong \ lows us to make 


| impetus in the 
| company, it is that 
| — personalized 


} DAVID MARTIN, 
} vP, Is 

| MUTUAL BENEFIT 
} LIFE INSURANCE 
| NEWARK, N.J. 


| choices to provide 

| services to our cli- | 
| ents without a 

| great deal of up- 
| heaval for 

| them.” 

| RICHARD GRADY, 

| VP OPERATIONAL 

| MANAGER, IS 

} UBERTY MUTUAL 

| INSURANCE GROUP 
| PORTSMOUTH, N.H. 


computing.” 





ACHIEVERS 
Continued from page 73 


net and Network Systems Corp.’s | 


Hyper Channel. 

With that kind of distribution, 
“data transfers are very significant,” 
Levine observes about the challenge 
in transmitting binary data to differ- 
ent computers. 

Getting the $800 million contract 
would have meant a brand-new sub- 
sidiary for Rockwell and a substantial 
promotion for Levine. 


Try, try again 
But the Pentagon contract went to 
Martin Marietta Corp. with its $400 
million bid, and Levine returned to 
Seal Beach, disappointed but resolved 
to leverage his Capitol Hill experi- 
ence. “I learned to become a little bit 
more entrepreneurial,” Levine says. 
Levine also learned to appreciate 
standard hardware and software for 
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| the focus they allow on applications 
| instead of on the hazards of intercon- 


technology as possible helps keep 


way up, he adds. 
Additionally, the SDI contract 


base management — a future imple- 
mentation he says he will be con- 
sidering for Rockwell. 

About the government consultants 
and technology gurus he met, Levine 
says, “I love to be in the main- 
stream.” And that sentiment is re- 
flected in how he views the data cen- 
ter’s operations. “We're definitely 
not in the back room. 

“T don’t want to legislate. I prefer 
to say, ‘How can I help you?’” ex- 
plains Levine, who is this year’s pres- 
ident of VIM, a CDC users group. 














costs way down and productivity | 


showed Levine how much supercom- | 
puters can be used for real-time data- | 


| He concedes IS professionals are 
| sometimes not liked by users because 


necting incompatible vendors’ prod- | 
ucts. Using as much off-the-shelf | 


“we own all the toys.” 


| Customer-driven 


: 
i 
i 
} 
' 
| 
' 


To counteract that, he tells his staff 


| of 17 to “make sure people are happy 


with the services they’re getting} 
from us.” i 

It is more cost-effective for the | 
design staff to do the engineering and | 


| for him to do the computing for the 
| designers, adds Levine, who uses a | 


} diskless 


' 





Sun Microsystems, 
workstation to monitor the division’s | 
work load. He uses the Sun machine, | 
he says, “not to be a Unix expert” | 
but to get a better feel for how the} 
engineers work. 

“| have to understand where engi- 
neering is going,” he says. 


Inc. | 





PIKE is @ senior writer for Computerworld 
Focus on Integration. 
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| 
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| 
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Computerworld Recruitment Advertising Works. 


3 
<2 


“Computerworld is the 
only place we advertise.” 


Pp eter Jozwik, President of The 
Search Firm, makes it clear that his 
company is a recruiting organization, 
notan employment agency. Recruit- 
ing firms like his locate qualified 
personnel to fill their clients’ well- 
defined positions — whereas em- 
ployment agencies find positions for 
job seekers. 


The big difference, Peter ex- 

plains, is the networking ap- 

proach The Search Firm takes. 

In talking with candidates, he 

gains a greater understanding of the 

types of professionals currently in 

the job market — and whether they 

match the needs of other Search Firm cli- 

ents. And to reach these professionals, he turns 
to Computerworld. 


“We're looking for name recognition in the com- 
puter community. It’s that simple, for the most part. 
We really don’t advertise specific positions — just 
our company and our specialized services. 


“And we’re particular about where we advertise. 
Computerworld gives us the audience that’s perfect 


Planning your way tothe Wp 


— 


— Peter Jozwik 
President 

The Search Firm 
San Francisco 


for us. We’re reaching all kinds of 
computer professionals at compa- 
nies of all sizes in just about every 
industry. Obviously, if you’re a pro- 
fessional recruiter, that’s just what 
the doctor ordered. 


“Results? Put it this way: Computer- 
world is the only place we advertise. 
And that’s a decision that 
keeps looking better every day. 
Awhile back we experiment- 
ed with advertising in other 
publications — an experiment 
that proved Computerworld is 
the only vehicle for us. So for the fu- 
ture, Isee no reason to do anything but 
advertise regularly in Computerworld. ’”’ 


Computerworld. We’re helping serious employers 
and qualified information systems, communications 
and PC professionals get together in the computer 
community. Every week. Just ask Peter Jozwik. For 
all the facts on how Computerworld can put you in 
touch with qualified personnel, call your local Com- 
puterworld Recruitment Advertising Sales Repre- 
sentative today. 





The weekly newspaper of record for computer professionals. 


Boston: 375 Cochituate Road, Box 9171, Framingham, MA 01701-9171, (508) 879-0700 
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Chicago: 10400 West Higgins Road, Suite 300, Rosemont, IL 60018, (312) 827-4433 

Los Angeles: 18004 Sky Park Circle, Suite 100, Irvine, CA 92714, (714) 250-0164 

San Francisco: 18004 Sky Park Circle, Suite 145, Irvine, CA 92714, (415) 322-3314 
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managing people and of providing a 
product or service. Then, making the 


These stand in the way of attempts to _ troops fall in line requires changes in 
link people and departments, their | the reward system. 
information and their work process- When Otis Elevator installed its 


es through information technology. 


What will determine 


Otis Line Service System, for exam- 


ple, the reporting structure changed, 
and elevator repair and maintenance 
information flowed to the very top of 
the company. Previously unused ser- 
vice information became the founda- 
tion for product enhancement and 





whether a company comes U.S. 


to resemble the European 


shipments of LAN 


or American air traffic integrated office systems* 


control system? Divisional Forecast to grow at a compound annual rate of 78% the technical part. The key 


goals must be subservient 


development and became 

invaluable to marketing. 
The hardest part of the 

integration process is not 


is reshaping a company’s 





to corporate goals; a broad | ALL NUMBERS IN THOUSANDS 33.0 


understanding must exist 
of how each employee’s 
work contributes to the 
good of the organization as 
a whole; and there must be 
| total commitment and sup- 
port by senior executives. 
Their role starts with gain- 
ing an vision of how infor- 
mation technology can 
| bring about the integrated 
| organization. This is the 





13.0 


1990 1991 1992 


attitudes, motivations, 
work habits, management 
and operational processes 
and the organizational 
structures. 

Unless this happens, 
major technology integra- 
tion initiatives to create the 
flat organization will func- 
tion as well as a factionalist 
airline system. 











| hardest part, because man- *GROUPWARE THAT PROVIDES PC LAN USERS WITH E- 
ae DIRECTORY S ES, SCHED 
| agers need to imagine new AND DOCUMENT MANAGEMENT 


BALL is a principal at the Index 


MAIL, Group, Inc. in Cambridge, Mass., 
LING OF GROUP MEETINGS 


an IS and management consulting 


| ways of doing work, of INFORMATION PROVIDED BY INTERNATIONAL DATA CORP. firm. 











Howto make Metropolitan Area Networking a familiar ring 
< > aroundtheoffice, and make you a hero. 














By letting IN-NET’s Fiberlalk products put your 
present networking technology into the next 
generation of communications. 

IN-NET products offer complete integration of 
VOICE, DATA, VIDEO and IMAGE transmission, 
increased connectivity, reduced long term in- 
stallation cost, multiple or single site installation, 
connectivity to public or private networks and 
speeds of 34/45 Mbps, 100 Mbps or 140 Mbps. All 
operating on fiber. 


IN-NET’s existing and upcoming 
family of products include: 


eChannel Products that provide con- 
nectivity between geographically iso- 
lated IBM mainframes and plug com- 
patibles via a 100 Mbps FDDI fiber 
network. 

®@ Backbone Network Products provide 
a bandwidth of 34/45 Mbps or 140 
Mbps. 

®@ Network Extension Products provide 
connectivity between the FDDI, 140 
Mbps and/or the 34/45 Mbps networks. 
e@ The Network Manager is a PC 
operating system that provides cen- 
tralized management for maintaining, 
controling and supervising the net- 
work. 

For more information on how you be- 
come a hero and enhance your cor- 
porate network communications, 
simply give us a ring. 


NA 


WN-NET 


IN-NET CORP./16720 West Bernardo Drive/San Diego, CA 92127-1904/Phone (619) 487-3693/FAX (619) 487-3697 
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HARVARD BUSINESS REVIEW 


r-December 


| a plan that CEOs can approve. A suc- 
| cessful plan typically answers four 
} questions: What is the plan?; Why is 


| to implement the plan? 


From “Meetings that work: Plans 
| bosses can approve” by Paul D. Lo- | 


| vett. 
; 
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SLOAN MANAGEMENT 
REVIEW 


Why have major technological ad- 
vances, such as robotics and comput- 
er-aided manufacturing, failed to 
produce desired results in manufac- 
turing plants? The problem is usually 
not the technology. Rather, it is man- 
agement’s misperception in evaluat- 
ing the benefits of the technology. 
Managers overestimate short-term 
productivity gains and underestimate 
start-up costs. One way to remedy 
this situation is with rigorous postin- 
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stailation reviews. 
From “Charting a course to supe- 
rior technology evaluation” by Bela 


| Gold. 
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HARVARD BUSINESS REVIEW 
November-December 1985 


Technology will change the way 
businesses are run by the 21st centu- 


| ry, freeing companies to adopt more 
| responsive 
; One such setup is the cluster organi- 
| zation, in which groups of people 
| work on a project or problem and 
} then disband when the job is done. In | 
| the future, management will become 
| a part-time job because leadership 
| will be shared and rotated among 
| team members. Compensation will 
| be more directly linked to contribu- 


organizational setups. 


tion, because systems will be able to 


| track each individual’s participation 
} in the company. Systems will retain 
| the corporate history, experience and 


expertise of employees, lessening the 


| impact felt when people leave. 
There is no secret to putting together | 


From “Information technology 


| and tomorrow’s manager” by Lynda 
| M. Applegate, James I. Cash and D. 
} Quinn Mills. 

| the plan recommended?; What are | 

| the goals?; and How much will it cost | 
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ISSUES IN 
SCIENCE AND TECHNOLOGY 


Fall 198 


| The Library Awareness Program is 
| one part of the government’s effort 
| to restrict the use of electronic data- 
| bases by foreigners. In 1987, The 
| New York Times exposed the Federal 
| Bureau of Investigation’s attempts to 


recruit informants at scientific and 
technical libraries. FBI agents had 
been requesting library staff to moni- 
tor the activities of “suspicious-look- 
ing people” or persons with “for- 
eign-sounding names.” The 
government says its concern is that 
individual, unclassified pieces of in- 
formation may reveal government se- 
crets when viewed as a whole. 

From “Restricting information: A 
dangerous game” by Robert L. Park. 


ISSUES IN 
SCIENCE AND TECHNOLOGY 


} 


The new administration has prom- 
| ised changes in science and technol- 
| ogy policies. But according to one 

government analyst, “No one in 
_ Congress, no matter how good a 
| friend of science and technology, is 
| going to let housing programs for the 
| poor go down the drain so scientists 
} can have new laboratories.” 
| From “Science, technology and 
| the next president” by Edwin Dia- 
| mond and Norman Sandler. 
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SCIENTIFIC AMERICAN 


| November 1985 
The telecom industry is keeping a 
| close watch on a new generation of 
| highly transparent optical fibers that 
transmit infrared light at longer wa- 
velengths. These infrared optical fi- 
bers are expected to reduce the ex- 
pensive process of _ signal 
regeneration over long distances. For 
example, while signals transmitted 
over silica fibers require regeneration 
every 10 to 50 kilometers, infrared 
optical fiber-based systems need re- 
generation only every hundred or 
even thousand kilometers. The U.S. 
Naval Research Laboratory is experi- 
menting with such materials. 

From “Infrared optical fibers” by 
Martin G. Drexhage and Cornelius 
T. Moynihan. 
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SCIENTIFIC AMERICAN 
November 1988 


The Defense Advanced Research 
Projects Agency said it plans to start 
major research into neural networks. 
According to the agency’s director, 
Jasper Lupo, neural networks are go- 
ing to be “more important than the 
atom bomb.” 

From “Neural networks at work” 
by Tim Beardsley. 











Integration issues don't stop. Our April edition will 


bring you more of the critical information you need to integrate 


your organization’s resources. But we'd like your input. Con- 


tact us through our bulletin board at 508-626-0165 with your comments. 
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On the road 


CLOSE ENCOUNTERS Driving along the 
Massachusetts Turnpike recently, I tried to 
figure out what was bothering me. Earlier that 
day, I had been interviewing some IS manag- 
ers at a defense contracting firm. Sitting down 
to lunch with these people, who were as com- 
puter savvy and far-seeing as you could ask of 
anyone in corporate IS, the train of the con- 
versation drifted away from their immediate 
concerns to the computer industry in general. 

I was struck by how smoothly we were 
able to make the transition from technology 
topic to topic. 
Nothing seemed 
isolated; we 
could always 
find common, 
connecting threads. One idea became clear 
from our talk: You don’t have to use it, but at 
least you have to know about it. 

That’s leading to plenty of confusion, and 
not just with users. Vendors I see nowadays 
speak of larger product schemes, of strategic 
product integration. They also have to field 
more questions on security, on user strategies, 
on other vendors’ strategies and on standards. 
More often than not, vendors themselves 
don’t have a clear idea of how their products 
fit into a computer world bent on integrating. 
Without ready answers, they can get stung by 
the press and, I imagine, by their customers. 

At the end of our luncheon, the company’s 
veteran IS director, with a simple shake of his 
head, indicated how different the industry had 
become. It certainly summed up the feeling at 
the table. All the IS managers bemoaned the 
lack of time to look at the various computer 
publications crossing their desks and the fact 
that they couldn’t get out to enough trade 
shows. But that’s always been a fact of IS life. 
These guys, like more and more IS profes- 
sionals, are busy with their own ambitious 
plans of integration. 

On the drive back I realized that being a 
journalist does have some advantages. If jour- 
nalists are good at one thing, it’s getting 
around. We see a lot and hopefully learn 
something about this industry. If there’s an- 
other thing we at least try to be good at, it’s 
putting pieces of this industry together and 
into some context. And if we can dispel some 
confusion while we’re at it, that’s all the more 
value added. — By Stan _ KoLopziej, 
INTEGRATION STAFF 
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» Intel likes to keep us guessing. The 
more the company denies it, the 
more its 80486 microprocessor, siat- 
ed for a debut this year, looks like a 
reduced instruc- s 
tion set comput- § 
ing machine. pe 

David House, ae 
Intel's senior eal an of micro- 
components, insists that the 486 is 
not a strict RISC processor per se. 
House does say, however, that the 
486 will be implemented as a RISC- 
like technology and that intel will re- 
move all the roadblocks from RISC in- 
struction sets. These actions will 
make the 486 compatible with exist- 
ing Intel MS-DOS-based processor 
lines. House also guarantees that the 
486 will run at the same performance 
levels of comparable RISC machines. 

More confusing is the RISC proces- 
sor Intel is supposed to introduce this 
year, code-named Race. House would 
neither confirm nor deny that the 
486 is that machine. 


» Industry wunderkind Bill Gates of 
Microsoft pegs object-oriented oper- 
ating environments as the next big 
hit. Predicts Gates: ‘‘Icons will force 
voice input or handwriting as a way to 
write programs instead of traditional- 
ly coded languages." 
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“BETTER CALL MIS. LOOKS LIKE ONE OF OUR NETWORKS HAS GONE BAD.” 








WHEN A LAN GOES DOWN 
DO YOU GO WITH IT? 


Business stops when a LAN stops. And so can many a 
promising career. 

Prevention is better than cure — and a whole lot less 
expensive. Which is why MIS professionals are turning to 
Spider network monitors to identify problems before they 
come up. 

A SpiderMonitor helps you make your LANs work harder: 
it eliminates bottlenecks, improves resource-sharing, lets you 
plan for future network demand. 

(It also helps you understand all the nuances of your 
LAN — learning as you work.) 

SpiderMonitors are designed for complex multi-vendor 
environments and support all standard protocols on any 
IEEE 802.3 Ethernet network. Statistics, Performance, 
Summary, Test, Development, Traffic Generation: Spider- 


Monitors are six multi-tasking tools in one. With statistics 


for network loading, capacity usage, performance and 
station activity — all presented in a logical, coherent way. 

And all accessed through the friendliest user interface 
in the industry. 

Choose froin two models: a board and software kit for 
an existing AT or XT compatible, or a rugged portable unit. 

A SpiderMonitor is a wise investment, fully backed by 
comprehensive, on-the-spot support. No wonder MIS 
professionals, installation engineers, software and systems 
developers rely on SpiderMonitors — worldwide. 


To find out more, call us today on (800) 447-7807, for 
— hk. 


our. 


literature and a demo disk. 

SpiderMonitors: the friendly, 
low-cost way to keep LANs up and 
running. 


(And that means you, too.) 





Spider Systems Inc., 12 New England Exécutive Park, Burlington, MA 01803. 


Please send me: ( Full information on SpiderMonitors [A 5 '/" demo disk 


0 A 3'‘/," demo disk C Please arrange a live demo on my network 
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This is for everyone whos 


been tossing 


A network that can’t keep up with your 
company’s growth is really something you 
can lose sleep over. 

Because there’s simply too much rid- 
ing on your ability to move information. 
Which is why you should consider Codex. 

For more than 25 years, the only 
thing we've done is networking. We’ve 


around the idea of 


ing their network. 


engineered many of the industry’s inno- 
vations. And we've always offered the 
best service and support of any network- 
ing company we know. 

To find out how much we know, call 
1-800-426-1212 ext. 7212. 

And just think. From now on, instead 
of spending nights wondering how your 


network is going to catch up with your 
organization’s expanding needs, you 
can catch 


won, COOCX 
something 


else. ® MOTOROLA 
Some 


sleep. The Networking Experts 


© 1988 Codex Corp. Motorola and @are trademarks of Motorola, Inc. Codex is a registered trademark of Codex Corp. Codex Corp., Dept. 707-212, Maresfeld Farm, 7 Blue Hills River Road, Canton, MA 02021-1097. Sales offices in more 
than 40 countries worldwide. In Europe, call 32-2-6608980, in Canada 416-793-5700, in the Far East 852-5-666706 (in Japan 81-3-584810D, in the Americas 617-364-2000. 


Circle Reader Service Number 32 








PRODUCT SPOTLIGHT 




















POPC O oer eesesceeseeseseseeeseeeeS POCO OEOOOSE HOSE OOOH OESOS OOS OEEOSOOSESSSESOOESESESESESES eecccccccs eovcce 


MICRO-TO-HOST LINKS 


Cooperative processing: One step beyond 





BY DAVID GABEL 


he micro-to-host link 
market is not ailing, but 





fer this capability, cooperative 
processing is still more a matter 
of faith than fact, and the con- 
flicting pitches of numerous 
evangelical marketers are pro- 
ducing considerable confusion. 

Right now, figuring out what 
a cooperative processing prod- 
uct actually does is not easy be- 
cause many vendors use the 
term loosely. Some software 
publishers say their file transfer 
products provide cooperative 
processing, while others claim 
their communications software 
package’s ability to automate the 
communications process consti- 
tutes cooperative processing. 

There are also products that 
allow users to develop script 
files, which automate the con- 
nection process. This — 
is closer to the functionality of 
cooperative processing, but it is 
not the real thing either. 

What cooperative processing 
really is is a method of process- 
ing applications that has commu- 
nications as an integral part of 
the overall process of complet- 
ing the application. In coopera- 
tive processing, several proces- 
sors will work on parts of the 
= that they are best at 


pag spt og en nthe 
the application level. 

To understand cooperative 

processing products, one needs 

So aulaetiaddiiapesebustiiie 

of data communications sys- 

tems. By now, most people are 


Gabel is a free-lance writer based in 
Northport, N.Y. 
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familiar with the seven-layer 
Open Systems Interconnect 
(OSD) reference model devel- 
oped by the International Stan- 
dards Organization (ISO). At the 
— layers of the model are the 
link definitions that talk about 
the cable that signals will use, as 
well as protocols that shape the 
messages to be communicated. 
Higher levels handle message 
routing, establishing end-to-end 
communications and other tasks 
that are key for communications. 


plication Layers, are not essen- 


tial for communications; there- 
fore, they have not, in large part, 
been exploited until now. 

For example, a file transfer 
application can take a large data 
file from a mainframe and load it 
on a microcomputer. The user 
need never see the data as it 
transfers; the Presentation Lay- 
er is not active. Then the user 
can load the data into a spread- 
sheet for manipulation; this ap- 
plication is not part of the com- 
munications process. 

These two last layers of the 
communications model are not 
necessary for communications, 
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among the multiple products : 
that wear the badge of 
virtual disk. Page 73. 


: Abottom-line 
: connection 


Atlantic Steel finds it can 
savings 


extract significant 
: by updating its ialare-te hast 
: connections. Page 75. 
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but they are required for cooper- 
ative processing to take place. 

Communications is not the 
end result here, but only one as- 
pect of the process. Cooperative 
processing products, then, are 
not, strictly speaking, micro-to- 
host link products; rather, they 
are either applications built on an 
underlying link foundation or 
tools designed to assist in the de- 
velopment of such applications. 

Examples of both types of 
products are beginning to appear 
on the market, but they are com- 
ing slowly and their capabilities 
vary widely. 

Among the most developed 
products are Cooperative Pro- 
cessing from Global Software, 
Inc.; Peer Services from Tan- 
gram Systems Corp., which also 
makes Arbiter, a micro-to-main- 
frame link; and Enter/3270 from 
Aspen Research, Inc. Coopera- 
tive Processing falls into the ap- 
plication implementation cate- 

gory, while Peer Services and 
Enter/3270 are considered to be 
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One step beyond 


FROM PREVIOUS PAGE 


cooperative processing tools. 

The Mead Corp. in Dayton, Ohio, is us- 
ing the Cooperative Processing product, 
which includes both mainframe and per- 
sonal computer application software as a 
complete system. When Cooperative Pro- 
cessing is running, all application data 
stays on the mainframe, but the resource- 
intensive data processing is performed on 
the user’s local PC. 

This means the PC can display data and 
allow for interactive output, thus reduc- 
ing the demand placed on the mainframe’s 
resources while still providing the PC’s 
ease of use to the end user. 


Budget benefits 

“We use it for internal budgeting,” says 
Doug King, financial systems coordinator 
at Mead. ““We presently have six divisions 
using the product. It gives the user the 
ability to manipulate data that he needs 
and to get that data from the 
mainframe.” 

The budgeting application 
Mead uses is Global’s first co- 
operative processing product, 
and it runs in conjunction with 
the vendor’s mainframe bud- 
geting package. The goal was 
to give the users who really do 
the budgeting — the field bud- 
get officers — access to that 
package. 

Before Mead began to use 
Cooperative Processing, the 
divisions had a number of methods for 
completing their budget projections. 
“They’d be using Lotus and all sorts of 
things,” King says. 

Not only did this diversity mean mas- 
sive rekeying, but it also meant that field 
budget managers were working without 
direct access to historical data on the 
mainframe system. 

Use of oeeeit Processing elimi- 
nates both of those problems, while still 
allowing users the comfort of their famil- 





Mead’s King 
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iar tools. Based on user in- 
put, es says, Global rede- 

Cooperative 
janie so that users 


Connection directions 
PC-to-mainframe connections head the connectivity shopping lists at 
manufacturing, financial and insurance companies 


screen-handling functions, 
automatic logon to a main- 

and other services. 
Enter/3270 consists of a de- 





could pass data to Lotus De- 
velopment Corp.’s 1-2-3 for 
presentation. 

The budgeting imple- 
mentation is only a begin- 
ning, according to King. The 
company is interested in ex- 
tending its use of Coopera- 
tive Processing into other 
areas, and it plans to hook 
the tools into other main- 
frame application software 
offerings. 

Aetna Life and Casualty 
Co. in Hartford, Conn.., is us- 
ing Peer Services in its Per- 
sonal Financial Security Di- 

Peer Services defines an 
application programming in- 
terface (APT) that PC-based 


PC to PC 
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PC to mainframe 


19, 


PC to minicomputer 


PC to LAN server 
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velopment and a runtime 
model. 

Benlink provides Great- 
West Life customers with 
remote dial-up access to the 
Great-West mainframe 
computer and allows them 
to obtain a history of the 
claims their account has ex- 
perienced. 

“We built an application 
where we can script them 
into TSO and get into a TSO 
flat file, which the applica- 
tion then reformats into a 
presentation screen,” ex- 
plains Karl Berry, assistant 
manager of Benlink systems 
support. “We're getting 
pretty good feedback from 








transaction programs use to 
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hold _conversa- 
tions with the remote system 
transaction programs. The API 
is a collection of subroutines 
that correspond with verbs de- 
fined in IBM’s Advanced Pro- 
gram-to-Program Communica- 
tions (APPC), which allows PC 
programmers to control the in- 
terface to a remote application. 
Moreover, the programmer 
can control the messages the 
PC application sends to the 

host application using Peer 
Services. 


According to Alan Small, Aetna’s se- 
nior administrator in PC support, the divi- 
sion is getting ready to field an application 
that uses Peer Services. “We decided to 
do this,” he says, “because we were just 
too limited by the parameters of 3270 
communications. We were suffering with 
those limitations, and we needed interac- 
tive capability.” 

One of the applications that will use co- 
operative processing techniques, Small 


says, involves sending about five screen- 
fuls of data from a PC (local or remote) to 
a mainframe computer. When this is done 
using 3270 master-slave communica- 
tions, each screen has to go through an 
edit process at the mainframe, and errors 
are flashed back to the PC, a time-con- 


suming process. 

“With Peer Services,” Small explains, 
“‘we will be able to handle all this data as 
one transaction and do the edits locally on 
the PC. The PC will handle presentation 
services, too.” 
Ahealthy improvement 
At Great-West Life Assurance Co., a 
health-insurance carrier headquartered 
in Englewood, Colo., Enter/3270 has 
been used to develop Benlink, a coopera- 
tive processing system. 

Enter/3270 allows the development of 
new interactive front ends for old commu- 
nications-based applications. The interac- 
tive front end can perform local data 
checking on user inputs and provide 


the users who have this soft- 
ware.” 

The system is still in the 
testing stage, but Berry says the users in- 
volved “quickly became dependent on it.”” 

According to Alan Parnass, president 

of Aspen, the product has four target ar- 
eas: applications that enhance the user in- 
terface; applications that need local data 
validation; applications that provide easy 
access to mainframe data; and applica- 
tions that are extended onto the PC, as in 
loading data from a mainframe into exist- 
ing PC programs. 
Many of these applications are clearly 
not cooperative processing, but others 
are, or at least are a beginning of the func- 
tionality of cooperative processing. 

Right now, cooperative processing 
products are, in many cases, interim steps 
to fulli tion of the concept. 

In the IBM sphere, in which the archi- 
tecture of communications has tradition- 
ally been based on hierarchical, master- 
slave principles, a recrientation has 
begun to take place. IBM has provided the 
groundwork for cooperative processing in 
its LU6.2 definition for peer-to-peer com- 
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munications and in its Systems Applica- 
tion Architecture (SAA) definitions for 


generation 
of products, including Enter/3270, do not 
take advantage of the capabilities of SAA. 
Bernd Harzog, senior product manag- 
er at Digital Communications Associates, 
Inc. (DCA) in Alpharetta, Ga., points out 
one reason for the lag. 
“APPC/PC takes 320K bytes of mem- 
ory before you can write an application,” 
Harzog explains. Because a PC running 
DOS is limited to 640K bytes of memory, 
it is apparent that cooperative processing 
using IBM’s APPC/PC will need OS/2 to 
Continued on page 72 
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Link gives Utah the long arm 
needed to control sale of spirits 


BY DANASTERN 


The days of Prohibition may be 
long gone, but that has not 
stopped Utah’s Department of 
Alcoholic Beverage Control 
from keeping a handle on state- 
wide liquor sales. 

In Utah, one of 19 states that 
controls the sale of alcoholic bev- 
erages, the department buys the 
liquor wholesale and then sells it 
at fixed prices to 36 state-oper- 
ated stores and 96 state-con- 
tracted package outlets. 

This arrangement has been in 
place for more than 50 years, 
but, until the recent installation 
of a micro-to-host network, the 
department, based in Salt Lake 
City, was limited in its ability to 
communicate with the outlets 
that are peppered around the 
state. 

The tracking of store sales 
and inventory data and the com- 
munication of instructions on 


Stern is a free-lancer based in Sunland, 
Calif. 


price changes and product cod- 
ing was difficult when the de- 
partment had to rely on an NCR 
Corp. point-of-sale system, says 
Programmer/Analyst David 
Lines. 

That system, which consisted 
of Model 2140 cash 
registers and NCR’s 
Adcom communica- 
tions software for 
transfer of files to an 
NCR 8200 minicom- . 
puter at department |). * 
headquarters, was in- 
efficient and time-con- 
suming, Lines adds. 

Once a file transfer [ 


In addition, the NCR system 
was only as reliable as the memo- 
ries of store personnel. 

“Someone always had to be 
here to push the buttons to start 
that transfer,” Lines says. ‘We 
had to rely on the store manag- 
ers to [remember to] 
run a job” before they 
left for the day. 

“Tf they didn’t, we 
couldn’t communicate 
with them,” he adds. 

Now, Century 
Software, Inc.’s Term 
communications soft- 
ware package per- 
forms terminal emula- 





was completed, the 
department’s data 
processing staff had to go 
through a fairly lengthy process 
to convert the information and 
transmit it to the Hewlett-Pack- 
ard Co. HP 3000 host computer. 
The process was particularly 
complicated because of odd file 
structures, Lines says. 


Utah’s Lines 


tion and file transfer 
between IBM-com- 
patible personal computers re- 
cently installed in 35 of the 
stores and an HP RS16 personal 
computer in the department’s 
data processing section. 

Lines says he chose Term be- 
cause it is compatible with the 
DP division’s HP 3000 and can 


SPOTLIGHT 


transmit information directly to 
the 3000. In addition, Term’s 
script files also work under Unix, 
an option that is important be- 
cause Lines says his division is 
currently considering switching 
to Unix. 

One of the major benefits of 
the new configuration is that it 
allows the Beverage Control De- 
partment to collect information 
from stores during off-hours 
with the help of Automate, an 
automatic scheduler, initiator 





ECAUSE of the 

unreliability of 

the old system, 
Lines was previously 
receiving transmis- 
sions once a week at 
the most and some- 
times only once a 
month. 





and printer released in Decem- 
ber 1988 by Complementary So- 
lutions, Inc. Automate runs on 
any IBM-compatible microcom- 
puter with a fixed disk. 

With Automate, data can be 
automatically sent to and from 
the stores’ microcomputers and 
the DP department as long as it 
has been preprogrammed. The 


information, which ranges from 
band codes to prices to inven- 
tory, is then uploaded to the host 
HP 3000 using Reflection, a 
communications software pro- 
gram from Walker, Richer and 
Quinn, Inc. Reflection performs 
terminal emulation and file 
transfer. 


Automatic start-up 
With Automate, Lines says he 
can incorporate a job into a 
schedule that is initiated auto- 
matically at a predetermined 
time each day. Any job that is 
normally performed at the DOS 
prompt can be scheduled to exe- 
cute on a daily or monthly basis. 
“We are guaranteed that the 
machine is shut down and wait- 
ing for communications because 
Automate controls the ma- 
chine,” Lines says. “If [a trans- 
mission] is messed up, it’s be- 
cause of Automate. We can’t 
blame the [store] managers.” 
With the new program, Lines 
says he now communicates with 
the stores four times a week. Be- 
cause of the unreliability of the 
old system, he was previously re- 
ceiving transmissions once a 
week at the most and sometimes 
only once a month. Communicat- 
ing with the stores automatically 
at night also frees up the stores’ 
and the DP department’s PCs 
during the day. e 
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One step beyond 


become really useful. 

That, in fact, is a reason for 
the definitions of the SAA. “IBM’s SAA is 
trying to get a series of application-level 
tools to provide cooperative processing 
using the level of skills available in the 
commercial marketplace,” says Tom Nol- 
le, a consultant at CIMI Corp. in Haddon- 
field, N J. “Since IBM has so many differ- 
ent operating systems,” he explains, “‘it is 
trying to unify its offerings [to provide co- 


Management 
America, Inc. (MSA) in Atlanta has intro- 
duced Brightview, a program that runs on 
IBM Personal Computers and compati- 
bles that interface with a mainframe; the 
product handles some or all of an applica- 
tion’s editing and formatting chores. 

“Using Brightview,” says Brian Co- 
hen, vice-president of technology and re- 
search for MSA, “‘we replace the terminal 
in an application with an intelligent work- 
station and have it do some services like 
field-level editing, windows, icons and so 
forth. We use the intelligent workstation 
to interpret data.” 

But Cohen concedes that this is only a 
step in the direction of cooperative pro- 
cessing. Brightview lets the PC run the 
user interface and handles communica- 
tions for the user, but it does not use peer- 
to-peer communications or APPC. “We 
will be trying to rebuild our entire product 
line from the ground up over the next cou- 
ple of years,” he says, “to reorient it to- 
ward cooperative processing.” 

However, Brightview is only now go- 
ing into beta testing, so even this interim 
stage will not be available for a while. 

DCA is planning to field a cooperative 
processing tool this spring; Harzog says 
DCA’s Select CS product gives APPC 
connectivity toa LAN Manager local-area 
network.“‘It makes APPC available, and 
APPC is the programming interface to 
which you would write a cooperative pro- 
cessing application.” 

When Select CS is available, it will get 
around the DOS memory problems in an 
interesting way. If all the software to 
make APPC possible were loaded onto ev- 
ery PC on the network, then every PC 
would have much of its memory tied up 
loads LU6.2 software and physical unit 
(PU) 2.1 software into an OS/2 host on 
the network, which can address more 
memory than a DOS machine can. “The 
DOS client only holds APPC and the appli- 
cation,” Herzog says. “You can build an 
APPC interface for less than 50K bytes.” 


Different worlds 

Cooperative processing in the non-IBM 
world presents a different set of issues. 
“What IBM is doing is giving you a very 
IBM-specific answer made necessary by 
the fact of incompatible architectures,” 
says Donald Bellomy, an analyst at Inter- 
national Data Corp., the Framingham, 
Mass.-based market research firm. In the 
non-IBM world, “there is a different set of 
questions to answer because of the differ- 
ent architectures.” 

Some answers are emerging for that 
set of questions, but, for the most part, 
they are as partial and tentative as their 
counterparts on the IBM side. 

In the non-IBM world, it is the machine 
vendors, rather than third-party software 
vendors, bringing out the cooperative 
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processing software that will allow such 
applications to run on their machines. 
nn. provides one way that coopera- 
can be accomplished — 
dooegh tts Nensod Pipes faci. For ex- 
ample, the Unix operating system has 
had, from the beginning, intertask com- 
munications that allow data from one task 
to be shipped to another. If the tasks re- 
side on different processors connected 
through a LAN, for example, cooperative 
processing is possible. 
“Named Pipes can be extended 
communications links,” Nolle 
says, “and AT&T as well as Microsoft 
have committed to extending Named 
Pipes across the network.” 
Because Unix is available and because 
Continued on page 73 





Strongest links 
Crosstalk is ahead of the pack and is solidifying its lead in the micro-to-mainframe link 
software market, having gained nearly 6% in share since the end of 1987 





Percent market share 





Q4 1987 Q3 1988 





Crosstalk Communications' Crosstalk 


20.2% 25.8% 





Pansophic Systems’ Panlink 


17.3% 16.5% 





IBM's File Transfer 


13.1% 12.1% 





McCormack & Dodge's PC Link 


9.7% 8.9% 





Columbia University's Kermit 


6.9% 5.8% 





On-Line Software International's Freelink 


5.3% 4.4% 








Other 





27.5% 26.5% 
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SIMPLE SOPHISTICATION 
FOR THE PC WORLD, 


The V-series Smartmodem 9600 with V.42 or X.25 Standard.” 
The Hayes V-series™ Smartmodem 9600™ brought a technical sophistication to the 
high-speed dial-up world that had rarely been seen before. 
The V.42 protocol, for point-to-point communications, automatically detects errors and 
then retransmits the data correctly. While the X.25 protocol not only offers error-control but 
also multisession access to value added networks with expanding applications for dial-up 
X.25 point-to-multipoint communications. 
With adaptive data compression, the modem has the capability to double throughput to 


up to 19,200 bps. 


And with Hayes AutoSync, it provides both synchronous and asynchronous communi- 


cations without the extra expense of a synchronous adapter card. 


The Hayes V-series Smartmodem 9600 has a sophistication that not only sets it apart 
from other PC modems, but above them as well. 


*There will be a minimal charge of $50 for either a V.42 or X.25 upgrade on products purchased before October 1, 1988. Products pur- 
chased on or after October 1. 1988 will include either standard as they become available. For details call Hayes Customer Service: 


404-441-1617. 
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BY MICHAEL HURWICZ 


Micro-to-mainframe virtual disk software 
works with standard mainframe connec- 
tivity hardware for personal computers; it 
allows PCs to use portions of mainframe 
direct-access storage devices (DASD) to 
store files. Typically, a file on the main- 
frame appears to the PC like a local micro- 
computer disk or a group of disks. Sepa- 
rate data elements within that file look 
like files to the PC. 


Hurwicz is president of the MTI Group, a data 
communications consulting firm in Nashville. 
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Virtual disk: Let use decide 


There are not many products on the 
market that offer a virtual disk capability 
as their main function. However, a wide 
variety of products, from database man- 
agers to communications programs, in- 
clude a virtual disk feature. The criteria 
for evaluating a virtual disk’s suitability 
depend chiefly on its intended use. 

Companies generally implement virtu- 
al disks on a mainframe for one of three 
reasons. First, virtual disks facilitate data 
sharing. Second, they provide administra- 
tive advantages in areas such as data se- 


curity and backup. Finally, a virtual disk 
may be used as the basis for multiuser file 
service. 

However, some criteria, such as the 
user interface, apply equally to all uses. 
Products may have menu-based inter- 
faces, command interfaces, script lan- 
guages and programming interfaces. 

Another criterion that applies to all 
uses of a virtual disk is the type of commu- 
nications hardware that is supported. Us- 
ers who already have mainframe links 
need to make sure that their virtual disk 
vendor supports those links. Most ven- 
dors support popular micro-to-mainframe 
standards such as Digital Communica- 
tions Associates, Inc.’s Irma, but support 
for less dominant brands is not assured. 

A third consideration is the load the 


virtual disk software puts on the main- 
frame. Generally, a package that runs un- 
der VTAM will put less strain on the 
mainframe than one that runs under TSO 
or CICS. 

File transfer and terminal emulation 
capabilities leave a lot to be desired for 
micro-to-mainframe data sharing, but vir- 
tual disks can overcome many of these 
limitations. 

Terminal emulation allows PCs to ac- 
cess data and applications on mainframes, 
and file transfer can be used to pass data 
between mainframes and PCs. However, 
with terminal emulation, files on the 
mainframe can only be accessed by appli- 
cations running on that mainframe. 

Thus, PC users have to learn how to 

Continued on page 74 





SOPHISTICATED SIMPLICITY 
FOR THE MAINFRAME WORLD. 


Introducing the Smartmodem 9600 for V.32 communications. 
The new Hayes Smartmodem 9600™ brings the simplicity of the PC world to the com- 

plex world of wide and local area networks. 
For host to host, host to LAN, and data processing centers to remote controllers, the new 
Hayes V.32 modem gives full-duplex, synchronous and asynchronous communications at 
4800 bps and 9600 bps using dial-up or leased-line circuits. 
The modem also offers features like automatic leased-line restoration, automatic dial 
backup and forward error correction to ensure reliable data transmission. An intelligent front 
panel with an LCD readout puts this array of features at your fingertips. While behind 
the modem, the Hayes Cable Management System lets you easily install it flush against 


any wall or cabinet to save space. The Hayes Smartmodem 9600. We're 


not just entering the mainframe world, we're improving it. 


Hayes. 


For your nearest Hayes Advanced Systems Dealer, call 800-635-1225. Hayes Microcomputer Products, Inc, PO. Box 105203, Atlanta, GA 30348. 
Microcomputer Inc. 


© Wes Hayes Products. 
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FROM PREVIOUS PAGE 


the Unix minicomputer vendors often of- 
fer more internal compatibility across 
their product lines, the task in the non- 
IBM world is quite a bit simpler. 

In the case of Digital Equipment Corp., 
the answer is Decnet/OSI, which Bob 
Bradley, technical staff member for dis- 
tributed system strategic planning, says 
is really Phase III of the company’s strate- 
gy for networking. Decnet is the term 
DEC uses for its networking products. 
Decnet/OSI supports both DEC-specific 
protocols and a set of protocols defined by 
the ISO. Under Decnet/OSI, Bradley 
says, DEC “‘can provide cooperative pro- 
cessing using distributed processing logic 
and distributed data across the network.” 

Decnet/OSI is not currently a full set of 
product implementations, but some of its 
components are already here, such as 
Decnet System Services (DSS). Accord- 
ing to Bradley, a user in Massachusetts 
can use DSS to write a program to run on 
his local machine that will read a file on a 
machine located in England. 

Decnet/OSI is one part of the firm’s 
Digital Networking Architecture strate- 
gy, and it happens to be the portion that 
supports cooperative processing. It pro- 
vides the services that programmers can 
use to develop cooperative processing ap- 
plications and the services that future co- 
operative processing products will use as 
their underlying foundation. 

Data General Corp. refers to coopera- 
tive processing as client/server comput- 
ing. In client/server relationships, the two 
entities are equals from the communica- 
tions sense, but each one has its own job 
todo. 

“We provide software that responds to 
the client/server approach,” says Chris 
Stone, manager of office systems and 
software for Data General. ‘“‘We use a PC 
as a client and an MV [minicomputer] as 
the server. We run components of the ap- 
plication where they are best suited. For 
example, we will run graphical applica- 
tions on the workstation and number 
crunching on the server and return the re- 
sult to the client.” 

These applications do not sound like 
cooperative processing, and indeed, it 
would be stretching the point to say they 
are. Stone explains, “I don’t want to 
sound like I’m saying, ‘Hey, we’re here.’ 
This isn’t simple. It will be three to five 
years before half the market is developing 
products in this area, but it will do it. In 
the next year to 18 months, there will be 
more products.” @ 
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Virtual disk 
FROM PREVIOUS PAGE 


use mainframe programs to get at main- 
frame data. Using file transfer to copy the 
files to PC disks allows mainframe data to 
be used with PC applications. But file 
transfer is time-consuming and requires 
disk storage on the PC. Furthermore, 
once the files are on the PC, they are inac- 
cessible to mainframe users. 

A micro-to-mainframe virtual disk can 
eliminate these difficulties. It allows PC 
applications to access data on the main- 
frame without copying the files to the PC 
and without making the files inaccessible 
to mainframe users. 

But mainframe applications typically 
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cannot directly access the data on virtual 
disks. Instead, the file has to be copied toa 
different part of the mainframe’s disk and 
its format changed in the process. 


Weighing ease, transparency } 

When using virtual disks for data sharing, 
transparency and convenience are the 
primary considerations. All of the major 
vendors provide virtual disks that do most 
of the things real PC disks do. For in- 
stance, almost all the relevant DOS com- 
mands work for the virtual disk just as 
they do for a local disk. There are a few 
comands, such as FORMAT, that cannot 
be applied to the virtual disk but, for the 
most part, those commands are unneces- 


sary. 
All the major virtual disk products also 


provide the necessary translations when 
copying a file between the virtual disk and 
another part of the mainframe disk or be- 
tween the virtual disk and the PC. Howev- 
er, products may support different PC ap- 
plication formats such as the WKS format 
for Lotus Development Corp.’s 1-2-3, 
Ashton-Tate Corp.’s Dbase DBF format 
or the Data Interchange Format. 

A good PC programming interface can 
add to the convenience of using a virtual 
disk for those firms that have in-house PC 
programmers able to take advantage of it. 
A PC programmer should be able to in- 
voke a mainframe program to manipulate 
information, move data from place to 
place on the mainframe disk and also re- 
turn information to the micro program. 

It is also convenient to be able to ma- 


nipulate data from the mainframe side. 
Most virtual disk products allow a user at 
an IBM 3278 terminal to copy informa- 
tion from a virtual disk, manipulate it and 
write it back to the virtual disk. They usu- 
ally also provide application programming 
interfaces that allow programmers to in- 
tegrate virtual disk access into mainframe 
database programs. Some allow any file 
on the virtual disk to be accessed from the 
PC. Therefore, no copying is required. 

shops have established 
procedures for monitoring access and ar- 
chiving data. By storing data on main- 
frames, PCs can take advantage of the 
mainframe shop’s prowess in these areas. 
However, in order to do this effectively, 
the virtual disk product must integrate 
smoothly with the mainframe administra- 
tive systems. 

For example, mainframe security 
should be applicable to the virtual disk. 
Users should be able to protect virtual 
disks using their ity system of 
choice., pee as IBM’s ACF2 and RACF 
and Computer Associates International, 
Inc.’s CA-Top Secret. Most virtual disk 
systems allow for this, although the facili- 
ty that makes this flexibility possible may 
be listed as a separate item. 

Most virtual disk systems also provide 
some kind of facility for monitoring users 
on the mainframe. There are wide varia- 
tions in what can be monitored from the 
host side, though. For example, a host ad- 
ministrator may be able to find out which 
DASD a user is on but not which virtual 
disk is being used. That information may 
only be obtainable from a PC. 

With other products, the host adminis- 
trator may be able to tell which “library” 
of disks each user is accessing. At least 
one product, Arbiter from Tangram Sys- 
tems Corp., shows each user and the vir- 
tual disk that user is accessing. Arbiter 
also reports on the type of communica- 
tions link and on the PC’s configuration, 
such as what version of DOS it is running 
and what type of mainframe board it has. 

Usage accounting for chargeback and 
capacity planning should integrate with 
existing systems. Generally, this means 
that the virtual disk software should cre- 
ate system management facility records, 
which can then be processed by the usage 
accounting system. All the major vendors 
can provide this capability. 


File service 

A virtual disk product can provide a basis 
for a virtual local-area network server. 
For instance, Tempus-Share from Micro 
Tempus, Inc. implements a Microsoft 
Corp. MS-Net server on an IBM main- 
frame. from 
Phaser Systems, Inc. emulates a Novell, 
Inc. Netware server. 

The same questions that arise with vir- 

tual disks arise with file servers. How 

ently does the server integrate 
with the LAN? Do all LAN functions work 
with the file server? From the mainframe 
side, does the server integrate smoothly 
with existing mainframe facilities? 

One advantage of file service over the 
simple disk is that, while most virtual 
disks are limited by DOS to a 32M-byte 
maximum disk size, file servers can go 
much higher. For instance, Tempus-Link, 
which is just a virtual disk, can only sup- 
port a 30M-byte disk. Tempus-Share, 
which provides file service, can support 
disks up to 40G bytes. However, with 
DOS 4.0, multigigabyte storage will be 
available through DOS, even without file 
server capabilities. e 
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BY LEONARD HINDUS 


Pressure turned Atlantic Steel Co., a steel 
reprocessor in Atlanta, into an innovator 
in the use of micro-to-mainframe technol- 
ogy. “We were driven to innovation by 
the crippling market pressure in the steel 
industry,” Jerry Ward, the director of 
MIS, explains. ‘“We had to find the most 
cost-effective way to give our end users 
the computing power they needed while 
the integrity of our data.” 

Atlantic Steel uses Dyl-Vlink, a micro- 
to-mainframe link product from the Dyla- 
cor Division of Sterling Software in 
Chatsworth, Calif., to allow its IBM 4341 
mainframe to function as a file server. 
The mainframe is used to gather and or- 
ganize data for statistical process control, 
traffic control, freight rate equalization 
and other analytical chores, but much of 
the number crunching is performed by 
the linked microcomputers. 

Also, the company has realized signifi- 
cant cost savings by using a Compaq Com- 
puter Corp. multiuser system based on an 





he initial impetus for 

the micro-to- 

mainframe connection 
was the need to find an 
alternative to expensive and 
inflexible mainframe 
statistical process control 
software. 





Intel Corp. 80386 processor to support a 
number of terminals. Each terminal has 
access to the IBM mainframe through the 
386, which is connected via Dyl-Vlink. 
Ward says that, taken in total, he con- 
siders the eight Dyl-Vlink connections to 
be a true data network with the main- 
frame as the hub. Any number of micro- 
computers can access the same virtual 
diskette simultaneously, he explains. In- 
formation is transferred from the main- 
frame to virtual diskettes and back, using 
the DYL-280 data management and ex- 
traction tool. Simultaneous updates are 
locked out to maintain data integrity, he 
says, and the virtual diskette acts like any 
hard disk on a micro except that users can 
also share documents on the network. 
The initial impetus for the micro-to- 
mainframe connection was finding an al- 
ternative to costly, inflexible mainframe 
statistical process control software. 
However, other advantages soon be- 
came apparent, and the scheme was ex- 
tended. “Microcomputers are especially 
useful for ad hoc requests and analyses, 
which do not require the time and exper- 
tise of our professional development 
staff,’ Ward says. ‘The end user can get 
into the data and do some things on his 
own without having to wait for me.” 
Another plus, says Charles Monroe, 
the end-user computing coordinator, is 
that, because the data is stored on the 
mainframe in the form of virtual diskettes 
that look like additional floppy drives, mi- 
crocomputer users do not have to learn 
mainframe jargon or job control language. 
Monroe also stresses the simplicity of 
connecting all the end users in this way. 
“We have avoided the cost and confusion 
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of multiple microcomputer networks,”’ he 
explains. ‘“‘We have one network, which is 
transparent to the users and meets all our 
needs. The Dyl-Vlink network is so easy 
to use that the microcomputer users may 
not be aware that they are using virtual 
diskettes on the mainframe.” 

This method, he says, has united a 
company that is spread out across 30 
acres in the heart of Atlanta as well as a 
plant that is 70 miles away. “Our end us- 
ers get the best of both worlds: the inde- 


pendence and responsiveness of a micro 
environment and the power and cohesive- 
ness of a mainframe,”’ Monroe claims. 

There are also advantages for the MIS 
department, chiefly peace of mind about 
the security of corporate data. 

“Not only can we physically protect 
the data during our nightly backup,” 
Ward says, “‘but we can also control ac- 
cess on a user-by-user basis. Marketing, 
personnel and production are on different 
virtual diskettes with different sets of se- 
curity. In addition, no micro users have di- 
rect access to our mainframe databases.” 

The success of the program to move 
computing off the mainframe created a 
tremendous demand for micros through- 
out Atlantic Steel and led directly to its 
second creative leap in end-user comput- 


ing. Rather than equip all users with 
stand-alone micros, the company chose to 
experiment with 386-based micros run- 
ning PC-MOS/386, a multiuser, multi- 
tasking operating system from Software 
Link, Inc. in Norcross, Ga. 


Double hit 
“Our micro-to-mainframe network was a 
big hit,” Ward says. “But that also meant 
we were getting hit for $5,000 to $6,000 
every time we added a user. We had to to 
be able to afford to add more users. That’s 
how we discovered that we could use a 
386 machine like a minicomputer. By that 
I mean that one 386 system can support a 
number of users on ‘dumb’ terminals.” 
The initial investment required for 
Continued on page 86 
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Cincom Systems 
(513) 662-2300 


Corp. 
(212) 777-7318 
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Inc. 
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Terminal emulation 
with file transfer 


i 





Icot Network Systems 
(800) 343-0515 


Terminal emulation 
with file transfer 


IBM System/36, 38, 
AS/400 


IBM SSP 


Ey 
& 





Ideassociates, Inc. 
(617) 663-6878 


8B 
By 
i 
| * 


‘Terminal emulation 
with file transfer, 
LAN gateway 


System utility 


IBM 370 


MVS, MVS/XA, VS/CICS, 
VM/CMS 


NP 





Infocentre Corp. 
(416) 678-1841 


Distributed 
application 


communication 


Application, 
system utility 


HP 3000 


MPE, MPE/V, MPE-XL 


$12,000 to 
$125,000 





Communications Corp. 
(513) 745-0500 


Terminal emulation 
with file transfer 


Unisys A, V, Bseries 


BTOS/CTOS 


Unisys Poll/Select 


75 to 38.4K 


NP 


$4 
$995/ 





Interlink Computer 
i , Inc. 
(415) 657-9800 


Standard file transfer 


IBM 370 or PCM 


DECnet DNA 


1M and 
above 


E.hernet 
adapter 


$29,900 to 
$200,000/host 





Kaz Business 
(212) 757-9566 


Standard file transfer} 
. lati 
with file transfer 


All hosts with VT100 
terminal capability 


NP 


Xmodem, ASCII, 
Macbinary 


300 to 
19.2K 


None 


$120 to $179 





KEA Systems Ltd. 
(604) 732-7411 


Terminal emulation 
with file transfer 


Application 


DEC VAX 


VMS, Unix 


X-on/X-off, Kermit, 
jodem 


115K to 
200K 


$295 





Local Data, Andrew 
Network Products 
(213) 320-7126 


Trulynx 3270 


Terminal emulation 
with file transfer 


System utility 


IBM 370 


CICS, TSO, MVS 


INDS$FILE 


19.2K 


$1,030 





Mackensen . 
(213) 452-5520 


File Transfer 
System 


Standard and 
proprietary file 
transfer 


Application 


IBM 370 


MVS, VM/SP, DOS, TSO, 
CMS, CICS, IMS, IDMS, 
SI 


‘S/VTAM, FTS/SR, 
VM/SP CMS, CICS/VS 


3270 datastream, 
3270 A Coax, RS- 
232, Token-Ring 


supported by 
network 


$10,000/host 





McCormack & 
(508) 655-8575 


PC Link 3.0 


i file 
transfer 


Application 


IBM 3030, 3080, 3090, 
4300 


OS/2, DOS 


Asynch, synch, coax 


Hardware 
dependent 


Emulation 
board and 
software 


$1,100 to 
$35,000 





Microplot Systems 
(614) 882-4786 


PC-Plot-IV Plus 


Terminal emulation 
with file transfer 


Application 


All with Xmodem or 
rmit 


All with Xmodem or 
ermit 


Xmodem, Kermit 


110to 
19.2K 


None 


$195 





Micro Decisionware 
(303) 433-2706 


JPC/SQL-Link 


Distributed 
application 
communication 


Application 


IBM 3090, 4300, 3030, 
3080, 3130, 3120, 
9370, 4570, Amdahi 
5800 series 


Communications 
dependent 


Hardware 


None 


$600 





Microgate Corp. 
(formerly Gateway 


Microsystems) 
(800) 444-1982 


Microgate 
3780/API 


Terminal emulation 
with file transfer 


Software, 
hardware 


System utility 


IBM 370 


IBM MVS, VSE 


Command 


2780/3780 BSC 


2.4K to 
19.2K 


$595 to 
$1,495 





Microgate 
3270/SNA 


Terminal emulation 
with file transfer 


Software, 
hardware 


Application 


IBM 370 


MVS/TSO, CICS/VS, 
VM/CMS, ACF/VTAM 


Command 


SNA, SDLC 


2.4K to 


19.2K 


$595 to 
$1,495 





Microgate 3780 


Terminal emulation 
with file transfer 


Software, 
hardware 


Application 


IBM 370, DEC PDP and} 
VAX lines 


IBM MVS, VSE 


Command 


2780/3780 BSC 


2.4K to 
19.2K 


$595 to 
$1,495 





Modular Computer 
Systems, Inc. 


(Modcomp) 
(305) 974-1380 


Kermit 


Standard file transfer 


Software 


Application 


Classic I, 
Classic 32, Classic Tri-D} 
Systems 


Max IV, Max 32, Realix 


Command 


RS-232 


19.2K 


Included in 
Communica- 


tions 
Workbench 
Package 
($6,500) 





TCP/NET 


Application 


Modcomp Classic II, 
Classic 32, Classic Tri-D| 
Systems 


TCP/IP, IEEE 802.3 


Ethernet con- 
troller, trans- 
ceivers, cable, 
IPS-Z 


$10,000 
including 
Ethernet 
controller 





Multi Soft, Inc. 
(609) 896-4100 


SDF 


Proprietary file 
transfer 


Application 


IBM System 370, DEC 
VAX 


TSO, CMS, IDMS/DC, 
VMS 


Asynch, ADLC, BSC 


19.2K 


Serial port, 
emulation 
card 


$9,000/host 





Infront/ HPO 


Distributed 
application 


communication 


System utility 


IBM System 370, DEC 
VAX 


TSO, CMS, CICS, 
IDMS/DC, VMS 


Asynch, SDLC, BSC 


19.2K 


Serial port, 
emulation 
card 


$25,000/ host 





Associates, Inc. 
(714) 768-4013 


AdaptSNA RJE 


Standard file transfer 


System utility 


Any IBM mainframe 


JES2, JES3, POWER 


SNA, SDLC 


19.2K 


None 


$785/micro 





AdaptSNA 3270 


Tecminal emulath 
with file transfer 


System utility 


Any IBM with 
INDSFILE 


CICS, TSO, CMS 


SNA, SDLC 


Upto 19. 


None 


$245/micro 





Northwest Digital 
‘tware 
(509) 447-5631 


The Link for PDP 
lustering 


Distributed 
application 
communication 


System software 


All DEC PDP-11s 


RSTS/E 


Direct disk file 
transfer 


1M 


DEC commu- 
nications 
boards 


$10,000/2- 
node jicense 





Novell, Inc. 
(408) 747-4000 


Netware 3270 
Send-Receive 


Standard file transfer 


Applicat 


IBM 4300, 3030, 3090 


TSO, CMS, CICS using 
INDS$FILE 


Token-Ring 


NA 


Netware/- 
PCCX, 3270 
emulation 


Included with 
LAN and 
standalone 


3270 


emuiation 
software 





OBS Software 
(415) 362-8010 


Excellink & 
Excellink Host/V 

















System software 





IBM MVS, VM 
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On-line Software 
International, Inc. 
(201) 592-0009 


RUNS AS APPLICATION, 
SYSTEM SOFTWARE OR 


SYSTEM UTILITY 
HOST HARDWARE 


HOST ENVIRONMENTS 


£ Bf microcomPUTER MEMORY REQUIRED 


DATA FORMATTING 


VIRTUAL DISK CREATION 


MENU OR COMMAND DRIVEN 


TRANSMISSION 
PROTOCOLS SUPPORTED 


TRANSMISSION SPEED 


OR SOFTWARE SUPPORTED 


ADDITIONAL HARDWARE 





Pacer Software, Inc. 
(619) 454-0565 





Pack oe 
(516) 752-1640 


Bisynch 





Asyne 


19.2K 





3270, Asynch 


Hardware 
dependent 





Xmodem, Kermit 


75 to 19.2K 





75 to 19.2K 





lygon, Inc. 
(314) 576-7709 


All DEC VAX, PDP-11 


$149/micro, 
$585/host 





$179/micro 





$199/micro 





Prime Computer, Inc. 
(508) 655-8000 


$150 to 
$1,500 





$95/micro, 
$10,250/host 








Rabbit Software 
(800) 722-2482 


$1,095 





ee Technology, 
(800) 446-4737 or 
(415) 769-1400 


BR. bt 


$200/micro 





Relay Communications, 
inc. 
(800) 847-3529 


Relay Gold 


$295/micro 





Relay/150 


$5,500 to 
$14,500/host 





Relay/VM 


$5,500 to 
$14,500/host 





Relay/3270 


$5,500 to 
$14,500/host 





The Santa Cruz 
Operation, 
(408) 425-7222 





SDLC 


$595 to 
$2,095/mi 





SAS Institute, Inc. 
(919) 467-8000 


The SAS System 


Asynchronous, CXI, 
Irma, Rabbit, 
3270PC, 3278/39 


NP 





Simware, Inc. 
(613) 727-1779 


SIMPC 


i 





$325 





Softklone Distributing 
(904) 878-8564 


Mirror III V1.0 





Softronics, Inc. 
(800) 225-8590 








Software AG of North 
(800) 843-9534 





$100/micro 














$150/micro 





Software Corp. 
(203) 359-2773 















































$9,000/CPU 
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MICRO-TO-HOST LINKS 
PRODU POTLIG 





SOFTWARE AND HARDWARE 


SOFTWARE OR 


COMPANY 


RESIDES ON WHAT PLATFORM 
MICROCOMPUTER MEMORY REQUIRED 
MENU OR COMMAND DRIVEN 

ADDITIONAL HARDWARE 
OR SOFTWARE SUPPORTED 


RUNS AS APPLICATION, 
SYSTEM SOFTWARE OR 
SYSTEM UTILITY 

HOST HARDWARE 

HOST ENVIRONMENTS 
VIRTUAL DISK CREATION 
PROTOCOLS SUPPORTED 
TRANSMISSION SPEED 


DATA FORMATTING 








2 ff CATEGORY DESCRIPTION 
= TRANSMISSION 


[ 
F 


Spectrum Concepts, Inc.| i i IBM running MVS, MVS, VM, 0S/400, CPF, 
(212) 766-4400 mainframe PCMs, System/36, 38, | SSP, VMS, Unix 
AS/400, DEC VAX, 
AT&T 3B2 
Sterling Software, Answer-Link Proprietary link Application IBM System 370, 4300,| OS/VS, DOS/VSE, <j) IBM 3278, 3074 Up to 5.6K $9,800 to 
Answer Systems 3030, 3080, 3090 VM/CMS, IMS/DC, emulation $60,000 
vision CICS/MVS, CICS/VSE, 
(818) 716-1616 MS-DOS 


lH 











Answer/ Ease Proprietary link Application IBM 370, 4300, 3030, | Same as above ) IBM 3278, 3174, Up to 5.6K $10,200 to 
3080, 3090 3274, 3774, 3874 $50,000 
emulation 
VAXlink Proprietary file Application IBM 370, 4300, 3030, | Same as above 2 s | N IBM 3278, 3174, Up to 5.6K 
transfer 3080, 3090 or PCM link! 3274, 3774, 3874 
to Microvax through emulation 
VAX 8800 





to $42,394 
(DEC) 
Micro/ Answer II} Proprietary file Application IBM 370, 4300, 3030, | Same as above Y Ne IBM 3278, 3174, Up to 5.6K $12,000 to 
transfer 3080, 3090 3274, 3774, 3874 $56,250/ 
emulation mainframe, 


$715/micro 
Sterling Software, Dyl-Vlink Distributed ic Application a 3090, VM/SP, Async, IBM 3270, | 2K to300K 
5 3101 











$9,800 to 
(818) 718-8877 communication ; . 





Structured Software Facet/PC Terminal emulation Application Any running Unix Unix System V ( No Xmodem v $250 (DOS), 
lutions with file transfer i System V 
(214) 985-9901 


$100 (Unix, 
Xenix) 
Syntax Systems, Inc. | SMBserver Standard file transfer, ini Application, Arix, AT&T, Harris Excelan, Unix, VMS TCP/IP, XNS d $115/micro; 
(206) 883-2525 distributed . system software | MCX, software $3,250/host 
XPS100, BIM ART, 
Sun-3, 
Unisys 5030/5050/- 
VAX/VMS, VAX Ultrix 
Systematics, Inc. Proprietary file icro, System utility | IBM 4300 MVS, VSE, VM, CICS S s Irma, IBM 3278/79, 
(501) 223-5100 i SNA, Asynch 
The Systems Network Proprietary file ini,| System software} IBM 9370, 4300, 3030,| MVS, VM, VSE, Guardian LUO, LU2 Hardware | None 
3 or 


Center, Inc. Datamover mainframe 3080, 3090 or PCM dependent 
(214) 550-0318 





licati 
communication, LAN 
gateway 











Systems Interface, Inc. | Transactor Application HP 9000, Honeywell Unix No s RS-232, TCP/IP, 19.2K (up to} Microsoft $395/micro 
(613) 230-4103 XPS, Unix minis, X.25 10M on Windows or 


LAN) New Wave 
Systems EZiink i Application Bisynch 56K - | $12,000 to 
(212) eee 4 AS/400 cat $20,000 








BSC2 9.6K $2,000 to 
icati $5,000 





IBM 370 SNA/SDLC 56K $2,000 to 
icati $5,000 





Tangram Systems Corp. i i IBM mainframe running LU1, LU2, LU6.2 Hardware | None $15,000 to 
(919) 481-4444 , tert mainfr: MVS, MVS/XA, VM dependent $60,000 





T.D.T Group Application, Any with IBM NP 300 to None $499 
(305) 372-9332 i 3780/2780 protocol 19.2K 
Technology Concepts, i i i DEC VAX, Unix or VMS, Ultrix, Unix, a 10Mover | Decnet, Starts at $350 
inc. ith file proprietary system proprietary, DOS Ethernet Ethernet con- 
(508) 443-7311 Ext. running Community trollers 
221 








3Com Corp. IBM 370 CICS, MV/SP, MVS/TSO $4,995/LAN 
(408) 562-6400 
Touchstone Software i AT&T 3B, DEC PDP- | Xenix, Unix, VMS I $195 to $249 
Corp. ‘oprietary 11s, VAX, HP 9000, 
(213) 598-7746 4 i IBM RT, 3031, 
i i Masscomp 500, NCR 

Tower, Sun-2/3, Unisys 
5000/6000/7000 
(abbreviated list) 











Same as above Unix, Xenix, VMS N Proprietary Ni $395 to 
$1,295 
Same as above Unix, Xenix, VMS Ni ASCII, Xmodem, $145 

proprietary 














Ungermann-Bass Net/One MV. | Mini System utility N' Ne $1,000 and up/ 
(408) 496-0111 host 








System utility N I b $4,825 
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MICRO-TO-HOST LINKS 


PRODUCT S&S 


POTLIGHT 





CATEGORY DESCRIPTION 


SOFTWARE AND HARDWARE 


RUNS AS APPLICATION, 
SYSTEM SOFTWARE OR 


SYSTEM UTILITY 
HOST HARDWARE 


SOFTWARE OR 





i RESIDES ON WHAT PLATFORM 


ae 
gRe 
fag? 
ghg® 

A 


MICROCOMPUTER MEMORY REQUIRED 


DATA FORMATTING 


VIRTUAL DISK CREATION 
MENU OR COMMAND DRIVEN 


: 
} 
H [evens 


HOST ENVIRONMENTS 


PROTOCOLS SUPPORTED 
ADDITIONAL HARDWARE 
OR SOFTWARE SUPPORTED 


TRANSMISSION 





Unisys Corp. 
(313) 972-7000 


Unisys A and V series 





Unisys A and V series 
operating system 


$301 





Unisys A 


Unisys A series operating 
system 


$770/micro 





Unisys A and V, 1100 


Unisys A and V series 
operating system 


$2,310/host 





Universal Software, Inc. 
(203) 792-5100 


IBM 4300, 9370, 3030, 
3080, 3090 





MVS, DOS/VSE, Xenix, 
Unix 


110 to 9.2K $600/micro, 
from $8,000/host 





Virtual 
Microsystems, Inc. 
(415) 573-9596 


DEC VAX, Microvax, 
Vaxstations 


VMS/MS-DOS 


1200 to 19.2K $100 to $1.000 





Walker Richer & Quinn 
(206) 324-0350 


HP 3000, 9000, 1000 


i 4 i By EP hg 





MPE, HP/UX 


1.2K to 115.6K $299/micro 








ie AF 


VMS, Unix 


$199/micro 





$99/micro 





Winterhalter, Inc. 
(313) 662-2002 











i 












































$895 to $1,595/ 
micro 





Atlantic Steel 


CONTINUED FROM PAGE 75 


each multiuser 386 system is around 
$12,000. After that, Ward says, the incre- 
mental cost is $450 per user, the cost of a 
Wyse Technology 60 terminal. 

This is possible, in part, because the 
data and programs are stored in virtual 
diskettes on the mainframe and accessed 
through the network. 

“Multiuser 386 systems would not be 
feasible without our micro-to-mainframe 
technology,” Ward adds. “A user at a 
dumb terminal attached to a 386 has the 
same ability to retrieve, process and store 
data as if he had a stand-alone system.” 


Five for now 

The company currently supports as many 
as five simultaneous users on one 386 sys- 
tem. The users are connected to the 386 
system via intelligent eight-port, RS-232- 
C-compatible serial boards, manufactured 
by Maxpeed Corp. in Foster City, Calif. At 
least in theory, three Maxpeed boards can 
be installed on each 386 host for a total of 
25 users per host. 

“Based on our results,” Ward reports, 
“we anticipate no difficulty in expanding 
to 10 users. A 10-user 386 system costs 
less than $20,000. That’s $40,000 less 
than 10 PC AT-class machines. Yet our 
users report that response times are 
about the same as stand-alone AT-class 
machines and much faster than the PC 
XT-class machines many of them have 
been using.” 

Eventually, Ward says, this outgrowth 
of Atlantic Steel’s initial decision to em- 
ploy micro-to-mainframe link technology 
could save the company as much as “‘hun- 
dreds of thousands of dollars.” ¢ 
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A guide to micro-to-host terms 





Advanced Program-to-Program 
Communications (APPC): A set of 
protocols designed by IBM that enables 
application programs to interact direct- 
ly with each other on a peer-to-peer ba- 
sis, even when the programs are on sep- 
arate and remote processors. 


Distributed Data Management 
(DDM): An IBM application that sup- 
ports remote file access across a Sys- 
tems Network Architecture (SNA) net- 
work. 


Extended Binary-Coded Decimal 
Interchange Code (EBCDIC): An 8- 
bit data transmission code developed by 
IBM and used primarily for synchro- 
nous communications in IBM main- 
frame and compatible systems. 


File transfer: Movement of a com- 
plete set of data from one computer to 
another, usually accomplished by divid- 
ing a file into a series of screens that are 
then reassembled at the receiving end. 


Gateway: A device that uses protocol 
conversion to connect dissimilar com- 
munications systems. The gateway 
provides the translation from one set of 
protocols to another. 


High-Level Data Link Control 


Information provided by Digital Consulting, 
Inc., an Andover, Mass.-based consulting firm. 


(HDLC): A data communications pro- 
tocol developed by the International 
Standards Organization (ISO) and later 
incorporated into the link layer of its 
Open Systems Interconnect model. 


Link: A circuit or transmission path, 
including all equipment between a send- 
er anda receiver on a network. 


Link layer: Layer 2 of the ISO Refer- 
ence Model for OSI. At Layer 2, ISO 
has established standards and protocols 
for managing the physical transfer of 
data between nodes. 


Logical Unit (LU): The port, or net- 
work-addressable entity, through 
which users gain access to SNA and 
communicate with one another. 


LU6.z2: An IBM protocol for the peer- 
to-peer communication of devices on an 
SNA network. 


Micro-mainframe link: A package 
specifically designed to accomplish file 
transfer or application integration be- 
tween a PC and a mainframe computer. 


Physical Unit 2.1 (PU2.1): An IBM 
protocol that facilitates cooperative 
processing by supporting multiple 
“conversations” within a single ses- 
sion. 


Protocol conversion: The process of 


translating protocols from one comput- 
er system to another so that the two dif- 
ferent systems can communicate. 


Session: A series of conversations or 
interactions that take place between 
two application programs. 


Synchronous transmission: A 
transmission scheme whereby data is 
sent as blocks of characters with con- 
trols at the beginning and end of each 
block that ensure constant timing or 
synchronization. 


Synchronous Pata Link Control 
(SDLC): An IBM synchronous com- 
munications protocol that operates 
with SNA. 


SNA: A proprietary plan, developed by 
IBM, for the design of a wide-area net- 
work and supported by almost every 
computer vendor. SNA is a de facto 
standard that includes APPC. 


Terminal emulation: A method of 
data transfer whereby a PC, via use of 
an IBM 3270 emulator board in the PC 
or by protocol conversion, imitates the 
characteristics of a dumb terminal so 
that it can receive data from the main- 
frame. 


Virtual disk: A disk that appears to 
belong to one user but in fact is shared 
or available to all users on a network. 
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IBM repository on its way 


MIS can lay groundwork today for upcoming data dictionary replacement 





BY DAN TASKER 


t’s no big secret that IBM 
is working on a reposi- 
tory product to replace 
its aging data dictionary 
offering. While conjec- 
ture as to its release date 
varies, what is clear is 
that it will be of primary 
use to medium-size and 
large MIS installations 
that are having difficulty manag- 
ing the thousands of hardware 
and software components of 
their. complex information sys- 
tems. =) 
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A big problem today in almost 
all large data processing installa- 
tions, and in many smaller ones, 
is that the left hand does not 
know what the right hand is do- 


lems that might somehow inhibit 
e@ Step 2. Establish an overall 
plan at organizational, functional 
and data levels. 

e Step 3. Gather data require- 


ments. 

e Step 4. Design integrated so- 
lutions. 

e Step 5. Implement integrated 
data and tools. 


in turn can show how an MIS or- 
ganization can begin today to 
prepare for an integrated reposi- 
tory product. 


Understand the problems 
It is not enough that one person, 
or even one group within an in- 
Stallation, recognize and under- 
stand the need for and benefits of 
a repository. The entire MIS de- 
partment must realize that an in- 
tegrated tool set is one that cap- 
tures data once and uses it many 
times. Otherwise, the group will 
not know how to implement it 
One benefit of the integration 
that can be achieved with a re- 
pository is reduced tool develop- 


ment effort. Only one set of data- 





¢« Know who does what in your shop 
* There’s nothing magic about data models 
° A tool to build tools 
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management information based 
on a common, well-defined set of 
objects or entity types that are 
uniformly reported and under- 
stood. Additional benefits in- 
clude reduced training costs and 
increased management control. 

Ironically, one of the road- 
blocks to establishing the inte- 
grated solutions that can come 
with a repository is today’s appli- 
cation developers. 

These highly trained individ- 
uals have, over time, established 
their own ways of working their 
living providing automation that 
changes other people’s lives, yet 
they themselves are often very 
set in their ways, which makes 
for an interesting contradiction. 

A second, related obstacle is 
that operations personnel, over 
time, have acquired or devel- 
oped far too many individual 
pieces of automated support that 
allow them to manage their day- 
to-day responsibilities. 

One bank in Seattle identified 
37 different ‘‘systems,” each in- 
volved in maintaining some as- 
pect of its network. The opera- 
tions staff, which has a great 
responsibility in terms of keep- 
ing critical production systems 
running, is not anxious to let go 
of these lifelines. 

It is no easy task to convince 


Tasker is an independent consultant 
Corp. in Sydney, Australia, and author 
of the forthcoming book Fourth Genera- 
tion Data from Prentice Hall. 
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operations and development 
people to change their current 
ways and embrace concepts that 
they are not comfortable with, 
such as “repository’”’ and “‘inte- 
grated solutions.” 

Another very real problem is 
that all of these people are likely 
to be working flat out just trying 
to meet their existing commit- 
ments, with little or no time to 
scale another learning curve. 

The repository concept must 
be sold to the company’s top-lev- 
el management. The bigger the 
installation, the more examples 
there are likely to be of redun- 
dant data, multiple tools sup- 
porting the same activities and 
so on. An MIS commitment to 
moving toward an integrated 
tool set is essential, both in pro- 
viding near-term resources and 
long-term migration efforts. 


Establish an overall plan 
The overall objective behind a 
repository is to establish an inte- 
grated tool set for MIS that op- 
erates on integrated data. The 
repository is intended to hold 
data about development and op- 
erational components such as 
programs, files and network de- 
vices. This data, in turn, is ma- 
nipulated by the tools, which 
were designed to support one or 
more of the activities performed 
by MIS personnel. 

In order to define tool re- 
quirements, an MIS installation 
must have a clear understanding 
of what activities it performs and 
who performs them. The chart 
at right illustrates the relation- 
ships among the four vital ele- 
ments of any integrated tool set: 
people, activities, tools and data. 
An MIS installation must have 
accurate, maintainabie data for 
each of these elements to suc- 
cessfully establish a repository 
and a comprehensive set of inte- 
grated tools. 

By starting with high-level 
models of organization, function 
and data, MIS can establish a 
plan to complete lower level de- 
tails. 


At this stage, there is likely to 
be another gap in understanding 
by MIS staff that must be 
bridged. Many of those who 
need to be involved in both plan- 
ning for and contributing to 
overall information-gathering 
exercises may not be well versed 
in aspects of data modeling. 

Organization, function and 
data actually represent three dif- 


ferent perspectives of MIS. The ; 


most universally understood 
model is the organizational 
chart, which contains informa- 
tion about who makes up the 
MIS organization and defines the 
reporting relationships. 

These kinds of models are of- 
ten maintained in a distributed 
fashion, with each subgroup 
looking after its own lower level 
reporting structure. But even 
with all the technology available 
today, it is still surprising how 
many enterprises do not main- 
tain even the higher levels of 
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available information in some 
form of database. 

Most organizational charts 
are updated and produced either 
manually or on a word processor. 
Accurate data about people — 
for example, data on project 
staffing, sign-off authority, prob- 
lem resolution responsibility and 
so on — will eventually be nec- 
essary within the repository. 

Therefore, such data should 
be implemented in some form of 
maintainable database now. This 
organizational information will 
have immediate use in the MIS 
group’s relationships and even- 
tually can be migrated into the 
repository itself. 

Organizational models may 
be easy to pin down, but few 
companies, if any, maintain a 
functional model of themselves. 
Because organizational units 
tend to have meaningful names 
such as Customer Service, Mar- 
keting & Sales and Accounting, 


organizational charts provide 
somewhat of a functional per- 


e. 

It is not unusual, however, for 
multiple organizational units — 
regional sales divisions, bank 
branches, multiple factories and 
so on — to perform similar func- 
tions such as selling, servicing or 
manufacturing. This means that 
functions within an organization- 
al model can be redundant. What 
is lacking, therefore, is a normal- 
ized or nonredundant set of well- 
defined functions that are impor- 
tant to operating the business. 

Functional modeling tech- 
niques such as decomposition 
and data flow diagrams have 
proven useful in the develop- 
ment of information systems. In- 
dividual functions or activities 
are named, defined and shown in 
relationship to other functions. 
The highest level defined for 
such models often begins at the 
point appropriate to the individ- 





The four elements of an integrated tool set 
In order to define IBM repository requirements, MIS must have a 
clear understanding of the relationships among the four elements 
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ual application being addressed. 

In reality, each of these appli- 
cations is a part of the overall set 
of functions for an enterprise. 
Just as the complete organiza- 
tional chart begins at the highest 
‘evel, a functional model of an en- 
terprise should start at the high- 
est level. The first few levels 
then act as a framework within 
which individual applications can 
be defined. 


Who does what 

The task at hand, however, is to 
establish integrated MIS data 
and function. Even on this small- 
er scale, it is possible to have 
several groups performing simi- 
lar functions. It therefore makes 
equal sense to establish a func- 
tional model for all of MIS. Once 
defined, these nonredundant 
functions are used for cross-ref- 
erencing to the MIS organiza- 
tion. Establishing this link can 
make possible on-line access 
showing who does what. 

Creating models of the MIS 
organization and MIS function is 
an important prerequisite to lat- 
er steps. It is equally important 
that procedures are put in place 
to ensure that these models are 
updated over time. Again, the 
culture of an organization guar- 
antees that organizational charts 
are updated and published fol- 
lowing any significant changes. 
But what of the links established 
to functions? 

Those responsible for plan- 
ning any kind of reorganization 
should be aware of the impact 
such changes have on accom- 
plishing the work. Similarly, 
when changes in methodologies 
or technologies affect what ac- 
tivities MIS performs, it is im- 


portant that people within the 
organization be assigned respon- 
sibility for performing them or 
be informed that they can cease 
carrying out an obsolete activity. 

At Westpac Banking Corp. in 
Sydney, Australia — where re- 
pository planning forms the basis 
of the five preparatory steps — 
the individual functions per- 
formed by MIS staff are record- 
ed as a part of the annual person- 
nel planning/performance eval- 
uation procedure. Originally, 
each individual was responsible 
for describing the activities in 
which they were expected to be 
effective. 

By defining an MIS functional 
model, a normalized set of these 
activities was established that 
could then be used as part of this 
process. 

Again, there is immediate 
benefit even prior to a repository 
in that more rigorous data can be 
provided to management. One 
obvious use is for controlling 
functional overlaps and under- 
laps. At the same time, it estab- 
lishes a mechanism that ensures 
that the functional model, and its 
cross-reference to the organiza- 
tional model, will be maintained. 

Once a nonredundant func- 
tional model is in place, it also 
provides a basis for mapping cur- 
rent automated support tools — 
for example, compilers, test data 
generators, direct-access stor- 
age device management and so 
on — within the organization. 
Again, this is useful for identify- 
ing overlaps and underlaps. This 
cross-reference can also be es- 
tablished using existing storage 
technologies. In addition, it rep- 
resents another valuable step in 
bringing order out of the chaos 
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data network users than 
Everything you'll need to connect 
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your new system, we can supply: Local 
multiplexors. Local T1 multiplexors. Data 
over voice. Terminal-powered line drivers. 
Local data sets. Sync and async leased- 


pand,see whos 


ms. The | | uct lin 
of its kind ania. All so reliable you 
can hook them up and forget them. 


And all designed to let you take max- 
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that exists today in many large 
installations regarding the coor- 
dination of tool evaluation and 
acquisition. 


Gather requirements 

The basis for true functional in- 
tegration and the tools that fa- 
cilitate it is a common, shared set 
of data. Traditional application, 
or tool, development involves 
defining the particular data re- 
quirements and implementing 
them in a manner designed to 
support that individual need. 

Data-modeling techniques 
and the principles of normaliza- 
tion provide methods for design- 
ing and implementing data that is 
not optimized for any one func- 
tion but is usable by any number 
of functions that might require 
it. This eliminates the additional 
effort involved in resourcing or 
reformatting data, which is so of- 
ten necessary with today’s unin- 
tegrated tools. Interestingly, 
those people assigned to the 
building of bridges between to- 
day’s tools are the ones crying 
the loudest for an integrated re- 
pository. 

Each MIS activity supported 
by a tool within the repository 
will still have its own particular 
data requirements. These re- 
quirements, however, should be 
seen as views or subsets of the 
entities and relationships in the 
overall design model. What MIS 
must guard against is the imple- 
mentation of particular data re- 
quirements without regard to 
the larger scope. 

The functional model pro- 
vides a basis for establishing 
what data models, or views, need 
to be defined. No entity should 
appear in the overall repository 
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model that is not based 

on some activity view. 
As activities change 

over time, so will their 

data requirements. Activity-based Individual tool design 

This again emphasizes ‘Cduirements | 

the importance of main- 


taining a current MIS 
functional model. Activ- 
ity data-model views 
act as the cross-refer- 
ence between data and 
function. 

Establishing data 
model requirements 
represents another op- 
portunity for MIS in- 
stallations to gear up 
for a repository. IBM’s 
stated direction clearly 
indicates that its reposi- 
tory product will be 
based on an entity/rela- 
tionship model. Be- 
cause data modeling is a 
much newer discipline 
than either functional 
or organizational mod- 
eling, it is the least un- 
derstood by MIS man- 
agers and staff. 


No integration occurs 


Data requirements must be integrated into the overall design model, which represents 
the nonredundant set of entities and relationships 


requirements 





A repository design model 
Without administrative controls, the IBM repository would be susceptible to 
implementation of nonintegrated data and functionality 
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But there is nothing 
magic about data models. Like 
anything else, it is a matter of 
education and familiarity. Intro- 
ducing these concepts to the 
MIS community will now help 
overcome one additional learn- 
ing curve facing the utilization of 
the new repository. 

For instance, any installation 
that does not currently employ 
skilled data analysts would do 
well to train or acquire some. 
People with these skills are es- 
sential to both the requirements 
and design steps of the process 
being described here. 

Data modelers and data ana- 


lysts are a rare commodity to- 
day. As more installations realize 
their importance in establishing 
an integrated repository tool set, 
they will be at a premium. 

The importance of gathering 
requirements for individual MIS 
activities is based on the fact that 
the repository product itself will 
not consist of a single, all-encom- 
passing set of functionality to 
support all MIS activities. Its pri- 
mary purpose should be to act as 
a storage manager for the data. 
The only functions the reposi- 
tory should be expected to per- 
form are those that can be ap- 


plied to any data stored there. 

The ability to query and/or 
report on any item stored within 
a repository is one example of 
such a data-management func- 
tion. In contrast, functions such 
as generating IMS control 
blocks or Cobol I/O areas apply 
to very specific kinds of reposi- 
tory-based data, like segment 
definitions. 

The repository tool, as de- 
scribed by IBM, is intended to be 
a tool to build tools. Software 
products capable of generating 
control blocks should be thought 
of as tools that specifically sup- 








“1 in local data networks. 








reed cst coxa cables fee epics 


FEBRUARY 6, 1989 


Call 1-800-MiCOM U.S. 





So MICOM will make your new net- 
work more cost effective. More flexible. 
More reliable. That's why we're #1. 











COMPUTERWORLD 














































































SULT 
NEW 3-YEAR WARRANTY. 













port a database administration 
activity. Only installations that 
use IMS would be interested in 
this particular functionality and 
would require it as part of their 
integrated tool set. Similarly, an 
MIS shop that strictly uses a 
fourth-generation language 
would not require — nor would 
it wish to pay for — a tool that 
generated Cobol I/O copy library 
members. 

The importance of defining 
MIS §activity-based require- 
ments is to facilitate the selec- 
tion or creation of tools that will 
eventually make up an installa- 
tion’s integrated tool set. Some 
of these tools will be available 
from IBM. The company has also 
made it clear that its repository 
will be open for third-party ven- 
dors to supply add-in tools. 

Indeed, a major advantage of 
the eventual existence of an IBM 
repository is that it will act as a 
focal-point product with which 
other tools can integrate. Many 
of the vendors of today’s stand- 
alone tools will likely produce 
versions modified to integrate 
with the repository. When 
enough customers realize the 
benefits of integration, the mar- 
ket for stand-alone tools will like- 
ly be greatly reduced. 

Further, because of the enti- 
ty/relationship nature or direc- 
tion of the IBM repository, all 
tools will of necessity include 
data models as part of their 
specifications. By defining the 
particular requirements of a giv- 
en installation in terms of activi- 
ty data models, there will exist a 
common basis for evaluation of 
add-in tools. 


Design specifications 
The repository tool itself should 
function primarily as a database 
management system. But with- 
out the proper administrative 
controls, it is susceptible to the 
implementation of nonintegrat- 
ed data and functionality (see up- 
per portion of chart above). 

An important phase that fol- 
lows requirements gathering is 
implementation-independent de- 
sign. While the functional re- 
quirements go through z process 
that eventually produces code, 
the data requirements need to be 
merged, or integrated, into an 
overall design model (see lower 
portion of chart above). This 
represents the single, normal- 
ized, nonredundant set of enti- 
ties and relationships. 

The eventual implementation 
of this design model within some 
DBMSs — for example, the re- 
pository — will be subject to cer- 
tain performance-related com- 
promises such as_ selected 
denormalization, controlled re- 
dundancy and so on, based on the 
repository product’s particular 
strengths and weaknesses. 

The entity-merge step within 
the design phase is necessary for 
identifying what requirements 
can be satisfied by existing de- 
sign entities. A person or group 
whose job it is to be familiar with 
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the design model should be in- 
volved in performing the inte- 
gration of these requirements. 
The reuse of previously estab- 
lished entities is the basis for in- 
tegration and reusability of data. 


implementation 

The fifth step must, of necessity, 
await the actual availability of a 
repository product. It would be 
feasible to implement the above 


tools using any currently avail- 
able DBMS. The ramification of 
such a decision, however, is that 
a homegrown repository would 
not provide the same degree of 
integration with tools eveniually 
offered by both IBM and third- 
party vendors. 

But in the short term, such a 
solution can offer certain func- 
tionality that is not presently 
available, as well as providing a 


much cleaner, less redundant set 
of data than currently exists. 

If the intent is to eventually 
migrate this data to the IBM re- 
pository, the extent of invest- 
ment in throwaway code should 
be carefully weighed. If steps 
one through four have been fol- 
lowed in this effort, the transi- 
tion should be greatly simplified 
because of the data that exists in 
normalized form. 


Meanwhile, MIS itself needs 
to be organized and managed in 
such a way that its reporting 
structure and functions are 
clearly defined and maintained 
on some DBMS. Together, 
these two models become the 
basis for a cross-reference sys- 
tem defining who is responsible 
for what. This information is 
probably not well-defined today 
and almost certainly not kept or 
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Hughes Aircraft Company was the recipient of the U.S. Army Award for outstanding achievements in 
Value Engineering for cost-savings. In 1987, Hughes Value Engineering Change Proposals (VECPs) 
saved customers over 53 million dollars. Since 1964, 735 Hughes VECPs on 53 programs have resulted 
in a total savings of 1.136 billion dollars. Some of the programs benefitting from the VECPs include 
F/A-18 avionics, Maverick, Phoenix, and Advanced Medium Range Air-to-Air Missiles, 

MI Abrams Tank, Bradley Fighting Vehicle, and the AN/UYQ-21. 





An integrated security management system that can monitor and display security and fire alarms will 








help security forces operate more efficiently. The system, designed by Hughes for General Motors’ 
Regional Personnel Administration, will integrate new and existing systems in 180 GM plants 
throughout the United States. GM will establish 12 Regional Personnel Centers (RPCs) to serve the 
plant sites. Each RPC will perform central monitoring and control, rather than each plant site 
performing its own, as is presently the case. The new system has the potential to save GM millions of 
dollars each year. A similar Hughes-designed system is currently installed in the Smithsonian 
Institution in Washington, D.C. 


A family of display consoles, converters, and switchboards, all designed to process and display 





information in short response times, successfully completed sea shock testing. Considered the standard 
display for all U.S. Navy surface ships, Hughes’ AN/UYQ-21 display systems are being installed 
aboard the Navy's Aegis cruisers and destroyers. The system is designed to be used for anti-submarine 
warfare, command and control, and fire control. Since the UYQ-21 is a family of displays, the combat, 
sensor, and fire control systems can be tailored for different ship classes. The system also will be used 
on aircraft carriers, assault ships, and other Navy ships. 


Voice and data communication to and from vehicles virtually anywhere in North America will soon be 








possible through a satellite system under development by Hughes and seven other companies that form 
the American Mobile Satellite Consortium. The system would allow drivers unrestricted contact with 
any telephone anywhere in the world. Current cellular telephone systems require drivers to be within 
range of special two-way radio towers, leaving about 15 percent of the United States population without 
service. Initial customers for the new system will be trucking companies, fire fighters, search and 
rescue teams, and personnel working in remote areas. The service will also be available to aviators 


and mariners. 


Hughes Missile Systems Group is advancing every phase of research and development, as it applies to 
tactical guided missile systems and strategic defense. Opportunities for engineers and scientists are in 
analog/digital circuit design; high-voltage power supply design; electro-optical design; IR imaging 
sensors; focal plane arrays; and systems engineering. Send resume to Hughes Engineering 
Employment, Dept. S3, 8433 Fallbrook Ave., Canoga Park, CA 91304. Equal opportunity employer. 
US. citizenship may be required. 





For more information write to: P.O. Box 45068, Los Angeles, CA 90045-0068 
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maintained on-line. Establishing 
it now means that implementing 
integrated change-management 
and project-management tools 
will be greatly facilitated in the 
new repository. 

In addition, an inventory of 
tools — linked to the activities 
that they support — should ex- 
ist. In the near term, this inven- 
tory can be used to eliminate re- 
dundancy — both in cost of tools 
and in training in different sys- 
tems that essentially accomplish 
the same thing. 

The data created and/or ma- 
nipulated by these tools begins 
to identify sources of informa- 
tion that will eventually be mi- 
grated into a repository. Gather- 
ing this information will be vital 
when it is time to cost-justify 
both the repository tool itself 
and add-in tools. 

Because the new repository 
would not be accepted if it did not 





NY MIS instal- 

lation impa- 

tiently waiting 
for IBM to deliver a re- 
pository product that 
will magically solve all 
of its problems is a few 
bits short of a byte. 





at least have tools available that 
matched the present level of 
automated support, a current in- 
ventory of tools acts as a priority 
list for either IBM or third-party 
vendors to provide integrated, 
repository-based versions of 
current products. It also clearly 
defines what migration plans 
must be developed for convert- 
ing to integrated tools. 

Also, MIS should create a sin- 
gle design data model that repre- 
sents the sum total of all current- 
ly defined requirements of MIS 
activities. The design model will 
ensure that, as tools are added 
into the tool set, there will be 
maximum benefits from integra- 
tion. The individual activity-view 
data models represent require- 
ments that can be used when 
evaluating commercially avail- 
able tools. The same require- 
ments, both functional and data, 
can also serve the option of in- 
house development of any par- 
ticular repository-based tool. 

The data-modeling exercises 
act to sharpen the skills of data 
analysts while familiarizing man- 
agers and staff with both the con- 
cepts of data models and inte- 
grated repository solutions. 

Bear in mind that any MIS in- 
stallation impatiently waiting for 
IBM to deliver a repository prod- 
uct that will magically solve all of 
its problems is a few bits short of 
a byte. The integration that such 
a tool will make possible will ne- 
cessitate both procedural and 
cultural changes within any MIS 
organization. Preparing and edu- 
cating for these changes should 
begin immediately. 
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TAKING 


CHARGE 
Sally Brecht 


Planning 
for the worst 


When I assumed responsibility 
for the Educational Testing Ser- 
vice Information Systems & 
Technology (IS&T) division’s di- 
saster and application recovery 
planning, I was not particularly 
concerned about the effort re- 
quired by the task. After all, di- 
saster and application recovery 
planning are nothing new. Surely 
there was plenty of information 
on what a plan should address, 
right? 

Wrong. So began my search 
for information critical to disas- 
ter and applications recovery. 
The following are some of the 
topics that managers should ad- 
dress in their plans. Remember, 
though, that organizational 
needs and culture drive recovery 
plans. Just as no two organiza- 
tions are alike, no two plans are 
identical. 

Happily, my predecessor ad- 
dressed several major aspects of 
disaster recovery planning. A 
backup processing site was un- 
der contract and a rudimentary 
disaster recovery plan in place. A 
secure off-site storage vendor 
was under contract, and critical 
operating systems, programs 
and application-specific data 
were regularly rotated off-site. 

My goal was a plan of mini- 
mal size and complexity that pro- 
moted IS&T’s ability to move 
into a hot site within 24 hours of 
a disaster declaration. The plan 
is organized by the personnel 
who could be active partici- 

Continued on page 97 
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Hands-on IS president 
maintains open door 





BY ALAN J. RYAN 
CW STAFF 





When J. Raymond Caron steps 
out from behind his desk to 
shake hands with visitors, he 
does it with the same casual ease 
he might have stepping onto 
green at his favorite golf covise. 

Caron, president of Cigna 
Systems, a division of Cigna 
Corp., is a people person. He has 
earned high grades from his co- 
workers because he has climbed 
the Cigna ranks from program- 
mer/analyst 18 years ago to 
president today. Further, he has 
won their friendship because his 
interest in them is genuine, they 
say. 

When one of his employees 
was dealing with an ill parent, 
Caron asked on a daily basis how 
things were going, says Kathy 
Taylor, vice-president of finan- 
cial strategic planning and corpo- 
rate support services. 

“He is very personable,” she 
says. “We both get in early at 
about 7:15 a.m. He’ll pop in for a 
social chat to say, ‘How was your 
evening? or ‘How was your 
weekend?’ He tends to do that 
with most people.”’ 

At Philadelphia-based Cigna 
Systems, Caron, 44, runs the 
arm of the $17 billion (reflecting 
1987 revenue) insurance compa- 
ny Cigna, which is responsible 
for all systems development, 
data processing and telecom- 
munications for the corporation 
worldwide. 

Caron’s promotion nearly a 
year ago followed a hectic two- 
year staff cutback period during 
which the staff size was reduced 
from 4,000 to 3,100 through at- 
trition and some layoffs. Now the 


company wants the employees :P 


: PROFILE 
: J. Raymond Caron 





to look forward, and Caron’s in- :| 


terpersonal skills are perfect for - 


the task. 


“Ray is good at getting peo- : | 
ple to focus on the value they can : 
bring to Cigna, rather than how : 
awful it was when we did the : 
downturn,” says Jim Valenteen, - 
senior vice-president of human : 
resources at Cigna Systems. : 
“He’s one of them, and they rec- : 


ognize that when they see him.” 


Swinging door 





In his 20th-floor office overlook- 


ing 


center-city Philadelphia, : 


New England native Caron’s - 
open-door policy allows the in- - 
flux of information he needs. : 
“He can draw out of people : 


ideas, suggestions and com- 
plaints,’ Valenteen says. “They 
know that he is not going to turn 
back a suggestion or complaint 
as not being well-thought-out. 
He lets them say their piece, and 
then he responds.” 

Caron’s duties include over- 
seeing 3,100 employees, a $340 
million annual budget and the 
computing operations of Cigna’s 
four groups — Property and Ca- 
sualty, Employee Life and 
Health Benefits, Employee Re- 
tirement and Savings Benefits 
and Individual Financial Services 
— as well as 16 divisions within 
those groups. 

Caron is responsible for cre- 
ating the link between the busi- 
ness strategies and the technol- 
ogy and erisuring that the 
systems that are developed are 
being used to achieve maximum 
benefit. 

He admits that because he has 
held many of the positions that 
are now filled by people who re- 


: Position: President, Cigna Systems 


'ttepesoeawmaees 


: Mission: To create the link between business strategy and technology for Cigna 
: Corp.’s four insurance and financial services units 


port to him, “there has been a 
propensity on my part to have a 
hands-on type approach.” Caron 
talks fondly of his time spent 
working on the team that devel- 
oped the Electronic Insurance 
System for Cigna, an on-line, in- 
tegrated policy accounting and 
writing claims-receivable appli- 
cation that is still the backbone 
of the company’s property and 
casualty operation. 


Go, team, go 

Caron still enjoys the team feel- 
ing today. During a recent tour 
of Cigna’s data center training 
facilities in Hartford, Conn., 
Caron introduced himself to an 
entry-level employee who was 
working on a flowchart. When 
she asked if he would like to help, 
Caron pulled up a chair and 
worked with her for 30 minutes, 


Valenteen recalls. 

Sometimes Caron’s hands-on 
approach may work to his disad- 
vantage, though, Valenteen 
says. “He’s got to get up beyond 
the day-to-day problem solving, 
but he reverts to his old haunts 
because that is where he built his 
reputation,” he says. 

However, Caron says that he 
is evolving to the point at which 
he relies on his direct staff, try- 

Continued on page 94 
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Ups and downs of MIS stardom 





BY ALAN J. RYAN 
CW STAFF 





Having a well-known name in the 
information systems field is not 
synonymous with respect or suc- 
cess, nor does it necessarily 
make a manager more market- 
able. 

Still, some IS managers who 
qualify as celebrities among their 
peers say there are many bene- 
fits. 

Being recognized as a leader 
in any field is an accomplish- 
ment, one manager said. The 
four professionals polled by 
Computerworld said attaining 
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success brings about a sense of 
self-worth. All agreed that 
speaking publicly about their 
jobs and the success of their IS 
strategies is good for their com- 
panies. 


Proud company 
“It gives my organization a 
sense of pride to feel that they 
are part of an organization that is 
successfully implementing infor- 
mation technology,” said John 
W. White, vice-president of in- 
formation systems and services 
at Texas Instruments, Inc. in 
Plano, Texas. 

How does it feel to be well- 


known? “We tend to work in iso- 
lation” in this field, said Ronald 
Brzezinski, vice-president of in- 
formation systems at The Quak- 
er Oats Co. in Chicago. “The 
nice part is you get recognized 
for something that you enjoy do- 
ing. But the worst thing to do 
about it is to feel cocky.” 
Brzezinski said that at times, 
being well-known can cause 
pressure from peers within the 
company. “If someone does pop 
up more often in the press, it can 
cause some type of minor short- 
term alienation. That is very 
real,” he said. 
Continued on page 92 
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come overtaxed. “The outside world will 
take up 100% of your time, if you allow 


that once. That is a real concern I have,” 
TI's White said. 


to be careful when you comment that 
you’re not just professing something ev- 


MIS stardom 


CONTINUED FROM PAGE 91 


Unlike star figures in other fields, most 
data processing celebrities do not set out 
on a planned path for fame and fortune. 
“You don’t want to work on that happen- 
ing,” Brzezinski said. “If anybody worked 
on trying to do that, it would look artifi- 


Being successful and holding a high 
profile certainly means more than being 
everywhere and doing everything, said 
Dudley P. Cooke, president of Bryn 
Mawr, Pa.-based The Executive Insight 
Group, Inc., (see story page 93) and for- 
mer general manager of Sun Co.’s infor- 
mation systems division. 

“T always wanted to feel I was getting 
value for my company in what I was do- 
ing,” Cooke said. “I know people that join 
everything but never get their job done.” 

Public speaking, one of the tickets to a 











Texas Instruments’ White 


high profile, involves more than just land- 
ing the engagement. To be successful at 
it, the speaker should also be somewhat of 
a ham, enjoy the recognition, enjoy mak- 
ing presentations, have a desire to teach 
others and, perhaps most important, be- 
lieve in his or her views strongly enough 
to want to communicate them to others. 

Getting speaking assignments is not 
difficult, said Elaine Bond, senior vice- 
president of the corporate systems group 
at The Chase Manhattan Bank NA in New 
York. 

“At first, you volunteer, and after a 
time, you get invited to speak,” Bond 
said. Next, she said, calls start coming in 
from people who know others who have 
heard you speak. Good tickets to getting 
ships and offices held in professional 
groups and societies as well as customer 
advisory councils. 


Role model 
It is important to use the time allotted for 
outside work wisely, Bond added. Sheer 
size of the group or conference is not al- 
ways important. Bond said she believes in 
devoting some of her time speaking to 
student groups. A benefit to speaking is 
being able to be a role model to others, 
she said, which is important in an industry 
that employs many women but has few in 
TI’s White said that the effort neces- 
sary to create a speech is time well-spent. 
He rarely talks on issues that are not 
closely aligned with his company’s strate- 
gic direction, so most of the speeches can 
be used both internally and externally. 

At times, popular speakers can be- 
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it,” Cooke said. 


Successful speakers also need to know 


how to say no, those in- 
terviewed said. Speak- 
ers are wise to carefully 
consider not only the 
timing of speaking en- 
gagements but the top- 
ic as well. 

“You run a signifi- 
cant risk that while 
85% of the audience 
may be new to the top- 
ic, you've got that 15% 
whois going to be bored 
and burned out with 
having heard you say 


Other ways that well-known IS ex- 


Chase Manhattan's Bond 


perts have attained that status include 


contributing articles or 
columns to trade publi- 
cations or speaking 
with the press on vari- 
ous issues. Cooke said 
he always returns ev- 
ery phone call he re- 
ceives. 

“But caution must 
be used there as well to 
avoid the feeling of 
‘there he goes, blowing 
smoke again’ from in- 


‘dustry people,” Brze- 


zinski said. “You have 


erybody else knows.” 

Surprisingly, those interviewed said 
being highly visible was not necessarily a 
ticket to success, nor does it make an em- 
ployee more marketable to other compa- 
nies. “Being vocal about what you do and 
where you work does imply satisfaction 
and strong feelings” about one’s compa- 
ny, Brzezinski said, which naturally repels 
the job-placement headhunters. 

However, Cooke believes that his visi- 
bility in the corporate world will help him 
in his latest career switch. ‘That is one of 
the reasons I retired from Sun,” he said. 
“T have a reputation, and it is easier” to 
build a new career from that starting 
point. 
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At IBM, we've a more companies set up and manage computer 


networks than any 
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We've learned that no two companies have the same needs. And we know how 
cost efficient and productive your network can be when you manage it yourself. 
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NetView solves your missing links. 

NetView is IBM’s innovative, advanced family of software 


that lets you control your network. 


If there's a weak link or 
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MANAGERS ON THE MOVE 


Sun Co.’s Cooke retires, starts firm 





BY ALAN J. RYAN 
CW STAFF 





The former general manager of Sun 
Co.’s information systems division, 
Dudley P. Cooke, has launched a firm 
that will advise senior business executives 
on dealing with issues and opportunities 
related to IS management. 

Cooke, a frequent speaker on MIS is- 
sues and a 26-year veteran of Sun, started 
the firm, The Executive Insight 
Group, Inc., in Bryn Mawr, Pa. 

While at Sun, Cooke began in the com- 


pany’s financial organization and then 
moved to materials management. Later, 
he was promoted to head the company’s 
marketing and manufacturing financial 
organization of 2,000 people. He moved 
into corporate administrative activities 
and headed up the Sun Data group, previ- 
ously known as Sun Information Services. 

“Most often in large corporations, you 
have an embedded organizational base, 
and you don’t have the chance of the se- 
nior people saying, ‘Go ahead and doit,’ ” 
Cooke said. With the Information Ser- 
vices group, Cooke was able to handpick 


his own workers and organize the opera- 
tion. He stayed at that job for six years. 

In his new career, Cooke said his big- 
gest challenges include marketing the 
business and maintaining a calendar that 
is neither too full nor too empty. “I’ve got 
four good clients now, and if they all call 
and want me the same week, I’m in trou- 
ble,” he said. 

Prior to Sun, Cooke spent seven years 
with Exxon Corp. in various engineering 
posts. He has been an active member of 
the board of sponsors of the Center for In- 
formation Systems Research at MIT and 
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NetView makes your computer the perfect host. 
Like any good host, your computer shouldn't keep people waiting. 


NetView works to provide more reliable, consistent 


service to everyone on your network. [t automatically 
handles routine computer and network messages, so 

your control center operators can concentrate on the 

really important ones. As a result, your network runs 

better with fewer processing delays. 


NetView works nights and weekends, too. 


NetView can run unattended to keep your network and systems working 


around the clock. 


And since NetView never sleeps, you can do 





Executive Insight’s Cooke 


currently maintains a seat as a member of 
the executive committee of the Society 
for Information Management. Cooke is a 
graduate of the University of Rhode Is- 
land, with a degree in engineering. 


Other shifts throughout the MIS pro- 
fession include the following: 

Genicom Corp. in Waynesboro, Va., 
named Fred Young vice-president and 
chief financial officer. Genicom, a comput- 
er printer manufacturer, said that Young 
will be responsible for all corporate finan- 
cial operations and the MIS group. Young 
previously was vice-president of systems 
and CFO at Genigraphics, Inc. in Syra- 
cuse, N.Y. A graduate of Clarkson. Col- 
lege, Young also has worked for IBM and 
General Electric Co. 


Select Magazines, Inc. in New York 
recently named Silvio C. Ciafardini its 
first vice-president of information sys- 
tems. Formerly employed in manage- 
ment positions at several major insurance 
companies, Ciafardini has been at Select’s 
systems organization since 1985, most 
recently as director of data processing. 


Univar Corp. Director of MIS Robert 
Cranston announced the appointment of 
Robert J. Riemath as director of sys- 
tems support and Mark A. Spranger as 
director of application systems at the Se- 
attle-based chemicals distributor. Most 
recently, Riemath was vice-president of 
network and computer services at Rainier 
National Bank. Spranger was formerly 
systems development manager at Ernst 
Home & Nursery. 


Hadron, Inc. in Fairfax, Va., announced 
that Philip Ashpes has been appointed 
vice-president and manager of its engi- 
neering and information systems division. 
Before joining Hadron, Ashpes served as 
vice-president and division manager at 
several professional services companies, 
including Network Solutions, Inc. 





business at any time, anywhere in the world. 

If youre setting up a network, or trying to 
make the one you have more productive, wed 
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BY ROBERT MORAN 
CW STAFF 


Corporations should work toward treat- 
ing the entire information systems infra- 
structure as an asset rather than an ex- 
pense, independent consultant Paul 
Berger told attendees at the first Frost & 
Sullivan, Inc. CIO Institute conference in 
New York last month. 

Berger, who heads Paul Berger Con- 
sulting, Inc. in Lawrenceville, NJ., said 
that balance-sheet assets should include 
internally developed systems — data, da- 
tabases and software — and not just hard- 


LTHOUGH A 

corporation may spend 

$250,000 building a 
system and a database, that 
expenditure can be 
leveraged into millions of 
dollars in revenue by 
creating and supporting new 
business opportunities. 


ware. Such procedures, Berger said, 
would remove current inadequate mea- 
surement processes and place a proper 
perspective between business and IS 
measurements. “Most businesses have 
an asset that never shows up on the 
books,” he said. 

Turning information into a corporate 
asset would cause a series of corporate 
changes. It would alter both the measure- 
ment of business performance and ensure 
that the MIS group, which has completed 
a large chunk of the work, does not be- 
come this year’s expense but rather gets 
treated like anything with capital, Berger 
said. 

“The first thing that happens is that 
the corporation begins to look differently 
at some of the MIS work and some of the 
business performance,” he said. 

Berger, currently president of the So- 
ciety for Information Management, gave 
the example of a products firm already 
committed to recasting all of its informa- 
tion systems. The chief executive officer, 
Berger said, was concerned that the com- 
pany would suffer a drop in profits in the 
current year, although he was aware that 
the systems would carry the organization 
for the next five to 10 years. By capitaliz- 
ing the systems, he said, the business 
measurement would begin to align with 
MIS performance measurements. 

To realign such measurements, Ber- 
ger said that corporations cannot simply 
place initial systems costs on the books as 
assets. The strategy requires an evalua- 
tion of either replacement costs that can 
be adjusted over time, leveraged business 
value or some combination of the two. 

For example, although a corporation 
may spend $250,000 building a system 
and a database, that expenditure can be 
leveraged into millions of dollars in reve- 
nue by creating and supporting new busi- 


Berger conceded that attributing the- 


appropriate value to the asset would be 
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Treating IS as a valued asset, 
not a painful expenditure 


tricky but proposed that the corporation 
could devise an initial value and reevalu- 
ate every few years. 

Berger also noted that every internally 
developed system that draws on the infra- 
structure of hardware, operating systems 
and third-party database management 
systems should also bear some of the ex- 
pense of that infrastructure. 

However, he added that a corporation 
can treat its systems as overhead and am- 
ortize their costs a year at a time, which 


helps position the systems as components 
intrinsic to the company’s success. 

“Amortizing the system and all the 
work that draws from it implies that the 
company has made an investment that is 
being used throughout the organization,” 
Berger said. “If the system sits [on the 
books] at its original value, that implies 
that the corporation has made a mistake 
in building a system that has no use.” 

Berger also noted that corporations 
can look to experience to find the appro- 
priate time to amortize their systems. 
Most systems, he said, outlast two or 
three hardware upgrades and have a life 
span of 12 to 20 years. Accordingly, be- 
tween two and three times the length of 
the hardware life should be the amortiza- 
tion period, Berger said. 


Hands-on 
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ing to limit his hands-on work for strate- 
gic planning and staff skills. 

Caron places a good deal of importance 
on relationships, according to Mike Na- 
tan, senior vice-president of the informa- 
tion technology service division. Once he 
knows and trusts his workers, “that en- 
hances the relationship and amount of 
autonomy that he allows,”’ Natan says. 

Caron and Natan have worked togeth- 
er at Cigna for 16 years. ‘“He’s got good 
instincts in general, but certainly in this 
business, he is able to get to the core of an 
issue very quickly,” Natan says. 

Most of the hardware at Cigna Sys- 
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Yield a Lifetime 
of Modem Reliability 
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tems is IBM mainframe-based, and the 
employees work on 22,000 terminals and 
6,000 personal computers, Caron says. 
The core applications were developed at 
the division level and include backbone 
systems such as a health care and a prop- 
erty and casualty application. 

Caron says that over the years, Cigna 
Systems has typically gone with the tradi- 
tional software tools such as Cobol, IBM’s 
IMS and CICS. “But there is a need to get 
ready for the next decade,” he says. “We 
need to be better at integrating office 
automation and workstation strategies 
into our backbone platforms.” 

Caron said he is somewhat concerned 
about systems compatibility, and he will 
be looking carefully at the data plans for 
each division. “Where we have data that 





Survival of the fittest — that’s 
what evolution is all about. To 
make sure that UDS modems are 
fit to survive, we submit every 
one to a hellish 48-hour test 
regime. That’s how we weed 

out the weaklings. 

During the testing, each modem 
is cycled between 0°C and 50°C. 
There's a one-hour “soak” at the 
first temperature extreme, followed 
by a 30-minute transition to the 
other. After a one-hour pause, the 
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is critical across lines,”’ we tend to ensure 
that our data plans will allow for compati- 
bility, he said. Still, he admits that there is 
much work to be done in that area. 

While some other companies are hiring 
more information systems workers from 
management backgrounds rather than 
those with technical skills, Caron still be- 
lieves a solid knowledge of systems is the 
way to go. He should know: He earned his 
knowledge on the job. 

During his teenage years, Caron was 
like most people his age: He was rather 
uncertain about the career path he would 
choose. He was enrolled in the University 
of Connecticut, but as he ended his sopho- 
more year, his father had a stroke, and 
Caron’s college funding was no longer a 
priority. 


cycle is reversed — and repeated 
— for 48 gruelling hours. 

Only the survivors get shipped. 
That's why UDS boasts a DOA 
rate of only 0.5%, compared 
with an industry average in the 
2-5% range. 

Despite claims of rigorous 
modem testing, many other 
manufacturers simply turn their 
modems on for a while. Now you 
know where the 2-5% average 
comes from! 


A STEP AHEAD OF EVOLUTION 


Living in Hartford at the time, Caron 
made his way into the personnel office of 
Travelers Insurance Co. After an aptitude 
test, he was hired to work in the compa- 
ny’s data processing area as a computer 
operator. Next, he moved to program- 
ming at another insurance company and 
eventually joined a small consulting firm 
before moving to Philadelphia and Cigna 
in 1971. 

On the links, Caron is just a so-so golfer 
who at least enjoys the game, according to 
one co-worker who has shot some rounds 
with him. But at Cigna, Caron has a job to 
do and he works very hard to get it done. 
“He’s a very hard driver. He wants to get 
things accomplished — he’s not interest- 
ed in just putting in his time,” Natan said. 

To date, Caron says things are going 









For top reliability in your data- 
comm system, stick with modems 
from UDS. You know they’re the 
fittest — they’ve survived! 

Universal Data Systems, 5000 
Bradford Drive, Huntsville, AL 
35805. Telephone 205/721-8000; 
FAX 205/830-5657. 
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well and the systems division is headed in 
the right direction. A staff of eight reports 
directly to Caron, who in turn reports to 
the corporation’s chief financial officer 
James Stewart, who reports directly to 
Chief Executive Officer Wilson “Bill” 
Taylor. 

Top-down support has continued to 
grow within Cigna over the last five years, 
Caron said. 

“Both Bill and Jim tend to bring to the 
effort a sense of the long-term role that 
technology can play,” which is necessary 
because no project can happen overnight, 
he says. ‘“The lead times are so huge that 
you have to be able to have that vision of 
what could be; and they both have it as 
well as the group heads. We’re blessed 
with that.” 





LOCAL HAPPENINGS 


NORTHEAST 


Auburndale, Mass., Feb. 13. The Society of Profes- 
sional Consultants February meeting. Contact: Bob Larsen, 
617-659-2115. 


Boston, Feb. 16. The New England EDP Auditors Feb- 
ruary meeting. Contact: Linda D’ Agostino, 617-727-6200, 
ext. 43. 


Boston, Feb. 21. The Information Industry Association 
New England Area Chapter’s February program, featuring 
David Roux, vice-president of information services at Lotus 
Development Corp. Contact: Information Industry Associa- 
tion, Suite 800, 555 New Jersey Ave. N.W., Washington, 
D.C. 20001. 


MID-ATLANTIC 


Arlington, Va., March 5-6. Baltimore-Washington In- 
formation System Educators regional conference, Training 
Magic II. Contact: Baltimore-Washington Information Sys- 
tem Educators, 1559 Rockville Pike, Rockville, Md. 20852. 


Baltimore, March 13-April 26. The Baltimore Chap- 
ter of the Association for Systems Management's certified 
systems professional review course, Monday and Wednes- 
day evenings. Contact: Bill Scott, 301-455-2018. 


Princeton, N.J., March 13-15. The Art and Science of 
Developing User Documentation, presented by User Vi- 
sion, Inc. Contact: User Vision, P.O. Box 371, Holmdel, NJ. 
07733. 


MIDWEST 


Chicago, through April 30. Digital Equipment Corp. 
and the Kurzweil Foundation sponsor “Robots and Beyond: 
the Age of Intelligent Machines” exhibition. Contact: The 
Museum of Science and Industry, 57th Street and Lake 
Shore Drive, Chicago, Ill. 60637. 


Fort Wayne, Ind., Feb. 21. The Association for Sys- 
tems Managemement Fort Wayne chapter meeting. Speak- 
er will be Doug Renselle, president of SCS, Inc. Contact: 
Melonie Givens at 219-432-3975. 


A ee | 


Phoenix, Feb. 15-16. The Central Arizona Chapter of 
the Institute of Industrial Engineers annual conference enti- 
tled “Managing Systems in the ’90s.” Contact: Larry Jef- 
fers, P.O. Box 61301, Phoenix, Ariz. 85082. 


Sacramento, Calif., Feb. 16. The Sacramento Chap- 
ter of the Association for Systems Management 
dinner meeting. Contact: Mike Blank, 916-927-7275. 


SOUTH 


Nashville, April 9-11. The Seventh Annual Regents’ 
Conference on Higher Education. Theme is “The Critical 
Link: Technology and Teaching.” Contact: Linda Doran, 
State Board of Regents, Suite 350, 1415 Murfreesboro 
Road, Nashville, Tenn. 37217. 
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National Casecon searching for speakers 


The National Computer-Aided Soft- 
ware Conference, or National Casecon, 
is calling for speakers, panel members and 
moderators for its June 20-22 conference 
in New York. 

Industry experts, end users or vendors 
that want to share computer-aided soft- 
ware engineering (CASE) accomplish- 
ments should contact National Casecon, 
P.O. Box 1807, Englewood Cliffs, NJ. 
07632 with an abstract of a proposed 
CASE paper by Feb. 17. Presentations 
should consist of 55 to 60 minutes of for- 
mal presentation with a 15- to 20-minute 
allowance for questions and audience in- 
teraction. 


“Interfaces: Systems and People Work- 
ing Together” is the theme of the 28th 
Annual Technical Symposium of the 
Washington, D.C., Chapter of the 
Association of Computing Machin- 
ery to be held Aug. 24 in Gaithersburg, 
Md. 

The symposium will explore the theo- 
retical and practical issues associated 
with interfacing systems and enabling 
people to use them effectively. 

Authors should send five copies of any 
papers related to the theme by March 2 to 
Milton Hess, American Management Sys- 
tems, Inc., 1525 Wilson Blvd., Arlington, 
Va. 22209. Authors of accepted papers 
will be notified by April 13. 

For more information, call Charles 
Youman at 703-883-6349. 


The National Communications Fo- 
rum has announced its 1989 Comforum 
Awards Competition. The objectives of 
the awards are to give recognition to or- 
ganizations and individuals for excellence 
and success in the development and com- 
mercialization of telecommunications and 
computer products and to highlight tech- 


Applied Learning 
offers software 
renovation tape 


A videotape on software renovation as an 
alternative to ongoing software mainte- 
nance is available from Applied Learning 
in Naperville, Ill. 

Software Renovation: Justifying the 
Cost is geared toward directors of MIS 
and information systems planning and 
managers of technical support and appli- 
cation development. 

The video discusses the reasons that 
ongoing maintenance and enhancement 
of existing systems are difficult, time-con- 
suming and costly. It then presents the 
case for completely renovating software 
systems, an alternative often cost-justi- 
fied by improving system quality and soft- 
ware 


productivity. 
The video is part of Applied Learning’s 
‘echnology Management li 





The tape is about 45 minutes in length, 
and the rental cost is between $50 and 
meta depending on rental vol- 


"Appi Learingisoatd at 1751 
Diehl Road, Naperville, fil. 60540. 
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nological advances in telecommunications 
and computer products. The awards will 
be presented during the Oct. 2 NCF ’89 
Communications Industry Banquet in Chi- 
cago. Entry deadline is April 15. For more 
information, call the program director at 
312-938-3500. 


The Southern California Regional 
Users Group (SCRUG) has announced 
that it will award a $1,500 scholarship toa 
deserving student who plans to pursue a 
career in a computer-related field. 

The 1989 Scholarship Award Program 


requires that applicants or parents or le- 
gal guardians must be residents of South- 
ern California, located within zip codes 
90000 to 93599. The student must have 
entered or completed his senior year of 
high school, and each applicant must ei- 
ther be a current Interex member or be 
sponsored by an Interex member. The 
award will be based on academic excel- 
lence, the group announced. 

The award may be used for tuition, 
fees or other expenses in any institution 
of higher learning, including trade 
schools, community colleges, four-year 


colleges or for graduate or post-graduate 
schooling. For an application form, write 
to SCRUG, P.O. Box 84219, Los Ange- 
les, Calif. 90073. The application deadline 
is June 1. 


Structural Dynamics Research 
Corp. is seeking submissions in response 
to a call for papers for the 1989 I-DEAS/ 
CAEDS User’s Conference. Technical pa- 
pers are being sought for the purpose of 
sharing knowledge and accomplishments 
in the use of either the I-DEAS and/or 
CAEDS software systems. The confer- 
ence will be held Oct. 3-5 in Cincinnati, 
and the deadline for submitting an ab- 
stract is April 1. For additional details, 
contact Mary Ward, SDRC, 200 Eastman 
Dr., Milford, Ohio 45150. 
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pants in the disaster recovery effort. It 
incorporates a variety of administrative 
details, including a definition of “disas- 
ter’’ and potential threats and objectives 
for recovery. It assumes that the com- 
puter center is damaged and unusable for 
72 hours or more. 

Depending on the conditions and the 
information available, the need to declare 
a disaster may not be obvious. A good 
plan defines the action to be taken by the 
individual who first notices the potential 
disaster. The names and phone numbers 
of managers who must be notified imme- 
diately are defined to speed communica- 


Damage assessment is vital to a disas- 
ter declaration decision. Members of a 
damage assessment team are predeter- 
mined and — as with other teams — 
names, phone numbers and alternates 
are included in the plan. If the threat is 
serious enough to consider a declaration, 
the cognizant corporate officer gathers 
the team to estimate the potential and 
time frame for reconstruction. 

Questions to be considered include 
the following: Is the data center com- 
pletely unusable? Is the damage limited 
to a particular area? If so, what is the an- 
ticipated demand for this area? What sur- 
rounding areas experienced secondary ef- 
fects such as smoke or water damage? 

The impact on production processing 


is evaluated and, if a disaster is declared, a 
temporary headquarters is selected 
from several predetermined sites. 

Responsibility for the disaster decla- 
ration, subsequent communication and 
definition of processing priorities at the 
backup site is assigned. There are proce- 
dures to establish and processing priori- 
ties to decide on until normal schedules 
are restored. A petty cash fund to cover 
out-of-pocket expenses during the first 
two weeks of the disaster is provided, as 
is clerical staff to support the recovery ef- 
fort and systems staff at the backup site. 
Transportation, delivery services and dis- 
tribution of output printed at the backup 
site are also planned. 

Procedures to retrieve documenta- 
tion and backup tapes from remote loca- 
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tions are included. The plan pre-identi- 
fies software requiring temporary 
licenses to run at the hot site. Restora- 
tion of data library and data security pro- 
cedures are laid out. Vendors for the 
emergency replacement of critical forms 
or laser printer form flashes, bursting 
and decollating are identified. The ad- 
dresses of the remote printers available 
for users are specified. 

Furnishings for staff at the backup 
site should be “‘guesstimated”’ in advance, 
and the eventual return of personnel, 
processing and materials to the restored 
facility is planned. The plan should look 
at the backup site’s ability to support the 
work load and the possible need to add 
processing capacity during an extended - 
stay at that site. 

Equipment salvageability is also ad- 
dressed. Members of a salvage team are 
predetermined, and an inventory is 
stored off-site and will serve as the basis 
for the paperwork required to reorder 
equipment. The need for cleaning ser- 
vices for facilities, equipment and mag- 
netic media is anticipated. 

Providing staff with accurate infor- 
mation on the status of the disaster recov- 
ery effort minimizes the stress and the 
probability of losing key staff members. 
The plan uses the local media and tele- 
phone lists to keep staff informed. 

Even when participants in a disaster 
recovery effort are familiarized with the 
plan and the company’s ability to restore 

operating systems and telecommunica- 
tions is tested regularly, there remains 
the need to plan for the recovery of indi- 
vidual production applications. 


Applications recovery plan 

A data center disaster degrades service 
and makes hard choices necessary. Resto- 
ration of operating systems and telecom- 
munications at a remote site is useless un- 
less applications can be recovered. 
Ideally, recovery plans are a corporate 
priority, addressed at the time of system 
development and major modifications. 

The initial section of the application 
recovery plan deals with administrative 
detail such as procedures to authorize 
activation of the plan. The process used to 
assign priorities and commu- 
nicate the status of the recovery to affect- 
ed individuals are included as are the de- 
tails to reestablish processing to minimize 
loss and restore service to customers as 
quickly as possible. 

Methods to keep impacted users and 
customers informed of the recovery ef- 
fort and provide the media with timely 
and accurate information are provided. 
Each predefined application recovery 
team includes representatives ‘rom each 

group necessary to the finished product. 
Licatification of crltical preducta, ser- 
vices and data files and evaluation of the 
documentation constitutes a joint effort 
between the systems group and users 
and is best done before the disaster. 

Disaster and application recovery 
planning are not exciting pursuits. They 
require painful attention to detail when, 
in fact, plans may never be used. To be 
effective, they must be maintained and 
tested on a regular basis. In spite of what 
may be wasted effort, they are neces- 
sary. The inability to restore major appli- 
cations in the event of a disaster can eas- 
ily mean the end of your company. 





Brecht is assistant director of the Educational 
Testing Service Office of Corporate Quality Assur- 
ance in Princeton, NJ. 
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ree, i 2-18 FES: 19-25 


ABA 1989 Bonk Telecommunications 
Conference (TELCOM '89). New Orieans, 
Feb. 12-15 — Contact: American Bankers As- 
sociation, 1120 Connecticut Ave., N.W., 
Washington, D.C. 20036. 


Development Center institute Confer- 
ence. Orlando, Fia., Feb. 12-15 — Contact: 


sional Electronic Publishing Confer- 
ence. Orlando, Fla., Feb. 12-16 — Contact: 
Electronic Printing Systems, Suite 1, E. Vista 
Way, Vista, Calif. 92084. 


first interstate Bank of California 
Business Recovery Seminar. Newport 
Beach, Calif., Feb. 13-14 — Contact: First In- 
terstate Bank of California, Business Resump- 
tion Planning G8-8, 1200 W. 7th St., Los An- 
geles, Calif. 90017. 


pe, Ariz., Feb. 13-14 — Contact: Rosalind 
Peariman, Center for the Study of Law, Sci- 
ence and Technology, College of Law, Arizona 
State University, Tempe, Ariz. 85287. 


Computer 
15 — Contact: ICC, No. C-2, 3151 Airway 
Ave., Costa Mesa, Calif. 92626. 


Connectathon "89. Santa Clara, Calif., 
Feb. 17 — Contact: Eric Radman, Sun Micro- 
systems, (415) 336-1282. 


ACM Annval Computer Science Con- 
ference: Emerging Computer Trends 
of the 1990s. Louisville, Ky., Feb. 21-23 
— Contact: Association for Computing Ma- 
Chinery, Conference Department A, 11 W. 
42nd St., New York, N.Y. 10036. 


Directions in Manufacturing — Keys 
to World Class Performance in 1990. 


ment Control "89. New York, Feb. 22-23 
— Contact: Institute for International Re- 
search, 6th Floor, 331 Madison Ave., New 
York, N.Y. 10017. 


a te 


instruction Delivery, Electronic 





22-24 — Contact: 1989 International User 
Conti Knowledge Suite 1100, 
3340 Peachtree Rd. N.E., Atlanta, Ga. 
30326. 
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Third Annval Mi-rosoft Systems Sen:- 
ner. Redmond, Wash., Feb. 23-24 — Con- 
tact: Microsoft, Box 97017, 16011 N.E. 36th 
Way, Redmond, Wash. 98073. 


FEB. 26-MARCH 4 


IDMS User Association, Suite 600, 111 E. 
Wacker Drive, Chicago, Ill. 60601. 


East Coast Business and Government 
Computer Exhibition. Washington, D.C., 
Feb. 27-March 1 — Contact: International 
Spectrum, Suite 103, 10675 Treena St., San 
Diego, Calif. 92131. 


Trax User Group Conference. Marina de! 
Rey, Calif., Feb. 27-March 1 — Contact: Rob- 
ert Pack, Trax Softworks, 10801 National 
Bivd., Los Angeles, Calif. 90064. 


Transfer Institute, 741 Tenth St., Santa Moni- 
ca, Calif. 90402. 


Association of Records Managers and 
Administrators’ Annual Records Man- 


P.O. Box 3412, McLean, Va. 22103. 


Securicom 7th Worldwide Congress 
on Computer and Communications Se- 
curity and Protection. Paris, March 1-3 
— Contact: Securicom, 8 Rue De La Micho- 
diere, Paris, France. 75002. 


Federal Office Systems Expo, FOSE 
Software and FOSE Graphics. Washing- 
ton, D.C., March 6-9 — Contact: National 
Trade Productions, Suite 400, 2111 Eisen- 
hower Ave., Alexandria, Va. 22314. 


Annval Convention of the Alpha Micro 
Users Society. Irvine, Calif., March 6-10 — 
Contact: Alpha Micro Users Society, 735 Wal- 
nut St., Boulder, Colo. 80302. 


BRS information User 
Meeting. San Diego, March 6-7 — Contact: 
Information Technologies, 1200 Rt. 7, 
Latham, N.Y. 12110. 


P.O. Box 9280, Phoenix, Ariz. 85068. 


(EEE Conference on Artificial intelli- 
gence Applications. Miami, March 6-10 
— Contact: The Computer Society, 
1730 Massachusetts Ave., N.W., Washington, 
D.C. 20036. 


Soft R gineering Symposium. 
San Francisco, March 6-8 — Contact: Digital 

ing, 6 Windsor St., Andover, Mass. 
01810. 





Voice '89 Conference and Exposition. 
Santa Clara, Calif., March 6-8 — Contact: In- 
formation Publishing Corp., P.O. Box 42375, 
Houston, Texas 77242. 


CAD/CAM/CAE Strategy Workshops 
"89. Cambridge, Mass., March 7-8 — Con- 
tact: Daratech, P.O. Box 410, 140 6th 
St.,Cambridge, Mass. 02238. 


Profiting From Mission-Critical Sys- 
tems. Boston, March 7-8 — Contact: Laura 
DeMaio, Business Reseazch Group, 221 Co- 
lumbus Ave., Boston, Mass. 02116. 


Public Conference of the American 
National Stondards institute. Washing- 
ton, D.C., March 7-8 — Contact: American 
National Standards Institute, 1430 Broadway, 
New York, N.Y. 10018. 





Announcing 
the industrys 
first 3-year 
walranty. 


At MICOM, we're backing our 
commitment to product quality 
with a warranty to match. 

It applies to our primary 
products—multiplexors, X.25, 
data PABX, packetized voice, 
modems and data distribution 
equipment. 

Our new three-year warranty 
provides free overnight 
emergency replacement for 
the first year and 


free factory repair for 

the next two years. And we 
pay the outgoing freight as 
we 


Now there's a family of 
networking products you can 
count on more than ever! And 
with our Warranty Plus+, you 
can even extend emergency 
replacement protection 
through year three. Call for 


VLG * the complete story. 
1-800-833-DATA 
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Evaluating 
Supercomputers 


THIS ONE - DAY SEMINAR is an objective review of 
supercomputer technology and current offerings. It is aimed at 
managers and technical staff who define requirements and plan 
supercomputer centers, and individuals wishing to learn more 
about supercomputers. Integration techniques, benchmarking, 
sizing, languages, operating systems, current product offerings, 
implementation strategies, and much more will be covered. 


STERLING SOFTWARE has been providing professional 
supercomputer services for over 15 years. We specialize in 
supercomputer facility management, applications, graphics, 
systems integration and networking to create fully functional 
supercomputer centers. 


Small classes will be held in the following locations: 


Atlanta 


February 24 
Chicago 


March 13 


Call for additional locations or on-site presentations. 








Registration fee is $550. Preregistration is $495. 


For more information and reservations, 
call (609) 520 - 8622 


or write: 

Sterling Software Seminars 
210 Carnegie Center 
Princeton, NJ 08540 
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Merging in leaps and bounds 


Report finds IS and software industry mergers generating money hand over fist 


STR Y 


INSIGHT 


Charles Varga 


Song remains 
the same 


computer world awaits new 
words of wisdom from industry 
forecasters, analysts and sooth- 
sayers all claiming to have the 
answers to why things did or 
didn’t happen in 1988 and accu- 
rate predictions for what 1989 
has in store. 

Words, words, words! Are 
the words we are hearing today 
manna from heaven, gospel or 
just exercises in elocution? I 
don’t know about you, but even 
after attending several confer- 
ences recently, I’m confused. 
The words are all sounding much 
the same as they did several 
years ago. Only the background 
color of the slides has changed. 

The first rounds are usually 
fired by industry leaders: ‘““The 
President of XYZ Software 
Corp. said that due to a delay in 
completion and shipment 
caused by cracks in our Alabas- 
ter Software Version 3.40, rev- 
enue and earnings forecasts for 
the fourth and first quarters 
will be substantially reduced.” 


Continued on page 102 
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CW STAFF 





Megadeals and multinational 
zeal catapulted the dollar value 
of information services and soft- 
ware industry mergers and ac- 
quisitions beyond the $8 billion 
mark in 1988, close to double 
the 1987 value, according to a 
recently issued Broadview/ 
ADAPSO Report. 

In addition, according to 
Broadview Associates, what we 
are seeing is still the upward 
slope of a trend that shows no 
signs of tapering off. 

The report, compiled annual- 
ly by Broadview, a Fort Lee, 
NJ.-based investment banking 
and mergers and acquisitions 
consulting firm for ADAPSO, 
the computer services and soft- 
ware industry association, 
showed an industry sector 
marked by increasing awareness 
of the importance of information 














and the clout inherent in the 
combination. 

In addition to the 70% surge 
in dollar value over 1987’s $4.9 
billion bottom line, the number 
of transactions was up 21% to 
434 deals. 

Fourteen of them topped 
$100 million, compared with 
nine such megadeals in 1987 and 
a mere five in 1986. The steep 
rise in amounts spent, said 
Broadview partner Edward 
Metz, underscores “the mount- 
ing strategic importance of infor- 
mation software and services in 
our economy.” 


Good deals 

The deals going down, Metz 
said, ‘“‘are not just large but are 
very rich deals.” One of the rea- 
sons that companies are paying 
such rarely heard of premiums as 
three to four times the revenue 
for information companies is be- 
cause information companies — 





Straight up 


Information services and software sector mergers abound 
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and who knows better the value 
of information? — are starting to 
show up more frequently on the 
buyer side, he said. 

Three such transactions, in 
fact, showed up in Broadview’s 
Top 10: Dun & Bradstreet 
Corp.’s $1.6 billion purchase of 
IMS International, which ranked 
as No. 1; TRW, Inc.’s purchase 
of Borg-Warner Corp.’s Chilton 
Credit Division for $360 million; 
and Knight-Ridder, Inc.’s $353 
acquisition of Lockheed Corp.’s 
Dialog division. 


For the most part, 1988 
emerged as a year in which earli- 
er noted trends in the software 
and services sectors continued 
and escalated. 

e Activity continued apace on 
two levels: The 10 largest trans- 
actions, said Broadview partner 
Gilbert Mintz, represented 2% 
of the number of deals but ac- 
counted for 50% of the total dol- 
lar volume. The remaining 98% 
had a median value of less than 
$4 million. 
e Microcomputer software firms 
were the hottest commodity but 
far from the most expensive: 
They accounted for 25% of the 
total number of deals but less 
than 5% of the total dollar value. 
Continued on page 101 





Chip pilfering steady 
despite shrinking price 





BY J. A. SAVAGE 
CW STAFF 





A semiconductor company em- 
ployee easing a few little chips 
into a pocket may seem like a 
small crime, but last year in Cali- 
fornia’s Silicon Valley, these 
thefts were likely worth more 
than $3 million. And while the 
price of the most desirable chips 
is declining, law enforcement of- 
ficials said they do not expect to 
see an associated decline in 
thefts. 

“We did see an upsurge in 
chip thefts” associated with the 
high price and shortage of dy- 
namic random-access memory 
(DRAM) chips, said Ken Rosen- 
blatt, a Santa Clara County dis- 
trict attorney. “The suspicion is 
that we won’t see a marked de- 


crease, in some part because 
there is still the perception they 
are valuable.” 

Recent incidents indicating 
the extent of the problem in Cali- 
fornia include the following: 

e Late last month, $1.1 million 
worth of Sun Microsystems, Inc. 
DRAM chips were recovered in 
a receiving-area storage locker 
in Milpitas. The chips are mount- 
ed on modules the size of a candy 
bar, a Sun spokeswoman said. 
e Late last year, chips valued at 
six figures were reported stolen 
from Qume Corp. in Milpitas and 
Televideo Systems, Inc. in Sun- 
nyvale. 
e Micron Technology, Inc. in 
Boise, Idaho, had reports that up 
to 17.5 million of their DRAM 
chips were for sale in Hong Kong 
Continued on page 106 





Market Vision hands out real-time ammo 





BY CLINTON WILDER 
CW STAFF 





NEW YORK — Nowhere is the 
concept of information for com- 
petitive advantage more tangi- 
ble than on the desk of a Wall 
Street securities trader. For the 
people who author Tom Wolfe 
called ‘Masters of the Uni- 
verse,” real-time data means 
better kill-or-be-killed decisions 
in the high-stakes brokerage in- 
dustry. 

So Market Vision Corp. has a 
straightforward mission — sup- 
plying software for traders via 
high-powered workstations to 
help them make better decisions 
faster. 

Market Vision’s Unix-based 
products give traders both real- 
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time and historical financial data 
stored on Market Vision’s Digi- 
tal Equipment Corp. VAXs and 
accessed the customer 
through Ethernet. To graph this 
data, Market Vision offers soft- 
ware tools such as the Athena 
graphics package and the Mar- 
ket Data Spreadsheet. 


We're here 

The 6-year-old company has 
found itself at the heart of Wall 
Street’s information technology 
revolution. Workstations from 
Sun Microsystems, Inc., Apollo 
Computer, Inc., DEC and IBM 
have conquered the trading 
desks [CW, Aug. 24, 1987]. Mar- 
ket Vision, after a slow start in 
the mid-1980s, now says it be- 


“When we first started, we 
were considered costly, com- 
plex, closed and large — the sys- 
tem off in the corner,” said Wil- 
liam F. Adiletta, Market Vision’s 
president and chief operating of- 
ficer. “The feeling among trad- 
ers was, ‘Why would I ever want 
an engineering workstation on 
my desk?’ Now, we have some of 
the best traders on Wall Street 
as customers.” 

Market Vision endured many 
of the growing pains of a start- 
up. It failed to meet the early 
revenue goals established by its 
venture capital backers, and its 
founder, former Wall Street 
trader Keith Schneider, depart- 
ed. Adiletta, a former on-line 
systems and database consul- 
tant, was promoted from Market 
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Vision’s vice-president of engi- 
neering to president in 1987. 
The company now employs 
35 people and has 160 customer 
accounts, up from just 30 in 
1986. Based in the heart of New 
York’s financial district, the firm 


currently does annual business 
of about $5 million. 

The 1987 stock market crash 
actually helped Market Vision 
business, according to Adiletta. 
“When markets have a lean peri- 

Continued on page 107 





Market Vision 


Incorporated: 1983 


Employees: 35 


1986 





Up & Coming: 


President: William F. Adiletta 


Product line: Unix-based financial databases, analytical 
tools and graphics for securities traders 
Of note: Fivefold increase in customer accounts since 
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Computer Sciences Corp. an- 
nounced revenue for the third 
quarter ended Dec. 30 of $345.4 
million, compared with $287.3 
million the year before. Profits 
were $12 million, or 75 cents per 
share, compared with $10.3 mil- 
lion, or 65 cents per share, a year 
ago. 


Duquesne Systems, Inc. an- 
nounced revenue for the first 
quarter ended Dec. 30 of $15.3 
million, compared with $12 mil- 
lion in the previous year. Profits 
were $3.6 million, or 33 cents 
per share, compared with $2.7 
million, or 27 cents per share, in 
the like period a year ago. 


Hogan Systems, inc. report 
ed net income of $2.1 million, or 
16 cents per share, on revenue 
of $11.1 million for its third 
quarter ended Dec. 31. This 
compares with net income of 
$1.9 million, or 13 cents per 
share, on revenue of $12.1 mil- 
lion reported last year. 


Boole & Babbage, Inc. an- 
nounced revenue for the quarter 
ended Dec. 31 of $17.1 million, 
compared with $12.3 million in 
the previous year. Profits were 
$1 million, or 28 cents per share, 
compared with $686,000, or 21 
cents per share, in the like period 
a year ago. 


$874,000, or 14 cents per share, 
on revenue of $23.6 million for 
the third quarter ended Dec. 31. 
This compares with net income 
of $933,000, or 15 cents per 
share, on revenue of $21.7 mil- 
lion reported in the correspond- 


ing period a year ago. 


Priam Corp. announced reve- 
nue for the second quarter ended 
Dec. 31 of $32 million, com- 
pared with $34.7 million a year 
ago. The company reported a 
net loss of $4.8 million, or 19 
cents per share, compared with 
net income of $0.4 million, or 2 
cents per share, for the like peri- 
oda year ago. 


Interleaf, Inc. reported earn- 
ings of $82,000, or 1 cent per 
share, for the third quarter end- 
ed Dec. 31. This is compared 
with $1.6 million, or 14 cents 
per share, in the previous year. 
Revenue for the quarter was 
$21.3 million, compared with 
$17 million for last year’s period. 


Diebold, Inc. announced net 
income for the fourth quarter 
ended Dec. 31 of $9.2 million, or 
70 cents per share, compared 
with $11.9 million, or 91 cents 
per share, in the same quarter 
last year. Revenue was $117.2 
million, compared with $119.3 
million in the previous year. 

Net income for the year was 
$35.8 million, or $2.72 per 
share, compared with $35.8 mil- 
lion, or $2.72 per share, a year 
ago. Revenue was $450.6 mil- 
lion, compared with $439.1 mil- 
lion in the previous year. 


on Reynolds and Reynolds 

Co. announced revenue for the 
first quarter ended Dec. 31 of 
$143.6 million, compared with 
$138.4 million last year. Profits 
were $7.1 million, or 66 cents 
per share, compared with $2.8 
million, or 26 cents per share, in 
the like period a year ago. 


Dataproducts Corp. reported 
revenue of $94.5 million and net 
income of $1.6 million, or 8 cents 
per share, for the third quarter 
ended Dec. 24. This compares 
with revenue of $91.2 million 
and net income of $1.1 million, 
or 5 cents per share, reported 
for the same period a year ago. 


Businessland, Inc. announced 
revenue for the second quarter 
ended Dec. 31 of $301.3 million, 
compared with $258.3 million 
last year. Profits were $9.5 mil- 
lion, or 32 cents per share, com- 
pared with $5.3 million, or 19 
cents per share, in the previous 
year. 


Pyramid Technology Corp. 
reported revenue for the first 
quarter ended Dec. 30 of $24.5 
million, compared with $17.5 
million a year ago. Profits were 
$2.4 million, or 28 cents per 
share, compared with $1.8 mil- 
lion, or 22 cents per share, in the 
like period a year ago. 


Iomega Corp. announced reve- 
nue for the fourth quarter ended 
Dec. 31 of $26.5 million, com- 
pared with $29.2 million from 
the previous year. Profits were 
$1 million, or 6 cents per share, 
compared with $2.4 million, or 
15 cents per share, in the previ- 
ous year. 


Quantum Corp. announced 
revenue for the third quarter 
ended Jan. 1 of $51.6 million, 
compared with $56.7 million last 
year. Profits were $3.3 million, 
or 36 cents per share, compared 
with $4.7 million, or 51 cents 
per share, a year ago. 


Computer Power Group Ltd. 
reported revenue for the year 
ended Sept. 30 of $221 million. 


Net operating profits before tax- 
es and interest for fiscal year 
1988 rose to $16.6 million. Net 
profits for fiscal year 1988 were 
$9.4 million. 

Because of a changeover from 
a June 30 to a Sept. 30 fiscal 
year’s end, all revenue figures 
for fiscal year 1988 are for a 15- 
month period. 

Computer Power Group 
America, Inc., a wholly owned 
subsidiary of Computer Power 
Group Ltd., generated $58.7 
million in revenue for fiscal year 
1988, 26.6% of the parent com- 
pany’s worldwide total. Net 
profits before taxes and interest 
from the subsidiary totaled $6.2 
million. 


Microcom, Inc. announced 
revenue for the third quarter 
ended Dec. 31 of $14.8 million, a 
67% increase over the $8.9 mil- 
lion reported a year ago. Profits 
were $2 million, or 50 cents per 
share, up 72% from the 29 cents 
before extraordinary credit re- 
ported one year ago. 


ELXSI Corp. reported estimat- 
ed fourth-quarter computer 
sales and service revenue of $5.3 
million and an estimated 1988 
fourth-quarter net loss of $3.7 
million. 

The fourth-quarter revenue 
represents an 18% increase over 
the previous quarter and com- 
pares with 1987 fourth-quarter 
computer sales and service reve- 
nue of $5.5 million and a net 
profit of $207,000. 

The estimated loss per share 
of 4 cents for the fourth quarter 
of 1988 compares with break- 
even per-share results for the 
fourth quarter of 1987. 

Computer sales and service 
revenue for 1988 was estimated 
at $20.4 million, compared with 


revenue of $25.2 million for the 
corresponding period in 1987. 
The estimated 1988 net loss of 
$9.8 million, or 11 cents per 
share, compared with net in- 
come of $850,000, or 1 cent per 
share, in 1987. 

Estimated results for 1988 
include nonrecurring gains of 
$2.1 million, compared with non- 
recurring gains during 1987 of 
$5.5 million. 


Concurrent Computer Corp. 
reported record sales of $90.7 
million for its second quarter 
ended Dec. 31. 

The company was formed 
Sept. 27 by the combination of 
the Tinton Falls, N.J.-based firm 
of the same name with Massa- 
chusetts Computer Corp. in 
Westford, Mass. The name Con- 
current Computer was chosen 
for the combined companies. 

The $90.7 million sales are 
compared with $19 million for 
the second quarter of the previ- 
ous year, which does not include 
those of the former Concurrent. 
Second-quarter sales on a pro 
forma combined basis represent- 
ed an increase of 7.1% from 
$84.7 million sales a year earlier. 

Despite record sales, the 
company reported a second- 
quarter loss of $14.8 million, or 
83 cents per share, vs. a profit of 
$0.9 million, or 6 cents per 
share, in the prior year. Results 
of operations of the former Con- 
current are not included in the 
prior year. 

The company attributed the 
loss to noncash charges that 
were related to the allocation of 
the purchase price to the ac- 
quired assets of the former Con- 
current. These noncash charges 
reduced net income by approxi- 
mately $15.5 million, or 87 cents 
per share. 











“We like 
the Codex 2382 
high-speed modem 
for its brains, 
its brawn and its 
underdeveloped price.” 


See us on page 103 
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Plug the documentation 
hole in your information 


storage —_— 


With the remarkable TAPEDOC™ 
tape documentation hub. 

* Stores up to eight pages of directory information with each 
° Does not interfere with tape storage in a standard rack. 


To order or for more information, contact: 


TAPEDOC 


TAPEDOC is a trademark of Computer Systems Engineering, inc., Phoenix, Arizona. 
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Chip pilfering 


FROM PAGE 99 





and Singapore. However, a 
spokesman for the company said 
that the existence of the chips, 
which were offered for sale un- 
der the Micron name, could not 
be substantiated. ‘We seriously 
doubt there are many Micron 
chips there; it sounds like a 
scam,” he said. 

Unlike companies based in 
Silicon Valley, which law en- 
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ICTIMS ARE 
generally those 
who deal with 
distributors in small 
quantities.” 
DEAN MCCARRON 
IN-STAT 





forcement officials said has well- 
entrenched black-market distri- 
bution channels, Micron has no 
evidence of chip thefts from the 
company. “It’s extremely diffi- 
cult to move parts in Idaho. 
They’d have to be sent to Cali- 
fornia,” the spokesman said. 

In Northern California, 
“Chips are stolen with a high de- 
gree of frequency,” said Dennis 
Holmes, a Milpitas Police De- 
partment detective. 

In the last two months, he 
said, there was a total of nine re- 
ports of stolen chips. They are 
mostly in the pocket-full catego- 
ry — 30 and 50 at a time, unlike 
the Sun cache. Chip stealers do 
not go after their prey with load- 
ed weapons at convenience 
stores. Usually, their main chal- 
lenge is eluding the omnipresent 


security cameras. 

“Size alone makes it so sim- 
ple. You can put 60 DRAMs in 
your pocket and no one would 
know the difference,” said Ste- 
ven Petrakovitz, a Milpitas po- 
lice detective. 

While police and prosecutors 
see the matter as straightfor- 
ward burglary, the lack of physi- 
cal force against others, or even 
forceful entry into storage areas, 
makes standard prosecution a bit 
thorny. 

“Judges treat them like 
white-collar criminals,” Rosen- 
blatt complained. Prosecution is 
also complicated because chips 
have little, if any, identification. 

In the occasions he has been 
able to get convictions — twice 
last year, with four cases pend- 
ing — Rosenblatt said that ei- 
ther unique chips were involved, 
or the amounts of chips the 
thieves tried to sell matched the 
amounts of chips stolen. 

“They’re difficult to label; the 
labeling is just paint on plastic,” 
said Dean McCarron, an analyst 
at In-Stat, Inc. in Scottsdale, 
Ariz. “Tf you’re less than ethical, 
you just get rid of the paint on 
the package and relabel it.” 

Companies will not go to the 
trouble of labeling individual 
chips because it is too expensive, 
and ‘“‘companies don’t want to do 
anything that raises the cost of 
packaging,” McCarron said. 

Buyers can do several things 
to make sure they are not receiv- 
ing stolen property. McCarron 
suggests that they can run tests 
on sample quantities or use an 
oscilloscope to establish a partic- 
ular company’s “fingerprint.” 

“The biggest thing is buying 
directly from the manufacturer. 
Victims are generally those who 
deal with distributors in small 
quantities,” he said. 


& 
Merging 
FROM PAGE 99 


About 20% of the deals made 
were for service firms. 

e Favored by exchange rates and 
fueled by a perceived need to 
play in the North American mar- 
ket (see story this page), foreign 
buyers. of U.S. companies 
loomed larger than ever in the 
1988 survey: there were 37 
such deals, up from 25 last year, 
and 19 the year before. 


Are U.S. firms shopping 
abroad to the same extent? 
“No,” Metz said, “and mostly 
because the countries involved 
aren’t allowing us to. The ap- 
proval process in many Europe- 
an countries is really outra- 
geous.”’ 

One 1988 event likely to seed 
a new trend, Metz said, is the 
“first real merger of equals” in 
the software and services sector: 
last fall’s wedding of Duquesne 
Systems, Inc. and Morino Asso- 
ciates. 


The resultant, yet-to-be- 
named systems integration firm 
“actually combines strengths 
rather than balances weakness- 
es,” he said. “It should become a 
role model for companies looking 
for a way to build a stronger, 
tighter industry sector.” 

Moreover, Metz added, by to- 
day’s standards, Duquesne’s and 
Morino’s capitalization at ap- 
proximately four times its com- 
bined revenue prices the compa- 
ny beyond the reach of corporate 
raiders. 








Winning an American prize 


Last fall, British computer company IMP 
bought its way into the U.S. market. i 
to cofounder Mark I’Anson, his company had to 
climb over two other UK companies to do it. 

In I’Anson’s opinion, IMP walked away with 
a prize indeed: Parallel Computers, Inc., a Santa 
—— Calif.-based venture-backed 1982 start- 
up, whose technology — parallel processing 
computers and a line of aria fault-toler- 

ant machines — outdistanced its management/ 
marketing mix. When Parallel went on the 
block, four bidders instantly emerged: one do- 
mestic company and three British entrants. 

“One of the major U.S. companies becoming 
heavily involved in Unix should have picked up 
Parallel right off,” I’Anson said. “I don’t under- 
stand why one didn’t.” 

Now, as chief executive officer of IMP’s first 
American subsidiary, renamed Integrated Mi- 
cro Products, Inc. and about to introduce its 
first product line at Uniforum later this month, 
T’anson is just as happy to be baffled. “I know 
exactly which companies ought to have bid on 
Parallel,” he said. ‘Theirs will be the first doors 
we will knock on to sell them our products.” 

Are American companies mere spectators at 
the scene of what I’ Anson called “‘a new British 
invasion’’? Often, I’ Anson said. The reasons, he 
speculates, originate on both sides of the Atlan- 
tic and are more psychological than financial or 
legal. ‘Without a doubt, the exchange rate 


makes it easier for us to buy in the U.S. than the 
other way around,” he said. “But that’s just one 
part of the picture.” 

More significant, he believes, is a newly ag- 
gressive, highly entrepreneurial business spirit 
that is sweeping across the UK, just as the chal- 
lenges of maturity are beginning to take at least 
atemporary toll in the U.S. 

“This is just my observation,” the York- 
shireman from California was quick to add. “But 
the U.S. computer industry seems to have lost 
some of its guts, its taste for risk,” he said. In 
England, on the other hand, “‘after a long period 
of feeling that we simply couldn’t compete in 
technology at the same level as the U.S., there’s 
a genuine feeling of, “‘We’re as good as they are 
—let’s bloody go show them!’ ” 

Along with mounting confidence, I’Anson 
said, there is also a distinct sensation within the 
British computer industry that “if you’re not 
playing in the U.S. market, you’re not really a 
player.” And the best — sometimes the only — 
way to break into that quintessential market, he 
added, is through a U.S. subsidiary. 

A case in point is IMP, I’Anson said. “T’ve 
spent four years knocking at doors in the U.S., 
and every one has been shut in my face,” he 
said. “‘Now, here I am, offering the same prod- 
ucts but with a return address in California — 
and I’m beating customers away.” 

NELL MARGOLIS 














Increase 
Your 
Networking 
Knowledge 


TCP/IP 

OSI/ISO and ISDN 
Internetworking 
Tutorials 


Dr. Comer’s In-Depth Introduction 
to TCP/IP 


Berkeley UNIX® Networking 
TCP/IP for the VM 

Systems Programmer 

Local Area Networks 

and TCP/IP Alternatives 


Message Handling Systems 
and Directory Services — X.400/X.500 
The Domain Name System 


Network Management 


of TCP/IP-based Internets 

Network Operations and Security Issues 
Bridges and Routers 

Practical Perspectives 

on OSI Networking 

Integrated Services Digital Networks 


Call Today 

In addition to the tutorial schedule 
you will receive a complimentary 
issue of the industry newsletter, 
ConneXions-The Interoperability Report. 


For complete tutorial details, contact: 


Advanced 


Environments 


Computing 
480 San Antonio Road, Suite 100 
Mountain View, CA 94040 
415/941-3399, Ext. 15 











“The demand 
for Codex’s 19.2 kbps 


modem is growing 


fast. 


So you'll be glad to know 
you can order through 
us and get immediate 

delivery.” 


See us on page 103 





FEBRUARY 6, 1989 














FROM PAGE 99 

and write-downs of goodwill for 
acquisitions will have a dramatic 
impact on previously disclosed 

earnings estimates.” 

Now for the good news. A 
high flier in our industry has not- 
ed “unexpected after-tax gains 
of several hundred millions of 
dollars on the sale of LMNOP 
division.” As a result, “1988 
earnings per share will not be 
materially affected and are gen- 
erally expected to be in line 
with Wali Street forecasts.” 

Now emerge the Punxsu- 
tawney Phils of the computer in- 
dustry, signaling the arrival of 
springtime in technoland with a 
new series of estimates, fore- 
casts and justifications for why 
things changed from what they 
tance in the marketplace was 
slower than anticipated,” they 
say. “Although the fundamen- 
tals of our industry are sound, 
uncertainty reinforces our em- 
phasis on selectivity.” 

I have learned skepticism 
the hard way, watching and 
wincing at the wise and won- 
drous forecasts and estimates of 
markets and market share, 
earnings and per share. If an in- 
dustry has between 5,000 and 
6,000 vendor participants, the 
analyst-forecaster might take 
the top 200, rank them by reve- 
nue amount and then interview 
a portion of the top 50 to ascer- 
tain from them what they think 
the market for their goods and 
services will be in the current 
year and also in the year follow- 
ing. 

Hopefully, the forecaster 


has the previous year’s esti- 
mates; three points will give 


him a better estimating curve 
than just two. (Although I do 
know of some cases where, for- 
saking other data, the two- 
point estimating curve has been 


genuflect and bow; some gag and 
choke. And the numbers appear 
in business plans, justifying new 
investments in venture devel- 
a naan Sen gual 
re in ai 
weaibabeniiiedh 
Throughout this process, 
however, one group is rarely, if 
ever, mentioned — the users, 
buyers and clients. If the fore- 
casters, analysts and soothsay- 
ers took the time and trouble to 
sample 1,000 or even 500 qual- 
ified buyers of these products 
and services, then they might 
quickly come to the conclusion 
that the market is not growing 
at 24.8% but at, say, 12.4%. 
This, of course, would cause 
a mid-year grinding of teeth and 
knocking of heads within the 
vendor community — to the 
detriment of the investors/ 
shareholders who believed 
those pundits in the first place. 
Yet still the pronounce- 
ments come. Perhaps it’s time to 
reevaluate the research meth- 
ods the forecasters use, to put 


who, after all, must bear the ul- 
timate cost. 


Varga, a 20-year computer industry 
veteran based in Frenchtown, N J., is 
publisher of “The Cerberus Report,” a 
study of industry mergers and acquisi- 
tions. 
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firm’s New York-based securi- 
ties information services and its 


G. Gordon M. Large as vice- 
president and chief financial offi- 
cer, effective immediately. 
Large has 25 years’ experience 
in finance, administration and 
planning and has held executive- 
level positions at international 


tikes to its board of directors, 
effective December 12, 1988. 
Pontikes is president and chair- 
man of Comdisco, Inc. 


Computer Solutions, Inc. an- 
nounced that David A. 
Litwack, 41, has joined the 
company as senior vice-presi- 
dent of research and develop- 
ment. Litwack wiil be responsi- 
ble for all product development 
and technical services at Com- 
puter Solutions. 

Formerly executive  vice- 
president of product develop- 
ment at Cullinet Software, Inc. 
in Westwood, Mass., Litwack 
was responsible for all the com- 
pany’s products, including appli- 
cations, databases and tools. 

















“We choose 
Codex’s 19.2 kbps modem 
because they offer prompt 
onsite service: the best 
network insurance 


of all” 


See us on page 103 


Britton Lee, Inc. announced that 
Robert W. Taylor has been 
promoted to the post of execu- 
tive vice-president of research 
and development and chief tech- 
nical officer. 

Taylor, who joined Britton 
Lee from IBM in 1984, previous- 
ly held the position of senior 
vice-president of strategic part- 
nering and was responsible for 
future product direction and the 
forming of strategic alliances. 
Prior to that, Taylor served as 
senior vice-president of engi- 
neering and directed all current 
and future hardware and soft- 
ware development. 


Voicemail International, Inc. has 
appointed Roy Schiele as its 
president and chief operating of- 
ficer. 

Since joining the company as 
COO in May 1988, Schiele has 
been responsible for the compe- 
ny’s administration, engineering 
and operation functions. 


Megascan Technology, Inc., 
manufacturer of high-resolution 
computer graphics displays, 
named Vahram V. Erdekian 
president and CEO. Erdekian 
joins Megascan from Data Gen- 
eral Corp., where he was respon- 
sible for all North American 
manufacturing operations. 

Erdekian is responsible for all 
operations at Megascan. He re- 
places former President and co- 
founder Brian Rosen, who will 
retain his position as chairman of 
the board. 


Xylogics, Inc. announced the 


AT&T Bell Laboratories, where 
he spent 15 years in various en- 


Lefebvre was most recently 
the COO at Sage Software and 
formerly president of Multimate 
International. 


Delphax Systems, Inc. an- 
nounced that Alex Cimo- 
chowski has been named the 
“Teeninentnnsehiewe 











Storage Technology Corp. an- 
nounced the appointment of L. 
Thomas Gooch to the position 
of executive vice-president of 
operations. Corporate vice-pres- 
ident of manufacturing since 
June 1987, Gooch also served as 
vice-president of the Ameri- 
cas/Pacific operations, federal 
systems operations and world- 
wide field engineering. 

Before joining Storage Tek in 
1972, he spent five years in vari- 
ous positions at IBM’s field engi- 
neering group. 


be responsible for worldwide 
marketing, product develop- 
ment and manufacturing at the 
computer manufacturer, accord- 
ing to Robert J. Potter, Data- 
point president and CEO. Imme- 
diately prior to joining 
Datapoint, Barnes was vice- 
president and general manager 
of volume products at Data Gen- 
eral. 


Businessland, Inc. cofounder and 
Vice-Chairman Enzo N. Tor- 
resi has accepted the position of 
president and CEO of Netframe 
Systems, Inc. (formerly Clustrix 
Corp.) in Sunnyvale, Calif. Tor- 


resi will continue to serve as a 


Aion Corp. 

pointment of Larry Cohn to the 
position of president and newly 
created post of COO. He has also 
been appointed to Aion’s board 
of directors. Cohn is a cofounder 
of Aion and has been the senior 
vice-president of development. 
Former President Harry Rein- 
stein, also a company co- 
founder, retains the posts of 


Corp. 
Rampe has been at BBN since 
1985, most recently as vice- 
president of worldwide sales. 


QED Information Sciences, Inc. 


announced the appointment of 
Stewart L. Stokes Jr. to the 
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Javelin ends 
career with 
acquisition 


BY DOUGLAS BARNEY 
CW STAFF 








WALTHAM, Mass. — A near four-year 
journey has ended for Javelin Software 
Corp., a 1985 personal computer start-up 
that began boldly but ended with a whim- 
per. 

The Cambridge, Mass.-based compa- 
ny was part of the Gang of Three, a group 
of high-profile 1985 software start-ups 
that also included Ansa Software, which 
was acquired by Borland International, 
and Symantec Corp., which is growing 
and still planning to go public. Javelin was 
acquired last week by Information Re- 
sources, Inc. 

Javelin had what the industry consid- 
ered to be an innovative and well-crafted 
product, one that garnered software 
awards the way hunters collect trophies. 
But Javelin made a classic mistake. It posi- 
tioned itself squarely against an en- 





AVELIN made a 

classic mistake. It 

positioned itself 
squarely against an 
entrenched industry leader. 
Like so many others with the 
same strategy, it failed. 





trenched industry leader. The start-up 
sent out strong signals that it planned to 
replace Lotus Development Corp.’s 1-2-3 
spreadsheet with its own multidimension- 
al database system. And like so many oth- 
ers with the same strategy, it failed. 

Once it hit the 1-2-3 brick wall, Javelin 
attempted to reposition the product to ap- 
peal to users who had run out of steam 
with their spreadsheets. But here, con- 
ventional database management systems, 
statistical software, accounting packages 
and custom offerings were already filling 
the void. ‘Javelin was saddled with an ear- 
lier image as a head-on competitor with 
1-2-3. Once the die is cast, people think of 
you that way,” said Jeffrey P. Stamen, 
president of Information Resource’s De- 
cision Support Software division. 

In 1986, Javelin tried another classic 
software manuever. It cut prices radical- 
ly. This boosted sales but was not enough 
to provide the high growth a start-up 
needs. At the same time, the firm laid off 
domestic sales representatives. 

Getting acquired began to look like the 
best alternative. Throughout last year, 
Javelin was pursued by a number of suit- 
ors, according to founder and Chief Exec- 
utive Officer Robert L. Firmin. Informa- 
tion Resources just happened to win out. 

Information Resources will dramati- 
cally reposition Javelin in an attempt to 
merge it with the firm’s Express family. 
Javelin will provide an easier-to-use inter- 
face and an entry-level avenue into the 
Express series. Javelin, now $395, may 
also get a repositioned — and higher 
price, Stamen hinted. Terms of the acqui- 
sition were not disclosed. 
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DG to stockholders: Hold tight 





BY NELL MARGOLIS 
CW STAFF 





With his company awash in red ink and 
falling revenue, Data General Corp. Chief 
Executive Officer Edson de Castro asked 
stockholders to take a leap of faith last 
week — and those who attended DG’s an- 
nual meeting appeared willing to do so. 

“Frankly, I wouldn’t expect anyone to 
rate our earnings potential as anything 
but fairly dismal in recent years,” de Cas- 
tro said. ““We haven’t done very well.” 

What is more, he added, “the outlook 
for the immediate coming quarters . 
must be characterized as uncertain.” 


Nevertheless, de Castro urged stock- 
holders to ride out the hard times and wait 
for the second incarnation of the compa- 
ny. While reassuring users of its propri- 
etary systems that their product lines 
would not be cut adrift, de Castro made it 
clear that DG is staking its future on what 
analysts have characterized as a bold but 
chancy move into the reduced instruction 
set computing-based, Unix-driven world 
of standards and open architecture. 


Do or die 

In three weeks, DG is slated to preview 
the product line on which its do-or-die 
strategy ultimately rides: its Motorola, 


Inc. 88000-based open systems comput- 
ers. Accuulligtdde Coen, the machines 
are still on schedule for a spring introduc- 
tion. 

Analysts have noted that no matter 
how solid the technology, the Motorola 
line will go nowhere without software ap- 

Echoing their observations and con- 
ceding that as a proprietary systems ven- 
dor “we've always had a hard time when 
we've knocked on the door of software 
developers,” de Castro said that DG has 
met the problem head-on: In two weeks, 
the company will introduce what he called 
“an impressive group” of software devel- 
opers that have signed on to port applica- 
tions to the upcoming DG/Motorola plat- 
form. 











Alabama 
Mid-South 
(205) 942-2453 
Alaska 


Transalaska Data 
(907) 522-1776 
Arizona 

Phoenix 

Darcomm, Ltd. 

(602) 274-2886 
California 
Calabasas 

Tredent Data Systems 
(818) 704-9044 
Cyprus 

A Datacomm Solution 
(213) 402-2666 
Fountain Valley 
Datatech 

(714) 557-6014 
Roseville 

Comlink 

(916) 783-8885 

San Mateo 


USL Data Systems 
(415) 572-6708 


Colorado 
Denver 


DsI 
(303) 777-8211 
Englewood 


Internet Datacomm 
(303) 799-0902 





Georgia 
Norcross 


(404) 449-0411 
(800) 241-8707 


Illinois 


Anixter 
(800) 826-9708 
Naperville 


Commercial 
(312) 357-1800 
Massachusetts 


Bedford 

Continental Resources 
(800) 343-4688 

North Attleboro 

C.E. Datacomm, Inc. 
(508) 699-2525 
Michigan 

Grand Rapids 

J.B.M. Data 
(616) 957-2242 
Mt. Clemens 

SK] Corporation 

(313) 465-6515 
Minnesota 

Eden Prairie 

Centron DPL Co., Inc. 
(612) 829-2800 

Spring Park 

Applied Communications 
of Minnesota, Inc. 

(612) 471-8558 


Information 
(816) 373-9100 


This message is brought to you 
by all the Codex yo vorar 
Distributors who can't 


seem to say enough about 
the product they sell. 


Want to hear more about the most talked about 19.2 kbps modem? 
Contact your nearest Codex Authorized Distributor for more information 
about the Codex 2382, and learn how attractive high speed can be. 


New Jersey 
Englewood 
RTS Distributors, Ltd. Datanet, Inc. 
(201) 569-2353 
Englewood 
TDS 

(201) 569-4200 


New York 
Farmingdale 
Electro-Rep 
(516) 752-0585 
Great Neck 


Resources Corp. 


Com/Peripherals 

(516) 487-0690 

Victor 

Data Term 

(716) 924-4200 

North Carolina 
Charlotte 

Systems Express Corporation 
(704) 554-1950 

Ohio 

Cincinnati 

Gateway Communications 
(513) 489-2600 

Cleveland 


Communications 


(216) 442-8080 
Cleveland 

TEC Communications 
(216) 333-5903 


Dayton 
Digital Controls Corporation 
(513) 46-8118 


Missouri 
Independence 


Products, Inc. 
(503) 635-1301 


LO 


Comtel Instruments Company 


Elkins Park 
Advanced Network Products 
(215) 572-0111 


Fairview Village 
Cana 

(215) 630-9040 
Puerto Rico 
Rio Piedras 
Indesales 

(809) 751-7589 


Texas 

Dallas 

Flair Data Systems 
(214) 956-7282 


DataAids 
(713) 363-3838 


Utah 

Salt Lake City 

GTE Data Products 

(800) 762-7782 

Virginia 

Chesapeake 

Advanced Communications Tech. 
(804) 420-6450 

Sterling 

Data Communications Systems Corp. 
(703) 471-6093 

Vienna 

ation 


Comsel 
(703) 734-3880 


Kirkland 
ac tion 
(206) 821-8552 





Authorized Distributor 
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For more and more personal computer 


users; higher PC performance is no « .. 


longer a huxury. New operating systems 
and more-demanding applications are 
making it a necessity. 

That's one reason Compaq has 
created the broadest line of Intel 
386™-based personal computers 
available. Each is designed to deliver 
the highest-performing solution for 


/ 


every different user's needs, wk 3 
unmatched industry-standard 
compatibility and connectivity. 

“Take the COMPAQ DESKPRO 
386/25, for example. For users who 
require the ultimate in performance, 
it's the most powerful personal 
computer available. And with standard 
choice of four different storage devices 





brings the power of a 20-MHz 386 chip 
to users who are outgrowing their 
286-based PC’ b NGA graphics, one 


a mouse and printer come standard. In 
a sleek package that fits where other 
PC's this powerful won't. 








Compaq even makes high: 
performance available for takeout. 
With the most advanced, full-function, 
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‘To satisfy your hunger for more 
power, call 1-800-231-0900, Operator 
86. In Canada, 1-800-263-5868, 
Operator 86. We'll give you the location 
of your nearest Authorized COMPAQ 
Computer Dealer and a free brochure. 


COMPAQ® and COMPAQ PORTABLE 386° are tradeniarks of Compaq 
Computer Corporation. Intel® and Intel 386 are trademarks of Intel 
Corporation. “Registered U.S. Patent and Trademark Office. ©1989 Compag 
Computer Corporation. All rights reserved. COMPAQ DESKPRO 386/25 


graphics ©1988 Accent Software, Inc. 
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U.S. presses Korea to open telecom market 


edly targeted South Korea for 
trade retaliation and is expected 
to imcrease trade pressures 
against that nation, thereby es- 
calating a war of nerves between 
Seoul and Washington, D.C. 

According to sources, the 
U.S. Trade Representative 
(USTR) had already marked Ko- 
rea as a country that persists in 
U.S., especially after the closure 
of its telecommunications and 
value-added services market. 

According to an investigation 
by the USTR, the 1988 Korean 
telecommunications market was 
estimated at $1.3 billion, based 
on the 1985 value of the dollar. 
However, the USTR complained 
that Korea did not import any 
telecommunications products 
from the U.S. last year. 

It is generally expected that 
Korea at the top of the list of 
countries claimed to be engaged 
in unfair trade with the U.S. Asa 
result, Seoul has been asked to 
negotiate with the U.S. govern- 





Atari zaps 


Nintendo 
with lawsuit 


It may have fast action, constant 
maneuvering and colorful figures 
trying to vaporize each other, 
but the latest from video enter- 
tainment masters Atari Corp. 
and Nintendo Co. isn’t fun and 
games. Last week, Sunnyvale, 
Calif.-based Atari fired off a 
$250 million lawsuit alleging 
antitrust violations, racketeer- 
against the Japanese-based Nin- 
tendo and its U.S. subsidiary, 
Nintendo of America, Inc. 
According to Atari’s com- 
plaint, Nintendo — recently in 
the news as one of the hottest 
Christmas-list entries — is play- 


monopoly. 

The Japanese company, Atari 
contended, is barring creators of 
games licensed to run on Nin- 
tendo systems from selling their 
wares for use on other compa- 
nies’ video game systems. “‘De- 
velopers are faced with the 
choice between selling games 
only to Nintendo customers or 
not selling,” the complaint said. 

Atari’s suit is meritless and 
“simply a sour grapes response 
by a company that has failed to 
capitalize on its past position as 
the market leader,” said Nin- 
tendo Senior Vice-President 
Howard Lincoln. Baseless or 
not, Nintendo said that it will 
mount a vigorous defense to 
Atari’s claims. 


106 


ment to solve the issue within 
the year. 
If Korea fails to reach an 


year, the U.S. is expected to take 
retaliatory steps through an om- 
nibus trade bill. 


The South Korean govern- 
ment plans to hold talks with the 
U.S. to lower its trade barriers 
and open the domestic market 
wider to imports of U.S. tele- 
communications products. Ac- 
cording to Korean Trade and In- 
dustry Ministry sources, the 


trade talks with the U.S. will be 
held in Washington, D.C., eariy 
next month. Sources also said 
Korea is prepared to make some 
concessions. 

Meanwhile, the U.S. has 
threatened trade sanctions in 
the form of 100% tariffs on the 


import of some Korean products 
unless Seoul opens its domestic 
telecommunications market. 

Many local business experts 
are worried that Korea might be 
one of the first targets of the 
U.S.’ strong protectionist omni- 
bus trade bill. They have advised 
the government to cut the trade 
surplus with the U.S. by some $2 
billion this year from the $8.5 
billion posted last year. 








The second most reliable 
impact printer did this much 
before it stopped. It wound up 
in the repair shop after 7,000 
hours or ten months of printing. 


© 1988 Hewlett-Packard Company 
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Market Vision 


FROM PAGE 99 


od, brokerage firms are looking 
for better, more productive 
ways to do things,” he said. 
“The growth of workstations 
[for financial applications] that 
we expected by 1990 has al- 
ready happened.” 
Accompanying Wall Street’s 


workstation technology revolu- 
tion is a major change in market 
dynamics, as brokerage industry 
MIS departments attempt to 
gain control of end-user — in 
this case, trader — technology. 
This change represents both a 
challenge and an opportunity for 
Market Vision. 

“The most strategic organi- 
zations are forming partnerships 
with their traders, and it’s in the 


traders’ best interest to find a 
strong ally in MIS,” Adiletta 
said. “In some accounts, we still 
sell directly to the traders. In 
others, we act as a go-between. 
It all depends on a lot of factors, 
including the seniority of the 
trader, the firm’s management 
of information services and poli- 
tics.” 

Market Vision has had to 
change its strategy to be more 


flexible — allowing customers to 
port their own market data to a 
Market Vision system, for exam- 
ple, Adiletta said. That helps a 
brokerage firm’s MIS depart- 
ment customize systems for its 
traders, according to Fred Edel- 
stein, corporate vice-president 
of the information systems divi- 
sion at Drexel Burnham Lam- 
bert, Inc. 

“Whether we provide our 
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The HP RuggedWriter 480 
printer did this much before 
we stopped counting. After the 
equivalent of 20,000 hours, it just 






























































It's also compatible with the 
computer system you already 
have. IBM PCs. PC-compatibles. 
And of course, HP. 


own solution or someone else’s 
doesn’t really matter — the im- 
portant thing is to support the 
traders,” Edelstein said. The 
firm’s products ‘“‘are modular, so 
people in our development orga- 
nizations can work out deals in 
buying those products.” 

Market Vision competes with 
subsidiaries of two information 
services giants: Automatic Data 
Processing, Inc.’s Comtrend di- 
vision and Knight-Ridder, Inc.’s 
Trade Center unit. Market Vi- 
sion is the smallest in its niche, 

















HE MOST 
strategic orga- 
nizations are 

forming partnerships 

with their traders, and 
it’s in the traders’ best 

interest to find a 

strong ally in MIS.” 


WILLIAM ADILETTA 
MARKET VISION 





but the only independent, Adi- 
letta said. The firm also boasts 
joint marketing pacts with DEC, 
Sun and Apollo and claims the 
only VAX-based database sold to 
the financial industry. 

The firm’s philosophy is 
closeness to the customer. Adi- 
letta even opened his own trad- 
ing account to run his company’s 
packages under game-day condi- 
tions. “I learned firsthand about 
losing money when you're not 
paying attention,” he said. 





| __NEW! NEW! NEW! | 
MVS/Quick-Ref™ 
The On-Line 
Programmer’s 
Reference 


Instant access, from within 


kept working. And working. 
Only HP could have built an 
impact printer as reliable. Or as 
fast. At 480 cps for draft and 240 
cps for letter quality, you'll be able 


And compatible with your 
budget. At a price of just $1695. 

For more information, call 
1-800-752-0900, Ext. B287. And 
you'llsee why the competition just 


any ISPF panel, to a con- 
cise summary of NEW MVS 
reference materials: 





* MVS Utilities, Messages & Codes 





totum out everything fromletters impact printers. doesn't stack up. ; = ere pemee ad a 
and spreadsheets to six-part And with its 180 x 360 dot per HEWLETT » IBM $/370 Reference Summary 
forms, at least 20% faster in letter inch resolution, it's certainly no | * Quick DASD Freespace Lookup 
quality mode than other 24-wire slouch whenit comes tographics. PACKARD * Over 44,000 lines 
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Andnow they arecalledBullH.N.  =sg:sue- 


BOSTON — What's in a name? been in the works since Groupe for this partnership from now Bull customer and, through its 
Plenty, according to Roland D. Bull became a 65% owner of the on.” federal systems group, as the 
Pampel, who went to bed last Bull/Honeywell, Inc./NEC Corp. The H for Honeywell and N channel through which Bull mar- 
Monday night as chief executive joint venture late last month. No for NEC — not to mention the kets to the U.S. government will 
officer of Honeywell Bull, Inc. mere cosmetic stroke, the new continue undisturbed, i 
and woke up as CEO of Bull H. N. is signi Pampel sai i 
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C Please send me more information 
We can do the same for you. | 
When this builder realized all the hidden costs of running and main- | ee ee 
taining their own payroll system, they called ADP. We showed them mouse payrel's Midden costs. 
we have the tools to do their payroll less expensively and more (Mr./Ms.) 
ADP has been the industry leader for nearly 40 years. With ADP, == 
you can take advantage of powerful personal computer, mainframe | 
and telecommunications networks — at a fraction of in-house pay- Address 
roll costs. For more information, mail in the attached coupon or | 
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here is only one computer 
newspaper that covers 
every aspect of the 
information system. 





Maybe that’s why it was voted 
‘Best Computer Newspaper”’.* 


That’s probably why you’re reading Computerworld now. And if you’re on the routing list instead of 
the subscriber list, maybe this is the time to subscribe yourself. 


With your own subscription to Computerworld you'll keep on top of all the latest news, products, 


people, developments, trends and issues — things professionals like you need to know to get ahead. 
And stay there. 


Don’t delay, order now. You'll get 51 information packed issues. Plus bonus issues of 
Computerworld Focus on Integration absolutely FREE. You'll also get our special Spotlight 
section ... featuring detailed head-to-head comparisons of the industry’s latest products. 


Use the postage paid subscription card bound into this issue and get your own subscription to 
Computerworld. 





* Third Annual Computer Press Awards Competition (4/12/88) 
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ED1is starting to take off 


Electronic data interchange offers an opportunity for an early start 





BY JANET MASON 
SPECIAL TO CW 





‘ 3 Employment 
opportunities in 
Zs electronic data 
interchange, or 
EDI, are prolif- 


Ze 
Z 
erating as fast 


as the technology. 

First introduced more than a 
decade ago by the trucking in- 
dustry, EDI — the electronic ex- 
change of commonly formatted 
documents such as orders and in- 
voices — is rapidly becoming a 
standard way of doing business 
across the industrial spectrum. 

The growth of the field is evi- 
dent in the business of third-par- 
ty EDI providers, whose reve- 
nues were $60 million last year 
and should be $90 million in 
1990, says Mark Winther, vice- 
president of electronic commu- 
nications services at Link Re- 
sources Corp., a New York- 
based market research firm. He 
estimates that approximately 
6,000 organizations now use 
EDI and as many as 18,000 will 
use EDI by 1992. 

Since EDI is still in an embry- 
onic stage at most companies, 
the field is rife with opportuni- 
ties and the promise of rapid ad- 
vancement, according to people 
already in the industry. And 
while information systems pro- 
fessionals concur that salaries 


are no higher in EDI than in oth- 
er areas, working with the tech- 
nology offers higher visibility 
than more traditional realms. 

In some ways, EDI is a para- 
dox. “EDI is specialized,” says 
Sam S. Valanju, director of infor- 
mation systems at Rockwell In- 
ternational’s auto operations in 
Troy, Mich. “But at the same 
time, it broadens your perspec- 
tive because you’re dealing with 
more people, more applications, 
and you get to see more of the in- 
dustry.” 


EDI can open doors 

Lee Foote, EDI manager at Du 
Pont Co. in Wilmington, Del., 
says an IS person can enter the 
management ranks through 
EDI. “The activity is growing 
from the ground floor and will 
eventually require a team lead- 
er,” he says. 

Foote says these opportuni- 
ties tend to be in larger compa- 
nies in various industries, includ- 
ing transportation and the 
manufacture of automobiles, 
textiles, chemicals and metals. 
The federal government is also 
using EDI to exchange informa- 
tion with its contractors and sup- 
pliers, a move that will affect 
nearly every sector of the econo- 
my. 

Job openings can also be 
found with an increasing number 
of third-party suppliers of EDI 


services. “Third-party  net- 
works, such as GE Information 
Services and McDonnell Doug- 
las, are becoming more impor- 
tant,”’ says Steve Marschall, a 
consultant at Computer Task 
Group, Inc. in Buffalo, N.Y. 


To grasp the information 
needed for EDI transactions, IS 
employees must understand not 
only the business of their compa- 
ny but also the suppliers and cus- 
tomers with whom they are 
sharing information. Working in 
EDI puts IS employees in close 
touch with the company’s cus- 
tomers, suppliers and in-house 
users. 

“There’s lots of contact, so 
EDI employees have to commu- 


partially based on them. EDI in- 
corporates telecommunications, 
but this aspect is likely to be han- 
dled by specialists, at least at 
companies large enough to have 
a telecommunications depart- 
ment, Foote says. 


Three-tiered personnel 

At Rockwell International, Va- 

lanju oversees a staff of EDI em- 

ployees in three typical catego- 

ries. “It’s the job of the project 
ger to understand the busi- 





NE WAY PEOPLE get started in EDI — 

the best way, according to one consultant 

— is through involvement with the 
applications that lend themselves to the 
technology, such as ordering, invoice and 


warehouse systems. 





Although there are many 
more user organizations than 
third-party vendors, Marschall 
says that the employment oppor- 
tunities probably are split evenly 
between the two areas because 
individual third-party vendors 
employ more EDI workers than 
individual user companies. 

One way people get started in 
EDI — the best way, according 
to Marschall — is through in- 
volvement with the applications 
that lend themselves to the tech- 
nology, such as ordering, invoice 
and warehouse systems. 

“The applications are the 
mainstay of the operation be- 
cause the EDI software is wasi- 
cally easy to learn,”’ Marschall 
says. 


nicate and represent the compa- 
ny well,” says Carol King, vice- 
president and product manager 
of EDI at the First National Bank 
in Chicago. 


Knowledge of standards 
Along with understanding the 
applications and the information 
needed for the transactions, EDI 
employees need to learn the 
standards of their particular in- 
dustry, which dictate how the in- 
formation will be formatted. 
“The Department of Defense 
uses one standard and the gro- 
cery industry uses another,” 
Marschall says. 

Knowledge of personal com- 
puters is also essential, since 
many EDI systems are at least 


ness of the applications,” he 
says, ‘‘and to put the controls in 
place to ensure that the system 
is running smoothly.” 

At the next level are pro- 
grammers and programmer ana- 
lysts. Like the project manager, 
these people have to understand 
the business of the suppliers and 
customers, according to Valanju. 
Initially, they developed the sys- 
tem, and now they add new cus- 
tomers and suppliers to it. 

Rockwell International’s EDI 
system also has a production co- 
ordinator whose job is to resolve 
problems. “This person moni- 
tors the progress of the system, 
handles customer calls and inter- 
faces with telecommunications,” 
Valanju says. 

Rockwell’s initial EDI appli- 
cations are order entry and ad- 
vanced shipping notification. In 
the future, Valanju expects to 
see more complex EDI applica- 
tions and functions, including the 
transmission of computer-gen- 
erated images. 


Mason is a Philadelphia-based free- 
lance journalist. 
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ONC/NFS NETWORK 


NETWORK 


The Software Products Division 
provides a development environment that 
is second to none, with projects that 
include seamless integration of a wide 
range of protocols into Sun’s acclaimed 
networking architecture. These oppor- 
tunities are for networking professionals 
with a broad communications background. 


Please send resume to: Herman Collins, 


a a a ee rere 
DISTRIBUTED 


SYSTEMS 


NETWORK!DATA 


SERVICES—nrs architects, net- 
work service project leaders needed to 
enhance future NFS implementation 
and develop RPC based network wide 
services. Architects require a minimum 
of 5 years’ experience (2 years with 
NFS). Other network service Positions 
require a minimum of 3 years’ ex- 

perience and some knowledge of RPC. 


OSI/ MAIL——Requires experi- 
ence with x.400, directory serivces, 
mail, and tran ple- 
ment OSI and mailers under 
UND. A BSCS/BSEE with a minimum 
of 3 years’ experience with OSI pro- 
tocol development is desired. 


MANAGEMENT—arrhitects, 
project leaders, and developers are 
needed to develop sophisticated net- 
work management systerhs using the 
latest industry standards. BSCS/BSEE 
with a minimum of 3 years’ experience 
with knowledge of network manage- 
ment standards required. 


IBM/DEC 
COMPATIBILITY—channel 
programmers, developers, and archi- 
tects are needed with a minimum of 2 
years’ experience with IBM or DEC optimizatio: 

protocols, or IBM channel a. BSCS/BSEE with a minimum of 3 


ing. A BSCS or equi years’ experience is required. 
advanced degree a plus. “UNIX ex- 


perience is strongly preferred. 


COMMUNICATIONS 
ENGINEERING—hardware 


designers and driver developers 
needed to develop hardware I/O 
system for network and data interface 
products. A minimum of 2 years’ ex- 
perience in one or more of the follow- 
ing is required: Ethernet, Token Ring, 
FDDI, or ISDN. 


Mail Stop CAD, Sun Microsystems, Inc., 
2550 Garcia Avenue, Mountain View, CA 
94043, or call 415/336-1057. An equal 
opportunity employer; principals only, 
please. The Sun Microsystems logo is a 
registered trademark of Sun Microsystems, 
Inc. *UNIX is a trademark of AT&T. 


sun 


microsystems 


Systems for Open Computing” 


TCP/IP—Protocol developers/ 
managers needed with in-depth 
knowledge of routing strategies, pro- 

mn, and architecture. A 
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SOFTWARE DEVELOPERS 
ee 
Ey mecrsprcs heat aay miter 
Scams toreetescesio yar 


)oy hate environment with flexible hours and casuai dress. 


cee cactakenen 





L.. documenting on-line 
xtensive experience in computer systems. 
8 Farry win aM PC. DOS, Wordstar, pion. 
@ Mainframe experience helpful. 


Send your resume to: 
Fourth Generation Technology, Inc. 
10280 North Torrey Pines Road, Suite 350 
La Jolla, CA 92037 


An Equal Opportunity Employer - A No Smoking Environment 


FOURTH GENERATION TECHNOLOGY wc 














° ANALYSTS * PROGRAMMERS 
SOFTWARE/HARDWARE 


Multiply Your Opportunities 


With a network of over 1000 client companies 
and 200 affiliate employment agents nationwide, 
RSVP can selectively communicate your creden- 
tials to companies offering literally hundreds of 
choice, current career opportunities, clear across 
the nation. 


We guide, You decide 


Our no-obli serv- 
ices to degreed, experienced U. ¢ citizens and 
permanent residents include resume devel 
ment and interview arrangement. If you quay 
call Howard Levin or Maureen M McCue 

-0153, or send your resume to either address 
listed below by mail, or to FAX #609-667-2606. 
Our client companies pay all costs. 


me SVP SERVICES 
Hilt Mall, Ste. 614, Dept C. Cherry Hill, 


Hall, Suite 201. Dept. C. 1777 Walton ee 
Blue Bel Bell. PA 19422 (Mail address only) 
































As @ nationwide placement firm specializing in UNIX systern de- 
velopers, progr oft gr Innovetive Options 
RED community. 
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COMPUTER CAREERS 


Data Processing 


No Surprises 


Asa skilled data processing professional, you know the necessity of being precise. If what you 


do isn’t clear, you may get unexpected results. So we want to make this perfectly clear, so there'll 
be no surprises. 


Since 1973, Compuware has been a leading professional services company because we make sure our 
people and products are the best they can be, creating industry standards in the process. 


We are looking for people who like the flow of changing challenges and a variety of assignments; who 
put exceptional effort into what they do, because they're serious about what they do, and who enjoy the 
reward and recognition that follow. 


We have immediate career opportunities in our 
Professional Services Division 
We're looking for qualified professionals for positions ranging from Programmer through Senior Systems 
Analyst. You must have at least 2 years’ industry experience, with hands-on skills in any of: 
® OS/MVS, COBOL with IMS, DB2, IDMS, CICS, TELON or DATACOM 
® OS/MVS, with ALC, COBOL or PL/1 
@ OS/MVS, CICS or TPNS internals/systems programming 
® DEC/VAX with RDB, COBOL or PL/1 


® Experience in the Banking-Financial environment. Knowledge of Portfolio Accounting, Mutual Funds 
and Multi-Currency Systems. 


These positions are currently available in Baltimore, Boston, Detroit, Hartford, 
Washington, D.C. and Wilmington, DE. 
Software Products Division 
® Software designers and developers. IBM ALC with OS/MVS, VTAM or CICS internals a must. 
(Detroit) 


® Software product managers with experience in product research, development, and marketing. 
Solid IBM OS/MVS products background. (Detroit) 


Education Resource Division 
® Database instructors. IMS/DB/DC, or DB2 or IDMS essential. (Detroit, Washington, D.C.) 
Sales 


® Representatives for Software Products Division. Previous experience required. (all offices) 


For what could be a nice surprise, please send your resume and salary requirements to Mary Kay Andries, 
Compuware Corporation, 31440 Northwestern Highway, Farmington Hills, MI 48018-5550. Or call, 


(313)737-7300. 
Sa 
COMPUWARE 
Because experience is everything. 
An Equal Opportunity Employer 











Louis, MO 63043 
(314) 434-1976 











COMPUTER CONSULTANTS 
CONTRACTORS 
EMPLOYEES 


Human Resources, 
_ aS /vsi, bbe sa 
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$38/AS400 CAREERS 
NATIONWIDE 











SYSTEMS PROGRAMMING ADMINISTRA a | A 
i ye i cp A 
Santina oe on system/data base aanaepnane sett 


Sa ail test and production data bases for the HRS IT’S CALLED THE GOLDEN GATE 
R GOOD REASON 
Systems professionals can discover career enrichment 
and personal satisfaction through the rewarding 
positions available with our prestigious clients. 
Logical Options and Sanderson Associates have 
merged forming Northern California's premier 
Search Firm 
THE SEARCH FIRM, INC. 
595 MARKET STREET, 
(415) 777-3900 TAX? 777-8632 


tat 


388 


(713) 591-0915 
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EDP OPPORTUNITIES COAST TO COAST 
Robert Half, staffed by EDP professionals for EDP professionals with 
ffices the U.S., 

network of personne! consultants in the Data Processing 
field. And its establishment in 1948 also makes Robert Half the 


The following is a partial listing of opportunities and locations: 


Canada & Great Britain, is the 








ST. LOUIS 


RPG itt PROGRAMMER ANA’ YST 
Scenic Ozark location! Pro_;es- 
i has immediate 


mary responsibility will be to sup- 
port all VM products along with in- 

tailing new products. This posi- 
tion requires excellent communi- 
cation skills and offers high visi- 
bility to upper management. 





Prestigious high technology manu- 
facturer seeks an experienced Ac- 
cent/R Programmer/Analyst to 
work on a large DEC VAX network. 
This position will support and de- 
velop database applications used 
by large ineering staff. Must 
have excellent communication 
skills and enjoy working with user. 
Great relaxed work i a 





St. Louis, 63105 
(314) 727-1535 


HARTFORD 
RPG ti! 

Several NEW ENGLAND clients 
seek people wi/solid RPG Ili skills 
to help in conversions to AS 400's 
or application devel on System 
38's. irable app’s include: Mfg, 
Fin’! Ins. Urban & rural loc’s: re- 
loc assistance avail. 

Salary to $40,000 

IDMS/ADSO, IMS DB/DC 
Multiple EAST coast oppty’s for in- 
div’s wi2 + yrs exp wiIMS or IDMS. 
Excellent growth potential. CT/VA 
shoreline, VT/NH ski country and 
NY/NJ metro area openings. Call 
for more details. Salary ,000 
TELECOMM’ SYS PGRMRS 

HARTFORD area oppty for indiv 
wistrong bkgrd in network comm 
SNAIVTAM & NCP tech bkgrd re- 
q'd. Work in state-of-the-art Data- 
center using latest IBM hdwr/ 
sftwr. Excellent benefits, full 
reloc. Salary to $48,000 


DBA 
NEW ENGLAND div of major corp 
seeks tech spec to support VAX/ 
DBMS and VMS in new data cen- 
ter. Exp in multi-site environ is a 
plus. Full reloc, affordable housing 
benefits inci profit sharing. Ski 
country, shoreline short drive 
away! Salary $45,000 
ROBERT HALF 


One 
Hartford, CT 06103 
(203) 278-7170 
FAX (203) 278-0320 


| FREE | 
Ask for our latest Salary . 





BOSTON 


SYS-38/AS-400 
Knowl of RPG-Ill, CL & S-38 utili- 
ties, makes you a hot commodity 
in NEW ENGLAND! Your options 
are diverse by industry, location & 
size of co. If you desire the unique 
blend of life styie, education, cul- 
ture & career catalyst oppty found 
here - Call us today! Avail pos w/ 
salaries to $48,000. 
ROBERT HALF 
of Boston 
101 Arch Street (32 Summer Street) 
Boston, i4A 02110 
(617) 951-4000 
FAX (617) 423-0904 
CALIFORNIA 


SYSTEMS PROFESSIONALS! 
Our outstanding Orange Cty client 
has positions for people with 
strong IMS, McCormack & Dodge 
or Human Resource Systems exp. 
Very professional environment - 
unlimited career growth! Program- 
mer/Analyst and Analysts. 

Salary to $48,000 
ROBERT HALF 
of Southern California 
3600 Wilshire, #2000 
Los —, CA 90010 
(213) 386-6805 


FLORIDA 


PROJ MGR 

Major S FL institution seeks DP 
professional who will lead small 
group to implement residential 
lending software. Background must 
include 4 yrs min residential lend- 
ing, large IBM and 2 yrs min CPI 
software. Oppty to join one of FL’s 
largest financial corps with ex- 
celient benefits. ALL FEES PAID 

ROBERT HALF 

of Miami 
2655 LeJeune Road - #814 
Coral Gables, FL 33134 
(305) 447-1757 


CHARLOTTE 
‘AX 


DECIV. 
Dynamic SE firm has immediate 
need for motivated self-starters to 
become part of a state-of-the-art 
professional environment. Quali- 
fied candidates will have 2+ yrs 
exp. COBOL or Fortran in a DEC/- 
VAX environment. Manufacturing 
a plus but not required. Super 
career aS solid firm. 
lary to $40,000 
CONSULTANTS 
Prestigious NC mgmt consulting 
firm with 4+ yrs exp in large 
comm’! banking environment. Must 
have solid academic record (MBA 
preferred), professional image, 
and strong ambition. Knowledge 
of DDA, CIF and comm’! lending 
systems a big plus. Growth poten- 
tial unlimited! Salary to $60,000 
ROBERT HALF 
of Charlotte 

1395 Charlotte Plaza 

Charlotte, NC aed 

FAX (704) 342-2700 


DALLAS 


WE HAVE INCREASED THE 
NUMBER OF JOB LISTINGS ON 
OUR EBB! 


We have developed an electronic 
bulletin board that allows you to 
review a sample of opportunities 
available in Dallas and other 
areas. From the convenience of 
your home or office, simply dial 
(214) 987-1957 1200 BAUD to link 
up with our modem, view the 
ROBERT HALF EMPLOYMENT LO- 
CATOR PROGRAM (RHELP), and 
just follow the instructions. 
Dick Ozment 
Alex Patton 
ROBERT HALF 
of Dallas 
Three Northpark East, Suite 200 
Dallas, TX 75231 
(214) 363- 








SYS PROG UNIVAC CMS1100. 42K 


12225 28th St. Herth 
a 
(813) 573-2626 
e° 
2005 W. Cypress Creek Ad. 
Suite 3 
Ft Lauderdale, Fl 23908 
800-777-8603 or 
‘306-771-8603 
. 

28 Worth Orange Ave. 
Suite 1408 
Orlando, F. 32801 
(200-888-1064 


equal opportunity employer mvIW A 

















PROGRAMMER/ 
ANALYST 


proficient in 
IMS’ DB/DC CICS 
DB2 MSA 

IDMS ADS/O 
as a requirement for a full time 
position in-house or as a 
consultant in Balto i 








i , MD 21202 
(301) 783-9411 


CCSI is an Equal Opportunity Employer 








Sunbelt Opportunities 


Charlotte's largest executrve search firm, in 
business since 1975, 300 affiliates. We place 
candidates in the Southeast and nahorende. 
Our chent compames pay relocation and in 
lernewing expenses and ow lees 











SOFTWARE 
ENGINEERS 





database in a 
ronment. 





Database 
take in development 


velopment of IONS 
envi- 


y s 
in Computer Science or 
Quantative Discipline and 3 


Batabase Analysis Tech- 
Database Design and 


ing, and 

, MVS/XA and ADSO. 

: $39,000 per annum. 

rr Reply to GW 121, 

, Box 9171, 

Framingham, MA 01701- 
9171 








si mt 
$25,000-$50,000 
please 





Call local sales representative for information Computer Careers 
entre tyrone pate aw vane te hp vere 


John , Classified 
01701-9171; 508-879-0700; 
Massachusetts. 








Director, 375 Cochituate Road, Box 9171, Fi , MA 
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SOFTWARE 

ENGINEERS 
LONG TERM 
CONTRACT 
New England 


Prestigious area client 
has multiple openings 
Software Engi 


area networking sys- 
tems. Expertise in the 
following areas 


© UNIX 

° Mix of Hardware, 
Mini/Micro & Soft- 
ware Skills 

© Networking & Tele- 
communications 
Exp. 


Applicable degree 
with strong academic 
record needed. 














Recruit me com- 
puter communica- 
tions professionals 
with the IDG Commu- 
nications earns 


four leading computer 
newspapers. 
Call 
Lisa McGrath at: 


(800) 343-6474 
for more details 
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Research Triangle Area 
4109 Wake Forest Rd. 
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PROGRAMMER/ 
ANALYST 


VAX BASIC Experience 
A highly successful and rapidly expanding 
division of a Fortune 100 corporation, BAKER 
& TAYLOR is recognized as a national leader 
in the distribution of videos, tapes, albums 
and CDs. We currently seek an experienced, 
knowledgeable individual to be responsibi 
for a wide range of programming and analyst 
duties. You will write programs, provide 
coding, testing, documentation and im- 
plementation for projects, and provide train- 
ing for personnel as necessary. All work 
involves traditional business systems and/or 
special applications used within the com- 
pany. Our programming environment is 
BASIC on a large scale VAX clustered system 
running VMS. 
A Bachelor's degree is desired with course- 
work in DP, accounting and math. The 
selected professional will possess at least 3 
years programming experience to include a 
minimum of 2 years in a VAX BASIC environ- 
ment using RMS. A comprehensive 
knowledge of VAX Information Architecture, 
such as CDD, TDMS and DATATRIEVE is a 
plus. Solid comr icati fi P I 
skills are a must. We offer a competitive 

p ion, lient benefits and the op- 
portunity to maximize your career potential 
in a stimulating technical environment. For 
prompt consideration, send your resume in 
confidence to: 


Barbara Gorkis 
nears Sn 


DEO 
8140N. Lehigh 


Wh Morton Grove, IL 60053 Yllui 
Equal Opportunity Employer M/F Bee ied 
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ple, we've got 
Computerworld 
reaches more than 
612,000 computer 


pros every week. 
"s more qualified 
comput 


PROGRAMMER/ ANALYST 


We offer top salaries and hourly rates with excellent benefits includ- 


if you have experience in any of the following, please call us or mail us your 
resume immediately. 
0B2/SQlL ORACLE 
COBOL IMS DB/DC 
1DMS ADS/O INGRES 
ADABAS/NATURAL $38/AS400 
SAS PC DOS and LAN 
FOCUS OR PC FOCUS 
UNIX C SYSTEMS PROGRAMMER 


SOFTWARE 
251 N. llinois, Ste. 1184 
IN 46204 


wr 





COMPUTER CAREERS MID-WEST 


Data Analysts... 
Take A Ster 


Forward 


With extensive capabilities built on image processing, artificial 
intelligence, relational data bases, etc., our high technology track 
record speaks for itself. Utilizing the most sophisticated systems 
and applications programming tools available, we’re maintaining 
continued state-of-the-art involvement. And, we’re not stopping 
there. 


We're taking another step forward with GENESIS...an extensive, 
multiyear systems development project that will support our ser- 
vicing capabilities and product innovations for the 1990's. 


The Data Management Group is using the latest Information En- 
gineering techniques to build business models which will provide 
the foundation for the construction of systems. We are now 
seeking self-motivated individuals who have experience in data 
analysis, the creation of data models and their subsequent use in 
data base design and systems development. 


Basic qualifications must include a minimum of two years expe- 
rience using data-driven methodology in the development of 
business applications. Experience with CASE tools and relational 
data base technology is desirable. 


If you have a strong drive and commitment to reaching new ievels 
of excellence, we invite you to take this step forward with us by 
sending your resume with salary requirements to: J. Benjamin, 
AMERICAN EXPRESS, P.0. Box 53897-CW, Phoenix, AZ 85072- 
3897. 

















An Equal Opportunity Employer 











RESEARCH TRIANGLE 
OPPORTUNITIES 


ADABAS/NATURAL 
NO RESUME 
REQUIRED 
800-874-9595 


121 EXECUTIVE CENTER DRIVE 0 SUITE 240 
COLUMBIA, SC 29210 1) TELEPHONE 803-772-9412 




















grammers for both in- 
house and consulting po- 
sitions. Fee Paid. Please 
call or send resume to: 


Keith Reichle, CPC 
Systems Search, inc. 
203 Heritage Park 
Lake Wylie, $.C. 29710 
803/831-2129 
(Local to Charlotte, NC) 





CIM 


Factory Process 
Automation 


UNIX SYSTEMS 
PROGRAMMER 


munication/database micro 


computer 
with Inter 
cation. ad 33K+. Send 














Atlanta and CTG ... Where You 
Want To Bel Through providing in- 
novative information management 
solutions to its impressive Fortune 
500 clientele, Computer Task 
Group has developed the ceputa- 
tion as a company at the forefront 
of its industry. 


We currently have excellent career opportunities in Atlanta for 
PROGRAMMERS/ SYSTEMS ANALYSTS with 2 + years experience 
in any of the following areas: 


© IMS DB/DC ® DB2 @ PACBASE ® DATACOM DB/ IDEAL 
@ INGRES @ ORACLE @ AS 400/S-38 ® MAPICS 
®@ IDMS/ADSO @ PL-1/COBOL 


The CTG difference is our continuing commitment to our 
employees professional and technical growth. Each year we 
invest over $6 million in our corporate and local educational 
facilities to keep you, and us on the leading edge of, 
technological developments. In addition, we offer an excellent 
salary and benefits package which includes tuition reimburse- 
ment, 401 (K) retirement and much moret 


For immediate consideration, CALL or 
RUSH your resume to: 


COMPUTER TASK GROUP = 
100 Colony Square @ Atlanta, GA 30361 
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ATLANTA & SOUTHEAST 
$25,000 to $75,000 


VAX/MAPICS/FOCUS/CAD/CAM/CAE 
TECHWRITERS/DP SALES, IDMS 


rogrammers } er Analy 
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Computerworld Recruitment Advertising Works. 


“The quantity and quality of responses 
weve gotten aw Ciauaional have been better 


than those generated other form 


President 
CIBER 


( onsulting comes first at CIBER — Ne Eee LP ™. That’s because we know Computerworld 
and that’s even reflected in their : - j 


P : : is effective. We get national exposure 
name. CIBER stands for Consultants in s i “py to potential client companies, and we 
Business Engineering and Research, a P es recruit highly qualified professionals 
national company that’s been provid- 0 foe et ES : for our consulting positions. 
ing top consulting services to the infor- oo” “In both instances, the quantity and 
mation processing departments of busi- cz : be quality of responses we've gotten from 
pond and government clients since A i Computerworld have been better than 
1974. Be es irae those generated by any other form of 
In order to deliver superior services, om ie advertising we’ve tried. We’re definite- 
the company needs to attract quali- wf a ly seeing a high return on our in- 
fied consultants. And from there, ae | ON lll BB * vestment with Computerworld. 
CIBER — iike any other busi- 4 ee iS Hy “The bottom line is that Com- 
ness — needs to market itself to ; puterworld works well for us. So 
clients. CIBER meets both chal- fr we'll continue to rely on 
lenges with yt re nia 1 + 4 Computerworld as an impor- 
aoa Company Srescent f } ail tant — and effective — part 
pevenson: / : of our future.” 
“CIBER demands the most when } / : 
it comes to biring consultants, just |i /, [, y, Computerworld. We're helping 
eo mae mee t fro {tA fi serious employers and top 
potas iting ae Pal — ‘sgt nea computer professionals get to- 
being technically competent, CIBER goes Ratay. eee Jom oak 


consultants should bave both a professional Bob Stevenson. 


attitude and a commitment to our clients. For all the facts on how Computer- 


SS : : y world can put you in touch with qualified personnel, 
To attract this calibre of consulting talent, we go to the cay} your local Computerworld Re el aabietiinio 
same source we use to attract clients — Computerworld. cajes Representative today. 
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The weekly newspaper of record for computer professionals. 
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It’s 
to place your recruitment ad 
in Computerworld! 


All the information you need is right here. 

Just call Lisa McGrath at 800-343-6474 (in MA, 
508-879-0700). Or, if you want, you can send us 
the form below via mail or to our FAX machine. 
You can reach our FAX at ext. 739 or 740 at 
either of the above numbers. 


The following information will help you deter- 
mine the size ad you’d like to run and when 
you’d like to run it. 


CLOSING DATES: To reserve space, you need to 
call us by 5PM (all continental U.S. time zones), 
6 days prior to the Monday issue date. We need 
your ad materials (camera-ready mechanical or 
copy for pub-set ad) by 5PM, 5 days prior to the 
weekly issue. 


AD COPY: We'll typeset your ad at no extra 
charge. You can give us copy via phone, U.S. 
mail, or FAX. To typeset an ad for you, we need 
clean, typewritten copy. Figure about 30 words 
to the column inch, not including headlines. 
(There are seven columns on each page.) 


LOGOS AND SPECIAL ARTWORK: Any logos 
or special artwork should be enclosed with your 
ad copy. For best reproduction, please send us 
either a stat of your logo or a clean sample on 
white bond paper. 


COLUMN WIDTHS AND MINIMUM DEPTHS: 
Your ad can be one of seven different widths. 
There is a minimum depth requirement for each 
width. You can also run larger ads in half-inch 
increments. The chart below can serve as a 
reference. 


NUMBER OF COLUMNS 

1 column 

2 columns 
3 columns 
4 columns 
5 columns 
6 columns 
7 columns 


WIDTH MINIMUM DEPTH 
1-1/4” E 
2-5/8” 

4-1/16” 

5-9/16” 

6-15/16" 
8-3/8" 

9-3/4" 


RATES: Your rate will depend on the size of 
your ad and whether you choose to run regional- 
ly or nationally. The national rate is $13.50 per 
line or $189.00 per column inch. The regional 
rate (Eastern, Midwestern or Western editions) is 
$9.00 per line or $126.00 per column inch. You 
can run your ad in any two regions for $11.60 per 


line or $162.40 per column inch. In all cases, 
you can earn volume discounts. 


The minimum ad size is two column inches 
(1-1/4” wide by 2” deep) and costs $378.00 if run 
nationally. A sample of this size appears below 
You can run larger ads in half-inch increments at 
$94.50 per half inch. Box numbers are available 
and cost $25 per insertion ($50 if foreign) 














SAMPLE AD SIZES AND PRICES: To assist you 
in planning your recruitment advertising, the 
following shows common ad sizes and their 
respective costs. 
Two Regions 
One Region (East/West 
(East, Midwest East/Midwest, 
or West) Midwest/West) 
$ 252.00 $ 324.80 
$ 504.00 $ 649.60 
$1,134.00 $1,461.60 
$2,520.00 $3,248.00 
$4,410.00 $5,684.00 


National 
Edition 


$ 378.00 
$ 756.00 
$1,701.00 
$3,780.00 
$6,615.00 
PAYMENT: If you're a first-time advertiser or if 
you haven't established an account with us, we 
need your payment in advance (or with your ad) 
or a purchase order number. Once you have 
established an account with us, we'll bill you for 
any ads you run as long as your payment record 
is good. 


COMPUTER CAREERS NETWORK BUYS: 

You can take advantage of special rates that 

let you run your ad in Computerworld and 
Computerworld’s sister newspapers at special 
rates. Choose from Computerworld Focus on 
Integration, Network World, InfoWorld, Digital 
News and Federal Computer Week. Call for 
details. 


lcolumn x 2” 
2 columns x 2” 
3 columns x 3” 
4 columns x 5” 
5 columns x 7” 





Ad Size: columns wide by 


Issue Date(s): 


Computerworld Recruitment Advertising Order Form 


inches deep 





Name: 





Company: 





Address: 





Telephone: 





Region: 0 East 
O East/Midwest 


Send this form to: CO 


0 Midwest 


O Midwest/West 


O West 
O East/West 


National: 0 


IMPUTERWORLD RECRUITMENT ADVERTISING 
375 Cochituate Road, Box 9171, Framingham, MA 01701-9171 
800-343-6474 (In MA, 508-879-0700) 
Telecopier Extensions: 739 or 740 
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Computerworld Recruitment Advertising Works. 


“Computerworld is the 
only place we advertise.” 


eter Jozwik, President of The Search 

Firm, makes it clear that his company 
is a recruiting organization, motan em- 
ployment agency. Recruiting firms like 
his locate qualified personnel to fill 
their clients’ well-defined positions — 
whereas employment agencies find po- 
sitions for job seekers. 


The big difference, Peter explains, is 
the networking approach The Search 
Firm takes. In talking with candi- 
dates, he gains a greater under- 
standing of the types of profes- 
sionals currently in the job market 
— and whether they match the 
needs of other Search Firm clients. 
And to reach these professionals, he 
turns to Computerworld. 


“We're looking for name recognition in 
the computer community. It’s that simple, 
for the most part. We really don’t adver- 
tise specific positions — just our company and 
our specialized services. 


“And we're particular about where we advertise. Compu- 


—- Peter Jozwik 
President 

The Search Firm 
San Francisco 


terworld gives us the audience that’s per- 
fect for us. We’re reaching all kinds of 
computer professionals at companies of 
all sizes in just about every industry. Ob- 
viously, if you’re a professional recruiter, 
that’s just what the doctor ordered. 


“Results? Put it this way: Computerworld 
is the only place we advertise. And 
that’s a decision that keeps looking 
better every day. Awhile back we 
experimented with advertising in 
other publications — an experiment 
that proved Computerworld is the 
only vehicle for us. So for the future, I 
see no reason to do anything but ad- 
vertise regularly in Computerworld. ”’ 


Computerworld. We're helping serious 

employers and qualified information sys- 
tems, communications and PC professionals 

get together in the computer community. Every 
week. Just ask Peter Jozwik. For all the facts on 
how Computerworld can put you in touch with 
qualified personnel, call your local Computerworld 
Recruitment Advertising Sales Representative today. 





The weekly newspaper of record for computer professionals. 


Boston: 375 Cochituate Road, Box 9171, Framingham, MA 01701-9171 
(508) 879-0700 


New York: Paramus Plaza I, 140 Route 17 North, Paramus, NJ 07652 
(201) 967-1350 


Washington D.C.: 8304 Professional Hill Drive, Fairfax, VA 22031 
(703) 573-4115 


Chicago: 10400 West Higgins Road, Suite 300, Rosemont, IL 60018 
(312) 827-4433 


Los Angeles: 18004 Sky Park Circle, Suite 100, Irvine, CA 92714 
(714) 250-0164 


San Francisco: 18004 Sky Park Circle, Suite 100, Irvine, CA 92714 
(415) 322-3314 
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they refused to lose. 


The true measure of a man or woman is 
how they handle adversity in seeking 
their career objectives. Certainly it is 
easier to surrender than it is to fight...but 
that, obviously, does not lead to victory. —so02nd 

Yet the decision to fight for what you 
want dictates that you must have some 
staunch allies to help 
You'll find them at NCA 
you the tools you need so you can finish 115 
the job.” They are: thousands of career 
opportunities, thousands of client 
contacts (locally and nationally), skilled 
and experienced counselling and 
professional representation. 

Come in. Call. Or mail your resume to 
the NCA firm nearest to you. No charge 
to you ever. Confidential i 
We can advance your computer career as 
we have for thousands of others. You 


Ayres in your | battle. 
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may then be moved to say, “Never has so 
much been owed by so many to so few.” 
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Data Analysts 
Department Managers 
Systems 
Programming 
MVS/XA Systems 
Ae ary 
IMS and DB2 


Systems Programmers 
’ CICS Systems 


M/NCP 
Systems ammers 
VM Systems 


S/VSE 
Systems Programmers 
CREST 
COMPUTER 
CAREERS 
4067 Hardwick St., 


Suite 142 
Lakewood, CA 90712 
(213) 493-1270 


CAD/CAM 
Programmer/Analyst 
Progressive quality- oneried 
lormaiton systems Evelop- 

~ additions to staff 

requires s 

my | result of continuing rapid 
growth. 

Qualified candidates will pos- 
sess a Master's Degree in In- 
ical np rsp I (CAD/CAM) 
and a minimum one year of ex- 
perience. Work Boeri 
should include the following 
hardware and software or other 
compatible equipment. 


INTEGRAPH 200 
VMS 


al and professional growth 
com- 

pensation and benefits pack- 

age. 

Send resume or letter to: CW- 

B51 

9171, 


Box 
— MA 
01701-9 


Systems Analyst to analyze busi- 
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such as breakouts, 
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Saudi Consolidated Electric Company in the Eastern Province (SCECO-East) is the largest 
electric utility company in Saudi Arabia with a franchise area of 285,000 square 
kilometers and is one of the fastest growing electric utility companies in the world. To sup- 
port this growth, SCECO invites applications from qualified candidates vo the openings lis- 
ted below. All positions require a Bachelor's degree to the position and 
demonstrated experience in an engineering or business DP en: t. 


SYSTEMS PROGRAMMER 


Installation, generation, maintenance, debugging and tuning of eee Systems 
Software: MVS/SP, MVS/XA, JES2, ACF2, VIAM, TSO, NCP, plus other software 


CICS SYSTEMS PROGRAMMER 


Installation and program support of CICS under MVS/SP or XA. Knowledge of CICS inter- 
nals and externals, IMS/VS a plus. 


SYSTEMS ANALYSTS 


Aminimum of 4 years experience in Business Systems Application Programming and De- 
sign using COBOL in an OS/MVS/CICS environment. Candidates must know CICS (Com- 
mand Level), JCL, TSO/ISPF. Knowledge of SAS, PANVALET/ISPF, CICS/DL/1 and 
GENER/OL is desirable. 


MATERIALS INVENTORY SPECIALIST 


Anine year background in materials management activities with demonstrated experi- 
ence in the design, implementation and supervision of computer integrated-inventory 
control systems. Requires sound knowledge of stock replenishment systems, (EOQ) and 
forecasting techniques, with heavy emphasis in Materials Requirement Planning (MRP). 
Familiarity with ASI software and CFPIM qualification preferred. Position responsibilities also 
include development of corporate policies and procedures regarding inventory control. 


CAD ENGINEERS 


Responsibilities include developing and implementing a computerized Automated Map- 
ping and Facilities Management application, as well as systems to aid in the manage- 
ment and control of electric utility design efforts. Duties include design of computer 
systems, including hardware and software selection, and network/communications 
aspects, data-base design, and establishing application parameters, i.e., programming, 
documentation, testing, personnel training, etc. 


DISTRIBUTION ENGINEERS 


(Resources) 
Successful candidates will be involved in the design and implementation of computer 
based systems with PC application for Distribution Facilities Information System (DFIS). 
Work Management System (WMS), Planning and Scheduling Systems, and Standard Cost 
Manuals development. A broad knowledge of the design, construction and/or O&M of 
power distribution systems is essential for these positions. 


All positions provide a competitive salary, potential tax free assignment, liberal vacation/ 
travel benefits, married/single status, housing supplement, plus other benefits. Send 
resume to: 


TECHNICAL RESOURCES INC. 
3250 Wilshire Blvd., Suite S-385 
Los Angeles, CA 90010 
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PROGRAMMERS 
PROGRAMMER/ ANALYST 
OS/MVS. 2 - 5 years e: 


ence. COBOL, CICS (a 
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salaries, benefits and r 
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222 Auburn St. 
Portiand, Me. 04103 
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en & UNIX), TESTERS 
UNIX) and VAX/VMS. 

Please call or send resume to 
Tekmark 


Inc., 37 St., 
York, NY 10016. 219) oe 
9360, Fax# (212) 





CONSULTANTS 
WANTED 


P. Murphy & Associates, Inc. 
IDE DR. NO. 5 


LOS ANGELES, CA 91602 
818/508-8474 714/552-0506 





OPPORTUNITIES 
1-800-423-5383 
1989 Salary Survey 


ROBERT SHIELDS & 
ASSOCIATES 

P.O. Box 890723, Dept. C 

Houston, Texas 77289-0723 








“REQUIRE D” 


A leading Saudi Computer Company in- 
tends to appoint a 


PROGRAMMER 


knowledgeable in writing compilers and 
interpreters. The applicant must be an 
energetic, smart, and talented person; 
who Is freshly graduated from University 
with high academic achievement grades, 
and skills. If the above description fits 
you, please send your C.V. and relevant 
information to: 


P.O. Box 43379 
Riyadh 11561 Kingdom of Saudi Arabia 
Attention: MIS Manager 
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Custom software savoir faire 


Contracting for program development calls for a good deal of caution 





BY BARBARA SEHR 
SPECIAL TO CW 





Not long ago, the thought of a 
programmer developing custom 
software for microcomputers 
seemed as ludicrous as Ansel Ad- 
ams shooting landscapes with an 
Instamatic. 

Mainframes are a natural en- 
vironment for custom software. 
A large company’s capital invest- 
ment in the machines amounts to 
millions of dollars, so creating 
just the right application for a 
six-figure fee does not seem out 
of line. 

With microcomputers, how- 
ever, many users can go to the 
local computer store and get a 
lot of productivity from an in- 
vestment of a few hundred dol- 
lars. Although custom software 
for a personal computer does not 
bear the six-figure price tag of its 
mainframe relation, it can cost 
more than the microcomputer 
hardware. The custom soft- 
ware’s price certainly exceeds 
that of an off-the-shelf package. 

Users whose needs are not 
addressed by off-the-shelf soft- 
ware might opt for a middle 
course — arranging for a pack- 
aged program to be customized. 
But this approach will not meet 
the needs of all users, says Larry 
Chory, vice-president of C.N.L. 


| Used/Lease/Rent 


Computer Services, Inc. in Wat- 
chung, N.J. Complex rules such 
as the prevailing wage require- 
ments in some government con- 
struction contracts can test the 
survival of any off-the-shelf 
package, Chory says. 

No matter how friendly the 
interface on a generic package is, 
it may not replicate the user’s 
present way of doing business as 
closely as a custom program, 
Chory adds. 


Custom pricing 

At Municipal Data Systems, Inc., 
a software developer in Skowhe- 
gan, Maine, the price of custom 
software is determined by the 
complexity of the task and the 
number of users a system will 
serve, owner Darrell Moody 
says. He typically charges $100 
per hour to design a system, in- 
cluding collection of specifica- 
tions, documentation, testing 
and debugging. Coding alone 
usually costs $75 per hour. 

The price can be drastically 
reduced by sharing the software 
with other organizations; one po- 
lice department paid only half 
the $50,000 cost of a custom 
program because the software 
served as a model for other cus- 
tomers, Moody says. 

If you have decided to create a 
custom program, one key to 


FOR SALE 
NEW AS/400’s 


All Models 
Terminais, Printers, Disk Drives 
3196, 3197, 4224, 4234, 9332, 9335 
IMMEDIATE DELIVERY 


Call Paul Britton 


RALION SYSTEMS. INC. 


40 Sasco Hill Road 
Fairfield, CT 06430 
(203) 255-5968 

















DATA GENERAL 
MV/15000 MOD 8 


(4) 6215 Serial Printers 
(39) D214 Terminals 


AMES SCIENCES, INC. 
afr 476-3200 
(301) 476-3396 








choosing among developers is to 
check out their previous work. 
In addition to generating refer- 
ences, this procedure might re- 
veal that a previously developed 
program could be adapted to 
your needs, Moody says. 

To help ensure custom soft- 
ware will be delivered on time, 


classic carrot-and-stick situa- 
tion,” Tarter says. But do not 
pinch pennies, he warns. If the 
developer is making less money 
on your order than others, it will 
go to the bottom of the pile when 
things get busy. 

Additionally, to ensure the 
software functions according to 
specifications, the buyer and de- 
veloper should agree on bench- 
marks and write them into the 
contract, says Tarter. 

The developer’s role does not 
end when he delivers the soft- 





SERS WHOSE needs are not addressed 

by off-the-shelf software might opt for a 

middle course — arranging for a 
packaged program to be customized. 





Jeffrey Tarter, editor of Softlet- 
ter, a Cambridge, Mass., news- 
letter, recommends three steps: 

“The first thing you have to 
do is know exactly what you 
want,” Tarter says. A major 
source of delay is customers re- 
designing software that is under 
development — “and then they 
complain that it was late. It’s a 
lot cheaper to do the thinking 
and prototyping up front.” 

The second rule is to be cau- 
tious about incorporating lead- 
ing edge technology into the 
software. Buyers also should 
provide financial incentives for 
the developer to finish on time 
— and penalties for delivering 
the product late. “‘You’ve got a 


IBM 5381-8Q1 
NOW 
FOR SALE OR 
SHORT-TERM 
RENTAL 

AMC 


CORPORATION 


800-328-7723 
612-829-7445 
5555 WEST 78TH STREET 
MINNEAPOLIS, MN 55435 





We Buy & Sell 


DEC 


Systems 
Components 


cali:713 
445-0082 


600 Kennck Ste C22 
Houston, Tx 77060 


igital 
omputer 
esale 








ware, Moody says. Regardless of 
the programmer’s expertise or 
the software’s suitability, buyers 
should expect the need for modi- 
fications as users gain experi- 
ence. 


Get the copyright 

Therefore, they should under- 
stand how the software will be 
maintained. The best thing to do 
is obtain the copyright and the 
source code, says John Noerr, 
president of Data Securities In- 
ternational, Inc. in San Francis- 
co, which provides an escrow 
service to protect software as- 
sets. Recent changes in federal 
law provide a contract developer 
with the copyright to software 


unless he explicitly transfers it to 
another party, Noerr notes. 

If securing the copyright or 
source code is not possible or is 
prohibitively expensive, buyers 
can agree with the developer on 
how he will maintain the soft- 
ware — charging hourly rates or 
an annual fee, for example. 

But they also should acquire 
the tools and other materials 
necessary to maintain the soft- 
ware, have those materials 
placed in escrow or agree that if 
the developer no longer can 
maintain the software, he will 
provide the materials or place 
them in escrow, Noerr says. 

At the least, buyers need a 
document spelling out the main- 
tenance materials they need and 
where to get them, he says. 

CW senior writer David 
Ludlum contributed to this ar- 
ticle. 


Sehr is a free-lance writer based in Hay- 
ward, Calif. 
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The BoCoEx index on used computers 
Closing prices report for the week ending Jan. 27, 1989 








IBM PC Model 076 
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XT Model 086 
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$400 
$1,250 





XT Model 089 


$1,225 


$900 
$1,575 





AT Model 099 


$1,650 


$1,050 
$2,000 





AT Model 239 


$1,950 


$1,525 
$2,100 





AT Model 339 


$2,125 


$1,800 
$3,600 





PS/2 Model 30 
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$1,800 
$1,700 





$2,350 


$1,300 
$2,600 $1,900 
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COLOR OUTPUT Before You Reach the End of Your Line... Call ICS 
¢ Upgrades 


SYSTEM 
4082 Color e Processors AS400, 36, 
38, 43XX 


Printer $3195 
© Peripheral Equipment 


(was $4995) 
in California 


4510A 
Rasterizer $3995 
(714) 838-3717 


(was $4495) : 
Save $1500 when you purchase 2 
the products as a system , AS hi Call: 
Reconditioned Products: Our demo (800) 258-2233 ee ne ate 
and lease returns are restored to latest 





These products carry Tek’ full warranty. 
For purchasing or leasing 
information, call 
1-800-TEK-6100 




















CALL US LAST 


GET YOUR BEST PRICE 
Then Call 
SPECTRA PRODUCTS, INC. 
For The Best DEAL 
We 
Buy - Sell - Lease - Rent 
IBM and DEC™SYSTEMS 
NEW and USED 
Other Services Available 
Installation and Maintenance 
Contract Programming 


Call 800-238-6405 fais) a 
IN TN 901-754-6500 eatin 
SPECTRA PRODUCTS, INC. 
669 KIRBY PKWY. MEMPHIS, TN 3811S 
“SINCE 1974” 





We buy, sell, lease & rent 
quality new and used equipment. 
And we stand behind it for a year. 
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We Pay Cash for Your 
Unwanted 
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Storage Array 
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Upgrades - Features 
Displays - Printers 


GENICOM 
PRINTERS 
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IBM SPECIALISTS 
SELL * LEASE + BUY 
$/34 .S/36 $/38 AS/400 
3741 3742 


$12,395.00 











Phone: 603-886-0383 


Fax: 603-886-0914 


375A WEST HOLLIS ST. NASHUA, NH 03061 


QUICK DELIVERY 2 i: 
BEST PRICE ‘ on 
TOLL-FREE HOTLINE . 


LeasPak international Be X )-2 
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PO BOX 71 @ 610 BRYAN STREET @ OLD HICKORY, TENNESSEE 37138 
AS/400 


“ao | (ES 
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All IBM Machines and Parts 
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Ft. Collins, CO 80524 
(303) 493-6406 FAX:(303) 493-6409 
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DATA GENERAL 
Memories/Options 
MV20000 4,8,16,32 MB 


MV15000 4,8,16,32 MB 
MV10000 2,4,8 MB 


Partial Listing 


Systems 

MV 20000 MOD1 
Mv 20000 MOD2 
Mv 15000 MOD20 
MV 10000 8MB MV8000 2MB 

MV 8000-!I 8MB S-140 250KB 

MV 8000 9300 Series DESKTOP (All Sizes) 
MV 7800 4MB ISC -2 

MV 4000 DC Loaded IAC - 16 

MV 4000 2MB IAC - 8 

S-140 HFP, BMC Terminals 
Desktop All Mods D200 


Call for Prices 
Peripherals 


6161 S/S 147MB 
6160 S/S 73MB 
6214 S/S 602MB 


310) Ae) ee SN) 


Asx 


6061 S/S 192MB 

6122 S/S 277MB 

6329 120MB 

6236 S/S 354MB 

6237 S/S 1.06GB 
6239 S/S 592MB 

6125 Streamer 

6026 S/S 800/1600 BPI 


g0n% 


Aven 


System Upgrades 
MV20000 Mod 1 to Mod 2 
MV15000 Mod 8 to Mod 20 


0211 
0215 
D410 


MV15000 Mod 10 toMod 20 D460 


6300 1600/6250 BP! 
4374 1200 LPM 
4373 890 LPM 

4327 300 LPM 


international Computing Systems 
Box 343 Hopkins, MN 55343 
(612) 935-8112 Fax (612) 933-9664 


WANTED: DEAD OR ALIVE - All DG Systems 


asi AQ 





\CE 
VOICE, 


A 92648 (714) 847-8486 


—e 


BUY OR SELL 


NEW OR USED 


IBM PC * XT * AT * PS/2 
COMPAQ * HP * AT&T * WANG 
MACINTOSH * APPLE 2 


1-800-262-6399 
Boston 
Computer 
Exchange 


Corporation 
MA 617-542-4414 
FAX 617-542-8849 


Ss 
HONEYWELL 


LEVEL 6 DPS 6 SERIES 16 
e Complete Minicomputer Line 


e Ali Peripherals and Termifals 
«@ Upgrades and Features 
e Depot Repair Capability 
e Honeywell Maintenance 

Guaranteed 
e immediate Delivery 
Low Prices 
e HDS 5 and HDS 7 
Compatible Terminals 
The Recognized Leader 
n Honeywell Minicomputer 


Sales-and Support 


* Processors 


JETHBSEL 


 ASSORIATES 
pe OG RR PTE RAB 


(800) 888-2000 


* Peripherals 
om Ol ecele-lel-t-) 








WANTED 


OBSOLETE 
AND EXCESS 
COMPUTER 
EQUIPMENT 


Top Cash Paid 
We purchase all types of obsolete 
or excess — equipment 
and peripherals. pay costs for 
all shipments as well as top prices. 
Call today for a quote 
on your system. 
COMPU-SCRAP, Inc. 
Randolph, MA 02368 
(617) 341-2695 
Call Collect! 


ee 








BURROUGHS 
UNISYS 


PROCESSORS 
PERIPHERALS 


PLUG - COMPATIBLES 


UNISON 


TECHNOLOGY INC. 
30950 Presidential Dr. 





4381 
30XX 
Peripherals 


COMPUTER 
TRADERS 
INC 
CALL US NOW!!! 
ASK FOR JIM OR MIKE!!! 
404-980-9233 
FAX 404-951-2573 
BUY * SELL * LEASE 














=} ee 
LEASE 
IBM CPU’s 


3081’s, 3083's, 
3084-QXX, 3090 
PILLAR SILENT BLOCK, 
PARALLEL CABINET 
GTEX Financial Group 


(214) 783-1212 


CDLA 





Est. 1978 


i 





Buy @ Sell @ Rent @ Lease 
EURODATA INC. 


2574 Sheffield Road 
Ottawa, Canada K1B 3V7 


613-745-0921 
FAX: 613-745-1172 








PARADYNE MODEMS 
For Sale 
MPX - 4800 
(quan. avail. - 760) 
PDN - 3430 
(quan. avail. - 230) 
Upgradable to 9600 Baud 


Modems have diagnostic card and 
OCAA dial backup feature 


Garry Cloyd 
Norwest Financial 
(515) 247-7339 

















il | 


rte 
4 


BURROUGHS 


UNISYS 
B20 - B7000 


A Series - V Series 
All Peripherals 
Low Lease Rates 


it 


iii H 
nt 


LaSalle Computer Corporation 
T-BAR SWITCH 
12x12 
Available Now 
For Sale or Lease 
For more information 
Call Betsy Shields 
312-967-1750 


We buy 
NEW-USED-AS-IS 
computers 
FlaleMellalelalis-1t Lo} 
Industrial 
Electrosurplus 


Tel. (508) 768-3480 
FAX (508) 768-3479 











Classified 


MARKETPLACE 
Where 
Computer 


a by 








Computerworld’s Classified Marketplace 
delivers your message in companies 
that plan to buy your product or service. 


From PCs to minis, mainframes to 


buy products across all ranges of 


's readers 


today's computers. So if you're selling, ad- 








if 


Depot Maintenance 


LDI/ 
COMPUTER PROVISIONS 
CORPORATION 


(216) 687-0307 





vertise in the newspaper that delivers readers that plan to buy YOUR product or 


Peet 
HELE 
bautE 


For more information, call 


800/343-6474 
(in MA, 508/879-0700). 
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3720'S 


3720's ° 


7A Om =10) f 


3725'S 


FOR SALE 


3725's °« 


3745's 





DDC 


Communication Controller Specialists 





Distinctive Dataprocessing Consultants, Inc. 





Call us for a quote on your 





features, upgrades, and line sets! 


(214) 869-2214 


FAX 214-869-1589 








We Buy,Seli & Lease IBM P: 





DASD 
3380 3375 
3370 9335 


Immediate Delivery 


© CPUS © TERMINALS 
© DISC DRIVES @ PRINTERS 
© INTERFACES, ETC. 


FAX (415) 887-5600 TLX 708538 


Call (415) 887-3100: 


Immediate Delivery 


immediate Delivery 


PO BOX 0 MARGATE NJ 08402-0430 
609/823-6000 
ContacvBernie Ges! 

Telex: 5106012293 


coin g 





BUY * SELL * RENT * LEASE 
3178 3174 3262 
3179 3274 3268 
3180 3276 3287 
3191 3278 4224 
3192 3279 4234 


features in stock. All 
machines refurbished. 


URS Information Systems, Inc. 
One Pope Street 





Wakefield, Ma. 01880 
617-438-4300 
GA Member 








DEC - IBM 


BUY / SELL 
VAXs 
MICROVAX I, Ill SYSTEMS 
IBM $/36, SI38, 30XX, 43XX 
PERIPHERALS 
IBM XT, AT 
ALL MICROS 
IBM AT 339s (New & Refurb) 


Need IBM 4381-P02 (NOW) 


603 E. Town St. 
Columbus, OH 43215 
Phone: 614-464-1638 

FAX: 614-239-8386 





IBM 3174 51Rs (New & Refurb) 
ALL KEY, PBX & Telecom EQPT. 


LINK PROCESSOR 





EXPERIENCED 
SYSTEMS AND 
PERIPHERALS 


BUY-SELL-LEASE-BROKERAGE 


NEW PLUG-COMPATIBLE 
DISK, TAPE, MEMORY 


PLUS 
THE FASTEST 1/O 
AVAILABLE ANYWHERE 


1ST SOLUTIONS, INC 
11460 N CAVE CREEK ROAD 
PHOENIX, AZ 85020 
602-997-0997 
ASK FOR DON SHIFRIS 





« Sell « Lease « Rent 


OFFICE SYSTEMS 
Pa) 5253 5258 
6670 PRINTERS 
SYSTEM/34/36 
CE incr os 
ee eee nee 


O ROAL 
EXAS 





UEY-Ye | flease/Rent @ 


CLASSIFIED 











IF YOU'RE BUYING, WE'RE SELLING 


0 be 


IF YOU'RE SELLING, WE'RE BUYING 


IBM SYSTEMS 
Buy @ Sell @ Lease PERIPHERALS 


(800) 331-8283 


TOLL FREE 


(213) 394-1561 


CALIFORNIA 


Ocean Computers, Inc. 
© 919 Santa Monica Bivd., Ste. 200 
: Santa Monica, CA 90401 


— 
ee 
Seer Nee ome 








IBM Unit Record 
Equipment 


Data Modules/Disk Packs 
Magnetic Tape/Diskettes 


et 


029-082-083-084-085-088 
129-514-519-548-557-188 








2316-3336(1)&(11)-3348(70) 


80-200-300 MB 
Disk Packs 
6638 W. Howard Chicago IL 60648 
800-621-3906 312-647-0880 
MINCOMPUTeER ExCHanGe 
since 1973 
BUY e SELL 
BROKER e SERVICE 


sun 





« Buy 2 
IBM Displaywriters 
5525 





TROY CFO 
10 CHECK PRINTER 


4 Years Old 
Low Usage 
Complete maintenance history 
(415) 863-2929 
Richard Fowles 








DEC 
DG 


Computers « Systems 
Peripherals 


CAD/CAE Equipment 


408-733-4400 


MuInicOmPuTeR ExCHanGe 











NEW ADM™ TERMINALS 
FACTORY DIRECT FOR LESS! 


ZENTEC Corporation, manufacturer of the ADM 
terminals (previously manufactured by Lear Siegler), NOW 
offers these Models factory direct to you for less! 


ADM3E ADMI1 ADM1Iplus 
ADM12 ADMi12plus ADM1178 ADM220 


CALL 800-332-5631 Outside CA or 408-727-7662 X596 
FOR PRICING & IMMEDIATE DELIVERY! 


FOR PROMPT SERVICE/SUPPORT CALL DOW JONES 
SERVICE COMPANY AT 800-532-7373 





SELLING A DATA CENTER? 


Or Computer Equipment? 
-Call Bencom it’s our Specialty 


Highest Prices Paid - Fast & Professional 


* Systems PC’s to Mainframes - All Brands 

* CRT’s and Printers - Ail Brands 

* Communications Equipment - All Brands 

* Cabling, Flooring and Cooling Systems 

* One or Multiple Locations 

* Liquidations 
February Special - Computer raised flooring starting at 
$6.00 per sq. foot. 


BENCOM 306 El Norte Parkway 
XK MARKETING Escondido,CA 92026 (619) 480-7400 

















FAX: 408-733-8009 





NEW 
IBM 9370 


processor 8MB 


WANT TO BUY 
XEROX 4050 | | 
Laser Printer 


Contact Wayne Smith 
(402) 397-2885 
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CLASSIFIED 


| Hardware 


Bids / oposals /Real Estate 





WE'LL TURN 
YOUR XT 
INTO AN AT 
for $349.95! 
Inciudes: 

286 Motherboard 


Firmware 
Cost of conversion 


BUY A 386 24MHz System 
(Just $2,595.00) 


Call 
NCC 
(508) 820-0335 











Ges BUYER'S GUIDE 


your ; 
independent dealer representing more 
than 300 manufacturers with over 
software products for IBM personal 
computers and compatibles including: 
COBOL compilers and utilities, relational 
databases, and much more. Call 

to receive a FREE comprehensive 
Buyer's Guide, and find out why 
Programmer's Connection is your best 
connection for software tools. 


Programmer’s Connection 
7249 Whipple Ave NW 
North Canton, Ohio 44720 


.800- 
216- 494- 3781 


international .... 
FAX 216-494-5260 





BUY SELL 
LEASE 


DEC/VAX 


CALL 


LDI/ 
COMPUTER 
PROVISIONS 


Lou Vascek 
(216) 687-0307 





MVS 
PRODUCTS/IDEAS 


Major software developer/ 
—— is interested in 
uiring or im resenti 

high ous ‘ MVS Tyee A, 
CICS, TSO, VSAM, DASD 
soa Sate roductivity 
optimizing software utilities, 
products or new ideas. We 
invite responses in spoon 
confidence to Box 35570 








Monte Sereno, CA 95030 











saan haat 
Serene iar 
pony 
smart 1989 at 030 ey 
tion existing 
tem ope to a multi- gh 
muftvuser UNIX-besed renicomputers tor the 
Home Health Division of the STATE 
DEPARTMENT OF HEALTH. 





Request for Proposal No. 1494, due 
Tuesday, February 21, 1989 at 3:30 p.m. This 
oe endl 2 Le a 
1 for the acquisition of small 
terminals, and related peri- 
for the STATE OF MISSISSIPPI. 
General Request for Proposal No. 1495, due 
Tuesday, cp I This 
isa used 
1200 for te acqusten 
tase yard perohera or TATE 


Feuer 17, toe a3 =r. pm. for te aa 
5 


a. systems ste an read. pagers for 
Request for prepeest —— Pee! due 
Wednesday, February 15 3:30 p.m. 
for an FS 
EAST CENTRAL COMMUNITY 
GE, Department of industrial Training. 
Request for once — Bae due 
Wednesday inane de 3:36 ga 

parts bons ad 


tr ao pga ree extn By 
© 
for the STATE PUT- 


Patsy Staniey @ (601) 359-2604 


NEED a 
“NEW or BACKUP” 
DATA CENTER? 


acy Kaba 6,000 sq. ft. raised floor 

Data Center available for lease in Sac- 
ramento, Ca. ag a in- 
stalled; ‘UPS/battery back 7. 
halon s “ay 
fon oh concitonied, tnd 200 ¢ 25 
power 


Within same facility there is 14,000 sq. 
ft. of office space and 2,000 sq. ft. of 
Storage space available if you want/ 
need to move your entire company. 

AVAILABLE on AUGUST 1, 1989. 


For information call: 
Toni Chomezko 
(916) 648-1667 PST 


The Computer and Data Com- 
munications Service 
the City of New York is 
ing proposals for the colane 
maintenance of an IBM 
3827 Page Printer or equiva- 
lent. To obtain a copy of the 
es for proposal please 
call Jeff Burns at: (212) 240- 
4318. Proposals are due by 
March 3, 1989. 




















al 


age 
iyi 


7 
a 


Ti 


Fi 


The Computer and Data Com- 
munications Service Agency of 
the City of New York is solicit- 
ing proposals for the purchase 
and maintenance of an IBM 
4245 Model 20, or a storage 
technology model 5000 E line 
printer or equivalent. To obtain 
a copy of the request for pro- 

se Call Jeff Burns at: 
(212) 240-4318. Proposals are 
due by March 7, 1989. 

















CLASSIFIED MARKETPLACE 
Is Here! 
Reach Over 612,000 
Computer Professionals! 


Calli tor all the details 














Copies ofthe Request for Proposals may be 
from Ms. fener my ily deg 
parent of Personnel, 220 Church Si 
237, New York, NY. 10013 o by pn 
ing Ms. Harnmett at (212) 566-6212 
Se ee aera — 
deadiine proposals is 
p.m. on March 6, 1908. 
Further details re specifications and 
submission may be found win the Feauest 














Telex 9102406879 


oy 


Graphics /Desktop Publishing 


COMPUTER DATA DISPLAYS 
PC Screen to Large Screen 














| Peripherals /Supplies 


ENUINE 
HEWLETT 
ip, ny 


TONERS 


£79". 


In Stock 














Advertise Your Products In 
The CLASSIFIED 
MARKETPLACE 





COMPUTERWORLD’s 
Classified 
MARKETPLACE 
For Same Day Sh Shipment Call 


Examines the issues while 
i #1-800-22-TONER 
Computer Professionals * {800-228-6637 


: message. Plotter Supplies ‘At Similar Savings 
Bane TONERS PLUS... 


feet: Call for alll 
7 BOXLIGHT Soe. The Classified 
ore) = 1-20) =) Vale), (800) 343-6474 MARKETPLACE 
Reach Over 612,000 Name: 


(415) 892- 4744 in MA., (508) 620-7758 : 
ute When They Reach For Title: 


a COMPUTERWORLD! 
Business Opportunities 


(800) 343-6474 
(Im MA. (508) 879-0700) 
COMPUTER TAPE 

CERTIFICATION 


LOCATION | PRICE PER TAPE 
Western States $3.50 
All Other States $4.00 


Featuring: 


D Used/Lease/Rent 
0 Hardware 0 Graphics/Desktop Publishing 
0 Software 0 Time/Services 

O Peripherals/Supplies (O Bids/Proposals/Real Estate 
O Business Opportunities 


KODAK 
DATASHOW 


0 Communications 


Huge Inventory 





Reach over 612,000 Computer Professionals 
by placing your ad in the Classified MARKETPLACE. 

















Company: 
Address: 
City: 
Computerworld’s Classified Marketplace State: Zip: 
gives you buyers C11 am enclosing ad material with this form. 
with extensive purchase influence. Ad size: 

That's ae en herent hvoure purus py ng o. 
95% are a in purchase no eiacera alors. They d- 
and ent for the entire range of i = my as related 
Products and services. 






































columns wide x inches deep. 
Return this form and advertising material to: 








We specialize in computer tape 
Cleaning & certification. Our price 
includes all UPS freight charges, so 
we will reimburse you for shipping 
costs incurred in sending us the 


tapes & return them to you within Sol ‘re selling computer products and services, advertise in the newspaper 
one day at our expense. Terms are sat Savors buyers with volume purchasing influence. Advertise in Computer- 
Classified Marketplace! 


What’s more, these buyers are involved in the purchase process across all 
ranges of computer systems from Personal computers to frinicomputers, su- 


CLASSIFIED MARKETPLACE 
375 Cochituate Road, Box 9171 
Framingham, MA 01701-9171 


(800) 343-6474 
(in MA., (508) 879-0700 


net 30 * 
For more information, call 


800/343-6474 
(in MA, 508/879-0700) 


COMPUTER 
8949 Reseda Bivd., Unit 107 
Northridge, CA 91324 


(800) 727-TAPE 
122 COMPUTERWORLD 
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it’s the 
CLASSIFIED 
MARKETPLACE 


Reach information 
Computer Professionals 
Where They Shop For: 


0 Used/Lease/Rent 

O Hardware 

O Software 

0 Peripherals/ 
Supplies 

0 Communications 

O Graphics/Desktop 
Publishing 

0 Time/Services 

0 Bids/Proposals/ 
Real Estate 

O Business 


Opportunities 
CALL NOW 


(800) 343-6474 
(In MA., (508) 879-0700) 


CLASSIFIED MARKETPLACE 


Where all computer buyers and sellers can go to market 











COMPUTER SERVICES 
IBM 3084 
@ Batch Processing @ Public Network Access 
@Timesharing — @ Laser Printing 
Route 202, Raritan, N.J. 08869 
201-685-3400 
Contact: Joyce Bogaenko 














CONVERSION 
SPECIALISTS 
AUTOMATED 
CONVERSIONS 
TAILORED 
TO YOUR NEEDS 


120 MILLCREEK RD. NILES, OH 44446 
(800) 521-2861 





NATIONWIDE REMOTE 
COMPUTING SERVICES 


© Fixed Price 
Computing 

e Remote Facilities 
Management 

¢ General Time- 
sharing Services 

e Image/Forms Design 
and Laser Printing 

¢ Integrated Financial 
Applications 

© Major Third Party 
Software Packages 

¢ Micro/Mainframe 
Applications 

¢ Nationwide Network 

© Operating System 
Conversions 

© Overflow Processing 


DATA CENTERS: 
Boston, MA 
Los Angeles, CA 
Washington, DC 





Computer Services 


COMPUTING SERVICES 


MVS/XA VM/370 

DOS/VSE CICS 

TsO. CMS 

DB2 =‘ IMS/DBDC 

4GL SAS 

MULTIPLE CPUs - 
50+ MIPS 


TELENET, TYMNET 


IBM INFORMATION 
NETWORK 


DEDICATED 
SYSTEMS 
AVAILABLE 


INFORMATION SYSTEMS, INC. 


815 COMMERCE DRIVE 
OAK BROOK, it 60521 


312-574-3636 





a 














Yes, there still is 


DEC-20 
TIMESHARING 


LANDART SYSTEMS INC 
65 Broadw: 


a 
New York, NY 10006 
(212) 363-3170 














Computerworld’s Classified Marketplace 
needs only 6 days notice 
to run your ad! 


you're selling, you want your advertising to hit the mar- 
et quickly and frequently. You can’t afford to wait for an is- 


sue that’s 


week. What's more, your ad can 


out several weeks -- or months -- into the 


of Computerworld if you order it as late as 6 days prior to the 


issue (Tuesday). 


So if you're selling computer 
in the newspaper that won't 


emg or services, advertise 
eep you hao Advertise in 


Computerworld’s Classified Marketpiace 


For more information, call 


800/343-6474 
(in MA, 508/879-0700) 


COMPUTERWORLD 


CLASSIFIED MARKETPLACE 





Where all computer buyers and sellers can go to market. 





COMPUTER 
SERVICES 


MVS/XA VM/SP 
ISPF/PDF CMS 
IMS SAS 
CICS FOCUS 
DB2/QMF INQUIRE 


TYMNET 
LASER PRINTING 


(415) 768-1617 
BE CM. 7 EL 


INFORMATION SERVICES 








NEW AND USED 
RAISED 
FLOORING 
Immediate Delivery 
Quality Installation 
Raised Computer Floors 
One Charlies Street 
Westwood, NJ 07675 


(201) 666-8200 
FAX (201) 666-3743 











Specialist 
in 
Conversion 
Assembler to Cobo! 


RPG to Cobol 
Informix 


Microsoft C 
JMJ Technologies, Inc. 
14 Elliott Avenue 


Suite #6 
Bryn Mawr, Penna 19010 
(215) 527-0775 











ON-LINE WITH 
COMPUSOURCE 


4 Multiple centers 

4 MVS, VM, DOS 

4 RACE, CICS, IMS 

4 Decision support 
software including 
SAS 

4 Volume and term 
discounts 

4 Worldwide access 

4 Full technical 
support 
Laser printing 

4 Disaster recovery 
services 








(919) 469-3325 














= CONVERTING? 


Honeywell to IBM 
Assembler to Cobol 
CICS Macro to Command 
DOS to MVS 
Any Cobol to any Cobol 





Professional staff, 
experienced in conversion. 
Specific methodologies for: 
°c ion Project Manag 
¢ Feasibility & Planning 
* Technical Conversion 





NEOSYNETICS, INC. 
3158 Des Plaines Avenue 
Des Plaines, Illinois 60018 
312/299-0900 





INFORMATION NETWORK 











For More Information And 

















_CLASSIFIED 


T-EFFECTIVE 
MPUTING | 
ICES for 
Y and... 
MORROW 














COMDISCO 
COMPUTING 
SERVICES CORP. 
provides you with 
low-cost, state-of- 
the-art computing 
services. 


IBM* CPUs and 
Peripherals 

Systems Software 
MVS/XA. TSO/E 
ISPF/PDF. CICS, VM/XA 
VM/SP. HPO, CMS 
Application Software 
Database Management 
Application Development 
4/GLs 

Statistical Analysis 
Graphics 

Multiple Cornmunications 
Methods 

Technical Support 
Pricing to fit your needs 
1BM ts egistered trademark of 
Intern nal Business Machines 
Corpe 

For more information 
Call Jeff Daum 


201-896-2030 


COMDUCO’ 


COMDISCO COMPUTING 
SERVICES CORP 

P.0. Box 26 

Carlstadt. NJ 07072 





NEW! 


IBM MVS-ESA 
Test and 
Development 
Center 

+ IBM 3090/300E - 
PR/SM 

* IBM 3090/120E - 
Standalone 

* Destructive Testing 

* Major Databases - 
DB2, IMS 

* Worldwide Network 

¢ Early Release Site 





7 days a Week 


* Dual 3090s - 
MVS/XA, VM/XA 

* DEC-VAX, Wang/VS, 
HP3000 

* Extensive Software 
Available 

* Application Proc'ing 

* Cost Effective 











| 





CORPORATION 


Pricing Call 
1-800-222-1590, Ext 372 
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TRAINING 














Take time for student evaluation 


Screening and follow-up ensure effectiveness, justify group’s existence 





BY NAOMI KARTEN 
SPECIAL TO CW 





Most trainers do not screen en- 
rolled students before a class be- 
gins. Even fewer follow up with 
students after the class to deter- 
mine if they understood the ma- 
terial and used it to address busi- 
ness needs. 

Both screening and follow-up 
are useful techniques for maxi- 
mizing training effectiveness. 
But their importance goes fur- 
ther. Training groups are often 
the first target in cutbacks, lay- 
offs and budget tightening. 
Groups that do not do any 
screening or follow-up may lack 
the information they need when 
management challenges them to 
justify their existence. 

Screening lets the trainer 
gauge the makeup of a class be- 
fore it begins. Without screen- 
ing, students might attend the 
wrong class or attend the right 
class at the wrong time. 

In the first case, students hold 
a class back or divert the instruc- 
tor’s attention from other stu- 
dents and legitimate problems. 

In the second case, students 
may do fine in class, but in the ab- 
sence of an immediate need for 
the material presented, they 
tend to quickly forget what they 


have learned. They may need to 
take the class again when the 
business need is at hand, dou- 
bling the training effort. They 
also may call on the information 
center for extended assistance 
or lose time in relearning the 
skills on their own. 


Training as a reward 

A third situation also has arisen 
in many organizations: Employ- 
ees who do not need the training 
are enrolled by their managers 
to meet career objectives or as a 
reward for a job well done. All 
too often, when an instructor 
polls a group of students at the 
start of a class to learn why they 
are there, one or two admit that 
they do not know why they are 
there — their manager directed 
them to attend. 

Some trainers deliberately 
avoid screening because they 
think it will be too time-consum- 
ing — and it will be if it involves 
extensive questioning or paper- 
work. But the process can be 
kept as simple as a one-minute 
phone call to each student to ask 
why they are enrolled and what 
they hope to gain. 

With this information, the in- 
structor can redirect a student if 
necessary or discourage atten- 
dance altogether. Most training 


departments lack the clout to re- 
ject students, but if screening re- 
veals that too many students are 
enrolling without a clear busi- 
ness need, the instructor is in a 
position to gain management 
support to change the enroll- 
ment process. 

Simply knowing the class 


These training groups will be 
hard-pressed to justify their ex- 
istence when management asks 
for evidence of benefits. Man- 
agement may not be impressed 
by a training group that knows 
how many users it has trained 
but not how — or even whether 
— the users are applying the 
training to business needs. 

Like screening, follow-up 
need not be a complex process 
bogged down by paperwork and 
extensive analysis. If time is a 
constraint, follow-up can consist 





ROUPS THAT do not do any screening or 
follow-up may lack the information they 
need when management challenges them 


to justify their existence. 





makeup in advance is also a bene- 
fit of screening. It gives the in- 
structor the opportunity to ori- 
ent class material to the specific 
needs of participants and to per- 
sonalize the class through the 
use of information gathered dur- 
ing these brief interviews. 

Feedback from trainers indi- 
cates they fail to follow up for 
two reasons. Some trainers sim- 
ply lack the time — a familiar sit- 
uation that all instructors can re- 
late to. But others feel that 
follow-up is not their job. Their 
function, as they view it, is to 
provide the training; what users 
do with it is their own choice. 


of brief phone calls to a random 
selection of students 30 to 60 
days after completion of a class. 


Worker benefits 
The trainer needs to find out if 
students have used the material, 
how they have done so and the 
resulting benefits — or, if stu- 
dents have not used the material, 
why not. When time permits, 
one-on-one meetings with a 
small number of users are valu- 
able in gathering more detailed 
information about applications 
developed, benefits gained and 
problems avoided. 

The information gleaned 


from these interviews is useful 
to the training group in planning 
future courses. Any benefit that 
auser reports — or better, dem- 
onstrates — that is tied to re- 
cent course material is informa- 
tion the training group can use in 
promoting the value of its in- 
struction. 

On the other hand, if follow- 
up reveals that the training has 
not been put to use, that infor- 
mation also is important and the 
instructor needs to learn why it 
has not been used. It may be that 
the user attended the wrong 
class or attended at the wrong 
time. It may be that the user was 
eager to begin using the material 
learned but was prevented by 
other business priorities. 

It may be that user manage- 
ment did not appreciate the im- 
portance of putting the training 
to work immediately. Or it may 
be that the class itself was not 
well-presented. 

Whatever the reasons, train- 
ers who identify the factors that 
detract from effectiveness can 
take steps to rectify the situa- 
tion. 

Screening and follow-up im- 
prove the probability that in- 
structors will provide training 
that will be put to use. In the pro- 
cess, it helps demonstrate the 
value of training to the organiza- 
tion. For trainers, it can provide 
a big benefit for a small effort. 


Karten is president of Karten Asso- 
ciates in Randolph, Mass. 
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At Tridex Corporation of Nashua, New 
Hampshire, the sales team often wins 
customers by being customers. That’s 
because the company, which deals in 
new and used DEC and DEC-compatible 
equipment, is active in buying as well as 
selling these products. 

As president Joseph Sestito explains, 
Tridex will offer to buy outdated (or no 
longer useful) equipment from a poten- 
tial client. That opens the door to the 
sale of equipment that does serve that 
client’s needs. Another way to open the 
door to sales, he adds, is advertising in 
Computerworld Classified Marketplace. 


“Our goal in advertising is to generate 
quality leads. We want to hear from 
decision makers and people who do the 
buying at user organizations. I know, 
after 11 years in this business, that 
Computerworld is the leader when it 
comes to delivering those decision 
makers. In short, we expected high- 
quality response from Computerworld 
— and that’s exactly what we got. 


“Our business has increased by 30% a 
month since we started advertising in 
Computerworld Marketplace. And that’s 
a conservative estimate. The phone is 
ringing much more and we’re con- 
stantly hearing from new customers — 
I'd say 30 or 40 a month just from 
Computerworld. 


‘‘Our business has 
increased by 30% a 
month since we 

started advertising 


in Computerworld 
Marketplace.” 


— Joseph Sestito 
President 
Tridex Corporation 


“We know that our customers are Com- 
puterworld readers. That’s why Compu- 
terworld Marketplace is part of Tridex’s 
future. We’re already planning a bigger 
ad in the next few months. No doubt 
about it — Computerworld Marketplace 
works.” 


Computerworld Classified Marketplace. 
We’re helping more computer profes- 
sionals buy, sell and lease products and 
services. We’re the choice of Tridex 
Corporation. And we can be your choice 
as well. 


For all the facts, call John Corrigan, 


Classified Advertising Director at (800) 
343-6474 (in MA, (508) 879-0700). 
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Kind hearts 


Cupid shoots several firms over 
the top to warm investors’ hearts 


Valentine’s Day broke early in the technol- 
ogy market last week — in Maynard, Mass., 
for instance, where continuing kudos for 
. Digital Equipment Corp.’s unfolding assault 
Semiconductors : : on the workstation world drove DEC’s al- 
ready-skyrocketing stock up an added 6% 
points toa Thursday close at 1214. 

Hearts and arrows also set the theme for 
Microsoft Corp. Investors are impressed 
with the company’s ability to gain the clear 
lead in the microcomputer software market 
— and in advance of the debut of some of its 
most promising entries. Microsoft closed on 
Thursday at 60%, up 5% points. Buoyed by 
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investment community: Its stock climbed 
2% points to close at 23. 
Novell, Inc., amid rumors of an upcoming 
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its stock spurt 2% points to a 33% Thursday 
close. The feel-good mood in the communi- 
cations area also extended to 3Com Corp.: 
Its stock closed at 26%, a 2%-point upswing. 
IBM closed the week up 1 points to 128%. 
NELL MARGOLIS 


















































NEWS 





Windows open on X terminals 





BY PATRICIA KEEFE 
CW STAFF 





If proponents of X Window Sys- 
tem have their way, fewer and 
fewer networked users will be 
saying, “I don’t do Windows.” 
Windowing is seen as the next 
phase in computer networking. 
There are at least three X Win- 
dow standard-based boxes on 
the market whose primary bene- 
fits tend to include very high-res- 
olution bit-mapped graphics, 
concurrent access to heteroge- 
neous network resources and a 
measurable cost reduction over 
full-blown Unix workstations. 
Suppliers of “X terminals” in- 
clude Visual Technology, Inc. in 
Lowell, Mass., Network Com- 
puting Devices, Inc. in Mountain 
View, Calif. (see story page 65), 
and Acer Counterpoint, Inc. In 
addition, Maynard, Mass.-based 
Digital Equipment Corp. is ex- 


pected to jump in shortly with an 
X Windows box of its own. 

“Until these terminals came 
along, the only way to run [appli- 
cations like ours] was on fairly 
expensive technical worksta- 
tions costing up to $10,000,” 
said John Hime, vice-president of 
marketing at Frame Technology 
Corp. Frame’s desktop publish- 

ing package is purported to be 
one ofthe biggest sling applic 
tions on Sun Microsystems, Inc. 
workstations. 

X Window Version 11, a de 
facto windowing environment 
developed at MIT for networks, 
opened the curtain on network 
graphics display stations. The 
windowing capability is divided 
into two parts: user interaction, 
or display server, and applica- 
tions execution, or host compu- 
tation. 

It is the display server portion 
that is fueling this niche. These 


Motorola, Inc. 68000-based 
boxes reportedly enable users to 
output text and graphics inex- 
pensively from a medley of re- 
mote processors into separate 
windows on a large screen. Traf- 
fic load over the network is light- 
ened because processing and 
storage activities are located on 
the host CPU. 

The attraction for users is as 
clear as day: low cost and spar- 
kling resolution up to 1,024 by 
1,024 pixels. 

“Tt provides you with what 
most people require in a work- 
station, except for the comput- 
ing power. For users who don’t 
necessarily need that, what’s dif- 
ferent here is the lower cost,” 
said William King, a graphics 
specialist at the Minnesota Su- 
percomputing Center. The cen- 
ter is affiliated with the Universi- 
ty of Minnesota. 

For networked users who do 


not need a full-blown worksta- 
tion, X terminals reportedly can 
be had for as little as a fifth of the 
cost of a Sun or Apollo Comput- 
er, Inc. workstation. A bottom- 
of-the-line workstation costs 
about $5,000, vs. $2,500 for a 
Network Computing Devices 
NCD16 or $1,900 for Visual’s 
640 XDS. 


Lower performance 

The trade-off, said George Colo- 
ny, president of Forrester Re- 
search, Inc., a market analysis 
firm in Cambridge, Mass., is that 
X terminals also provide one-fif- 
teenth the performance of their 
more powerful cousins. But if the 
user is running an application 
that needs the power of a big 
computer, then performance is 
not an issue, according to Bruce 
Borden, a vice-president at Ar- 
dent Computer Corp., because 
the X terminal will do its pro- 
cessing on an Ardent or Tandem 
Computers, Inc. host or one in 
the DEC VAX class. “It’s the 
complete opposite of the down- 


sizing trend,” Borden said. 

Industry observers are giving 
X terminal builders a roughly 
two- to three-year window to 
make their mark before the ma- 
jor minicomputer makers and 
system houses lower the shade 
on third parties. 

“The key is not the technol- 
ogy; it’s price, distribution and 
manufacturing,” Colony said. 

Ardent manufactures com- 
puters in the $100,000 range 
and expects “quite a few” cus- 
tomers to purchase the devices 
as a natural addition to their 
host-class systems, he said. 

This kind of high-end interest 
means that the survival of small- 
er X terminal makers will likely 
rely on their ability to cut the 
best OEM deals. “It’s probably 
true,” said Brian Chapin, a vice- 
president at Visual Technology. 
Visual has already cut several 
OEM deals, the most lucrative 
with Kubota Computers, a Japa- 
nese manufacturer that also 
builds Mips Computer Systems, 
Inc. and Ardent boxes. 
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Dim scene 
FROM PAGE 1 


number crunching and high-per- 
formance graphics capabilities as 


lined up for a peek. 

At the University of Lowell, 
for example, a trio of Stellar 
Graphics Supercomputer Model 
GS1000s are used for computer- 
aided chemistry and computer- 
aided design [CW, Dec. 5]. 
“We've increased our computa- 
tion speed nearly 30 times,” 
boasted Tom Costello, vice- 
president of technology acquisi 
eneeiiaieedenthde Loni, 
Mass., institution. 

But their use is not limited to 


Graphics supercomputers ap- 
peal to users who cannot afford a 
minisupercomputer but need 
that performance. However, the 
cost of running applications on a 
system up to 20 times faster 
than the most sophisticated per- 
sonal computer was dear, typi- 
cally around $100,000. It was 
still less than half the price for 
minisupers offering comparable 
computing power, but the bud- 
get pinch could be extreme. 

Stellar Chairman and Chief 


duction of the GS1000 last 
March when he promised a ma- 
chine twice as powerful but 
priced the same as the $104,000 
GS1000 within a year. That 
tempting follow-on has yet to be 
announced. 


Meanwhile, users wait. John 
Ranelletti, deputy director of the 





Slow going 


High-performance graphics supercomputers are projected to be in only 
moderate demand during the next few years because of high costs 
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(CGL) in Roslyn, N.Y., uses Ar- 
dent's Titan graphics supercom- 


oratory, has two Stellars for pro- 
totypes but said he is unlikely to 
get any more until the price 
comes down. 

Another growing pain graph- 
ics supercomputer vendors face 


byte/sec. in bandwidth, while the 
typical connection between a 
CPU and graphics terminal on a 
local-area network averages 
about 125K byte/sec. 

But this knot has begun to un- 
tangle. Although products based 
on the Fiber Distributed Data In- 
terface (FDDI) are not expected 
until about 1992, the FDDI’s 
100M bit/sec. data transfer rate 
will leave the 10M bit/sec. Eth- 
ernet rate in the dust. 

Additionally, the High-Speed 

— a point-to-point 
channel standard that its authors 
claim can hit peak data transfer 
rates of 1,600M bit/sec. — is ex- 
pected to be put up for public re- 
view by the American National 
Standards Institute in the near 
future [CW, Sept. 5]. 


Server relief 
Immediate relief comes in the 
form of Stellar’s $95,000 
CS1000 server, which was an- 
nounced in and is 
now available; Ardent an- 
nounced a similar server in Oc- 
tober and expects to ship the 
$98,000 machine this quarter. 
Additionally, Marlboro, 
Mass.-based start-up Epoch Sys- 
tems, Inc. has recently intro- 
duced a server for the technical 
workstation market that prom- 
ises up to 150G bytes and could 
go a long way in greasing the 
networking wheels. 
Ascarcity of software also ex- 
ists, and vendors desperately 
need applications to be ported to 
their machines. “The result is 


re 4 ary ws 
director of technical programs at 
the Minneapolis-based Research 
Consortium, Inc. 
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The first place vendors often 
look is in the academic world. Ac- 
ademic use accounted for 30% of 
Stellar’s first-year sales, a 
spokeswoman said, but a more 


out or used internally. As a re- 
sult, the firm generated $12.7 
million in revenue in only six 
months of volume shipments. 
“Obviously, our market isn’t 
as big as that for $50,000 work- 
stations,” said Ian Edmonds, 
vice-president of marketing at 


Stellar GS1000 goes beyond science 


lengthy measures to get soft- 
ware programs for their ma- 
chines to run. “They're all but 
giving them away,” said Dick 


Vendors still have ground to 
cover. “They must prove to us- 
ers what is so super about these 
so-called super devices,’”’ Kapoor 
added. ‘When all the pieces are 
together — the network solu- 


for now it’s slow.” 


Positive future 

But the future looks promising. 
Ardent President Allen H. Mi- 
chels said recently that his firm 
has shipped 199 units since the 
Titan began shipping in late 
May, although only 120 were ex- 


GS1000s, 120 of which have 
been installed at customer loca- 
tions and the rest either loaned 


Stellar. Although the figures did 
not meet the $16 million to $18 
million in revenue it had project- 
ed, Edmonds said the figure is re- 
spectable. 

While admitting that Stellar 
may not make much on each sale, 
Edmonds said, “the important 
thing is to gain market share.” 

A large amount of support for 
graphics supercomputers has 
come from the National Science 
Foundation. It has called for gov- 
ernment funding of graphics 
computing to the tune of $2.5 
billion by the early 1990s. 

The open Unix operating sys- 
tems should also help the ma- 
chines’ acceptance. “Unix 
makes it possible for multiple 

to cooperate in getting 
the job done, so if it is not the 


Correspondent 

J. A. Savage and Senior West 

Coast Correspondent Julie 
Pitta contributed to this report. 
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Ford possible Prime white knight 





BY NELL MARGOLIS 
CW STAFF 





NATICK, Mass. — Reports that 
Ford Motor Co. is about to ride 
to the rescue of embattled take- 
over target Prime Computer, 
Inc. swirled through the industry 
last week, only hours after hos- 
tile bidder MAI Basic Four, Inc. 
extended its offer and announced 
anew financial backer. 

Prime would neither confirm 
nor deny the scuttlebutt. How- 
ever, one analyst said that 
whether true or false, the rumor 
has bounced what was beginning 
to look like a hard ball back into 
MAI’s court. 

“Prime’s stock is now trading 
at slightly over $20 per share,” 
said Stephen Dube, an analyst at 
Shearson Lehman Hutton, Inc. If 
the stock’s price rises higher 
than the $20 per share offered 
by MAI, Dube said, then “the 
Ford rumor has effectively done 
what a Ford offer would do: It’s 
forced MAI into a different posi- 
tion.” 

The Tustin, Calif., aggressor, 


he said, “will have to raise the 
price of its offer or watch it die.” 
Earlier last week, MAI ap- 
peared to be making quantum 
gains in its attempt to swallow 
Prime. The would-be acquisitor 
extended its $20-per-share offer 
through the 15th of this month, 
claimed that approximately 73% 
of Prime’s stock has already 
been tendered and announced 
that Merrill Lynch & Co. has 
come on board with financial 
backing for the deal. 


Out in the open 

“Now MAI’s argument about 
how many shares have been ten- 
dered becomes a moot point,” 
Dube said. “The stockholders 
can do better on the open mar- 
ket.” 

Ford or no Ford, he said, “I 
think we’re going to see an end 
to this battle very soon.” 

MAI and Prime each has de- 
clined to comment on the ru- 
mors. However, a source within 
Prime said, “It’s unlikely that 
any white knight would an- 
nounce itself before it had to, and 


right now, it doesn’t have to. 
The poison pills are still in place. 
The injunction is still in place.” 


Shining armor 

MAI recently petitioned the Del- 
aware Chancery Court to recon- 
sider striking down the antitake- 
over, or poison-pill, provisions 
enacted by Prime’s board sever- 
al months ago. MAI’s motion to 
lift a temporary injunction 
against its tender offer is pend- 
ing before the U.S. District 
Court in Massachusetts and is 
slated for a hearing this week. 

“Tf the injunction is lifted, that 
might be the occasion on which a 
white knight would come for- 
ward,” the Prime source said. 
“Right now, time is on our side.” 

Not everyone agreed. “The 
Ford rumor has been around for- 
ever, and they haven’t come for- 
ward yet,” said an analyst who 
asked not to be identified. ‘Yes, 
they’re Prime’s biggest custom- 
er, but I don’t think they want to 
buy the company. I think the 
MAI acquisition is going to hap- 
pen.” 





DB2 


FROM PAGE 1 


oratory planning council with 
DB2 development, Dash ex- 
plained. That means that OS/2 
Extended will support requests 
to remote DB2 systems through 
IBM users’ Systems Network 
Architecture networks. 

“The OS/2 Database Manag- 
er will be viewed as the micro 
DB2,” Dash said. ‘“‘The design 
points were that it would mimic 
DB2.” 


Custom-made 
Dash said the point of having a 
separate DBMS for each envi- 


cal DBMS would be the OS/2 Da- 
tabase Manager; for mid-size 
systems, the SQL/DS relational 
DBMS; and for mainframes, 
DBZ itself. 

IBM used the three-day DB 


Expo to outline its long-range in- 
tentions for the DB2 product 
line, including strengthened se- 
curity and management con- 
trols, more auditing facilities, en- 
hanced performance measure- 
ments and the accumulation of 
all objects in a global directory. 

IBM is also idering the 
release of DB2 tools and utilities 
to aid in tuning the distributed 
network. Until now, IBM has left 
the development of DB2 utilities 
and tools to third-party develop- 
ers. 


Arms to managers 

Dash said that future versions of 
DB2 would arm MIS managers 
with far greater control over the 
increasingly distributed DB2 ar- 
chitecture. He said his laborato- 
ry would provide staged levels of 
distributed facilities in future re- 
leases of DB2. 

Colin J. White, director of DB/ 
Expo, said IBM has chosen to dif- 
ferentiate its product from other 
DBMSs by siding with MIS con- 
cerns. “Some of the other 
DBMS vendors have said they’ll 


provide distributed capability 
first and add the controls later,” 
White said. “But IBM believes 
you can’t move to a distributed 
architecture without putting all 
the managerial controls in 
place.” 

Managed or not, the complex- 
ities inherent in a distributed 
DBMS environment could prove 
to be a real headache for MIS 
managers, said Chris Date, exec- 
utive vice-president of Codd & 
Date Consulting Group. 

“The weakest part of securi- 
ty is the network itself,” Date 
told the DB/Expo audience. 
“And the only protection against 
that is encryption.” 

Dash said IBM is also explor- 

ing new technologies to enhance 
DB2, among them expert sys- 
tem techniques. 
“We want to use the relation- 
al model as a base, while adding 
some rules and inferential mod- 
eling on top of it,” Dash said. 
Parallel processing is also on the 
horizon, allowing DB2 tasks to 
be cut into manageable pieces, 
he added. 
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New Wave crests 
with modern DBMS 





BY PATRICK WAURZYNIAK 
CW STAFF 





SAN FRANCISCO — Hewlett- 
Packard Co. took the wraps off 
an object-oriented database 
management system research 
project last week that the firm 
has had under development at its 
software laboratories for several 
years. 

At the Database ’89 confer- 
ence held here, HP demonstrat- 
ed a prototype version of Iris, an 
object-oriented database that 
builds on technology similar to 
that used in HP’s current New 
Wave software operating envi- 
ronment. 

“It’s really an extension of 
what you see in New Wave,” said 
Katie Rotzell, a software devel- 
opment engineer leading the 
technical project at HP’s Data & 
Languages division. ‘“We’re real- 
ly looking at blowing up New 
Wave out of the office environ- 
ment.” 


Three environments 

HP’s New Wave — which along 
with Microsoft Corp.’s Windows 
was the target of an Apple Com- 
puter, Inc. copyright infringe- 
ment lawsuit filed in March 1988 
— currently operates only under 
the Microsoft MS-DOS operat- 
ing system. 

However, HP said it intends 
to offer the operating environ- 
ment under both the OS/2 and 
Unix operating systems. The 
Apple lawsuit alleged that New 
Wave and Windows violated Ap- 
ple’s Macintosh visual displays. 

The Iris prototype, using 
SQL commands, can extract data 
from SQL-based relational 
DBMSs, while using its own 
form of object-oriented data to 
make the use of such databases 
much easier. 


Prototype demo 

HP demonstrated the prototype 
on an HP 9000 system running 
HP-UX, which is HP’s version of 
the Unix operating system. The 
Iris database was able to query 
HP’s existing relational database 
management system Allbase, 
which is currently offered on the 
company’s proprietary MPE- 
and Unix-based system, while 
using an SQL-like query method 
that HP calls object SQL, or 
OSQL. 

Although would not say when 
it might bring such a product to 
market, the Iris database proto- 
type and its underlying object- 
oriented technology was charac- 
terized by the company as a 
“tremendous opportunity for 
the 1990s.” 

Susan Bockus, product line 
manager of Information Man- 
agement Products in HP’s Com- 


mercial Systems division, said 
the company has no definite 
plans for introducing the Iris pro- 
totype as a product at the pre- 
sent time. 

However, she said that HP 
currently has the Iris database 
prototype in testing under strict 
nondisclosure agreements at 
several universities and com- 

A handful of smaller compa- 
nies have already marketed ob- 
ject-oriented DBMSs such as 
Servio Logic Development 
Corp.’s Gemstone object-orient- 
ed database and Ontologic, Inc.’s 
V-Base. 

As to whether the Iris proto- 
type could replace today’s rela- 
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extension of what 

you see in New 
Wave. We’re looking at 
blowing up New Wave 
out of the office envi- 
ronment.” 


KATIE ROTZELL 
HEWLETT-PACKARD 





tional DBMS products, HP said it 
sees an eventual Iris-type data- 
base being more practical for ap- 
plications — — particularly in engi- 
neering environments that 
require manipulation of ex- 
tremely complex data sets. 

“I believe there will never be 
a replacement for the relational 
database, which serves a very 
large market with a lot of appli- 
cations,” Rotzell said. “‘They’ll 
need to coexist.” 


Catch the wave 

The Iris database builds on HP’s 
New Wave technology, which 
uses objects and the Microsoft 
Windows graphical interface to 
make processing of data easier 
for the user. 

Rotzell said that an object-ori- 
ented database such as Iris most 
likely would be used in applica- 
tions with complex data struc- 
tures, such as computer-aided 
design, computer- -aided _soft- 


to traditional office environ- 
ments. 

“With objects, I as a user can 
deal easier with real-world tasks, 
like making prints,” she said. 
“We think objects are going to 
make life much easier for users. 
Virtually any real-world situa- 
tion can be modeled using ob- 
jects. We think it also can make 
things easier for [software] appli- 
cation developers.” 
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ystems integration is 
on the mind of every 
MIS manager, and de- 
ciding how to handle it 
is no easy task. 

A recent report from The 
Ledgeway Group, Inc. in Lexing- 
ton, Mass., examined the use of 
outside professional services, in- 
cluding systems integration. The 
research firm conducted surveys 
of 178 Fortune 1,000 informa- 
tion systems managers. Notably, 
about half of the respondents 
said they do not use outside firms 
for systems integration and thus 
have no experience in contract- 
ing such services. 

Among those managers who 
do seek outside integration help, 
however, the primary impetus is 
a lack of staff expertise, which 
Ledgeway defined as either a 
lack of specialized skills among 
in-house staff or the complete 
lack of an in-house staff. Cost did 
not appear to be a driving factor 
because none of the users chose 
that answer from the multiple- 
choice list provided in the sur- 
vey. 

These findings supported 
Ledgeway’s contention that 
companies turn to outside pro- 
viders largely for one-time proj- 
ects of a critical nature, upon the 
completion of which full-time 
employees will no longer be 
needed. 


As for the types of vendors 
that users pick for systems inte- 
gration, the choices were pre- 
dictable: systems integrators 
and consulting firms. Communi- 
cations firms scored low, and the 
divested Bell operating compa- 
nies included on the list did not 
score at all. It is thought that 
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Why some users turn to outside firms... 
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Project size/ 
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INSIDE LINES 





Card-carrying member. Compaq is developing a 32-bit 
EISA LAN bus-mastering card to be included in its yet-to- 
be-built EISA machines. A source close to the firm said the 
machines will be out in the second half of this year. Compaq 


cards that exploit the bus, according to a Compaq spokes- 


Let’s get fractional. Fractionalized T1 — the ability to 
purchase and route bundles of 64K bit/sec. channels as a sin- 
gle link — — should become a reality next week as AT&T and 
several former Bell operating companies announce tariffs 
for the service. This will save big bucks for users with too 
much traffic for one or two 64K bit/sec. links but not enough 
to justify full T1, sources said. 


RISC-y approach to fault tolerance. Trying to capture 


tiple processors. Tandem has been offering an Altos Unix 
system with little success. 


Oh! An internal audit of transaction processing bench- 
marks at DEC was conducted by “a very skilled panel of 
technical people” from DEC during the summer, according 
pace taba nog oe 4 ory dlp 
out the benchmark tests. Peat Marwick, however, was not 
contacted to perform any tests until September, probably 
too late to perform an audit before the announced publica- 
tion date of the benchmark in October. Peter 
Kastner, now a consultant at the Aberdeen Group in Bos- 
ton, was the contact person at DEC for Peat Marwick, but 
after he left DEC in the fall, the benchmark audit effort was 
left to languish. 


Buddy, can you spare $5 million? Software Publishing, 
which has been on a major roll after some tough times, 
doesn’t really need the cash. But that apparently has not 
stopped the firm from pitching its Harvard Total Project 
Manager to other software houses for $5 million, our source 
says. Of course, you can get an individual copy for less. 


Maybe we'll send the pre-press. Expect Telenet Com- 
munications to announce a ‘“‘pre-ISDN” high-speed service 

at Communication Networks ’89 in Washington, D.C., this 
week. Telenet is just one of a flock of carriers that are racing 
to meet burgeoning demand for wideband (read: anything 


Who’s involved in decisions 
PERCENT OF RESPONDENTS (BASE OF 178) 
1% 


from 45M to 100M bit/sec.) digital services, Telenet said. 
these firms, which have only re- 





Board of directors 6x | comm Hold on to that check. The 14-MIPS performance and 
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0 ginning to shake things up in the workstation world. At 

7% Apollo Computer’s recent rollout of the Series 10000 Visu- 

alization System, Vice-President of Marketing Michael Gal- 

lup said his firm should be announcing a workstation in the 
$15,000 range within the next quarter or two. 











Chief executive officer 





Chief information 
officer or top DP/ 
communications officer 


inf tion offi entboreen Senior officer /executive 

seem to be involved in both 

roles. Department manager/ 
The systems integration mar- comauiiee 

ket was worth about $1.6 billion = 
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THERE'S A WORLD OF DIFFERENCE 
BETWEEN US AND OTHER COMPUTER 
SERVICES AND SOFTWARE COMPANIES. 


























& a global, entrepreneurial organization with a network of 2,500 full-time professionals in 80 cities on four continents. Many know 

P] us by the names of the divisions shown above. 

Bene Secondly, we're the only computer services and software company specializing in ali seven of the disciplines that comprise 
software services: professional services, systems integration, professional and technical resources, education and training, software 

maintenance services, network and operations management, and applications software packages and productivity tools. 

In addition, these seven services all share access to a state-of-the-art delivery system we call TDSS: Technologies for the Delivery of 
Software and Services. TDSS consists of both proprietary and off-the-shelf software tools and service methodologies that can be applied to all 
the projects we undertake. 

Our professionals help you evaluate and select the right combination of hardware, software, applications, and network technology. 
What’s more, our evaluation, design, and implementation skills, coupled with our ability to take complete project responsibility, enable us to 
help meet your business needs on time, to budget, to specification. 

. With our global presence, complete range of services, proven delivery systems, and a focus COMPUTER 
on making the customer successful, we have a long list of satisfied customers throughout the world. POVVER 

To find out how Computer Power Group can make a world of difference to your next project, GROUP 
call = 650-3500. Or write: Computer Power Group, Americas, 24 Prime Park Way, Natick, 

MA 01760. 


af We're Computer Power Group. And we're different than any other computer services and software company. First of all, we're 
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We design software to interface 





with the most important part 





of your business. 





Without taking anything away from 
R&D, strategic planning or corporate 
communications, people are still the heart 
of every successful business. 

A point that often escapes many soft- 
ware vendors, who seem to develop busi- 
ness applications with less regard for the 
people who use your computer than for 
the computer itself. 

As a result, your staff spends nearly as 
much time in training as they do working. 
Backlogs pile up. Your business suffers. 

At McCormack & Dodge, our goal has 
always been to help people work more 
productively. 

That was our intention six years ago 


when we introduced Millennium® the 


first truly integrated processing environ- 


ment. And it remains so today with busi- 


ness solutions that give you the most flexible 


user interface yet. 

So flexible, in fact, that people can eas- 
ily tailor applications to their individual 
needs. For example, a health care user 
might set up our Human Resource pack- 
age to monitor their nursing staff sched- 
ule, while a manufacturer uses it to track 
grievances and arbitration results. 
Whereas our PC Link software lets any- 
one turn their desktop PC into a personal 
reporting and modeling tool. 

In either case, people continue doing 
their jobs the best way they know how. 
With the full backing of M&D’s top-rated 
service and support, of course. 

To find out more about customer- 
controlled software, or any of our Finan- 
cial, Human Resource, Manufacturing or 
Application Development systems, call 
McCormack & Dodge at 1-800-343-0325. 

We put the customer in control of the 


software. 


M‘Cormack & Dodge 


company of 
The Duns Bradstreet Corporation 
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We put the customer in control of the software. 














